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Wouldn't it be fun if you could
make money by pursuing ideas that excite you?
WiIth a Net auction business, you can!
At your own speed.
From your own home.
Even while you sleep.
Big-ticket items, low-cost items,
high-volume, low-volume, whatever,
with no up-front cost.
In virtually any subject you want.

Now, that sounds like fun!
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Foreword

By Ken Evoy, M.D.
President, SiteSell Inc.

For a small business owner or entrepreneur, an auction business is the perfect
introduction to e-commerce. Start-up investment is minimal and there is virtually
no risk involved -- if you want, you can start by selling what's stored in your
closet! Net auctioneering is also wide open to experimentation. You don’t need
to be an expert when you begin. What could be easier or better?

So pursue your passion and discover your own special niche... in any category
you want. It's your choice. Make Your Net Auction Sell! (MYNAS!)
provides everything you need to build a profitable Net auction business, the
business of your dreams. Sydney Johnston (of AuctionKnowHow.com
fame) shares her extensive knowledge, experience and expertise in this
excellent resource book, reducing your learning curve to almost a flat line.

Why then am | giving away an e-book of such high quality? Good question!

| feel strongly that A-N-Y-O-N-E, regardless of who they are, where they live,
what they do, can be empowered to use the Internet to leverage their income-
building potential -- whether it is to build an e-business, grow an existing offline
business, or create a secondary income stream. You just need the right
information and the right tools, at an affordable price, to succeed. | call it “e-
commerce for the rest of us.”

Our flagship product, Site Build It! (SBI!) puts that philosophy into action. It
provides the small business person with the ability to do something that would
be otherwise out of reach -- grow a business and leverage the Net into multiple
streams of revenue. SBI! is a one-of-a-kind Web-site-building, site-hosting and
e-marketing solution that delivers real traffic and guaranteed results (i.e.,
it works!)...

http://results.sitesell.com/

And this brings me back to why | am offering MYNAS! at no charge. Sydney
provides you with all the necessary information you need to get your auction
business up and running. She leaves “no auction stone unturned.”

But why stop there with your business? The Internet has incredible
opportunities waiting to be grabbed! Take that solid auction business
foundation that Sydney will help you develop and push your e-commerce
venture to a higher level of profitability with Site Build It!.

Build a traffic-generating, income-producing Web site where...


http://results.sitesell.com/calo88.html                               
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* You own your traffic (if you don’t own your traffic, you don’t own your
business)

* You are not dependent on any one source of income (diversification reduces
risk and increases Conversion Rates -- i.e., “visitors” become “customers”)

* Your business has equity (one that you can sell later, if you wish).

The SBI! system provides all the tools and hands-on guidance needed to
create and market a professional-looking, popular and profitable Web site,
regardless of your Net experience. Its integrated technology is behind the
scenes so you just use SBI! and succeed. After all, you don’t need to know the
inner workings of a telephone in order to make a phone call!

You simply focus on the proven SBI! process, step by step, to build income...

1) Identify a profitable niche that you know and love (SBI! Manager identifies
profitable keywords at the click of a finger!).

2) Fill your site with high-value content that answers questions or provides
solutions for your visitors. (Most surfers are searching the Net for information
not necessarily for specific products or services.)

3) Use that content to attract your own niche-targeted traffic. (SBI! automatically
works with Search Engines so that your site is easy to find.)

4) Build a trusting and loyal following through e-zine. (Yes, you can easily
publish and manage an e-zine, HTML or text format, with Site Build It!).

5) Use your e-zine and site content to PREsell your targeted visitors. And
finally...

6) Convert that PREsold, warm, willing-to-buy traffic into multiple streams of
income (for example, selling auction items related to your theme, selling your
own product/service off your site, representing another merchant’s products,
lead-generation, etc.) Diversification increases your chances for a
sale/commission and gives your online business stability.

Here’'s my take-home lesson before you get started with MYNAS! ...

With SBI!, you can put eBay (and its huge, ready-made traffic) to work for you...
and you can take full advantage of the Net's income-producing potential... all
at an affordable cost, with guaranteed results!

http://auctions.sitesell.com/
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1. How to Use This E-Book

1) Internal Links

You know how sometimes you read something in a book, and you say, “Now
where the heck did I read about that?”

This book has internal links... links that take you from one part of the book to
a related section. So you can easily find and reread a topic. These links
appear as blue-underlined.

2) Navigation Features

Here’s how to move around the book...

» Scroll Bar -- click on the Scroll Box in the Scroll Bar and drag it down or
up to rapidly move forward or backward through the book. You will see the

page number appear when you click on the box. Release it when you get to
the desired page...

ur M i
it to o Page 181 of 336
H you

Clicking just below or above the Scroll Box will advance or reverse a part-
of-a-page at a time.

A8 Cerall Box

Clicking on the Scroll Arrows (at the bottom or top of of the Scroll Bar, not
shown in illustration) will advance or reverse the page by a single line at a
time... holding an Arrow down will scroll the page continuously.

» Arrow Keys -- Pressing the “m” or “i” cursor key on your keyboard will
behave differently, depending on your Operating System and on which version
of Acrobat Reader that you have. Try it and see what happens in your case.

» “Back Buttons” -- The entire left and right margins of every page are giant,
invisible “Back buttons.” Click in either margin to trace back to the
previous page you were on, even if you were in a different file. Click again to
trace another page back.

When you click in a margin, it turns black, and when you release the click, off
you go! Here’s what it looks like...
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This feature is especially useful after linking to another part of the book. Once
you read that material, you’ll likely want to return to your point of
origin. Clicking in either margin sends you straight back, so you can pick up
where you left off.

* Bookmarks -- This is useful for those with larger monitors. If you have a
smaller monitor, you will likely find that it chews up too much “monitor real
estate.”

If you are using...

» Acrobat Reader v.4... Under the Window menu, choose Show Bookmarks.
» Acrobat Reader v.3... Under the View menu, select Bookmarks and Page.
A set of bookmarks will appear in the left margin. Here’s what the bookmarks

(for the first two chapters of our first book, MYSS!) look like (exact appearance
varies depending on the operating system and version)...

[ Preface & Foreword
[0 1. Howtollze kY 551

The triangle (or “+” sign in some versions) to the left of “1. How to Use MYSS!”
means that there are “sub-bookmarks.” Move your cursor over the triangle,
like this...

0 Preface & Foreward
[‘EI'_'I 1. HowtoUse MY SS!

Then click on the triangle to expand the bookmarks under that chapter.
Click again to shrink them all back down, then again to expand them...
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[0 Preface & Foreword

— [ 1.How toLlse b4y 551

.': [0 Lirks to Spoks within b4y 551
[0 Mavigation Feakures
00 Yiesing Feabures
[ Search Features
[0 Prnt Features
[0 Lirks tothe Web
(1 Sidebars

Now... here’s the whole point of bookmarks. Move your cursor over
one of the actual bookmarks until it turns into a “hand with pointing finger,” then
click...

[0 Preface & Foreword

— [ 1.HowtoUse b4y 551
00 Lirks to Spots witkin by 551
[0 Mavigation Feakures
O Wieswing Features
[ Search Features
[0 Print Features
|1 Links tothe YWeh
|1 Sidebars "'h'

You’'ll immediately leap to the beginning of that section.

» Straight Page Jumps -- At the bottom of your Acrobat screen, you will see
something that looks like this...

|0 Page 16 of 336 | | |ike this...

AT 1 orass ||

The appearance and exact mode of use varies depending on your OS and
version. But no matter -- this is a simple, useful method to move around.
Experiment with it for a few minutes to understand how best to use your
version.

3) Viewing Features
Click here to open a preference window.

Set the sharpness. Would you like the text to appear smooth like this?...
[Your Web site either makes the sale, or it doesn’t.|




Make Your Net Auction Sell!

... or sharp like this?...
Tour Web site ether makes the sale, or £ doesnT.

If you prefer the smooth look, check the box beside “Smooth Text and
Images.” Otherwise, leave it unchecked...

At the bottom of your Acrobat Reader window, set magnification and page
display layout...

» Magnification -- Generally, the best magnification is 100%. But if you
want to adjust this, the control looks like this...

| % 100% |

or like this...

Click on the button and here’s what snaps up...

25'%
S0
T
+ 100%
125%
150%
200%
400%
800%

Fit Page
Fit Width

foom To...

< 100% [

... Enter or select the magnification that you prefer.

If you have a small monitor (15-17")...

To make the words as large as possible, maximize the window so that it takes
up the whole monitor screen. Then click and choose “Fit Visible” (as
shown above). Experiment with different settings.

If you have a large monitor (19" or greater)...

Maximize the window so that it takes up the whole monitor screen. Then
click and choose “Fit Page.” This fits one entire page into the vertical
dimension of the window (convenient for reading). Experiment with different
settings and window sizes, as well as page display layouts (next)...

10
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» Page Display Layout -- Just to the right of the magnification setting,
you'll see...

[ H 85x11in |

| 28 =11 in |. |

If you click on it, you can choose between the following page layout options...

‘ EinEle Paie \
Continuous Facing PHEEE

Single page -- displays one page in the document at a time.

or this...

Continuous -- arranges the pages in a continuous vertical column for easy
scrolling.

Continuous -- Facing Pages -- arranges the pages to appear side by side.
This is only a good choice if you have a gigantic monitor.

Single Page layout Cantinuous layout Continucus-Facing Pages layout

4) Search Features
To find a word, hit either Control-f (Windows) or Command-f (Mac) to bring

Find WWhat:

(<] Match Whole Word Only A
[<] Match Case

[]Find Backwards [ Cancel ]

11
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In the example above, you are searching for MWR, (abbreviation for Most
Wanted Response). Since you are looking for exactly MWR, you click
“Match Whole Word Only” -- if you wanted to catch any word with MWR in it
(ex., MWRs), you would not click this box. Because MWR is abbreviated with
capital letters, you ask it to “Match Case.” If you'd like to find the next
occurrence of MWR, just hit either Control-g (Windows) or Command-g
(Mac).

5) Links to the Web

Links to the Web appear like this... http://buildit.sitesell.com/

To hyperlink to the URL, open a connection to the Internet. Then click
anywhere on the blue URL to go there. But first set your browser. Click to
open this preference window -- then...

* Click Browse (for Windows users) or Select (Mac users). In the window
that pops up, find your browser, select it, and click Open.

» See “Connection type”? “Standard” is fine if your browser is not offered
as a choice. And ignore the other settings -- the default selections are OK.

e Then click OK.

6) Sidebars

A sidebar is a side note that relates to the main discussion, but which breaks
the flow of the main thought. So | “tuck it away” to help the flow. It appears like
this...

HIVEBAR,

A sidebar is a side note that relates to the main discussion, but which breaks
the flow of the main thought. So | “tuck it away” to help the flow. It appears like
this...

12


http://buildit.sitesell.com/calo88.html                               

Make Your Net Auction Sell!

2. Introduction

Like so many others, | stumbled into the Net auction business by accident. |
had heard about them and decided to see what all of the hullabaloo was
about. So I bought a couple of things and had a marvelous time. Even at that
point, | could see the profit potential of Net auctions.

Searching for this information myself, | discovered only two kinds of material
were available...

1) Read and Guess... You can find a few quite good auction books on
eBay. Unfortunately, they don't tell you exactly how to make money. There is
a lot of talk that goes, “Get some merchandise to sell, and then...” Isn’t that the
problem?

What merchandise? Where do | get it? What kind should | get? Do | buy it and
hope, or can | know in advance that it will sell? What do | charge? The list of
guestions goes on and on. And the answers get harder and harder to find.

2) Get-Rich-Overnight... There is the ever-floating foolishness that
“guarantees that within two weeks you will be making $50,000 a month with
your auction business.” There are CDs that promise to give you a list of
1,000,000 places to buy merchandise. However, when you call or write to their
sources, they're all out of business. Neither type of material is productive --
unless you are cultivating frustration.

A favorite marketing word is “secret” -- a neuron-charging word that tingles
your brain. Suddenly, a picture pops into your mind of someone whispering
in your ear...

S ... “I know a secret and | will share it with you if you pay me a
whole lot of money.”

Guess what? There aren’t any secrets in Net auctions.

Of course, like anything in life, you must master the basics and understand
what you are doing. This is true if you are picking up trash or creating secret
weapons for the Pentagon. No successful business, online or offline, happens
by accident.

This book will provide you with usable and do-able information and ideas. You
get everything you need to know to carry out successful auctions, how to...

13
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write powerful ads and listings

figure out your costs so that you sell at a profit
master record keeping

arrange shipping and handling

accept payment

build traffic

You also get information regarding...

» suppliers and auction sites

* money-making ideas

* how to avoid mistakes that cut into your profits

* studies of successful sellers that are making huge sums of money

Bottom line?

| can promise you that you have the information to do whatever you want with
auctions. Keep in mind that this is an art, not a science. And isn’t that for
the best? By developing our own skills and abilities, we become the kind of
wealthy and successful people we all want to be. Knowledge is only
potential power -- without action, it is useless.

So if you want to become a master of the auction game, get in there and
experiment. You will learn, make new friends, earn some money, create
some messes, waste some money, learn value, have a great time playing the

game, make ever-larger sums of money and increase your freedom.

Even better news. An auction business is easy compared to other kinds of
businesses. | have worked for other people for years, taken orders and toed
the line. As an entrepreneur, | have made money at real estate, information
selling, mail order, multi-level marketing -- all the standard stuff. | can tell you
definitely, positively, that Internet auctions are easier than any of those.

This doesn’t mean that money just falls into your hands because it doesn’t. But
it does mean that you don’t take orders from others. You make the decisions.
And... you don’t have to go looking for your customers because they’re already
waiting for you. What could be better?

What is it like to play the auction game? It is exciting, challenging, frustrating,
fascinating, nerve-wracking, rewarding, and on and on. But it is never boring.
I love this business and | hope that you will, too.

It's an e-commerce party, a celebration, a happening... and you're invited to
join the rest of us on the road to online success!

o
—
[F
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3. The Entrepreneur’s Dream!

To call an Internet auction an “Entrepreneur’s Dream” isn’t poetic license or
part of the get-rich-quick rhetoric. Net auctions are the simplest way on this
planet for the “little guy” to make money...

1) Targeted customers are at your doorstep -- With an Internet auction,
your customers are already there and they come to you! We don’t have to look
for customers because the auctions sites have already created a name for
themselves, and they continue to attract millions of customers. But more
importantly, they are targeted customers. Customers seeking tennis
equipment won’t be looking at the coins you have for sale. And isn’t that the
way you want it? Why waste time on customers who will never buy?

In this book, | refer to eBay more often than any other site. eBay is the...

- . Queen of the sites. This is the company that started the auction
frenzy the one that others copy. eBay has more categories and registered
users than any other site. Their information is more comprehensive and their
services are broader than anyone else’s. However, eBay is not the only royalty
in the kingdom. As you will see later on, another site might prove to be more
appropriate for your merchandise.

2) There are no start-up costs -- Can you name any other business that
has no start up costs? For example, “Entrepreneur” magazine claims that the
average franchise costs $70,000! And when you buy your franchise, what do
you get with it? Employees, rent, government regulations, incredible
paperwork, the constant threat of lawsuits, grinding responsibility and twelve
hour days... phew!

With a Net auction business, you have none of those expenses. All you have
to do is register for free and you are now the proud owner of an auction
business. What a contrast!

3) There is no financial risk -- Your maximum risk is $3.30. That’'s the
maximum charge on eBay to list an item for sale. In the event that your item
doesn't sell, that’s all you lose. On many of the sites, there is no charge at all.

It is wise to begin with merchandise that you already own (or go rob Mom or
Grandma’s attic). No merchandise costs. The only exception is when you are
selling a car or house. | don’t recommend that anyone begin their business
that way but even if you do, your maximum risk is $50. There is a flat charge

15
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from eBay of $50 to list a property, with no further fees if it sells. If you wish to
sell a vehicle, there is a $25 listing charge and another $25 charge if it sells.

4) You can start-up in 5 minutes -- Just fill out a registration form at
the auction site of your choice, and you can begin selling.

5) All you need is an Internet connection -- With other kinds of small or
home businessess, you must spend money on advertising. And ads are not
cheap. If we think about advertising a product or service on TV or radio, costs
escalate dramatically. Contrast that scenario with this one -- the price of an
Internet connection of $15 — $25 a month whether you are dealing with 5,000
or 5,000,000 customers!

6) You are open for business 24/7 -- The Internet is the only place in the
world where a small business can be open 24 hours a day, seven days a
week. There are large numbers of people who shop when the rest of the world
is sleeping. If we are available to these folks, our sales will be much higher.
Why? Market researchers tell us that a large percentage of the merchandise
that is bought is an impulse buy. If your items are available at your customer’s
convenience, rather than yours, your profits will soar.

7) You can sell to the entire planet -- If you are selling in your home
town, your buyers are limited to those people in your geographical area. With
the Internet, the world is your customer. The typical merchant can expose his
wares to more customers on an Internet auction than would see his products in
decades in his home town. As The founder of eBay began the site because his
girl friend collected Pez holders, and couldn’t find several that she was
seeking. He reasoned that with a larger audience, she could find a greater
selection. (I guess there weren’'t too many Pez fanatics in her neighborhood.)

8) Auction sellers can live wherever they please -- In common with
many other Internet businesses, geography has become irrelevant. For
centuries, humans have had to live in cities if they wanted to engage in
commerce at an expanded level. With auctions, you can live anywhere you
please, as long as you have electricity. In fact, with laptops we don’t even
need to be home. Want to run your auction business in a Winnebago, on
safari, or cruising the Mediterranean? No problem. Wireless access and
pager services are available. You can follow your auctions any time,
anywhere.

9) You can make money without leaving home -- We never have to

leave our homes to make as much money as we want. This has to improve

family life in a significant way... want to go to the kids’ Little League games?
Have lunch with your spouse several times a week? Work at 3:00 A.M.

16
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because you are a total night owl? Or perhaps you are a shut-in, disabled or
taking care of aging parents. Doesn’t matter. You can participate in Net
auctions without any restrictions.

10) Your computer is the only employee you need -- The computer
gives you tremendous power and freedom. Unlike the giant companies, our
employee doesn’t need a vacation. It takes no sick leave, and has no family
emergencies. In other words, you have a 24 hour, seven-days-a-week loyal
servant at your beck and call.

There are a lot of ads in opportunity magazines claiming that you don’t even
need a computer to make money on the Internet. Well... maybe. But if you are
serious about making money on the Internet, you truly need your own
computer. Going to the library, or paying Kinko’s $12 an hour, is a very short-
term solution.

11) You can choose to be part time or full time -- Starting a business
and getting it going is a full-time job, and then some, unless you choose to be
an auction player. Because the Internet will carry on your business without
you, you can keep your full-time job until you are ready to quit -- if ever. Some
folks choose to remain at a part-time level. This removes the terrifying risk of
having to give up the economic security of a job until you are well-established.

12) You can do your market research in advance -- Forget about
guessing, hoping, praying, lying awake at night, staring at the ceiling and
wondering if you are doing the right thing. With this business, it is possible to
do your market research in advance and have a very clear picture of how well
your product will sell before you even auction it.

13) Auctions are simple to learn -- Net auctions have a mercifully short
learning curve. Notice that | didn’t say “no” learning curve. But rest assured
that it doesn’t take long to begin playing like a champion. Net auctions are not
like brain surgery, law school or quantum physics. To become a superior
auction seller, it just takes some observation, attention and time.

14) There are no feelings of rejection -- Some people would rather be

boiled in oil than try to sell anything because they are afraid of rejection. That
will never happen on an Internet auction. The worst result is disappointment

that your item didn’t sell. With Net auctions, the transaction is impersonal and
no one will see you. The element of fear is totally absent.
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15) You will make lots of new friends -- It's very satisfying to talk with
people who share common interests with you. With Internet auctions, you will
get to meet many kindred spirits.

16) You can automatically become an expert -- Once you learn the
field, it's easy to become known as an expert. This is knowledge which may
pay off in other ways. For example, a friend who sells jewelry on eBay recently
had the opportunity to buy a large amount of it from the estate of an elderly
woman. She sold the entire amount to a local jeweler before she could even
get in on the auction site. She made $7,000+ in profit. She was then was
asked to share her expertise at store level -- for a fee, of course.

Right now, there are millions of people involved in Net auctions and traffic
continues to increase dramatically. Why? Well, there as many reasons as
there are customers... but the key ones are shopping convenience, bargain
prices, safety/security (no need to leave home!), and entertainment.

If you have been an entrepreneur for a while, you may have had the heart-
breaking experience of pouring your energy and money into creating a
successful business... and then have it fall apart for reasons that are not your
fault. That's happened to me, and it's a pretty sad experience.

Will that happen with your auction business? Will you create a successful
system, make piles of money and have it disintegrate? Definitely not! Your
“dream business” is yours for the taking.

Doing business online successfully is really not complicated...

1) Deliver good products or services that people need or want.

2) PREsell by “warming up” your visitors so that they trust you and then sell.
3) Attract targeted traffic cost-effectively.

Use Site Build It! to build a Web site that will super-boost your affiliate

business and keep you in charge, not eBay. To see how to reduce risk, check
out... http:/auctions.sitesell.com/

Are you ready to begin your new auction business? If you are, it's time to take
the first step. It will only take a few minutes. Go to http://www.ebay.com/
and I'll meet you there...

e
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4. Five Minutes to Start

Before you can play the Net auction game, you have to get on the team.
Registration is absolutely free and it only takes about five minutes to fill in some
information. Once again, | must point out that we are using eBay rules
primarily because the other sites have mostly copied their lead.

STEP #1 -- Register. There are three requirements for registration...

1) You must be 18 years old. Recently, the horrified parents of an 11 year old
boy discovered that their son had bid over $300,000 on eBay items. The
sellers were not amused!

2) You must provide a credit card number. It costs nothing to browse eBay
listings, yet to participate in any way requires a number. Buyers pay nothing to
the auction sites. Only sellers pay charges.

3) You must have a valid e-mail address.

Next comes personal information to insert. Please note... you will be asked to
check whether you prefer SSL transcription or not. The answer is yes.
Secure Sockets Layer makes your information much less vulnerable to the
After-School-Hacker Club. Privacy is a tough Internet issue. Don’t make it any
easier for the snoops to find out about you. In fact, it is wise to only shop at
sites with SSL.

Provide eBay with your name, address, telephone number and e-mail address.
Unless you tell the truth here, you won't be an eBay member. When you are
buying and selling, there is frequent communication between you and your
auction site. Depending upon your ambitions, you may want to create a
separate e-mail address just for your auctions. It is more efficient if your
auction messages are separate from your family reunion ones.

eBay promises that your personal information will be given only to law
enforcement agents or eBay’s watchdog program, “Verified Rights Owners.”
They only reveal information if fraud is involved. Other users may need your
contact information to complete a transaction. eBay guarantees that they will
send you an e-mail giving you the name and full contact information of anyone
who requests information about you.

STEP #2 -- Choose your User ID.

STEP #3 -- Pick your password. For safety’s sake, auction sites
recommend the following safeguards...

» Never give your password to anyone
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» Don’t pick anything obvious. Of course -- but what is obvious? | have often
used the years of my children’s birthdays. How many strangers have this
information?

» Use nonsensical combinations of words and numbers

» Change your password if you think anyone else might have it.

» Stay away from really weird and funky names that might turn people off.
“Son of Sam” might be amusing to you but it also might cost you a lot of dollars!

» Refrain from using words that might reflect negatively on your products.
“Garbageman” may convey an image you don’t want.

» Don’'t make your ID too long -- “GreatguidefortheLewisandClarkexpedition”
might be a tad difficult!

» Don’t use underlined names because they are a big pain.

* Don't use ALL CAPS names because many Net users consider this
SHOUTING.

The auction sites have some rules of their own to consider...
» They don’t want case sensitive names like SyDnEy.
» Foul language is prohibited.

* No names with just one letter. Some symbols, such as & and @, are
prohibited.

 IDs that use the company names, like “ebayseller,” “amazonkid” or

“yahoocowboy” are prohibited because they seem to imply that you are an
employee.

STEP #4 -- Agree to have a personal page. eBay, for example, has
created “About Me.” The way eBay views it, their members are part of a
community, a family. And anyone who wants to share information about
themselves is welcome to do so with a personal Web page.

Here is what you can do with a personal Web page...

» Create a storefront for yourself.

» Show off your fabulous finds.

» Display your items up for bid.
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» Educate the world about your favorite hobby.
* Promote who you are in the eBay community.

If you browse the eBay categories, you will see that very few people take
advantage of this option. Privacy is such a hot issue on the Net that it seems
like a personal page is a contradictory idea. But a personal page is an
absolutely fabulous marketing tool. Take advantage of it. You get free
advertising on some of the most heavily-traveled consumer locales in the
world.

Again and again, eBay urges its trading community to check feedback, to
check the reputation of the seller. When you auction your products or services,
you can be sure that many buyers will indeed do just that. The Internet is
famous for its anonymity but that isn’t wise if you want to sell over the Net,
whether on an auction or not. If your customer doesn't trust you, she isn’t going
to buy. Period.

When you go to a store, do you buy brands that are familiar to you? Would you
buy a highly technical product without knowing the company and having
contact information easily available? Personally, if there is no way to contact
an Internet company, | don’t buy from them -- ever. The more confidence you
inspire, the more money you will make. So what’s the million-dollar answer to
the question, “Do you want a personal page?” Yes, yes, YES!

OK. Now what do you put on your page?

1) Be creative and think about what would inspire confidence. Definitely
include pictures. Allow your customers to see you as a human being like them.
This is very reassuring. For example, if you sell dolls, definitely include a
picture of yourself surrounded by dozens of your little friends.

2) The best kind of information reinforces your expertise. Perhaps you sell
cars, own a garage and can personally verify the condition of everything you
sell. Or you teach classes on pottery and ceramics, which you also auction.
You have written a book on antique jewelry and you sell bracelets and
necklaces. You own a restaurant and you sell specialty food items and
cookbooks.

» Show pictures of items you have successfully sold in the past, and always
mention your Web site, if you have one.

» Use testimonials if you have them. What you say about yourself will never be
as believable as what someone else says.
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» Don’t use those hokey, phony ones, “Joe S. of Utah says ...” Nobody, but
nobody, believes those. Use pictures, if you can. Provide contact information.

» Use your imagination. Record some of your fans talking, and use it as a
testimonial.

* Be subtle. But if you have a business or a Web page, always include
references to it. For example, if you specialize in paperweights, you might say
something like...

“After several years in the business, | have | earned
how to recogni ze the nost val uabl e paper weights.

In fact, if you would like to read ny article on

‘The Ten Most Val uabl e Paper Weights in North Anerica
and How to Recogni ze Them ' you can download it for
free on ny Wb site paperwei ghtking.com”

STEP #5 -- Provide your credit card number. The fees for selling an
item are very minimal. In fact, selling on an auction site has to be the biggest
bargain in town. Sellers are charged an insertion fee when a product is
placed for auction. If it sells, they are charged a final value fee, based upon
the final price of the item. Each seller receives an invoice for the previous
month’s fees.

In my first week in business | made over $1,000. (Actually, it was $1,027.53.)
Out of that amount, | paid eBay $38. A very minimal cost for doing business!

So where do you stand now?

You are registered, have your personal page and are ready to begin an actual
transaction. Actually, you are more than ready. You are roaring to start.

Now here’s a strange-sounding statement... The best way to make money
is to spend some money! So get ready to buy something you really want...

i

22



Make Your Net Auction Sell!

5. Begin by Buying

To become a master auction player, you must start by buying something.
Why? Simple. You can't sell effectively if you have never bought. For
example, when | find a new supplier, | never auction their merchandise until |
have ordered at least one item from them. If their service is awful, or their
merchandise is not what | expected, | want to know it. | need to know this
before | go out and sell it and have a bunch of angry customers attacking me.

The auction sites have internal Search Engines which make it easy to find
anything that interest you. The first place to start on any site is to look at their
categories. If you go to eBay’s home page, the first thing you will notice is the
category list...

el

eBay
http://www.ebay.com/

Within those broad categories, however, there are incredible varieties of sub-
categories (and sub-sub-categories). Suddenly, hundreds of possibilities
enter your mind. | don’t see how it's possible for anyone not to find something
to interest them. There really is something for almost everyone on auction
sites.

How can you find something you might want to buy? You can search not only
in a particular auction site but over all auction sites as well. Let's start with the
most immediate source...

1) Individual Auction Sites

To locate an item, you simply click on the Search button and enter the
keyword(s). On eBay, you can save the search results and you will be notified
about this request for thirty days.

These engines are simple to use and mostly effective. There are five basic
ways to search for an item...

i) By title -- this means a subject name. For example, type in “1800 pocket
watch” or “Record album, Three Dog Night.” One problem that hampers buyers
in their search is some sellers’ very creative spelling habits. Another is the
kind of foolish titles that some sellers indulge in like... “LQQK OLD

i) By item number -- this is a more limited search method because you
must already know something about the item to have its number.
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iii) By seller -- lots of serious auction sellers use this search method to keep
themselves informed about their “competition.” Personally, | think there is so
much opportunity in the auction business that there is very little reason to be
concerned about what others are doing.

iv) By the bidder -- this can be a very powerful way to learn your niche. If
you discover someone in your field who really knows her stuff, you might want
to follow her around for a while and see what she’s doing.

v) By checking past auctions -- this is a great research tool because you
can see the price on similar items and you can check the number of items that
have shown up recently. This is the most accurate type of supply and
demand information. Some bidders are such fierce collectors that they
compete with rivals. They constantly check up on each other to make sure they
aren’t overlooking any special treasures.

2) Multiple Auction Sites

There are some amazing electronic creatures called “Bots” (Robots).
ShopBots and AuctionBots will search an item for you. Their biggest
advantage is that they aren’t limited to only one site. You simply type in what
you are looking for, and they will go to many different sites to find what you are
seeking.

Some of the best known AuctionBots are...

http://www.vendio.com/

http://www.auctionwatchers.com/

http://www.bidxs.com/

“Seek and ye shall find” rings true in the Net auction world.

e

5.1. Carry Out Due Diligence

Major news bulletin... Rushing out to buy something without knowing what you
are doing is not smart business! If you are investing in a five dollar book,
simply to get a feel for the auction process, it's no big deal. But it is still
important to follow due diligence.

Once you learn the process, not only will you not make serious buying errors
(or not as many), you will also learn how to be a more powerful seller. Here
are the key elements...
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1) Item Description -- Obviously it is the buyer’s responsibility to know what
he is buying. If you have any questions, ask, ask, ask!

2) Item Condition -- There are “grades,” which refer to condition. These are
well established in professional circles and are used in some descriptions of
auction items. The grades are...

i) Mint or MIB (for Mint-in-Box) -- this is a never-used item, still in its original
container, complete with directions. In other words, perfect.

i) Near mint -- the item is perfect but it no longer has the original packaging or
the packaging is less than perfect.

iii) Excellent -- has some minor wear but is very close to perfect.

iv) Very good -- has minor defects

v) Good -- looks used, with defects

vi) Poor -- is barely collectible at all, heavy damage, heavy use

Be forewarned! Most people tend to overestimate the value of their goods.
This isn’t necessarily because they are liars or they intend to deceive (although
some sellers are dishonest). It's just that the items involved are “treasures” and
it's tough to be objective. So find out... Is the item new or used? If new, does it
have its original packaging? Its warranty? Directions? If used, what is its
condition in terms of scratches, missing parts, faded paint? If applicable, is it
genuine, or a reproduction? Who is the maker?

3) Transaction Terms -- You need to know the details of the transaction...

i) What is the seller’s refund policy if the item is damaged?

i) How long will it take to get your purchase?

i) What are your payment options?

iv) Who pays for shipping (almost always the buyer).

v) Who pays for insurance, if any?

4) Seller profile -- The most important thing you can do is to know who you

are buying from. eBay, for example, has an elaborate system of seller
feedback.
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Good feedback is absolutely critical to successful selling! You can see that
your entire history as a seller is displayed for all to see. This method keeps
people honest, and prevents sleazy people from harming buyers.

Buyers have three choices for feedback... negative, positive or neutral.
Any buyer wishing to give negative feedback must have a transaction number,
or he cannot give feedback. This is a way of protecting sellers from spiteful
people.

When you move into the seller’s role, remember... if you want to receive
(positive) feedback, you need to give it! The feedback mechanism, however,
is not always clear. There are sometimes a lot of very confusing directions for
finding your buyer or seller to give feedback. For example, you might be asked
for the ID or the auction number of the transaction you are seeking. It might
have been weeks since the auction was completed and you can't easily
access this information.

Solution? To locate someone on eBay, click on “Services” link and then the
link to the Feedback Forum. Once you are there, click on the “Leave feedback
about...” link.

Type in your ID and password and click “Find all transactions in the past 60
days,” and the site will take you to your own auctions. There you will find a list
of everyone you have done business with in the past two months. Smooth,
easy, beautiful. You don’t have to remember any password or ID but your own.
Guaranteed! | wasted lots of time trying to find other folks’ IDs until | discovered
this simple method!

... “The Customer from Hell” at some time or other.

What if a buyer unfairly maligns you? First of all, she can only give you one
negative point, although she can load up your feedback with unflattering
comments. Secondly, the seller always has a chance to reply.

As a buyer, you have the responsibility to use feedback fairly. If you don't, you
may be on the receiving end of some pretty tough criticism when you are in the
seller's role. So...

i) Wait until the transaction is complete before you comment. Don’t be too

hasty to give negative feedback (there are only specific circumstances where
feedback can be withdrawn).
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ii) You can’t leave feedback for yourself.

iii) Don’t ever threaten others with feedback. That's a quick way to get thrown
off the site.

5) Value assessment -- Before you bid on anything, do your best to
understand the value of what you are buying. Of course, value is truly in the
eye of the beholder. But there are ways to educate yourself. eBay offers
information on several categories. It's free and fairly accurate. If eBay doesn’t
know, who does?

These articles are just one way to obtain information. There are countless
books, magazines and Internet information about all kinds of subjects.

If you are bidding on an item, it must be because you are interested in this
area. To become a successful auction player, you must be knowledgeable
about your particular interest. So use every available resource at your
disposal.

There are two cautionary flags, however...

All experts are not created equal. In other words, every so-called expert isn’t
really. Some people claim to know more than they do, simply because of
ignorance. For others, it's because they wish to make money at any cost. If in
doubt, never take the advice of only one person.

Most of the more experienced auction dealers agree that the “price guides” that
are so common in bookstores may not be very reliable. Just because a guide
says your 1959 Elvis record is worth $1500, don’t expect to get that much
money for it if you decide to auction it. Of course, maybe you’ll get much more.
Buyers often make errors. A good place to do background research is at...

http://pages.ebay.com/community/library/ebay/

6) Financial limits -- | can’t emphasize this enough... Don’t get the wrong
type of auction fever! Set your limit and stick to it unless there is an
absolutely compelling and rational reason for doing otherwise.

The most famous example | know is a gentleman who bid over $100,000 on an
item. Fortunately for him, the sellers were gracious and the item sold for a
more reasonable $11,000.

e
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5.2. Contact the Seller

What if you have questions that aren’t answered by the item description?
Always contact the seller if you don’t totally understand what you are getting
into. Whenever you see an item for sale, you will also see a phrase that says
“ask seller a question.”

It is the buyer’s responsibility to be very clear.

What if your bid wins an item and you discover that it's something you don’t
like? Unfortunately, you didn't ask any questions before you bid so it's tough
luck. You didn’t do your homework and now you have to live with the
consequences.

The point of this chapter is to understand the buyer’s experience, not to just get
you to spend some money. Find a low-priced item to buy so that it doesn’t cost
you much for your “education.”

The important point here is to analyze the buying process to see what you
need to do in order to be an effective seller.

Review of all the categories on a general site, like eBay, unless you already
are passionate about something and plan to specialize in this. It won't take
that long because you will be able to dismiss most of the categories without
even thinking about it.

Don’t spend hours doing this. Just take a quick survey. Keep an open mind.

If you take the time to do this exercise, you will know more about successful
selling than most people who have been auctioning for years. Most people
don’t bother with this step. They just use the “hit-and-miss” method.

IWEBAR.

Most people fail in any business because they don’t plan adequately. Build a
foundation that is solid. A hit-and-miss approach leaves cracks that in time
weaken your business. Take the time now to do the necessary prep work. And
then there will be nothing to repair later on. Ken Evoy (SiteSell.com) often
quotes Benjamin Franklin... “By failing to prepare, you are preparing to fail.”

— gy~

Now let’s bid on your first item. It's the best way to learn how to be a competent
super-achieving seller and make the kind of profit margins your heart desires...

e
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6. The Bidding Process

The word “easy” keeps popping up when you talk about Net auctions. It's easy
to register and it's easy to bid on an auction.

A look at a sample bid confirms this...

Bidding

FRANK SINATEA SIGNED AUTOGREAPHED

ALBUM/LP
Item #316496719

Opening bid: £190.00
Your maximum bid: |
(Minimum bid: $190.00)

Retdes bl |

Each item will state a minimum bid. In the example above, it's $190. If you
agree to match this bid, two things happen. The auction site asks you to review
your bid and then to give your password and user ID.

In a very short time, you will receive a confirmation e-mail from the auction site.
As was mentioned earlier, there is no charge for bidding.

6.1. Bid Increments

The auction sites have bidding increments. eBay, for example, has the
following guidelines...
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ITEM PEICE EID INCEEMENT
01- .99 $0.05
1.00 - 439 $0.25
5.00 - 24 .99 $0.50
25.00-599.99 £1.00
100.00 - 2459 .93 $2.50
250.00 - 4393 .99 $£5.00
200.00 - 339,939 $10.00
1,000 - 24595999 $25.00
2,800 -4 933953 $50.00
5,000 & up $100.00

This means that if the item you are bidding on is currently at $261, and you bid
$262, your bid would be refused. You must bid a minimum of $266 to stay in
the game.

If you place a bid, do you win? The answer is a loud and clear... maybe.

You only win if you have the highest bid when the auction closes. One great
feature of Internet auctions, however, is that they will notify you if you are outbid
and by how much. Got to keep that auction frenzy going somehow.

e

6.2. Your Computer Will Bid For You

Proxy bidding is an interesting feature of auction sites. Picture this...

There is a signed edition of “The Firm” by John Grisham being auctioned. You
have a signed collection of all his works, except this one. You are desperate to
have it and are willing to pay up to $325 for it. At this point, though, the bidding
is only $202.50.

What is your best strategy? Are you going to sit by your monitor, waiting and
watching? Should you bid the $325 right now? Thanks to proxy bidding, you
don’t have to do either. To win the book, all you must do is click “proxy
bidding” below the minimum bid amount and enter your proxy bid of $325. The
computer will bid for you. Whenever your arch-rival bids on your book, the
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computer will automatically bid the next accepted amount for you. And each
time the computer bids for you, it notifies you via e-mail.

Don’t worry. Your maximum bid is a secret. When and if the price exceeds
$325, the computer will not bid any longer.

e

6.3. Reserve Auctions

When bidding on an item, you will sometimes see “Reserve” by the bid.
Whenever a seller lists an item, she must list a minimum bid. This is not the
same as a reserve. A reserve is a price below which the seller will not sell
and the amount is kept secret during the auction.

You will often see some strange items sold this way. When | was a novice, |
was startled to see a diamond bracelet with a minimum price of $1. However,
there was a large reserve price on this bracelet.

Why do sellers do this?

One reason is to have a lower insertion fee to pay. Another reason is to
create interest on the part of the buyers. Here is an example of a sale item
that deliberately was started low just to create interest ...

Newfﬂarel}* Used Palm VII Wireless Internet

Item #350700311
Lomputers FLAA s S om, Palm
':l.‘.'l'“l'i::'lt:}' 536“ ,["] {ragiree not eet mat) Eest bad S'L 99
':'1.l-a.rltlr_':|' 1 #oftads 20 hid histerys Canth Erral)
Tone 1eft i) dﬂ.}"E. 20 hours + Lacatan FL

Country  United States

If you look at the line entitled, “First bid,” you will see that the seller began the
bidding at 99 cents. For a “new/barely used” palm pilot? The seller absolutely
did not expect to receive this tiny amount. Instead, he set the reserve high
enough to achieve whatever profit he thinks is reasonable. As you can see,
the current price is $360 and the reserve isn't met yet.

Here are other examples of reserve items...

1957 Chevv 2DR BelAir Classic Crusin Low
Res £

This is a typical reserve auction. After the description is the notation “Res.”
This lets prospective buyers know that it has a reserve price.
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On this car, the reserve price isn’'t met at $10,100...

1957 Chevy 2DR BelAir Classic Crusin Low Res

Item #309679216
Everythung Else-Autemotive Colleckor Wehicles Collector Cars

ity $10,100.00 (recerve not yet met)  Frstbted  $1,000.00

y 1 #ofbids 29 (bid history) (with emails)
ot 1 days, 3 hours + Locaton  Georgetown, GA

If it is not met, the car will not sell at the end of the auction, even though it has
received 29 bids.

. [ 1 = T -
¥ Rt
Are reserve auctions a good selling strategy for you?

A reserve seems like a really cool idea. You can sit a tiny minimum price and
yet be covered so that you don’t have to sell your Rolls Royce for $10. The
downside, however, is that there are many buyers who will not bid on reserve
items. They “don’t want to waste time playing games,” as one buyer put it.

| once bid on an item seven times in a couple of minutes, and each time
received the “reserve not yet met” response. | gave up in disgust and | haven'’t
bid on an item with a reserve price since then.

This is an individual decision, without question. But as a seller, be aware that
many potential buyers will pass you by. Reserve auctions are definitely in the
minority.

-

6.4. Bidding Strategies

Really serious auction players and collectors develop winning strategies to
make sure they get the items they are craving. They manage to buy items that
they can then resell for a nice profit. Mastering effective bidding strategies
means more cash for your pocket. Here are a few to consider...

Strategy #1 -- A few cents can make the difference. Most buyers bid
in nice, round numbers like $5.50 or $10.75. But those who study the auctions
learn that a few cents can make a difference. Instead of bidding $12.50, bid
$12.53.

Sometimes these few cents will be a difference between winning and losing.
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Power tip... Don’t use this strategy at the very beginning of an auction. Wait
until near the end of the bidding period. Why? Because your competitors will
realize what you are doing, and you will lose your edge.

Strategy #2 -- Snipe cautiously. A last-minute flurry of bidding is called
“sniping.” This is the fine art of waiting until the last possible second to defeat
the current high bidder. Many scream that it is not playing fair but it is totally
within the rules of the auction. And it can be a lot of fun. Sniping is the
electronic equivalent of parents in the toy store fighting over the last Robo
Laser Geek on Christmas eve! Be prepared, though. You may be on the
wrong end of a snipe one of these days!

If you are a serious sniper, try this next tactic. Computers take a few seconds to
record bids so the bid entered 10 — 20 seconds before the end of the auctions
usually wins. Many people take this very seriously. They use pagers, alarm
clocks, etc., to sound the alert. Some even schedule their entire afternoon
around an expiring auction.

Then they may regale the crowd in the chat rooms the next day...

. with play-by-play tales of their savvy moves!

Strategy #3 Use the two screen strategy. In the event of a bidding
war, really serious bidders use this strategy to acquire a treasured item. First,
make sure your clock is set to the time of the auction site. You wouldn’t want to
miss out on your treasure because you lost track of time.

If you press the Control (Ctrl) and N key together (Command and N together for
Mac users), you will open a second screen on your browser. You can use
one screen to bid and the other to watch a flurry of last minute bids. To keep
up with the bids, keep hitting the reload or refresh button on your computer.
In this way, you know what all your opponents are doing. Feel your adrenaline
spike!

If you use this tactic, be aware that it takes precious seconds to fill in your ID
and password so have that part of your screen filled in to save time. And...
good luck!

Strategy #4 Don’t bid high and early. If there are several people who
are determined to acquire the item that you want, you will only be forcing the
price up and up. Wait until closer to the end to make a determined series of
bids.
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When you are selling, you will see this happen again and again. Many buyers
wait until late in the game to bid just because they don’t want to run the price

up.

Strategy #5 Don’t get carried away. Keep some perspective. Don't bid
more than the item is worth to you. Keep in mind that if you lose, there will
probably be another one available tomorrow.

Why am | including so much information about bidding? Simple. The more
you know about the auction process, the more effectively you will
sell. | can't repeat that too often.

Ken constantly advises that the better you know your customers, the more
successful you will be in your business. In short, you need to know how your
customers feel and behave. You have to get into your customer’s mindset.

" SIDEBAR |
SIEEA R

You need to understand your customers’ thoughts and feelings, figure out their
personality type, sense what makes them tick. Basically, you have to get inside
their heads. Once you know your customers, you can anticipate their wants,
appeal to the right emotions and show them how your product/service will
benefit them. That's what effective PREselling is all about.

For more information about PREselling, see http://auctions.sitesell.com/

i
1

Another powerful reason for understanding the what’'s-what about bidding is
that as a seller you might want to stock up on good deals that you see for
resale later. Here is a great example. This seller bought 50 pairs of earrings in
9 days. She bought them for resale...

a0 worldnet. att.nel

(13) & £3.00 2 Sep-17-00 19:20:16 PDT
’?ﬂ @ﬂ" EH
Eﬁl “§ 7]dnet. ot et $1.76 25 Sep-26-00 21:24:55 FDT

Or consider this approach. There is a “Wholesale” category on eBay where
sellers can buy items to resell later...

WHOLESALE CASE 60 RECHARGEABLE
RAZORS

1 Bid for 50 Laser Pointers at WholeSale, 555 55500

5360.00

Personally, | prefer to find my own sources. But some sellers beg to differ.
They insist this is a profitable way to buy merchandise.
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Again | have to emphasize, really know your prices before you invest
in any merchandise.

i

6.5. Buyer's Remorse

Retracting a bid is a huge no-no. Nothing can ruin your trading career more
quickly than backing out on your bids. Why? This business runs on
reputation and if you get a bad one, you will be damaged, possibly beyond
repair. Many buyers won’t do business with you. In the worst case, you can be
suspended from the auction site.

So it's important to know the “ins and outs” of withdrawing a bid...

1) Acceptable grounds for retraction -- Retracting a bid is so serious that
| strongly advise you not to do it unless under extreme circumstances. Here
are a few “sort-of” acceptable “grounds”...

i) You accidentally enter a wrong bid amount. For instance, you bid $99.50
instead of $9.95. However, if you retract a bid because you “meant” to bid
something else -- you bid $29.95 but meant to bid $25.95 -- you won't get any
sympathy and you will be judged harshly by your fellow auctioneers.

i) The item description of something you’re bidding on has changed a lot.
Sellers will sometimes add to the description of an item. If this changes,
bidders will sometimes withdraw their bids.

iil) You cannot verify the seller’s identity, or she won't respond to any of your
qguestions. Even though this is sometimes accepted by sites as a legitimate
excuse, you really should figure all this out before bidding, not after.

2) Unacceptable grounds for retraction -- There is no sympathy if...

a) You change your mind about the item.
b) You decide you can't really afford it.
c) You bid a little higher than you meant to.

Make your decisions clearly before you bid.

3) Failure to comply -- “They can’t make me buy it"... this statement is quite
true. However, watch your step here. Auctions sites consider a bid a contract
and expect the bidder to fill out a form explaining the reason for the withdrawal.
If you absolutely must retract, do it before the auction is over to reduce the

damage. It is unfair to leave the seller hanging after the auction is over. Even
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if your explanation is accepted, it will go into your feedback profile and make
future sellers and buyers wary of dealing with you.

A seller may always refuse to sell to any particular person, and needs no
reason for her refusal. You might find this happening to you a lot if you decide
to retract your bids.

Twice | have bid on items and then found them elsewhere at a cheaper price. |
decided to honor my more expensive bids. In one case, | was outbid and got
off the hook. Phew! The other time, | just paid the extra and vowed to do better
research in the future. | am not telling you this story to be nominated for
sainthood! It's just smart business practice.

Now let’'s see where we can apply our bidding strategies...

i

6.6. Kinds of Auctions

The typical auction is the nice straightforward kind of winner-takes-all.
However, there are special auctions, and one kind in particular is critical for
any seller who wants to reach the top pinnacle in the auction business.

Here is a quick overview of the different kinds...

1) Reserve Auction

We have already explained this kind of transaction. Reserve auctions are a
very small minority and are usually reserved for higher-priced items.

2) Dutch Auctions

Dutch auctions are vitally important to us. They are the key to substantial
income generation!

Dutch auctions are very confusing to understand at first so don’t despair. (We
will discuss them more in the chapters ahead.) A Dutch auction is one in which
the seller offers more than one of the items she is selling. For example, if
you have 25 Nascar models to sell, you can create 25 different listings, or you
can put them all in a Dutch auction.

Sometimes it is appropriate to create single listings. Other times, Dutch
auctions are the way to go. There are different strategies for either approach...

i) Rules -- On most sites, brand new traders cannot participate in a Dutch
auction. For example, on eBay, you must be a member for 60 days and have
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at least 50 feedback points. This restriction isn’t to pick on the “new kids.” It's
because it takes some skill and practice to manage them.

There can be no reserve price in a Dutch auction. There is no proxy bidding,
either. The winners in a Dutch auction purchase the item at the lowest
successful bid.

This can get a little confusing, so stay with me here. First, let's make up an
imaginary auction just for the sake of explanation. After that, we’ll look at some
actual auctions...

Example 1... Let’s say that Jane is auctioning 10 pairs of earrings, with an
opening bid of $5. If 10 people (or less) bid $5, no problem. They all get a set
of earrings.

Example 2.... What if 16 people bid on those 10 sets of earrings? Who gets
them and for what price? We’'ll pretend the bids went like this...

Buyer A - $13.50
Buyer B - $12.75
Buyer C - $12.25
Buyer D - $11.80
Buyer E - $11.00
Buyer F - $10.43
Buyer G - $9.10
Buyer H- $7.50
BuyerJ - $5.00
Buyer K- $5.00
Buyer L - $5.00
Buyer M - $5.00
Buyer N - $5.00
Buyer O - $5.00
Buyer P - $5.00
Buyer Q - $5.00

Buyers A to K get the earrings. But why would J and K get earrings, and
buyers L to Q not get them, when they bid as much as J and K? It all has to do
with the chronological sequence. The first buyers who bid a winning
price are the lucky ones. Perhaps J and K bid on Tuesday morning, and the
others didn’t bid until Tuesday afternoon or sometime on Wednesday.

Now for the tough question. What does everybody pay for these earrings?
The price is based on the lowest successful bid which in this case was $5.
Therefore, everybody pays $5.

Yes, you read it correctly. Everybody! Even though Buyer A bid $13.50, she
only has to pay $5. Arrgh!...
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...WHAT THE HECK IS GOING ON?

| promise, it will get very clear when you start to wheel and deal in the Dutch
auction arena. For now, just be aware that Dutch auctions are something you
want to master. They are the source of super profits.

Let’s look at two actual Dutch auctions that might make this whole thing
clearer.

Situation A... This seller began her auction with 5 digital cameras and
opened the bidding at one cent (knowing full well that the cameras would climb
much higher than that)...
Brand New Retall Boxed Digital Camera
Ttem #433043297
Fhoto & Electromsos Photo bmspment Digtal Oameras Oiepera]

Bidding ix closed lor this item.

£50.00 Frsthid  S0.D1

£ #ofbeds T4 bod duseooy |

Aunction has ended. Locanen  Texas
Coumtry  USA

74 people bid on the cameras. The five winners are listed below. The two top
bidders offered to pay $55 and $52. The next three bidders offered $50.

Mini-quiz... Did they pay different prices? Or did the five people all pay the
same thing? If the latter, how much did they pay?...

User ID Bid Amount  Quantity Date of Bid
ey98FE ol com (0) $55.00 1 Sep-11-00 20:46:03 PDT
mmed (2) we $52.00 1 Sep=11-00 20:45:52 PDT
ncad (3} $50.00 1 Sep-11-00 20:40:46 PDT
alvarez (35) @ $50.00 1 Sep-11-00 20:45:55 PDT
serswalki@aol.com (0) $50.00 ] Sep-11-00 20:46:10 PDT

The answer is... (drum roll)... all five people paid $50, even though two of them
were willing to pay more. Why? Because $50 was the lowest successful bid!

Here is our second example, an auction in which | bid...
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*BLOWOUT* 1.00ct TearDrop GARNET Pendant$0.01
Item #431965027 &

Jewelry, Gernstones ] ewelky Slver General

Bidding is closed for this item.

Curvently £2.50 Fistbad — $0.01
Cluantty 251 #ofbads 283 bid history | with emads

The seller offered 250 garnet pendants for one cent, and the # of bids is 283
bids. The bidding stayed at one cent for days, and that is what | bid as well.
The pendant sold for $2.50, since this was the lowest successful bid. The top
bidder was willing to pay $25, yet it only cost $2.50. I'm sure she was
delighted.

A word of caution, however -- if you ever bid a high price on an auction
(assuming that you won't have to pay that much) you may be unpleasantly
surprised. Don’t bid any sum unless you are willing to pay it!

There are three other interesting comments to make about this particular Dutch
auction example. These details affect your profit as a seller...

» The listing above has the number 283 in the bid column. This is another
difference between a Dutch and a regular auction. The number of bids is
actually the number of people. But each of the 283 may have made multiple
bids, and so there might be 1,000 requests for earrings for all you know.

* Did I win? No, | didn’'t because | didn’t bid high enough. | would definitely
have been willing to pay much more than my one cent bid but because | didn’t
constantly follow this auction, | lost track of the bidding. Each day, | received
an “update” from eBay recapping my sales and my bids. However, this isn’t
nearly as powerful as receiving constant updates, which is what happens
with a single auction item.

This reality can depress the price if you are a seller. How come? When there
is only one item for sale, the sites immediately notify the losing bidders when

someone bids higher. This doesn’t occur in a Dutch auction. Therefore, your
prices may not move up as quickly.

* It may cause a seller to gnash her teeth in frustration to see that these buyers
were willing to pay so much more. That's just the way it is. Those are the rules
of a Dutch auction, and we either have to abide by them, or not participate.

ii) When to use Dutch Auctions -- Dutch auctions may be an important
wealth tool but you will only want to use them when you have tested a certain
product and are confident that you know what you are doing. For example, if
you have never sold solid gold widgets and you auction 5,000 of them, you
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may be in for a real shock. There is an insertion fee for all 5,000 of them --
whether you sell them or not!

Dutch auction is definitely a power strategy but one to use prudently. If it
sounds intimidating, don’t worry about it. As you gain more and more auction
experience, your comfort level will rise and you will become more
experimental. Personally, my largest Dutch auction was for 150 items. But |
am very careful.

Key learning point... TEST, TEST, TEST!

3) Reverse Dutch Auctions

Reverse Dutch auctions are sometimes found at specialty sites, but they are
not very popular. In a reverse auction, the price begins dropping at specified
intervals. The buyer’s job is to figure out when the price is acceptably low.
Wait too long and someone else will buy the widget.

It is similar to a Dutch auction, however, in that everybody will buy at the lowest
price. However, you had better be willing to pay whatever you have bid. Be
sure of your bid -- don’t hope or expect the price to drop because it may not.
So far, this doesn’t seem to be an especially popular format. | have yet to talk
to anyone who has participated in such an auction.

4) Restricted Auctions

Restricted auctions are usually for “adult” auctions. To even look at the items in
restricted auctions, the site requires credit card information which means the
browser must be 18 years old. (This is the Internet auction equivalent of
putting “Penthouse” magazine in plain brown wrappers behind the counter.)

Sep-18-00 Hidden - Requires Adult
AEIRTH iR 5
432628758 |Sep-08-00 13:00:39 5131.95 Verification

Sep-18-00 Hidden - Requires Adult
432 2 =[1%=- A5 .
432630224 | Sep-08-00 13:02:33 $11.9 Verthication

5) Private Auctions

In a regular auction, the identity of the bidders is available for all to know. In a
private auction, this isn’t the case. There are usually two reasons for a private
auction...

1) If the item is very expensive, the bidders may not want the world to know
that they can afford a Van Gogh.
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2) In the case of adult auctions, the bidders may not want anyone to know they
are bidding on a particular item.

Please note that Dutch auctions cannot be private.

-

6.7. Side Deals

By “side deals,” we mean those transactions that occur outside the regular
auction.

As you might imagine, the auction sites are very opposed to side deals. They
lose revenue and control whenever this occurs. If you participate in side deals,
the auction site may suspend you, if it finds out. And, if something goes wrong,
the site won't help you in any way.

Of course, these transactions occur all the time. My second week in the
business, | received an e-mail from a customer. She said that she had no
hope of winning the regular auction for an item of mine because she couldn’t
afford it. She asked me if | would copy the videos for $75.

| was green as grass and didn’t even think about eBay’s reaction to this so |
cheerfully agreed. Consider this as personal proof...

P

Jiall

| il
-

... that you can run afoul of the law without even
meaning to!

So are you biting at the bit to auction your first item? Let’s get to it...
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7. Auction That First Item

Selling is...

... how you make your money.

In order to maximize profits, be prepared. Understand and think about your
choices well in advance. You definitely don’t want any after-the-fact surprises.
One such surprise could be your sale costs. Browsing and buying are free but
selling is not. Before you list any item, you need to make sure that you know
exactly what you will be charged...

1) Insertion Fees -- Insertion fees are required on some auction sites when
you list your item. They are not refundable, even if your item fails to sell. The
only exception is if your buyer does not follow through. In that case, you get a
credit on fees. You can re-list your item once. If your item sells the second time
around, you'll get a refund of the insertion fee for the second listing. Please
make sure the following conditions apply...

a) You didn’t receive any bids on your listed item during your first regular
auction.

b) You didn’t get any bids that met or exceeded your reserve price (for a
Reserve Price Auction).

c) You are re-listing the same item within 30 days of the closing date of the
first auction.

For a regular auction, the fees on eBay are as follows...

Opening Value Fees
$0.01 - $0.99 $0.30
$1.00 - $24.99 $0.55
$25.00 - $49.99 $1.10
$50.00 - $199.99 $2.20
$200.00+ $3.30

Please note real estate has its own insertion fee schedule. For Real Estate
Timeshare and Land...

Auction Format
3,5,7 or 10 day listing $50
30-Day Listing $75
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Ad Format
30-Day Listing $75
90-Day Listing $200

For All Other Real Estate Categories...

Auction Format
3,5,7 or 10 day listing $100

30-Day Listing $75
Ad Format

30-Day Listing $150
90-Day Listing $300

It's not difficult to see why auctions are such a terrific business venture. If you
are cautious, and learn what you are doing before you choose your
merchandise, it is almost impossible to lose.

In a Reserve auction, the fees are the same except that if the reserve is below
$25, there is an extra charge of 50 cents. For reserves in the $25 to $100
range, the fee is $1. Above $100, the fee is 1% of the reserve bid (maximum
fee is $100). If the item sells, these fees are refunded. Just be aware that the
fees are based on the reserve price, not the minimum bid. In a Dutch auction,
the fees are based on the minimum bid. That fee is then multiplied by the
number of items for sale -- whether they sell or not.

2) Final Value Fees -- If you have to pay final value fees, celebrate! If it
doesn't sell, there are no such fees. On eBay, the final value fees are as
follows...

* $0 - $25 = 5.25%

« $25.01 to $1,000 = 5.25 % of the initial $25 ($1.31), plus 2.75% of the closing
value balance

* Greater than $1,000 = 5.25% of the initial $25 ($1.31), plus 2.75% of the initial
$25-$1000 ($26.81), plus 1.50% of the remaining closing value balance

For Dutch auctions, the final value is the lowest successful bid, multiplied by
the quantity of items you sold.

3) Fixed Fees -- There are certain items that have fixed fees. For example,
there’s a fixed $40 final value fee for passenger cars and other vehicles, and a
$25 final value fee for motorcycles.

B i
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7.1. More Expensive Optional Fees

Optional fees are not for the beginner who is just experimenting. But after you
begin to feel at home with the auctions, experiment with the higher-priced
choices and see what happens...

1) Home Page Featured

Featured auctions aren’t for the faint of heart. They are expensive. On eBay, it
costs $99.95 to feature one item and $199.95 for dutch auctions. Obviously,
this strategy is not for the novice. But it does increase the likelihood that your
item will sell.

If your items are featured, you are guaranteed to be in the featured section
which can be accessed from the front page of the big sites. Generally, featured
items have a much higher sale percentage than those that aren’t. If you
are very, very lucky, you will be briefly featured on the home page of eBay
where thousands, perhaps hundreds of thousands of potential customers, may
see your goodies. What does luck have to do with it? eBay says you will “most
likely” be on the front page but nothing is guaranteed.

2) Featured Plus!

On eBay, it costs $19.95 to appear in your category’s Featured Item section
and in bidder’s search results. Plus, your item may be selected for display in
another area -- your category index page Featured Items section.

Personally, | find this is a very unimpressive feature. If a customer types in the
exact words that you have used in your listing, they will find your item.
However, if the words aren’t exact, it won’t be featured. For example, if a
customer types in, “Grace E. Putnam Baby Doll,” they will find my listing. That's
really not a big deal. Even if it weren't featured, she would find my listing with
those exact words. Now here’s the catch. If she types in the search term “baby
doll,” she won't find it as a featured item.

Strategy question... Why then did | spend $19.95 to feature a $25 doll?

My answer? This is one of only three reserve items that | have ever done. It
was a very valuable doll that sold for hundreds of dollars. So, in this case, it
was a good strategy. But like other features that draw special attention, you
either need a higher-priced item to justify the extra cost, or you need to be
running a Dutch auction.

For example, the largest number of items for eBay categories is always in
Collectibles. With that kind of competition, how can you draw attention to
your item? One of the best ways is to buy a featured spot. This is like being on
the first page of a Search Engine’s search results page.
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3) Gallery Featured

This type of listing costs $19.95 on eBay. You need a picture in a JPEG (.jpg
file) format to use the Gallery (140 x 140 pixels in size).

FIGURINE OLD BRASS  SOLID BRASS  Amtigque Table R Vintage

STATUE MIEROER OM MONEEY Cramtber BErass Horse and
MAREED STAMD i SPEAR MO Cart (G
JRIUTHL-M EVIL tieet
RESERVE!

4) Boldface Title

A boldface title costs $1 on eBay and obviously it can bring more attention to
your item. See for yourself. Which titles catch your eye faster?...

6 Carats tw Blue Topaz & Diamond Pendant
G Caratz tw Blue Topaz & Diameond Pendant

& Carats tw Blue Topaz & Diamond Pendant

GENUINE DIAMOND EARBRINGS WOW £9.95
look R

2 PC PRECISION JEWELER LOUPE SETS
ONLY §1.99!

1SK CAMEO STYLE PENDANT./PIN "LOOK
AT THIS!"™

* *MONTANA SAPPHIRE TENNIS
BRACELET = *

5) Highlight Your Title

For $5, eBay will put a colored highlighter strip through your item listing.
Consider it like a yellow traffic light for the eyes to slow down.

6) Hot, Hotter, Hottest!

This is a very valuable designation that cannot be bought.
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If your item receives 30 bids, it is placed in the “hot” category, and is placed at
the very top of your category. When you find merchandise like this, keep it
coming!

7.2. Pinpointing the Value of an Item

“Value” can be tough to define. | have had many items that | was at a loss to
price. The ideal price according to veteran sellers is 100% over cost. That
means that if you pay $20, you should begin at $40. Sometimes this may be
unrealistic for whatever you are selling.

In many ways, merchandise can be like the stock market where it experiences
a dramatic and sudden reversal in either direction (the Dow Jones of eBay...
mmmm... a new business idea?) So how do you choose a beginning price?...

1) Research... The best way to do research is right on the auction sites
themselves. Check completed auctions, as well as current ones, for price
comparisons. On many sites, you can look at past auctions for up to 60 days.
This type of research will give you valuable guidance.

On the flip side, also pay attention to similar items that didn’t sell. Figure out
why they didn’t sell. Do you see any obvious differences? What can you
learn?

2) Pay an expert... Because of the huge demand, there are now online sites
that will supply an expert appraisal for you, mostly at reasonable prices. For
example...

http://www.eppraisals.com/ claims to have a pool of 700 experts who will
appraise grandmother’s teapot for $20.

http://www.hiddenfortune.com/ charges $29 per item and provides a
certified appraisal based on pictures and written details that have been sent by
an e-mail.

http://www.classic-camera.com/ will provide appraisals of cameras and
related equipment. It will also explain how to look for identifying marks on
cameras and equipment so that you can recognize value for yourself.

Even the appraisers themselves acknowledge that we should use caution
with these appraisals, especially as buyers. It is easy for unscrupulous people
to submit deceptive pictures.
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Bottom line? Once again -- just because an item is valued at $500 doesn’t
mean that someone will actually pay that much.

Yahoo has a special service that helps sellers link to an authenticator
(expert) or a grading service. In certain categories, Yahoo provides a link
and icon that will allow buyers to directly view a certificate of authentication,
proving that your item is indeed worth the price you are asking. To use this
service, go to...

http://auctions.yahoo.com/phtml/auc/us/partners/grading.html

3) Price guides... If you walk into book stores, you can find lots of “price
guides.” As we mentioned before, don’t take these too seriously. They are just
that... guides. As well, many people sell merchandise that is new and therefore
not included.

In general, price guides aren't all that helpful. They can certainly make it
easier to decide if an item is relatively rare and whether you should be
purchasing it or not. For example, if you see a stamp and your price guide
says that only seven were ever made in the world, start negotiating!

4) Fellow auctioneers can help... Look no further for genuine guidance.
Most auction users are very friendly and are totally willing to help those with
guestions. Even so, look at the feedback on these helpful folks before you take
their advice too seriously.

5) Set a reserve price... When sellers are totally stumped about the value
of an item, they often try and use the “Cover Your Assets” strategy by creating a
reserve auction. However, as we discussed before, many buyers absolutely
refuse to participate in a reserve auction.

What are you to do? How can you know if a reserve is wise?

eBay recommends using the following criteria to determine if you should use
the reserve feature for your item...

* Is your item very valuable? If it is, you might consider a reserve. Even those
collectors who are drooling on their computer screen over your 1824 signed
edition want to feel like they are getting a bargain. If you start the bidding low,
hopefully they will be hooked when it begins to rise.

* Do you believe your audience is large enough that you can afford to give up
that large percentage of buyers who won’t play the reserve game?
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* Is your item hot, hot, hot? If it is then forget the reserve. If the item is in heavy
demand, you can count on competition. Set a reasonable minimum and let the
excitement build.

* If your market is a real mystery, then go for a reserve. You certainly don’t
want to give away your merchandise and then find out later that your buyer
made the deal of the century. Just be aware that this can be a dangerous
decision because you may price yourself out of the (unknown) market.

* If your investment is low, you may be better off to forget the reserve. Set your
minimum profit level and let the market set the rules.

e

7.3. Choosing Your Category

Once you decide to list an item for sale, you must then choose a category. That
choice is simpler on the specialty sites. But if you are using a general site, how
are you to choose?

For example, you have some toy trucks to sell. Do you place them in “toys,”
“collectibles,” or “automotive™? To make it extra tough, there are sub-
categories within those categories. The choice you make may be the
difference between a sale and a no-sale. This section will help you choose the
most appropriate listing area...

 Category Search

First, do your research by checking all possible categories. Initially, this may
take some time, and seem rather tedious, but the research you are doing now
will enable you to become a power seller. The task won't take nearly as much
time in the future. Choose one potential category to begin with. And then, ask
yourself these questions...

1) Are there other items similar to yours for sale?

2) Do similar items have bids, or not?

3) How do the prices compare in different categories? For example, there are
lots of diecast vehicles for sale in both the Toy and the Automobilia categories.
Which category has higher prices?

* Past Auctions

Past auctions are simply wonderful sources of information. Search already

completed auctions for toy - trucks. If you get too many results, narrow your
search. See where the toys have sold well.
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* Active Categories

Avoid the faulty thinking which says that you should list your item in a
category where there isn't much action. Too many newcomers make this
mistake. The problem is that there aren’t any buyers, either!

Of course, if there are six items just like yours, it may (or may not) be prudent to
wait until some of these auctions close. That's one of the good things about
Net auctions -- they’re over very quickly.

* Multiple Categories

One sensible strategy, if you have multiple items, is to try them one at a time in
different categories so that you can compare your success. In this way, you
inexpensively test your market.

If you are selling the only antique clock that you own, obviously you must
choose only one category. But if you have an entire line of merchandise that
you sell repeatedly, list it in any category that makes sense.

B i

7.4. Payment Options

Unfortunately, money doesn’t ...
o

... shower down from cyber sky. To be on the receiving end of
those dollar bills requires time and effort. When | started in auctions, | didn’t
know a single soul who was actually participating in them. As a result, | made
lots and lots of mistakes as | learned the ropes. This book will shorten the
learning curve for you.

One mistake-avoidance technique that | really recommend is to think your
sales through before you even list an item. If you know what is involved in
selling and are prepared in advance, your frustration level will be much lower.
Your decisions will be sound and you will find ways to do things that suit you
best.

So let’'s get down to business... how will you accept payment?

The choices you make will be influenced by the value of whatever you are
selling. Most people will not buy and sell a Matisse with a personal check but
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will prefer an escrow service (i.e., an independent organization that holds
the money between buyer and seller).

With a $10 book, your options are obviously different. Payment could be
made by...

1) Checks

This is by far the easiest way to accept payment. Most auction users are
accustomed to this method of payment and are quite comfortable with it. Many
sellers specify that they will hold a check for 7-10 days before shipping
merchandise. This explains why money orders are so popular. Buyers want
their goodies now.

Personally, | don’t hold checks and | have never received a bad check. |
hasten to add that all the checks | have received have been under $30.
Therefore, a loss is hardly devastating. My more expensive items have all
been paid for with money orders. Now this doesn’t mean that | will never get a
bad check -- the odds are that | will at some point. So it's common sense to be
prudent.

Another possibility is to use a service that covers bad checks. For example, |
now have some terrific health insurance that is created specifically for self-
employed people. One of the benefits is that they will cover any check up to
$2500 and | will receive the money within 48 hours.

There are also services that allow for check-by-fax but | have never seen this
used.

2) Money Orders

All sellers accept money orders, certified checks or cashier’'s checks. When
specifying payment, it is best to give these certified funds as an additional
choice -- not the only choice. (There are people who don't like the extra
expense or trouble of obtaining certified funds. These folks will likely skip your
auction altogether.)

3) Cash

Don’t specify cash! Many people will be suspicious about fraud and there are
obviously no safeguards against loss in the mail. From a buyer’s point of view,
it is risky because there is no proof that you received their payment.

There can be problems when dealing with international customers because
U.S. and Canadian money orders are supposedly tough to come by in some
places. However, Western Union with its offices all over the world can handle
this hurdle.
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4) Credit Cards

Many buyers like credit cards because of the security they offer. Luckily, it is
getting easier for sellers to offer a credit card payment option. The former
process of going through banks and having your personal history checked
back to your first grade teacher is over. There is too much competition for
merchant accounts and/or third party software.

Do your homework by comparing several companies. And don’t be mislead by
certain claims. For example, many of them claim that if you join their program
or if you act within a certain time period, or ... blah, blah, blah ... they will waive
the fees to join. In truth, they all waive those fees.

Shop and compare.

- _SDEBAR |
Interesting point. Many sellers who have a merchant account for their other
businesses may still not take credit cards for their auctions. They believe that

most people are in the habit of using cash and money orders and, as a result,
don’t use credit cards.

Personally, | think that shortly almost all transactions will be completed through
a third party. There is more security when a reputable company is involved.

1

5) C. O. D.

Don’t! Collect on delivery is a very bad idea for two specific reasons. First off
the bat, your buyer must be home...

... for delivery or it will be returned to you.

One of the most attractive features about Internet shopping of all kinds is
convenience. Most folks do not want to sit at home waiting for a package.

Second reason -- if the buyer is home, he must have exact change for the item.
If not, the delivery person won't leave it. It would seem logical that if someone
was expecting a package and knew the exact price of delivery that he would
also have the exact amount sitting in a convenient spot. Don’t count on it. Just
ask the pizza delivery people.

Many buyers will by-pass C.O.D. items entirely.
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6) Escrow

An escrow company can make sense in certain situations. For instance, the
sale item is expensive. eBay claims that half of all their items are $25 or less.
Unless the buyer is really spooked, escrow doesn’'t make sense for a $15 item.
If the buyer insists on an escrow company, make sure they are willing to pay
every cent of the expense.

However, buying a $25,000 diamond and emerald bracelet is a very different
story. Would you send thousands of dollars for an unseen item to a seller
whose password is Shifty?

A buyer might be anxious about the arrival condition of 12 place settings of
antigue china and insist on escrow services. (If | were the seller of such an
item, | might consider having the packing done by professionals who have
insurance.)

Before using an escrow service, make sure the terms are crystal clear on a few
points...

* Who is going to pay for this service. Typically, the buyer pays but this is
negotiable.

» Who pays for return shipping in the event that the item is damaged or
unsatisfactory in some way?

* How long is the inspection period? Escrow services usually allow two days
for the buyer to determine if her purchased item is satisfactory.

If you and your buyer decide to use an escrow service, often the auction site
will recommend one. Or you can choose one that suits you.

The “loop” works like this... The buyer sends her payment to the company who
then notifies the seller to send the merchandise. The buyer can drastically
affect the speed of the transaction by her choice of payment and you should let
her know this.

If she sends a personal check, the company will hold it for ten days before
notifying the seller. If the buyer wires the money, it will usually be credited the
same day. When the buyer notifies the escrow agent that she is satisfied, the
company sends the money to the seller.

If the buyer is going to return the purchase, the seller notifies the company
when the merchandise is returned. At this point, the buyer receives her money
back, minus the charges from the company. Perfect security for both buyer
and seller.
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7) PayPal

http://www.paypal.com/

PayPal, owned by eBay, is my personal favorite. It is also currently the most
popular way to transfer money from your buyer to your account. Using their
services is very simple. All you need is an e-mail address.

Picture this scenario. Susie wins the bid on your prize Christmas platter. As
soon as she is notified that she is the winner, she contacts PayPal through her
e-mail account. She gives PayPal the particulars of the transaction, including
your e-mail address and the auction number. PayPal verifies her information,
and notifies you that Susie has paid for her item. You ship it to Susie. A
seamless process in action.

Buyers really like it because...
a) They are not giving their card information to a stranger.

b) The transaction is so quick -- no mailing, waiting for checks to clear, going
and buying money orders, etc.

Sellers like it because...
a) They get their money immediately.

b) They don’t have to be running to the bank to make deposits.

PayPal is simple and quick. And its verification protocol protects both the
buyer and seller from fraud. Credibility is a critical factor in any small business
development. A Net auction business is no different.

e

7.5. Condition of the Item

It is imperative that every seller be scrupulously honest about the condition
of whatever she is selling. If it is chipped, say so. Ifitis stained, say so. Ifit
has under-linings, water spots, missing pieces, faded spots... you get the
picture.

After all, the buyer will see it sooner or later and an unhappy customer is fatal
to your success in the auction business. All sellers want and need...
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. ecstatic customers!

The auction sites are like small towns in many ways. People do talk. Your
reputation as a honest seller is beyond price and once it is tarnished, you may
be handicapped forever. | can’t emphasize this point enough.

B i

7.6. Return Policy

What is your return policy going to be, if any? Don’t wait until you have
unhappy customers to make this decision.

No auction rules force their sellers to have a return policy. However, having a
liberal one, and letting your customers know about it, can create more
business. It signals to your customers that you care about them and stand
behind your merchandise, even if it costs you money.

There are only two possible kinds of return policies, unconditional and
conditional...

An unconditional policy means that your #1 goal is a satisfied customer and
you will take back the merchandise for any reason. This doesn’t mean,
however, that anything goes. The merchandise needs to be returned in
excellent condition and there can be a time limit.

With a conditional return policy, you specify the conditions. For example, if the
merchandise isn’t as described by you or it was damaged in shipment, you will
accept its return.

Buyer’s remorse isn’'t an excuse, nor is finding it cheaper elsewhere a
legitimate reason.

Many sellers make a mistake with guarantees. They create a fabulous
guarantee but then they don't reveal it unless they have to because they are
afraid someone will take them up on it. If you decide on a powerful
unconditional guarantee...
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i “h ... trumpet it for whole world to know! If you're going to
assume this liability, get marketing mileage out of it.

MDEBAR |
_____________________SIDEBAF

99.5% of people are decent folks who appreciate an honest, good-value effort.
And they won't violate the trusting gesture of a money-back guarantee... as
long as you are offering true value. That's why Ken continues to offer an
unconditional guarantee for SiteSell products (http://www.sitesell.com/).

=

7.7. Duration and Timing

Your next decision is how long you want your auction to continue. On eBay,
for example, auctions can run three, five, seven or ten days. Most of them last
a week.

One thing | can personally attest to, however, is the importance of the time of
day. I live in the Eastern time zone, and | submit my auctions around 9 P.M.,
my time. By this point, most folks on the West Coast are home from work. With
my 9 P.M. submission, | can effectively “reach” both sides of the country.

If you have a hot item, and there is any sniping, it will occur near the end of the
auction. You want the biggest possible audience for that event.

-

7.8. Do You Want to Sell Internationally?

The two biggest auction sites, eBay and Yahoo, have sites in multiple
countries. Paying and shipping between different countries can sometimes
present special problems. Decide in advance where you are heading with
your Net auction business.

Sometimes items are listed on the sites of more than one country. For
example, here is a script from a Paul Newman movie, listed by a resident of
Melbourne, Australia.

First, a listing on eBay Australia...
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Paul Newman signed movie script 1976 - Aust.
Item #461269704
Boaks, Mowes Basic bemeorabiba Autographs Moves

aty  AUSKITS00 fosemmenotvet iy AT $3,500.00

EnsE)

Then on eBay, United States...

Ttom #461269 704
Bocks, Mowmes, Music Memorabdba Autographs bones
Al 54,1?5.““ ik d - = . .
§223049) reserve mot permery o 00 AU $3,500.00 (appeon 51369.58)

* International Payment

“How much do | owe?” The first problem is figuring out prices in another
currency. eBay has a really terrific Universal Currency Converter at...

http://pages.ca.ebay.com/services/buyandsell/currencyconverter.html

It works beautifully. Simply insert the amount and highlight your own currency
on the left. Put the currency you want to know about on the right. Click your
mouse and you have an answer.

 Transfer of Money Safely Between Currencies

Fortunately, there are some payment options which are worldwide...

Visa
http://www.visa.com/

American Express
http://www.americanexpress.com/

Master Card
http://www.mastercard.com/

These three biggest credit card companies accept payment all over the world.

Western Union
http://www.westernunion.com/

Western Union will send money orders all over the world.
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In addition, all four of the companies above will accept online payments. So a
buyer in Thailand can pay in bahts and a seller in Austria will receive her
payment in schillings. What happens with sellers who don’t accept credit
cards? American Express will send money orders that are good anywhere.
PayPal can also handle international transactions.

Sellers and buyers can, of course, sell on the eBay and Yahoo sites of other
countries. A German is certainly free to sell on eBay Japan and depending on
his merchandise, may have a strong marketing reason to do so.

Anyone wondering about whether they want to participate in international
auctions might want to check out eBay’s International Chat Board at...

http://chatboards.ebay.com/chat.jsp?forum=1&thread=41

Australia:
http://cqgi3.ebay.com/aw-cqgi/eBayISAPI.dII?ViewBoard&name=australia

Canada:
http://cgi3.ebay.com/aw-cqgi/eBayISAPI.dlI?ViewBoard&name=canadaboard

Germany:
http://cgi3.ebay.com/aw-cqi/eBayISAPI.dII?ViewBoard&name=ebayforumde

UK:
http://cqgi3.ebay.com/aw-cgi/eBayISAPI.dII?ViewBoard&name=ukboard

These are people who have actually done international transactions and they
are open and frank about the benefits and problems.

Think through your transaction before you list anything. When you are testing,
it is OK to make only a small amount of money at Net auctions or even break
even. But that is definitely not the long term goal of participating in auctions.
You want a high profit-generating business.

You are on your way to becoming a really sophisticated seller. And with some
simple marketing skills, your income...
o

...will skyrocket! OK. Let's keep blasting forward...

57


http://chatboards.ebay.com/chat.jsp?forum=1&thread=41
http://cgi3.ebay.com/aw-cgi/eBayISAPI.dll?ViewBoard&name=australia
http://cgi3.ebay.com/aw-cgi/eBayISAPI.dll?ViewBoard&name=canadaboard
http://cgi3.ebay.com/aw-cgi/eBayISAPI.dll?ViewBoard&name=ebayforumde
http://cgi3.ebay.com/aw-cgi/eBayISAPI.dll?ViewBoard&name=ukboard

Make Your Net Auction Sell!

8. Critical Marketing Skills

Think of your auction listing as your “Web site” and your sales copy is your
Web site salesperson. A successful salesperson knows how to “read” her
customer... how to put herself into the mind of her buyer.

By doing so, she is able to discover what her buyer really wants -- and then
provide it.

In order to succeed in auctions, you have to do the same thing. Know what
your customer wants and then speak to him or her on a one-to-one level. If you
are thinking that you can’t do this, | can assure you that it isn’t that difficult.

The simplest, easiest method to figure out what your customers want is to
constantly study winning and losing auctions!

Often two sellers will offer identical or almost-identical products, but one will be
a smashing success and the other, a dismal failure. Whenever you find such a
situation, examine the listings carefully to understand the difference.

For example, | auctioned some cookware, and the results were just OK. |
relisted the item with one adjustment to my previous ad -- | put the retail price in
the headline. This time it was a smashing success. Obviously, my buyers
wanted a bargain.

Where did | get this idea? Simply by studying some successful sellers. You
don’t need to be a marketing genius constantly inventing clever ploys. All you
have to do is figure out what other successful people are doing and adapt it to
your own sales, keeping in mind your target customers’ needs and
wants. Believe me, when you start becoming a power player, you will be
noticed by many people... and they will start copying you!

Competition is keen. With millions of available items to bid on, you must
capture the attention of buyers if you plan to succeed. And that’s not all. You
have to be able to answer that all-important question in the buyer’s mind,
“What's in it for me?”

Distinguish your auction listing from your competitor’s by mastering the
following marketing skills...

el
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8.1. Get Some Attention!

The most critical “attention-grabber” is the headline or title of your auction
listing. You have to grab your customer’s attention and make them want to
read more.

Whenever we want anybody to do anything, the first question that comes to
their mind is “why?” If we don’t have an answer, we aren’t going to get the
response we want. “Because | want you to” just doesn’t cut it and you won't get
the sale.

One important marketing principle states that “perception is everything.” What
practical value does a statement like that have? It tells us that price isn’t really
the issue. It's what a buyer believes about the product and its benefits that
matter. She buys, or does not buy, based on this perceived value.

Not quite convinced? Here are some examples to ponder...

Do you know about those little strips that are worn on the nose to breathe
better and prevent snoring? They are also manufactured for horses at $12
each for a one-time use. Horse-race owners cheerfully fork over that kind of
money because the owners believe that their horses will finish second instead
of sixth, if they have their own strips.

“USA Today” wrote a story about an artist named Christine Merrill who will
paint a portrait for you for a mere $12,000. One small detail needs to be
added. Ms. Merrill paints portraits of dogs. There are many such artists
available. How about a painting of your beloved parakeet for a bargain price
of only $7,000?

A magazine recently ran a story describing how many people will cheerfully
spend $50 to go out to dinner but refuse to spend $30 for a bottle of vitamins. If
these people were convinced that they would live an extra ten years in perfect
health if they bought the vitamins, do you think they would buy?

If you are able to meet the wants of a customer, you will make the sale. Price
is not the deciding factor in most cases.

It doesn’t matter if you are selling winning tickets for a $100 million lottery at 50
cents per ticket if no one knows about it. Advertising people learn immediately
that the headline is THE most important element of any ad. And that is what
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you are doing with your auction listing -- advertising. Your headline or title is
a teaser. You want folks to take the time to read about your sale.

For great role models, pay attention to radio and television teasers. One of my
personal favorites was a shrill radio voice announcing frantically...

entire continent sinks beneath the waves...
gigantic death tolls...
stay tuned for details at 10:00.

After waiting with bated breath, | discovered that this story was about a scientist
who claimed he found absolute proof of the existence of the lost continent of
Atlantis!

Think of the daily newspaper. Most folks scan the headlines as a way of
deciding which stories to read. In fact, the majority of the public reads little else
when deciding whether or not they are interested in a particular submission.

Marketing experts know that changing the headline of an ad can increase its
power exponentially. Many advertising gurus recommend writing at least 100
headlines for any ad before making a final choice. As auction power players
with hundreds of items for sale, we cannot possibly take the time to do this for
every item. But we can master the key principles to make listing titles or
headlines more powerful.

The very best way to learn to write headlines is to refer to Make Your Words
Sell!, an e-book co-authored by Joe Robson and Ken...

MAKE YOUR |'WORDS SELL!
Make Your Words Sell!
http://myws.sitesell.com/

There are lots of how-to books on copywriting but this superb e-book teaches
you how to become an e-persuader. It shows you how to write effectively on
the Net and persuade your potential customers that you can solve their
problems.

Joe and Ken reveal a staggering statistic. Up to 80% of your readers will only
read your opening headline! This is even more true on an auction site where
the page is covered with the headlines of your competitors. You have only a
second or so to grab the potential customer while her eye is traveling down the
list of items for sale.

Do as MYWS! suggests. Spend 80% of your time and effort on the headline
for an auction listing. How in the world do you write killer headlines? Before
you write a word, carefully consider the question that is foremost in your
customer’s mind... What's in it for me? If you have no answer, you have no
sale. You have to understand your customer’s mindset.
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The creators of some of the most famous headlines of all time thoroughly
understood this...

How | | nproved My Menory I n One Evening

Is there any adult who wouldn’t love to possess a more powerful memory,
especially through a method that is relatively easy? After all, one evening is
pretty rapid progress. Here are some more headlines that answer that
compelling what’s-in-it-for-me question...

i) Gve Me Five Days And 1’1l G ve
You A Magnetic Personality...
Let Me Prove It - Free

ii) The Deaf Now Hear Whispers

iii) This Summer The West |s Yours
For As Little As $827 And Up

iv) Wen Lisa Cooper Sold Her Mther’s
Jewel ry For $12,000, She Made A
$4,000 M stake. VISIT (nerchant)
AND YOU WON' T MAKE THE SAME M STAKE

If you have an interest in travel, are deaf, have jewelry to sell, etc., wouldn’t you
be interested in these headlines?

B i

8.1.1. Top 7 Headline Types

Make Your Words Sell! explains in detail the 7 most successful types of
headlines. Examples right off the pages of eBay will illustrate each type...

* Promise a Major Benefit
Doubl e Your Conputer’s Speed For Only $5. 95!

* Ask a Question

Whenever we create curiosity, we tempt our customer to read further...
Lose 80 Pounds In One Month? Guarant eed?

The question headline isn’t as common on auction sites but there are lots of
ways to create curiosity...

Lost 85 Lbs - Husband Now Attacks Me - | LOVE IT!

» Offer a Solution to a Problem

This is the pain and gain headline. By offering your customer a solution, she
automatically recognizes her problem...
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Stop Snoring Wth Snorenz - Saves Marri ages!

* Give a Warning
If You Have A Pre-School er, You Need Thi s!

This headline creates anxiety, and the anxiety grows if the customer doesn’t
bother to read more.

* Flag Your Target Customer
Build & Repair Conputers Like A Pro!

e Use a Testimonial

These kinds of headlines are rare on auction sites except when used for
selling work by famous people...
Ted WIIliams personal nodel signed Bat

* News Announcement

You can find an occasional headline that follows this format on auction sites...
You Read About ‘em — Now Get ‘eml STATE QUARTERS

We all like to be up-to-date and informed. This type of headline feeds that
desire.

B i

8.1.2. Turn a Limitation into a Plus

Be aware that there is a letter limit for headlines. You don’t have the luxury
of writing as you want. On eBay, for example, the title cannot be longer than
45 letters. Words must be concentrated.

A key strategy is to make your headline specific. For example, which do you
think is better?...

Signed King First Edition - Only 13 in Wrld
or...

Real |y Cool Book - WOW!

Not only do you want to provide information, but you also want to qualify
your audience. For example, there are many kinds of dolls. If your doll is
bisque, and the buyer hates bisque dolls, it is better for her to know it right
away.

The following phrases can do wonders for your listing, so use them often (but
only if they’re true, of course)...
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Hard-to-find Rare, very rare
Almost new, like new Only slightly used
Old, very old One-of-kind
Vintage Primitive

Unique Well loved
Pristine Unusual

MDEBAR |
__________________SIDEBAF

In Make Your Words Sell!, Joe Robson proposes the theory that certain
words and phrases are imprinted into our subconscious. He suggests that the
imprint becomes so irresistible that, under certain conditions, we
automatically respond to those words. Joe calls these words “Automatic
Response Words” and by using them in your headline or body copy, you
can dramatically increase your sales.

Joe provides a “reference list” to get you started. It's a great resource tool for
your auction business.

http://myws.sitesell.com/

=

8.1.3. Bypass the Hazards

Good copy does not just happen. It takes effort and an awareness of what
works and what doesn’t. Here are nine known writing hazards to bypass...

1) Do not to use all caps, even though many auction sellers do use them. Net
users tend to interpret this as screaming or shouting. Basically, it marks you as
an amateur. Sometimes it's more powerful to capitalize just one word.

2) Make every word count. If you're listing in the Beanie Baby category, use
your 45 spaces to describe which baby itis. There is no need to say “Rare
Beanie Baby.” Your customers already know what it is.

3) Stay away from silly words like Wow! and L@ @K! which might indicate to
some readers that you have nothing of real value to say.

4) Always, always check spelling. It is amazing how often misspelled words
make it to the headlines. It's sloppy work and creates a poor impression. How
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well can a seller know his merchandise if he can’'t even spell it correctly. (How
did we evre liv without Speel Chek?)

5) Avoid the use of well-known brands, if your item has a more obscure name.
For example, an infamous headline stated... Croc handbag, NOT Prada, Gucci,
Kleinberg-Sherill. Customers may resent this tactic... and an annoyed customer
doesn’t buy.

6) Do not use offensive language.

7) Be professional. If you only use 36 spaces, avoid the temptation to fill the
other nine spaces with all kinds of *#@! symbols because it will annoy
people!!!! Right???

8) Be honest. Veteran auction users become annoyed if you make
extravagant claims for your item. They will decide for themselves if they can
live without it.

9) Avoid mixing capitals and lower case letters in odd ways. Too bad no one
mentioned this to this seller, who is very fond of writing her headlines this way.
Decide for yourself if the headline is harder to read than the regular way of
writing...

PriviTiVe YuMmY CinNaMoN BuN, TIN & FIXiNs!
Item #440198252

e

8.1.4. Two Tips for Strength

Make Your Words Sell! outlines several proven copywriting techniques to
make headlines stronger. Here are two that especially apply to auction site
headlines...

1) Don’t try to be clever or cute -- A headline needs to immediately
attract a qualified customer. Your visitor must be able to clearly understand
what you are selling — unlike in this case...

My Wife DIVORCED Me When She Saw This CID!

2) Be positive, rather than negative -- Have a Perfect Golf Swi ng Like
TI GER WooDsS!  If you are a golfer, wouldn’t you love to swing like Tiger? Isn’t

that more powerful than something like... Don’t Swing In Your Usual Doofus

Way — Buy CQur Product!

e
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8.2. Provide High-Value Content

Hurrah! There aren’t as many space limitations in the content section as the
headline area. But that doesn’t give you permission to drone on forever.

To create high-value content in your listing...

1) Be specific -- It is crucial to be specific with your words. What kinds of
details are important? The answer depends on what you are selling but let’s
examine some possibilities...

* Your item was created by a designer or an artist or a company that is well
known. If you have a vintage suit that is by Coco Chanel, or a handbag by
Judith Liebner, you will command a higher price if you let your customers in on
the information, rather than saying, “suit” or “purse.”

* Information and specifications like model numbers are important with
technological products.

» Manufacturer's name -- Many customers search for items by brands, rather
than by category. For example, my son has a collection of Coca Cola signs. If
you were selling tin advertising signs you could legitimately include them in
several categories. With the Coke brand name, he can find them regardless of
which category the seller chooses.

» Characteristics (such as color, size or shape) -- That gorgeous basket may
not fit into the allotted space in a buyer’'s sunroom.

 Manufacture date

* Provenance -- Provenance is the ownership history of your item. Perhaps it’s
been in your family for six generations.

» Technique -- Are those doll clothes from a manufacturer, or were they hand-
made by Aunt Jill?

» Material -- For example, some people will buy shutters based totally on
looks. It doesn’t matter if they are a laminate or plastic. Others, however, not
only insist on wood but on a particular kind of wood.

» Country of origin -- This depends on what you are selling. A Swiss watch
and Dutch chocolate mean something to many.

The more information you provide in your description, the fewer questions you
will receive from prospective customers. The fewer e-mail inquiries you are
required to answer, the more time you have to list other items, and generate
income.
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2) Be positive -- Just like in your headlines, accentuate the positive. Your
customer needs a reason to buy from you. You want her to be excited about
your 1959 Elvis record.

A popular advertising slogan says, “The more you tell, the more you sell.” It's a
good rule-of-thumb to follow as long as you keep your description to a
reasonable length. Give your reader a break. Leave out all the “You've got to
have this or your life is ruined” stuff.

3) Tell the truth about any negatives -- Your customer must have a clear
description of what she will be buying, both positive and negative. Be
straightforward and honest with your information.

Deception is counterproductive for you and your customer. The description
“unique” wastebasket does not really prepare your customer for its Statue of
Liberty design. Provide the necessary details at the beginning and avoid the
hassle of selling it and ending up with a return. Or worse -- an irate customer
who blasts your name on all the auction sites.

4) Never waste advertising space -- Always promote your other auctions.
Always! The listing below illustrates this well...

LAB GENERATED EMERALD EARRINGS, 2 Carats total weight. Classic solid
14 karat yellow mountings, with secure push backings. Also available in
SAPPHIRE, RUBY, AMETHYST and DIAMOND. Click on the link to bid on the
respective color.

Clicking on the words Sapphire, Ruby, etc., takes the customer directly to
another auction. Further down, another opportunity to buy is highlighted...

View My Other Auctions For Other Great Deals!

5) Take advantage of your reputation -- Promote yourself. eBay has
power sellers who sell at least $2,000 a month. This elite group can use the
logo below. You can feel reasonably certain that these power sellers will be
fair. After all, are they going to risk that kind of income because they get in a
dispute with a single seller? These sellers are professionals.

If you get to use this logo, display it on every listing...
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The star insignia is another “bragging” tool...
A yellow star = Feedback Profile of 10 to 49.
A blue star = 50 to 99.

A turquoise star = 100 to 499

A purple star = 500 to 999

A red star = 1,000 to 4,999

A green star = 5,000 to 9,999

A yellow shooting star = 10,00 to 24,999

A turquoise shooting star = 25,000 to 49,999
A purple shooting star = 50,000 to 99,999

A red shooting star = 100,000

6) Be friendly and professional -- Be friendly. Wish your customers well
and welcome any questions or comments they might have to share. Answer
promptly. A twenty four hour turn-around should be the minimum time on the
Internet. A response within two or three hours is better.

7) Be careful with your grammar and spelling -- Forget what your
English teacher said... sort of! You are writing to sell, not receive a grade. Be
creative. Make your reader want to read your content. But there are limits.
Spelling errors and garbage sentences detract from your message. The
shorter the message, the more prominent the mistake...

10 PEICES OF MEMORBILIA ALL NEAR MINT
Ttem #430516601

8) Don’t make extravagant claims -- Recently, | heard a famous
marketing person confidently explain, “Just tell them what they want to hear.”
Really bad advice, unless it's absolutely true. How credible is this ad?...
Your own eBay business - make 150K Year!
Ttem #434740837

" SIDEBAR |
S LIEEA R

To learn how to write powerful ads, there is nothing better than MYWS! Use
its innovative and powerful SWAT technique to generate the maximum
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number of benefits possible for your item. From that list, you can identify the
top benefits for your customers (http://myws.sitesell.com/).

———

8.3. HTML Polish

Personally, | approached the whole subject of HTML, trembling with fear. |
have to admit that | am technologically challenged with zero interest in learning
anything about the computer. | only learn something if | need to do a specific
task and care nothing about why it works. Does this match your feelings? Rest
assured then -- if | can do it, anyone can do it!

If you are fascinated by computer technology, you probably don’t need this
section. Chances are you already know HTML. Feel free to skip to the
next section.

HTML stands for HyperText Markup Language.

Master HTML and you will be able to create those classy item descriptions with
colors, various sizes and spacing. Otherwise, your ad will be in black lettering
and it will be one long paragraph. There will be no spacing between features...

Crver the last eight years I've made over One Million Dollars locksmithing and vou
can too! Although thiz book 12 besed on the car opening bosimess, it contmins all the
secrets of my seccess, I vou've ever thought of becoming a locksmith this boak will
tell wou how to go about it and how fo make the big bucks m this very lucrative
business, hlore than 50 Million cars lad 1o be opened by professional lockout
services last vear alone.. Learn the insider secrets of dee trade. Getting customers,
buving quality foolz, and all the lnowlege vou will need to operate this very locrative
business are in teee 150 pages 8.5 1 11 format {car opening techniques are not taught
i this mamsal ). Includes supplier list, schools, frade s=sociations and more, Chver 25
years of knowlege and experience are combined in & step by step formula o get vou
slarted very quickly. Your tatal cosl o start this business is less than $300,00 and yvou
ca have this bisiness up and o in less than one week! This information s nod

When | was first doing my research, | noticed that often those items with HTML
code sold better than the ones without it. See the difference...

Nikita ROSE GARDEN
49 Piece Translucent
Fine China
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What a relief when | discovered that | basically only needed to learn four
commands. That's the “up” side. The “down” side is that they must be perfect.
There is absolutely no room for error. For sure, when | first saw this language |
groaned thinking | would never, ever get it. Or that it would take me hours to
write a single ad. And in truth, it was initially very time-consuming. Now it's a
snap!

HTML gives you more scope. Sometimes a black and white ad works
perfectly. Sometimes it doesn’t. Experiment for yourself and see what works
best for you.

Don’t have the time to learn HTML? Use one of the many available HTML
editors. | began with Netscape Composer which is free and can be
downloaded straight off the Net. | now use Dreamweaver and it works
perfectly. Once you have the program, you simply click your mouse on
“Communicator,” then “Page Composer” and simply begin typing! The
program writes all of the code for you! All you have to do is cut and paste your
ad right onto your auction site. It's wonderful!

You can add even more refinements like a colored background and pictures...

u%i MAKE YOUR NET AUCTION SELL!
P

This 1s a fun ad that I created for all vou
brilliant
people who bought MYNAS!

You can do all kinds of super things with anction ads!

There are several HTML editors on the market (Adobe Page Mill, Claris
Works Home Page, Front Page and PrintShop). You can also check to
see if your word processing program has a built-in HTML program.

" SIDEBAR |
S LIEEA R

No HTML knowledge is required when you build your Web site with Site
Build It!. You just write the content and SiteBuilder builds the page for you.
Or you can use your favorite HTML Editor, if you prefer. SBI! is compatible.
Site Build It! takes care of all the technology so that you only have to focus
on your business -- your first priority. http://auctions.sitesell.com/

-
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8.4. Add a Picture

Can you auction an item without a picture? Yes, but | definitely wouldn’t advise
it. Do some research yourself to see if items without pictures sell as well as
those who have them.

Some items absolutely require a picture. Can you imagine buying jewelry or
art without seeing it? If you are selling a CD or a book, it may not be as crucial.

Here is one of the pictures that | used with the Fine China headline from above.
| took this picture right off the Internet from my supplier...

S

M
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o

)
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There are two other ways to add pictures to your merchandise listing. The first
way is to use a regular camera and then scan your developed photograph. If
you are getting a picture from printed material, a scanner is the only way to put
it in your listings. The second way involves a digital camera. A digital
camera has the advantage of being instant with no film development required.

If you do not have a scanner or a digital camera, or one you can borrow, don’t
buy them until you have done a few auction deals. Wait until you are sure you
want to play the auction game and build a business. Once you definitely are
on your way, | truly think one or the other is indispensable.

-

8.5. Eliminate Mistakes

During my novice period in the auction business, | put two different books up
for sale. Then | went to look for them. First lesson that | learned? An auction
site doesn’t have your item entered three seconds after you submit it. Half an
hour later, | proudly checked on both of my items, and sure enough they were
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on the Net. However, to my horror, | had the same picture for both of them.
Panic! | had to call my computer guru to the rescue.

To prevent this same mistake, always review your work before you submit it. It
takes very little time and it will save a lot of repair work later on. Ask yourself...

* Would | be interested in my item based on the title? Is it exciting, attention-
grabbing?

* Is my description honest? Is it error-free or does it say Ole Elvs Presly
Rekord?

* Have | included information on shipping and handling?
* Is my picture clear and sharp? Will it help sell this item?

* Do | sound friendly and approachable? Would | want to do business with
me?

This seems tedious, especially at first, but you will save yourself grief later on.
Always keep an important objective in mind. Make the most money in the
least time. Whenever you have to go back and make corrections, or answer
guestions on obvious points, it costs you precious time. And you know the
saying... Time is money... your money.

e

8.6. Repair Overlooked Errors

I would like to pretend that | have been at this game so long that | never make
“misstakes” any longer. Alas! It ain’t so...

1) Do corrections before receiving a bid. For example, check...

i) The title of your auction

i) The item category

i) Anything at all about the description

iv) The URL of your photo

v) Acceptable payment terms or shipping information

There is a link on the auction site that says “Revise.” Just follow the
instructions.

2) Do corrections after receiving a bid. Basically, there are only two general
changes that can be added after you receive your first bid...
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i) You are allowed to change the category. For example, you put your
vintage Spiderman comic in the “Action Figures” category and then decided it
would do better in “Comics.”

i) There were repeated questions from potential customers on the same point
and you decide to expand your item description.

i) You can withdraw your item if you receive new information. For example,
you discover that Aunt Mary’s etchings are actually reproductions, even though
you heard all your life that they are originals. In the meantime, all your buyers
are bidding for originals and the price is much too high for their actual value.

If this ever happens, | would strongly advise you to contact every single bidder,
explain what happened, and if possible, offer them something as a
consolation. In that way, instead of angry people raving about your ineptness,
you will have delighted fans raving about your honesty.

i

8.7. Learn From the Best

It's time to look at some “real life” examples from sellers who have mastered
the art of auction marketing. What do they do that makes them so successful?
| am using ads from the intensely competitive weight-loss section of eBay.
There are lots and lots of all-natural super-weight-loss claims to be found on
the different auction sites. Some of these sit for seven to ten days with no bids
while others are swamped. Why?

The difference is in the listings. The products that don’t sell may be as good or
better than those that do. But customers judge solely on the content of the
copy which is all they have to go by. So let’s learn from them. What principles
do these successful sellers use?

1) Use a clever listing title -- Here is an ad that on the surface seems
really foolish. When I first read it, | had a negative reaction ... “Who is dumb
enough to believe they will lose 80 pounds right away?”

MIRACLE WEIGHT LOSS! LOSE 80 LBS INSTANTLY!CC

80 Ibs. INSTANTLY! Don't
we wish!

The seller makes fun of the extravagant and ridiculous claims that are made by
so many. Immediately, we consider her a sensible person. She isn’t insulting
our intelligence.
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2) Remind your customers of the pain -- Most people have very
negative ideas about a weight loss project... of course, the seller is going to
save all her customers from this strenuous exercise.

3) Use psychology to sell -- Talk about great psychology. Imagine the

overweight person, trapped in layers of fat, worrying about being too thin, or
losing too fast. This “warning” is really a great selling tool...

Warning!

Do not nse this produoct unless you are af least 20 Ibs, overweight! Vou
will lose to much weight too fast,

(“Too” bad this seller didn’t review the listing first.)

4) Be smart and use stories -- Anyone who wants or needs to lose weight
will identify with Jeff in the following story. A lot of the customers will have tried
many of these methods themselves.

My name iz Jeff Weinstein, Almost all of my life, I have been overweight, I tried
everything (1 had no choice = my mother took me fo diet doctors, hyvpnotists, surgeons
and just about anyone elze who claimed they could make me lose weight) to no avail,
You name the fad diet, [ tried it - including the "rotation diet” (diet 4 days a week, pig
ot the rest of the tme), "AYDS" (diet candy popular betore the ATDS dizeasze
became a problem), hypnotism, the "grapefrut diet" {all vou can have iz grapefruit - if
wvou wanl to go off the deep end and EILL people, I HIGHLY recommend this!), the
"carbohydrate diet” (all the meat vou want, but no carbohydrates - affer 3 daya I

would have sold my zoul for an orange!} and more.

The story approach is powerful. Jeff’s first-person narrative makes it easy for
the reader to connect and feel his struggle.

5) Explain any negatives in advance -- No seller wants irate customers
contacting and yelling (well, the e-mail version of yelling) at him. So admit the
downside up front...

SIDE EFFECTS???

To be honest, there HAVE been a few side effects. T often experience "dry mouth®, o
I keep a bodtle of water handy. Mo big deal. Alzo, during the first day or two [ was
taking thiz, | experienced slight {very minor) headachesz. P'm not =ure why, but again,
no big deal. 1 asked my doctor about this and he said it was fine, and that if it worked
for me I should continue taking it. So I have, and believe me, the results have been
worth it! And Jennifer (my friend who recommended this to me in the first place)
experienced NO side effectz. Of course, vou should ALWAYS falk 1o vour doctor
before vou go on any tvpe of diet. Better safe than sorry!

Notice how the seller minimizes the side effects.
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6) Give extra value -- Just look at what Jeff is offering his customers...

WHAT YOU GET:

Each bid is for a 30 day supply (90 tablets) of the BEST QUALITY Lipotropic
Metabolizers on the market, BEWARE OF CHEAP IMITATIONS that are being
marketed! [ am giving you the SAME ONES that **[** USE, not a cheap brand which
probably won't work! I will also send you as a BONUS, my PERSONAL recipes on a
dizk, along with my PERSOMNAL weight lozs tips, Pleaze understand that I CREATED
each and EVERY receipe on this disk = [ have ZERO TOLERANCE for food that
does not taste good! And each and every tip 12 EASY to follow - no surprises here!
You do NOT have to eat like a bird to lose weight! There is no reason to!

In addition, the customer receives recipes and weight loss tips.

7) Harness the power of endorsements and testimonials -- This
strategy is effective because it convinces potential customers that these people
are real. An example of some testimonials...

User: dudgeing {60} 3 Date: Ttem:
Apr-22-00 17:45:13 PDT 298744050

Praise: Wow, where has this stuff been
all my life, works fast, amazing, will buy

agaif.

User: try2itameme {11} ©7
Date: Apr-04-00 22:06:18
PDT

Praise: The spray was shipped
promptly. I've lost 7 lbs in 10 days!

Item:
277833845

User: kewpinurseiZaol.com
(128) ¥% Date: Mar-30-00
22:52:00 PST

b o ] - 1 1 [ | T 11 T

Item:
279423651
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8) Use every publicity opportunity -- eBay’s home page asks for your
location. | have always given dull answers like “Atlanta, GA.” Here’s a much
better answer where you promote your Web site everywhere you can!

Locatton  www.ollline-healthstore.com

9) Take advantage of customer impatience -- Your customers don't like
to wait. One seller takes this into consideration...

[ WILL ALSO SHIF THE ITEM BEFORE THE AUCTION IS
OVER. ALL YOU HAVE TO DO IS PLACE A BID AND THEN
EITHER PAYPAL ME THE PAYMENT OR EMAIL ME AT THE
ADDRESS AROVE FOR FURTHER INSTRUCTIONS,
BONUS ADAY2NIGHT VACATION FOR ALL BIDDERS.
FREE!! CHOOSE FROM OVER 20 CITIES ON US!!

10) Learn from your mistakes -- | have watched poorly selling products
appear again and again, with no significant changes in results. We have seen
others that meet with dramatic success. Why in the world don’t the sellers
study the ads of those who are flying high, and then change their methods? |
honestly have no idea. Most don't.

Be sure not to make this mistake! If you fail, and someone else is succeeding,
your best remedy is to study the approach of the successful. You want to look
professional at all times. Take Net auctions seriously. It is critical that you
pay attention to details.

i

8.8. Always Have A Plan B

What if an item just doesn’t sell no matter what you do? Don’t panic.

| read an interesting story in the Wall Street Journal about a couple who owned
a gift shop in an economically-depressed town. Not only couldn’t they sell their
merchandise. They couldn’t even give it away! They discovered eBay and are
now, according to the “WSJ,” making $600,000 a year. They say that only 40%
of their merchandise sells the first time around.

If an item doesn’t sell, you have several choices...

1) Re-list it. When I first looked at eBay to sell an angel coin, | had a list of
seven possible categories. If you are selling a one-time item, this
experimentation may not be worthwhile. But for a repeat-seller you need to
know. Simply changing categories can make a huge difference because
your customer base is so different.
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2) Lower the price. Knowing the value of any object is an art, not a science.
Your best method of research is to look at similar items but even that does not
guarantee exact conclusions. Sometimes, we have started too high and must
make the choice of making less money or no money. Just because it “should”
sell for $100 doesn’t mean that anyone is willing to pay that amount. In other
words, be flexible in your assumptions.

3) Try a different auction site. If you are selling on a general site like
eBay or Amazon, try a specialized site, or vice versa. Those gruesomely
expensive custom speakers that you are selling may not be appreciated by the
general public. In contrast, someone on a specialized site might be drooling
for them, ready to mortgage the house and take out a bank loan.

As well, some sites just don’t have lots of traffic. Others seem to cater to more
inexpensive items and your merchandise is too costly. There are a lot of
differences among sites and you may have to experiment to find the best match
for your interests.

4) Store it for awhile and try again later. Hold it for a period of time
and try again. Rafts and snowshoes definitely have seasonal value. And fads
come and go. Ask the inventor of the hula hoop!

5) Group it with other merchandise. Include your unsold item with some
other merchandise, as part of a package. Many auctioneers can make more
money for three items included as a bundle than they make for the three sold
separately. And many buyers will purchase items because there is something
in the group that they really want.

It is a standard practice in the mail order business to include a lot of items for a
higher price because weight sells, believe it or not. Entrepreneurs are taught
that there is more money in bundling than in “cafeteria” selling.

6) Add extra value. For example, | sold some gardening items by throwing
in some recipes for natural pesticides. The printing only costs a few extra
cents. Since | already had the recipes, there was very little extra trouble for
me.

7) Cautiously experiment with auction site options. | recently went to
eBay’s “Automobiles: Accessories: General” to list an item. There were
over 14,000 items listed in the section | was considering. What are the
chances of someone finding my one little item? In this situation, the only way
to really test this merchandise was to either pay extra to get more attention or to
pass. | choose not to list this merchandise due to my limited knowledge of this
category.
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However, it's different if you feel reasonably confident that you have a product
that will sell well if only somebody becomes aware of it. In that situation, you
may want to take the chance and pay for a more expensive listing option.

8) Realize that you are going to have some flops! | have sold items
that | never really thought would sell, and other “sure things” that were total
flops. | have given merchandise away as prizes, donated it to charity for tax
write-offs and sold it at flea markets or bazaars.

Keep in mind that the market is inexplicable. There are items which sell really
well at one time, and very poorly at others. Who knows why. Even though we
should try to understand why an item sells, or doesn’t, there is simply just no
way to know for sure.

About those mistakes...

When you make a “mistake,” you can beat yourself up, berate yourself and call
yourself all the names that are synonyms for stupid. Or you can use it as a step
towards making your business more profitable, more successful. If this sounds
ridiculous, consider that there are two steps involved in turning a mistake into a
triumph...

First, re-label mistake and call it feedback. This takes all the emotional
baggage out of the equation. “Feedback” is an emotionally neutral word to me,
and if it isn’t that way for you, find a similar word that is non-judgmental.

Second, calmly examine this merchandise to figure out why it didn’t sell. But
always keep your goal in mind -- to have fun, make money and create thrilled
customers who will come back and buy from you, again and again. In this way,
your unsold merchandise helps you to see what modifications you need to
make in your methods.

Perhaps you have heard the people using the analogy of the guided missile?
Apparently, it is off-target about 95%+ of the time. It merely corrects itself and

thus finds its target. In same way, consider every item you put up for sale as a
step towards your success. Sometimes, you may have to make a correction

but that’s part of doing business.

Just keep your focus intent on your goal. And you will achieve it.

OK. Your auction listing did its job perfectly. It attracted lots of targeted
customers and you have your...

e
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9. First Sale!

Congratulations! You just made your first sale! If you're like me, you checked
your first listing about every two and a half minutes. The first time | saw an
actual bid on one of my items was a super thrill. Wow! This stuff really works!

We know in our minds that people make money on auctions but it's like looking
at a picture of a piece of cherry pie. There’s nothing like the real thing! So now
what happens?...

-

9.1. First Contact With Your Auction Site

You will receive an e-mail from the auction site. Here is one | received on an
information product that | sold...

—ongratulations - this auction successfully endead.
tem Title; Instant Money Course S + Expensivie Bonus (Item #2583172649)

Final price: $52.00

Auction ended at;  Feb-17-00, 19:32:23 PST
Total number of bids; 9

Sellar User 1D Sydney

Seller E-mail auchonknowhow com
High-bidder User ID: Albert

High-bidder E-mail:  Alberti@stic_net

Both buyer and seller will receive a message with instructions to contact each
other within three days.

-

9.2. First Contact With Your Buyer

If you want your transactions to be 100%, A+, perfect, make sure that you
communicate completely and clearly with every single customer. | simply
assume that everyone | deal with is a complete novice with no experience. Of
course, this isn’'t the case at all but if | make this assumption, everything usually
goes well.

Every communication with every buyer should always include the following
information...
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1) Congratulations -- It isn’t necessary but it sure is smart. The friendlier
and more professional you are, the better you will do in the auction business.

2) Purchase Reminder -- Always specify what your customer bought. Many
people deal in multiple auctions and may have bought or sold dozens of items
that week. Remind your buyer of who you are and what he bought from you.
(He might be asking himself -- “Who is this guy and why should | send him
$131.957?")

3) Item Number -- Include the number of the item that was issued by the
auction site. There are several reasons to do this...

i) It will help your buyers to give you feedback because it is done by item
number.

i) Many auctioneers keep comprehensive records. This type of
organization pays off, especially for tax day. In addition, they are able to get
confirmation from the auction site, if necessary.

4) Price -- You surely don’'t want any mistakes here.

5) Payment Options -- Even though those were included in your item
description, always review them. Many people forget and this is especially
important if you are going to hold a check for 10 days.

6) Your Address (if applicable) -- The buyer needs your mailing address
so that he knows where to send payment. Many people operate on the
principle of the-less-the-world-knows-about-me-the- better. Accordingly, they
have a mailbox to receive payments. Others don't care. It is strictly a matter of
personal preference but it is one that you should consider now.

Needless to say, this is not an issue if you are using credit cards or third party
payment methods.

7) The Cost of Shipping and Handling -- You may or may not have
included the actual amount in your auction listing. If you did, repeat it. If you
have not, tell them the cost now.

Don’t know how to figure it? Don't worry, the next chapter will explain this
in_detail.

8) Insurance -- | always let the buyer decide if he wants to pay for insurance
because he is the one paying for it (or not). Generally, though, the more
expensive the item is, the more likely the buyer is to desire insurance.
However, if the buyer does not pay for insurance, you will need to decide, in
advance, what your policy will be if the package is lost or damaged.

This can be a real sore spot between buyer and seller. The seller may feel
that if the buyer hasn’t paid for insurance then the responsibility is the buyer’s.
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On the other hand, how is the buyer to know that the package was actually
sent?

My resolution works this way -- if | am shipping Priority mail, | automatically pay
for tracking. In this way, | can prove that the package was mailed and | am
relieved of responsibility.

However, if | am not mailing priority, the issue becomes a little stickier because
no tracking is available. In the past, | have mailed items and crossed my
fingers. If the item isn’t terribly expensive, | will replace anything that is lost in
the mail. If the merchandise is more expensive, | insist on insurance or state
loudly and clearly that | won't take responsibility for mailing.

It seems as though the obvious answer is to simply raise the price to cover the
cost but remember that the more your merchandise costs, the less likely you
are to sell it. I think the best compromise is to pay for tracking, where available.

9) Buyer’'s Address -- Ask the buyer where he wants you to send his new
prize. Some pros go ahead and wrap the package for mailing once the
transaction is completed. Others do not because it is always possible that the
buyer may not follow through and send their payment. In that case, you will
either have to redo the label, or put “post-its” on the package so that you will
know what it contains.

Those wrapped boxes...

e

10) Inclusion of the Item Number With the Payment -- If your buyer is
paying with a check or money order, you might ask your buyer to please
indicate the name of the item on his payment. This can save you buckets of
time. If you receive 20 checks in one day, are you going to remember Bill
Wilson’s purchase?

11) Suggestion to Exchange Feedback -- Always suggest reciprocal
feedback. The more times you suggest this, the more likely you are to get it.

e
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9.3. Critical Record Keeping

If you are just going to do a sale here and there, you probably won’t need an
extensive record keeping system. For instance, let's say you sell a couple of
things a month from your home. Depending on how organized you are, you
should be fine.

One summer, | conducted an experiment to see what would happen if | created
a super-organized system with employees. So | hired my college-age
daughter and one of her friends while school was out. It took a short while for
them to get the hang of the auction business but by the end of the summer, the
profits were flooding in. In my best week, | made $4700+ in profit, not gross!

Our super organizational system is what paid off. Two examples show how...

1) | sold a customer a tote bag and she returned it because she decided she
wanted a colored one (it was black leather) and | agreed to refund her money.
| then received a “warning” message from PayPal because she claimed that |
had not sent her a refund. In less than five minutes, | was able to prove that |
had sent her a refund. She looked foolish and end of PayPal problem. Of
course, | could have eventually proven that | had paid her but it could have
been a long, drawn out problem.

2) Another customer won an auction and sent me several messages after the
auction complaining about various things. Finally, | told her to withdraw her bid
and | wouldn’t send any negative feedback. Frankly, | was happy just to be rid
of her. Approximately two months later, she sent me a threatening message --
she was about to report me to eBay because | had never sent her
merchandise. Again, in a couple of minutes | was able to locate her own e-
mail ending our transaction and forwarded it to her. | never heard another
sound from her.

The reason for these two anecdotes in to emphasize how necessary it is to
have an organizational system.

| confess! | am naturally a disorganized, haphazard person. Self-defense has
made me get my act together. If you are one of those organized, everything-in-
its-place people, this will come easy for you. If you're not, don’t despair. If |
can do it, anyone can.

To build a successful auction business, you need to get a system going
immediately. Organization makes a difference...
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1) Good service means happy customers -- If you don’t keep good
records, you will soon be floundering and making mistakes. Not the best way
to impress your customers. Ask me how | know? Let me horrify you with some
of my mistakes...

| once sent a customer the wrong merchandise! For the sake of good customer
relations, | asked him to keep what | sent him and then mailed the correct
merchandise at my expense. Sure did lose money on that deal! Another time |
received two money orders and didn’t know why. Eventually the buyers
contacted me but delivery was late and they were less than thrilled with my
customer service.

If you have several auctions going, you will soon get lost and make pointless
and expensive mistakes. Learn from my foolishness and keep
comprehensive records right from the very first transaction.

2) Tax Purpose -- Even though there are no Internet taxes at this time, you
still have to pay income tax. You certainly want to claim every single legitimate
deduction. You need good records to do this so that you will have a complete
list of every transaction you have made -- who, what and how much. No last
minute rummaging to find the necessary information.

3) Customer List -- You are creating your own customer list. If Joe bought
or bid on your antique telephone, he may be very interested in similar items in
the future.

4) Legal Protection -- In the event of any future problems, have all your
information...

(o

. at your fingertips.

For example, George files a complaint with an auction site, or even a law
enforcement agency, that he paid you $240 for the Fantasia Sericel but he
never received it. If your records are complete, it will take you only moments to
find the tracking number. You can then confirm that George’s package was
delivered, and you are protected! Without records, you may be in a mad
scramble to cover yourself and end up refunding George’s money, while he
laughs to himself about his free Disney memorabilia.

5) Identification of profitable items -- How can you know what
merchandise is profitable and what isn't...
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... without agonizing over the computer for hours? If your
records are good, you will be able to tell at a glance which items are profitable,
and which are not. You can also evaluate degrees of profitability. For
example, your records will show that with this item your profit is 137% but with
another it's 482%. The more distinctions you can make, the more powerful
your selling will be!

i

9.4. Five Areas of Key Information

Whatever your system, you need to concentrate your record keeping efforts in
5 areas...

1) Merchandise

2) Buyer

3) Payment

4) Shipping

5) Customer Relationships

If you really get involved with auctions as a major player, you will need to

master a 6th critical area which involves profitability. This, however, isn’t
necessary when you are first beginning.

Know your merchandise. You may be thinking, “Well, duhhhh! Of course |
know what I'm selling!” Perhaps you do. But to point out how confusing it gets,
think about some of my sales. | have sold briefcases... dozens of times. Not
only that, | have sold five different versions on four different auction sites!
Perhaps you will do the same, and you get a message from a buyer that begins
“The briefcase | bought from you...” Yikes! Which one?

Here is what you must record about your merchandise...
» A description of the item

* The site where you listed it
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* The auction dates -- both when you submitted it and the day it sold

* The auction number given to you by your auction site -- you can always
track an item if you have the number!

Know your buyer. Recently | received a message that said, “Sorry -- (an
address).” No name, no explanation, no item description, no nothing. Clearly |
had sent this buyer an address request, and he expected me to remember.
But, | didn’t. And if you are selling hundreds of items a week, you won’t
remember, either. If you get messages like this, what will you do?...

Choice one... you click “reply” on your e-mail, grit your teeth, and ask (as
politely as possible) who this person is and what this message is about. Not
the greatest customer relationship strategy.

Choice two -- you spend a lot of time looking through all your buyers trying to
figure out who this belongs to because at least you have their e-mail address!
(Unless they’ve sent the e-mail from a different address. Horrors!)

Before | got organized, | would spend as much time as it took to plow through
all my information, looking for the correct address. What an expensive way to
operate! Always place a monetary amount on your time, based on the
income you want to make and the hours you are willing to spend.

You need the following information on your buyer ...

* Name

* E-mail address

* Auction site user name

* Home address

| also suggest that you create a folder in your e-mail program and save
messages from your buyers. How long do you save this stuff? | usually save it

for about four months but there is no hard and fast rule. | get aggravated with
that stuff cluttering up my computer but it's a prudent practice.

Know the payment method. Were you paid with a credit card, a money
order, a check, PayPal or some other way? For example, you might assume
that big companies like PayPal or Visa never make mistakes so you don’t have
to know this stuff. Wrong! They do make errors and you may lose money if you
aren’t paying attention.
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* Record how you were paid

» Keep track of the payment date. This is especially critical if you hold checks
until they clear. It is very easy to forget to mail when the 10 days are up! | have
solved this problem with an calendar and daily reminder. | set my calendar so
that on the appropriate day | am reminded to send mail to the customer.

* |t isn’t absolutely necessary but you might want to record the number of
the check or money order, if any.

Know shipping details. Customers want their merchandise promptly. And
you need to be able to answer questions if Joe sends you an e-mail asking
about his package.

* Who was your carrier?
* What date did you mail?

* If your buyer is paying the exact shipping costs, rather than a set amount, or if
they are paying extra for insurance, record the cost once you figure it out
Several times | have received e-mails from customers that tell me that they
have accidentally deleted or lost the shipping costs or insurance charges. You
definitely don’t want to have to re-weigh and re-figure. Once is enough!

DEBAR

el i,

A real time saver... since | use almost always use the Post Office, and the fees
are set, | have typed them up and keep a copy handy.

................ -
1

* Record any tracking or insurance numbers -- then choose a particular spot in
your office and save those receipts! You want to be able to prove you mailed
the item. Later, you will want to move those receipts to your tax file. If you
receive a check for $50, and $9 is for shipping, you don’t want to have to pay
taxes on the $9.

Provide good customer service. If you study e-commerce, you will quickly
learn that poor customer service is a very costly mistake that many Internet
merchants make. And, if you are an auction seller, you are indeed a Net
merchant. So it is in your best interests to provide great service. We talk about
customer acquisition and retention later on.

Send personalized customer e-mails to..

 contact your buyer after your auction ends.
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* notify when you ship an item.

» follow-up

Record feedback. Remember... to get it, you have to give it. So include a
reminder to give feedback. | make a habit of giving all my appropriate
feedback once a week, usually on Friday afternoon. Doing this every time you
receive a payment, or every day, is not necessary. Of course, giving doesn’t
necessarily mean that you will receive.

Record profits, losses and taxes. Suppose you hold a Dutch auction of
25 calculators. If you don’'t know all your costs, plus the amount of time you
spent on the auction, then how will you know whether you should repeat it? Or
whether you should change some of the terms of the auction to make it more
profitable?

For example, you might make more money by selling 50 calculators at a time,
rather than 75. Or perhaps you need to raise your opening bid. Maybe you'd
do better if your auction ended on Monday night rather than Saturday
afternoon.

The variables are many but you can’t get an accurate picture without quality
feedback. That is why careful records are a powerful money-making tool.
Here’s how | tackle this...

* A monthly tracking feature -- This enables me to track and view my
items by month. | need to see when specific items are the most profitable
because some auction months are better than others. eBay states that profits
are down between Thanksgiving and Christmas and highest in the the first
quarter of the year.

* Opening price -- this is a great arena for testing. Experiment with different
opening prices and see which are most profitable. Great market research
information! If you study opening prices, over time you will get a better feel for
how to open your bidding, about whether to use reserve auctions and become
skilled in setting a minimum price.

* Quantity -- this really matters when you are using the Dutch auction
strategy. You need accurate feedback so that you will know to only auction 50
at a time, rather than 500. There is no need to waste money on insertion fees!

» Closing date -- You can learn all kinds of information from this. For

example, you will learn how long your auctions should be. After all, if you
make as much money on a three day auction as a 10 day one, why not receive

86



Make Your Net Auction Sell!

your profits faster? You will also learn how to make your buyer contact
procedures as efficient as possible. If your auction closed on January 10, and
you didn’t receive all your money until February 27, you need to re-evaluate
what you are doing.

* End price -- there is absolutely no way to figure profit unless you know what
you received for your merchandise. | have deposited as many as 23 checks in
one day. My checkbook will only list the total. Then | have no idea what each
individual item sold for -- unless | keep good records.

» Item cost -- This is one of the most critical parts of your record keeping! It is
crucial to profit and tax records. To figure profits, you need the following
information...

1) What is the auction fee, if any?
2) What did the item cost you?
3) What did you receive for the final sale price?

For example, you paid $20 for an item, it sold for $65.30 and you paid $3.90 to
the auction. Your profit on this item was 276%! Not bad at all. And your
actual profit on this item was $41.40, which is your taxable amount.

The best advice on this subject is... don’t rely on your memory for any
auction information! Memory may -- or may not -- be reliable if you are only
selling two items. Don’t waste many precious (and expensive) hours. Ask me

how | know!

Your record keeping is vitally important to your success so get organized as
soon as you begin trading. Don’t try and do extensive record keeping at once,
however. Follow the same process as you do with the rest of your auction
business -- start small and experiment. Let your knowledge and experience
grow.

Now you have to somehow get the sold treasure to your buyer. If you don’t do
it right, it will cost you a lot of time and money. Here’s the smart way...

e
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10. Shipping and Handling

The movement of product to your buyer is a demanding process. Your entire
auction business will fall on its face if your merchandise delivery isn’t prompt
and intact.

eBay claims that between 5 and 10% of all the packages being shipped in the
United States are their auction items! An astounding statistic.

Let's see how you can add to the volume...

e

10.1. Shipping

Most auction items are shipped through one of three carriers -- the Post
Office, United Parcel Service and Federal Express.

In spite of all the bad press about the Post Office, it is my personal favorite,
hands down...

US Post Office
http://www.usps.com/

The Post Office’s Web site is a treasure trove. You can find zip codes
(including those extra four-digit numbers which speed up delivery), order
stamps and see shipping rates to any destination.

One indispensable item for successful auction selling is a postal scale. Mine
is measured in ounces because | usually deal in small items. Buy a scale that
is flexible enough to meet your needs.

Know your shipping charges in advance, have postage affixed to the package
and just drop it off at the Post Office. Simple and efficient.

The Post Office will pick up your Priority Mail packages but there is a fee for this
service. Generally, | send everything by Priority Mail for the protection of the
buyer and myself. Priority Mail tracks your packages. This service allows you
to know where your package is at any time and this information is
accessible online.

When | was a novice auction buyer, | didn’t include tracking for cheaper items.
| was lucky that everything arrived safely. Then | sold a $75 item and later

received an accusatory e-mail from my buyer -- “Where is my package?” The
Post Office had tried to deliver it twice. Because no one was home both times,
they couldn’t get the required signature for the insurance. The Post Office was
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about to return the package to me. It was a hassle, | didn't need. Since that
time, | have always charged the buyer an extra 50 cents on every package. |
don’t request permission. It's just included as part of the transaction.

It's a good idea to send a message to your buyer to confirm shipment. With my
initial shipments, | didn’t include the tracking number but followed it up
myself. Now | include the number and the exact Web site address so that my
buyer can follow her own package.

In this way, | make the entire procedure more efficient by cutting down on my
time investment. And | make the buyer more comfortable because she can
verify what | have told her.

Occasionally, | have a customer who is buying something very light and
doesn’'t want to pay for Priority shipping (tracking is only available with Priority
mail). | am quite willing to oblige him in this but | make it very clear that the risk
is all his. If the package should get lost in the mail, | will not refund his money.
If all my customers understand this up front, there isn’t a problem.

The Post Office offers insurance as well. These costs are listed online. | offer it
to my buyers as an option. Some want it and some don’t. However, here’s a
precaution to take. When you offer insurance to your buyers, save their
response e-mail (i.e., yes or no answer) until their package has arrived. So
far, (knock on wood) my packages have always arrived safely. In the event that
an uninsured one does not, | have proof that my buyer didn’t want insurance.

Canada Post...
http://www.canadapost.ca

Canada Post offers three options... Priority Courier, Xpresspost and Regular
parcel. All charge extra for tracking and insurance. Canada Post also sells
stamps and offers a rate calculator online.

United Parcel Service...
http://www.ups.com

UPS supplies are not free. This will add substantial costs to your auction
business. UPS charges are a little more difficult to figure.

UPS has a great advantage over the Post Office, however, in size, weight

and shape. They will ship up to 150 pounds in one box (the Post Office limit
is 70 pounds). Their size limits are greater, too, and they will ship weird
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shapes that the Post Office won't accept. Tracking is free, if you get the
delivery confirmation .

Be aware that UPS has different charges for regular and high-volume users.
Since you will soon be a high-volume customer, you will qualify for these lower
fees.

Federal Express...
http://www.fedex.com

FedEx was a “johnny-come-lately” in the auction delivery business. They
realized that they were missing out on a lot of money in the e-commerce field
and decided to become serious competitors of the Post Office and UPS.

Other Options...

Depending on the nature of your sold item, you may have to consider other
options. Bus Lines meet certain challenges, for instance...

Greyhound Bus Lines
http://www.greyhound.com/

There are many items that are not suitable for any of the carriers above. For
example, if you are selling furniture, concrete statues...

... or totem poles, you will have to make special arrangements
with trucking companies or freight carriers. There are special Web sites, such
as iShip (http://www.iship.com/) that can be very helpful for shipping
research information, especially if your item is unique.

International Shipping...

If you are going to ship internationally, you need to consider how you will
deliver your packages. Fed Ex is wonderful for documents but not as
appropriate for our auctions. According to people who are experienced in this
kind of traffic, UPS is the absolute favorite. It has an extensive list of countries
to which they will ship.

e
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10.2. Handling

Frankly, “handling” is the one and only part of the auction game that...

.. really bugs me. But it must be done and done well.

What you sell influences the degree of difficulty. Selling books, without
guestion, is a whole lot easier than china, computers or dolls.

What's needed to do the job well?...

1) Boxes -- Obviously, packing begins with a box but not just any old box. A
shipping-type box is necessary. If you use a shoe box or some other flimsy
container, you can be certain your package delivery will be a disaster! So you
have to become a box-fanatic like the rest of us. Keep your antennae up. Lots
of merchants have boxes that you can have for free.

If you are shipping really fragile items, two boxes are safest. The outer box
should be a couple of inches larger than the inner one to allow for extra
padding.

2) Padding for your packages -- Do you need padding? Well, yes and no.
Sending a few tough books without padding is much different from sending
grandma’s dishes unprotected. The outcome is predictable and it's not a pretty
sight. What kind of padding should you use?

Newspaper is my padding of choice because it is cheap and readily available.
However, be careful because the ink can rub off on some objects and detract
from their beauty. Wrap these kinds of items in plastic. Some auction users
buy shredders and use strips of paper as packaging.

| personally hate those plastic peanuts but lots of people swear by them.
However, electronics manufacturers say to never pack computer and other
kinds of equipment with peanuts due to the electricity problem. The Post Office
recommends plain popcorn. Don’t forget that little critters might like it, too. Cut-
up cardboard can also be very effective as packing material. It's just tough to
chop up.

Bubble wrap is the preferred favorite. It cushions objects so well (and popping
the bubbles is a great stress-reducer). Of course, it costs more than the other
materials so always look for bargains on this valuable product. Save every
scrap you get.
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Some of the following addresses are popular sites for bargain materials...

http://www.cleancarton.com/

http://www.movewithus.com/

http://www.adpaqg.com/

http://www.uline.com/

Padded envelopes are a popular choice because they are so simple -- just
insert the whatever and mail. The downside is that they aren’t cheap.
Whenever you receive anything in one of these envelopes, save them! (Are
you now thinking about all the envelopes you've thrown away in the past?)

3) Other supplies -- In addition, you need mailing tape, regular tape,
scissors, labels and a legible marker. | wrap everything in plastic bags just for
safety’s sake.

Another precaution you might consider is to include an extra label inside the
package. You don’t want your inventory sitting around one of those ghostly
mail offices. If you reuse a box, cover up the old label or scratch through it with
a marker. | sent a package to a seller that came right back to me. | thought the
new address was quite obvious but apparently the Post Office didn't.

Whatever materials you choose to use, be sure to pack your items securely.
Companies will sometimes contest an insurance claim if they feel you didn’'t do
an adequate packing job.

If you don’t know how to pack an item, you might get free advice at one of the
local stores or post a question on some of the auction newsgroups. There will
undoubtedly be an experienced user who will cheerfully share her knowledge
with you.

SIDEBAR.

Want to really shine in your auction business? Here is a...

... gold star idea...

Create a small “certificate” to send to buyers. The certificate tells them how
great they are to deal with and that you appreciate their business. It should
also ask them to notify you by e-mail when their item arrives safely. And it can
gently remind buyers to give me some positive feedback. (You have already
written positive comments about them.)
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My certificate insert is half a page in length and is printed on bright pink paper.
My feedback started skyrocketing after | began sending it. Be creative. Design
your insert according to your own personality. It adds very little to your cost,
takes virtually no time to insert while you are packaging , and it increases good
will drastically. Overall, an insert makes you more memorable.

L

Unless you are used to shipping many boxes and packages, you may not
realize how fast these costs can add up. | recommend to anyone and
everyone to find their shipping supplies right on the auctions themselves.
There are people who are constantly on these sites, offering packaging
material in large quantities or through Dutch auctions. The key is to
comparison-shop.

If you dislike this chore as much as | do, you might think about hiring out this
service. Some of my items go directly from the manufacturer to the customer.
That's the ideal situation. Unfortunately, many don’t. | have hired a lovely lady
who has four children and needs to be at home. Periodically, | deliver a load of
goodies to her house and she packs and mails them for me. Yeah!

Not only do | escape a dreaded chore...

... but I have my dining room back!

10.3. Follow-Up With Your Customer

After mailing your package, it is important to send your buyer a follow-up e-
mail. For example...

Dear Joe,

| received your noney order yesterday and therefore nailed
your package this norning. Your tracking # is 123456789 and
you can follow its progress at post office dot com

It has been a real pleasure doing business with you. | am
sendi ng some positive feedback for you and woul d appreciate
you doing the sane for nme. Please |et me know when your
package arrives.

Thanks for a successful and happy transaction

Sydney
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What have you accomplished with this short message?

1) You have impressed Joe with your efficiency! “Wow! She got my money
on Tuesday and mailed my product on Wednesday! 1 like doing business with
this lady.”

2) By sending the tracking number, you have accomplished two things. First,
Joe knows that you have told the truth and really sent his widget. Secondly,
you have put the responsibility on his shoulders. He can track his own
package, thus freeing up your precious time.

3) You have provided a third opportunity to get valuable feedback for
yourself. The first time you sent your initial, congratulatory message. The
second time you included it with your package insert. And now for the third
time you have it in your confirmation e-mail. (If your buyer is a royal pain and
the entire transaction has driven you to the neighborhood bar, forego this
section.)

4) Do you really need the buyers to confirm the arrival of their package? No
because you will surely hear from them if it doesn’t arrive! And with a tracking
number you can follow the progress yourself. The confirmation gives you an
excuse for further contact.

Some people think that this constant harping on follow-up and good customer
service is overkill. Maybe you sold a $10 item. As long as you don't get
negative feedback, it doesn’t matter if the exchange is sloppy. However, for
longterm success, attention to detail is important.

Some sellers want to make money on shipping. But be aware that most buyers
resent paying more than actual shipping charges and experienced ones may
avoid your auctions altogether if your costs aren’t reasonable.

Unfortunately, there is always a tiny minority of people who are dishonest. If
you know how, it isn’t hard to protect yourself from these sleazy people.

Ready to find out how? Let's go...

o
—
[F
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11. Arguments, Disputes and Fraud

Truthfully, my experience in auctions has been remarkably pleasant, efficient
and error-free. My respect for my fellow auctioneers is very high.

Nevertheless, there are a few horror stories floating around the ethers, and it is
always smart to be prepared for the worst. The more business you do, the
more likely you are to run into some dishonest people.

And besides, if you happen to run into the Jack the Ripper of Cyberspace, you
need to know how to handle him -- as best anyone can...

e

11.1. Disputes

There are the inevitable disputes that happen. Your deal goes sour but there
isn't any fraud. Just two (or more) people who are both convinced that they are
right. It's the other guy who is wrong, wrong, wrong!

Picture the possibilities in your mind...

1) Your buyer doesn’t respond -- What if your auction is over but the
buyer doesn’'t respond? First of all, don’t panic! There might be valid reasons
why they have ignored you. Don’t rush out and give negative feedback about
this buyer right away. Give the guy a little breathing space before jumping to
conclusions.

Send your buyer a gentle reminder, something like...

course.)

Mention your last message and remind them that the auction site considers a
bid a valid contract. Remind him that you have held up your part of the bargain
and you expect him to do the same. Specify a date by which you expect
payment.

If after a couple of weeks, you still haven't heard from the buyer, the only

recourse you have is to leave bad feedback on the buyer. Refuse to ever allow
him to bid on your merchandise again.
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Unfortunately, you will have to relist your item and start again. That is just part
of the risk of the game. Or you can check the bids on your item and contact the
second-highest bidder and ask if he is still interested in your merchandise.

When you post your feedback, be professional about it. Calling someone
horrible names and being really ugly does not serve your seller image at all. In
short, Mr. Bogus Buyer isn’t worth it!

2) A bad check -- Earlier, we discussed the importance of deciding on the
method of payment in advance of your first auction. As you recall, you either
hold the check, or only accept money orders, or use a third party like PayPal.
Veteran sellers say that most often a bouncing check is just a mistake that the
embarrassed buyer will correct when it is pointed out. If you are uncomfortable
with the risk, don’t assume it. And, of course, | would never ship a really
expensive item until | was certain | had my money.

3) Damage -- What if you send an item and when the buyer receives it, it's
damaged? | urge you to take responsibility for this problem, rather than ignore
it.

Unless you are selling a zillion dollar item, your reputation as a professional
and honest seller is much more important than a single item. It is best to either
replace the item, if you have one, or refund the buyer's money. You can then
take your claim to your carrier. With the Post Office, if it is under $50, they will
give you a money order at your local office.

What | do know, however, is to stay tuned for some hassle. As mentioned
earlier, all of the carriers will insist that if it wasn’t properly packed, that they
don’'t owe you. (Of course, they don’t mind accepting “improperly packed”
items but that’s a different story apparently.)

4) Merchandise not as advertised -- If you are the seller, and you made a
mistake, rectify the situation. Perhaps you misunderstood something about
your merchandise. Perhaps you thought it was an original, and it wasn't.
Perhaps the buyer still wants the item but at a lower price -- so refund some of
their money. Or take back the item and refund all of the money.

The kind of seller who deliberately misleads customers won't last in the auction
business.

5) Buyer’s remorse -- What if your buyer changes her mind? For some odd
reason, there are people who just like to bid, and who never plan on buying
anything. Their participation is short-lived as their reputation gets around.
These buyers receive all kinds of negative feedback and comments in the
discussion rooms and on message boards.
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On eBay, after two non-payment claims, the buyer receives a warning. The
next time, it's a 30-day suspension. After that, they are permanently
suspended.

11.2. Irreconcilable Disagreements

Sometimes, it just isn’t possible to amicably settle a dispute. In that case, you
have several possible remedies. Just be aware that if the deal isn't really a
major one, all veterans will strongly urge you to forget it. This may not be fair...
it may not be right... but it is definitely smart.

Here are your options...

1) Formal Complaint -- Provide the facts in a calm manner. If it becomes a
matter for law-enforcement agencies, the site may not notify you of the results.
The buyer or seller can become a NARU (Not a Registered User).
Unfortunately, unscrupulous people may simply re-register under a new name.

If it isn‘t a law-enforcement problem, you will be notified that customer service
will contact you. This is a pretty overworked crowd and you may not hear from
them for days.

The auction sites can’t compel someone to honor their agreement with you.
Their only course of action is to suspend the guilty part from the auction site
and hopefully from the auction business. Ultimately, auction sites are a
community, and like any small town, word gets around. Your outstanding
and fair dealings will become known, as will the actions of undesirable
deviants.

2) Insurance -- In any event, if you have used wisdom in your dealings, you
will have used an escrow service for any expensive items and thus
eliminated your risk.

Some of the sites themselves offer insurance but this is usually for buyers, not
sellers. If you are careless enough to ship merchandise for which you have not
been paid, you are on your own.

eBay has contracted an specialized service called Square Trade
(http://www.squaretrade.com/) to help resolve disputes between buyers
and sellers. lItis a free Web-based forum which allows users to attempt to
resolve their differences on their own. You can file a complaint and Square
Trade will then contact the other party.
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Of course, if you are dealing with a genuine crook, this system is of no use
because they won’t abide by the results. On the other hand, this method is
effective between two honest people who have simply become outraged with
each other.

11.3. Qutright Fraud

Sellers are definitely in a stronger position than buyers. We are the ones in
charge of the merchandise and we don’t need to ship until we are sure we
have been paid. As well, credit cards and the intermediary services like
PayPal make it so much safer than in the past.

If you happen to find yourself involved in a fraud dispute, in addition to notifying
the auction site, you may also want to use the services of the following
agencies...

National Fraud Information Center
http://www.fraud.org/welcome.htm

Internet Fraud Complain Center
https://www.ifccfbi.gov/

Federal Trade Commission
http://www.ftc.gov/

Better Business Bureau
http://www.bbb.org/

If you have a problem with a seller or vendor, a complaint to the BBB may have
some effect. They are the best-known “policing” organization. There are lots of
consumers who check with them before doing business with a company.

If there is a bad report from the BBB, many customers will back away and most
companies know this. Therefore, no legitimate outfit wants bad information in
their files and many will go to great lengths to prevent a bad reputation --
including dealing fairly with you.

Postmaster General (if you used the Post Office)
800-275-8777

All of the above agencies handle fraud complaints in the same general way.
Since we are dealing with Internet fraud, correspondence is handled on the
Net. If you are ever involved in this unpleasantness, you will first be asked to
fill out a form. Then you will be assigned a case number. The agency will ask
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you for specifics and generally no action will be taken until 30 days has
elapsed. After your form is filed, they will notify the opposing party.

If there is fraud involved, the law enforcement agencies may or may not take
legal steps. They are secretive about their criteria for legal action. If you are
the one and only person to complain, | realistically doubt that much will be
done. However, the power of reporting someone to a law enforcement agency
can be tremendous. Just filing a complaint may accomplish everything you
desire.

One important tip is to save every bit of correspondence you have from and

about this person. | have a separate account just for my auction selling and |
save e-mail for weeks, sometimes months.

Bottom line?
The best protection is the one you create yourself.

Consider this “fraud” tactic. Sometimes a buyer is contacted by someone who
falsely represents themselves as the seller.

Like a masked bandit...

; ... he (or she) directs the buyer to make payment to a
certain address.

Obviously, if you have sold your prized collectible to Sandra, you don’t want
her sending her money to the wrong seller. So respond promptly to your buyer
before someone else can solicit their money. If a buyer gets two messages
requesting payment, she is going to contact the auction site to see who is
legitimate.

There are really only three ways that you can be defrauded by a dishonest
buyer...

1) Non payment -- You can protect yourself from this scam if you carefully
choose your payment options. If you do accept checks, allow plenty of time for
the bank to clear them. Be sure to make it crystal clear to your buyers that this
is your policy. Once the bank has informed you that the check is good, you are
protected.
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2) The buyer claims they never received their items -- This possibility
is why | am so ferocious about some sort of tracking system with any packages
I send. On the rare occasion that the buyer wants a really cheap mailing option
that doesn’t qualify for tracking, | send him an e-mail stating that this is his risk,
not mine. And | save the e-mail. My e-mail system also allows for a
confirmation that the recipient has received my e-mail. | do this for all auction
correspondence.

3) The buyer claims the merchandise was damaged -- This issue is
the toughest to handle. Perhaps it really was damaged, in which case we have
an obligation to satisfy the buyer and then deal with the carrier.

Preventing fraud in this area depends on your guarantee. Do you have one?
What are its terms?

With a more expensive item, you can take a photo of it, along with the
shipping label before you send it. For less expensive items, you will have to
decide if it is worth the trouble to you.

One seller told me he has an occasional fraudulent return where the buyer will
insist that it was damaged when he knows it wasn’t. But he is making so much
money that the seller states it isn't worth his time to argue. He simply
substitutes or returns the buyer’s money.

Your best protection is good records so that you can prove that you are
telling the truth. There are many more buyers defrauded than sellers so the
sympathy leans toward the buyer.

Key point? Protect yourself.

e

11.4. Unethical Activities

| see myself as a professional auction seller, and | suggest that you view
yourself that way, too. Itis in our best interests to keep our auction community
clean and safe for all. Therefore, it is our responsibility and privilege to report
any unscrupulous activities that we see, even if we aren’t directly involved. For
example...

* Suspect Feedback... Feedback is designed as a protection for honest
buyers and sellers, a way to forestall problems and keep all the players honest.
Do not allow unscrupulous people to take advantage of the system.

The big sites like eBay, Amazon and Yahoo have thousands and thousands of
items, and no matter how hard the site crew works, there are bound to be
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cheaters. There always are. So if you see the following kinds of abuses, you
must make a personal decision about whether to report them...

i) Shill feedback is used if someone’s feedback rating is lousy. They may try
to get around it. Either Mr. Unscrupulous can have friends register on the
auction site and give rave reviews or he will create several accounts and use
one account to give positive feedback to another account. The system surely
isn’t foolproof or “crook-proof.”

i) Feedback extortion is defined as trying to force someone into a certain
action by threatening negative feedback. It's hard to believe that someone
would be so stupid as to do this. All the intended victim would have to do is
mail the extortion threat to the site authorities. But many veteran sellers assure
me that this happens.

i) Feedback solicitation occurs when someone wants to bargain -- no
threats, just a solicitation for feedback. “I'll buy your widget if you'll give me
some great feedback,” or “I'll give you positive feedback if...”

* Bidding Abuses... We discussed sniping earlier. Although many
auctioneers complain about it, it isn't illegal. There are, however, bidding
practices that are considered illegal and can lead to expulsion from the site...

i) Shill bidding is probably quite common, although it may not be obvious
from the outside. Itis a way of protecting your price.

Suppose you want to sell an item for at least $500. As we have previously
mentioned, many buyers won’t bid on an item with a reserve price. So that’s
not an option. You could start your minimum bid at $500. This will turn off
many buyers and you know that hot sellers begin at a lower price. So what if
your $500 items sells for $50? One way to protect yourself is by shielding the
bid. This means that you get friends and relatives to bid on the item, either to
run the price up or to prevent a sale at too low a price.

The auction sites know the outcome of a sale but they have no way of knowing
whether the merchandise ever actually changed hands. If neither seller or
buyer ever complain, they assume all is well.

i) Bid siphoning is a practice that can truly bring a quick end to your auction
career. Suppose Joe is selling an item and the current price is $50. You e-
mail the bidders with the information that you have the same item and will sell it
for $40, thus undercutting the seller.

iii) Auction interference occurs when someone e-mails the bidders in an
open auction and warns them away from the seller or a particular item. This
occurred to me once when someone sent me an e-mail warning me that a
certain person who had bid on my item was not to be trusted. What could | do
with this kind of information? Not much.
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As a seller, you have the right to refuse to do business with a particular person.
But | certainly wasn’t going to invoke that right based on an anonymous e-mail.
And the way | have set up my selling system, it is impossible to cheat me out of
my goods. This person didn’t win the auction anyway so it was a moot point.
Was this comment from an anonymous sender meant to be helpful or
destructive? Who knows?

iv) Bid manipulation #1 refers to a suspect duo. Suppose that Susie is an
wild-eyed collector of Dukes of Hazzard lunchboxes and her arch-rival, Jodie,
is the high bidder on a particularly tasty box. If Susie is unscrupulous, she
might bid higher and higher until she discovers Jodie’s highest price. And then
she retracts her bid.

Bid manipulation #2 is the other half of the duo. On eBay, if an item
receives 30 bids, it becomes a hot item and receives a favored position at the
very beginning of the category. Some sellers will request that friends bid on
their item just to propel it into this category.

v) Chronic bid manipulation involves folks who chronically bid and then
withdraw.

* Unlawful Identity... Some people have represented themselves as
employees of the auction site. There are also dishonest individuals who have
used the identity of other users to post rotten feedback or insult others with
impunity. There are some who for some bizarre reason delight in making bids
in the name of other people.

Finally, there are those who use false information when registering. If you are
a seller, you may soon be found out if any charges accrue to you and the site
tries to process your credit information. And if you are a buyer, you will have to
supply correct information to the seller, or you won't get your merchandise.

* Miscellaneous Offenses... Naturally, there are offenses that are
prohibited because they jeopardize the site and the safe auctioning of items.
Surprise, surprise! Interfering with the site (i.e., hacking) is prohibited. So is
Spam but you are going to get some.

Once you have dealt with a buyer or seller, you then have their address.
Revealing any information other than e-mail addresses online is definitely an
outlaw act. | know of some instances where people have gotten mad and
published full contact information. Definitely a no-no.

This may sound like a broken record but it's worth repeating. Once you begin
to make significant amounts of money on the auction sites, you will realize that
being suspended, temporarily or permanently, is a serious problem.
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It is akin to getting fired -- only the auction game is a whole lot more lucrative
and fun than most jobs.

To maximize your profits, you have to become an expert. The next chapter
will show you how to naturally become one...

-
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12. Become an Expert

If you are going to succeed at the auction game, you must understand your
category, the value of particular items and the market. In short, you must
become an expert!

Is your heart sinking as you read those words? Perhaps you are saying, “Well,
that lets me out, I'm not an expert in anything.” Don’t despair. You don’t need

to become a world famous expert, especially not all at once. In fact, you don’t

have to know a whole lot at first.

Just remember these pointers and you will be fine...
1) Keep your spending low.
2) Reduce risk.

3) Refrain from buying any large amounts of merchandise until you know what
you are doing.

4) Don't use your lack of knowledge as an excuse to take no action at all.

For example, | am interested in books. | recently spoke with the father of a
friend who is an expert in the rare book field. He’s actually one of the top
experts in the world. This man is in his 70’s and has been a book fanatic since
early childhood and a book dealer his entire adult life. | will never know as
much as he does. | will probably never know a fourth of what he knows. But
that doesn’t prevent me from making money by selling books or anything else
at auctions.

Be prudent but don’t get “paralysis of analysis” All successful businesses
have two things in common... passion and effort. Narrow your choice(s)
down to the best fit and then go for it!

o
—
[F

12.1. Choose Your Niche

Now it is time to be serious about your choices. If you don't really love what
you are buying and selling, learning the necessary knowledge will be a chore
rather than a joy. And if it is a chore, you won't stick with it.

There are some “rules” or guide-lines to follow when choosing your niche...

1) Start small -- Begin with only one, or at most two, categories. Don't deal
in multiple categories until you know what you are doing.
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2) Make sure you are truly fascinated -- If you don’t feel passion for your
subject it will frankly be a big drag. Learning about something you aren’t
interested in is too much like school, isn't it? Did you just memorize
information to get a good grade? Information you forgot as soon as...

lf':.‘“"l.____-in
- ... you ran out of the test room?

This listing clearly shows why you need to love your merchandise...

UD Yankee Master Set Ruth Gehrig Mantle Bat

Item #1102090944
spching Cards Bazeball MLE Satz Spopts Memorabiba Baseball
rently $3.,000.00 First bid £3,000.00

Is this bat worth $3,000? | have no idea. But | do know that studying baseball
memorabilia is not appealing to me. However, many people are obviously
fascinated with it.

You also won'’t fool your buyers. They will know it you are doing it “just for the
money.” Your lack of enthusiasm will show through in your listings and affect
your sales. It may sound corny in our cynical age but this is really golden
advice. Be passionate about what you do.

3) Don’t limit yourself -- Categories are very helpful but don’t limit yourself
by focusing only on one field of interest. In my case, | spend time studying the
auctions to see what is selling really well. Then if | have a good source for that
particular product, | will begin selling it. If it is general merchandise, | may not
need to know much about it.

For example, here is a profitable item of mine...

I have run this auction item again and again. | begin the price at $.99 and it
continues to rise as the bidding becomes more frenzied. | run this same listing
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each time and have made thousands of dollars with it. The customer gets a
very good value because the briefcase is attractive and all leather.

What do | know about leather goods? Not much. But this is a type of general,
inexpensive merchandise that doesn’t require in-depth knowledge. The
crucial strategy is to figure out what people want to buy and sell it to them!

A great tip -- whenever you list an item, you must declare a category for it. |
spent hours searching eBay looking for appropriate categories until |
accidentally discovered the “Category Overview” page. For some reason, it
isn’t well known but it has saved me enormous amounts of time.

The url is http://listings.ebay.com/aw/listings/overview.html

To give you an idea of how valuable this knowledge is, look at an item that |
have sold...

This is an eye massager that can improve vision, reduce wrinkles, etc. Where

in the world does a product like this fit? Without the “Category Overview” page,
too much of my time would have been spent seeking an appropriate spot. (By

the way, | put it in Health and Beauty.)

S ——

12.2. What Do You Want to Sell?

You may not have a clue about what you want to sell. Or maybe you do, but
you are unsure whether it is profitable or not. For both situations,
researching Net auction sites is critical. That's how you will find the
information you need to make the right decisions.

As you can see, it's not difficult to find something that fits with your interests.
The challenge is narrowing your choice to the best fit -- the one that
nourishes your passion and feeds your profit line.

How and where to begin?
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Simple. Start researching on eBay. It has more categories than anyone else
and enough information to start an avalanche of ideas rolling in your head.
Keep in mind that each category has a sub-category which in turn usually has
a sub-sub-category. You may be surprised where you end up!

-

e

12.3. Who Are Your Customers?

Suppose you decide to sell the following item advertised as a “Navy Seal
multifunctional tool”...

Who might be interested in this? What about campers? Hikers? Sporting
goods outlets? Scouts? Martial Arts practitioners? Mountain climbers?
Women? Fishermen? Boaters? Kitchen workers? Divers? Hunters?

Brainstorm ideas about the people in each category. If you choose campers,
ask yourself...

* What are their interests?

Are they more likely men or women?

What is their age range?

What is their income range?

What do they want, and not want, from their camping experience?

In this way, you get a picture of your customer, and can direct your listing
toward his needs. How could a camper use this tool to have a better camping
experience? To open a soft drink or a wine bottle? Cut a fishing line? Trim a
branch?

If you understand what your customer wants, you will be in a better position to

give it to him. A powerful “trick” to help you write an ad is to create an
imaginary person and address all your copy to him.
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Let's pretend you are writing an ad for campers. Create a guy named Jeff.
Jeff and three of his buddies...

Dy
»

...are out in the woods, playing weekend frontiersmen.
What is going on? Imagine them unshaven, sitting around the fire at night,
telling jokes and talking sports. How would Jeff use the Navy Seal tool? He
might use the knife blade to sharpen a stick to stir the fire. He would definitely
use the bottle opener.

Picturing your customers makes it easier to understand what your customers
want, rather than writing to the faceless “them.” Always try to become your
customers. Put yourself into their mindsets.

e

12.4. Are Price and Value the Same Thing?

Items can be hot with a high price tag. The value doesn’t necessarily have to
correspond. Whenever you can jump on a “hot” trend -- do it! The ultimate
profit comes when you catch a trend just as it is beginning.

How do you determine true value? There are countless books and magazines
to use as resource material. There are also media programs, like the “Antique
Road Show.” Online, there are several reference options. For example...

http://www.collectingchannel.com/

http://www.collectoronline.com/

http://www.toyfan.com/

http://www.worldcollectorsnet.com/cmart/

Just be aware that these sources are only guides, not the final word. For your
auction business, the only thing that matters is what your buyers will pay for
your merchandise.

My experience has been that researching auction sites is the most productive
use of your time. You can view current and past sales. Let's use our Navy
Seal tool to illustrate. Type those words into an auction search function and it
will give you all kinds of information in a concise, compact form.
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Some of the auction sites feature resource information as well. It may or may
not be helpful depending on what you wish to sell. Ask yourself these
guestions...

* |Is there some big trend that | can capitalize on? For example, “USA Today”
reported that when “Seinfeld” (a T.V. show) was nearing its end, everything
related to the show sky-rocketed in value.

* What about timing? Should | sell this now, or wait and sell it later? This can
be tricky. If it's hot today, it may be even hotter in 20 years but do you want to
wait that long?

 Is a company discontinuing an item that | might want to buy and stockpile?
Perhaps there is a recall associated with this item.

* Is there a growing interest in something that | might detect early in the game?
Elvis memorabilia wasn’t all that valuable until he died. The King seems to be
worth much more dead...

... than alive!

Do your hard thinking before you commit to action!

i

12.5. Report Violations

Since auction sites can’t possibly monitor all the items they are selling, they
rely on the membership to help them. Why would anyone report another
seller? Perhaps they are your competition! Or they may be infringing on
someone else’s property and you don’t believe in that. Or some people just
believe that everyone should follow the rules... period.

How does the reporting process work?

Each site has its own rules for reporting behavior. The most advanced of these
is eBay’s VeRO (Verified Rights Owner) program. If you own “intellectual
property,” you can be a VeRO member. This means that if someone is using
your ad copy, your course information, your logo or copyrighted item, you can
do something about it.

Members of the VeRO program include hundreds of law enforcement officials
and representatives from companies who are very zealous in the protection of
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their property. eBay doesn’t prosecute people but it will suspend them
permanently. Federal governments sometimes prosecute offenders.

You can report suspicious activity. The easiest way is to go to the Community
Watch Forum...

http://pages.ebay.com/help/community/index.html.

What if you mistakenly break the rules? Chances are nothing will happen, if
you can convince eBay that is was an honest mistake.

Repeat offenders don’t receive the benefit of the doubit.

Are you ready to focus totally on what you want from your business? Without
being crystal clear, you will end up floundering and lost in a fog. That will not
happen to you, if you spend some time with the next chapter...

e
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13. What Do YOU Want?

To succeed at the Net Auction Game, you must be clear about what you
want from it and what you are willing to do to obtain your goals. A method of
evaluation is critical as well -- although the money we make, or don’t make,
certainly provides a lot of feedback.

Once again the best way to understand the “big picture” is to ask the right
qguestions! Don’'t worry. No grades. No tests. This is simply an effective way
to help your Net auction business reach its full potential. Questions are a
critical element of success.

So many times, | have just danced lightheartedly into projects with...

.F-ﬂh.-'
e

pictures of possible scenarios floating in my head.
Not reaIIy thlnkmg about the consequences. | have always been sorry.

It slowly dawned on me that it is much easier to get into something than get out
of it. The more time | spend in advance, figuring out what will be expected of
me, looking for flaws, examining my expectations, the more success | have.

This may not be a universal law but it sure seems close!

i

13.1. Big Picture Focus Questions

Fortunately, you have already been reflecting on these questions. Try to
finalize your answers now...

1) How much money would you like to make in a month’s time? Do you want
to make an extra few hundred dollars in order to make a car payment or pay
the mortgage? Or would you like to quit your job and make this a full-time
business? Are you ambitious enough to want to become one of the Internet
millionaires we all read about?

2) How much time do you have to devote to auctions? Be realistic. There
are only 24 hours in a day...
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. nho matter how hard you try to squeeze in one more.

If you can only manage thirty minutes a day for your auction business, or five
hours on weekends, then don’t see yourself making zillions.

Know your limits. You may want this to be a full-time job but you can’t afford to
quit that job right now. So focus on the here-and-now, not the future.
Recognize that if you only have two hours a week, it is unrealistic to believe
that you can auction hundreds of items.

3) What is a realistic time frame for this project? Are you ready to start a Net
auction business today, or will you need some time to convince your spouse
that this is a good idea? Will it be a couple of months before you can start
cleaning out that garage or are you heading out the door with broom-in-hand
after this sentence? Do you have a couple of other projects you need to finish
first?

4) Do you already know what kind of merchandise you would like to specialize
in, or are you unclear at this time? If you have collected something for the past
thirty years then perhaps your choices are already made. If you haven't the
faintest clue, then have you done the necessary category research?

5) Is there something that you already know a lot about, or will you have to
start from zero? If you are already an expert on antique maps, great! If not,
what is your learning curve? Have you chosen an area that requires great
expertise, or can you learn about it quickly?

6) What knowledge do you need? Do you know when you have discovered a
bargain? Do you know what to charge for your items? Do you know where to
get what you want to sell?

7) If you don’t have the information you need, do you know where to get it?

8) Can you find out whatever you need to know without taking any big risks? If
you need to take a $5,000 real estate course and have to carry home...

: . a back-breaking load of books to read in order to
adequately understand your field, then | suggest beginning with an easier
category. Come back to real estate when you have a little experience. The
auction game is not about taking huge risks!
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9) What skills will you need? One of the greatest things about this business is
that it isn’t extremely complicated and/or difficult. Yet there is a certain amount
of discipline and effort required, just like anything else in life. Truthfully, the
most necessary skills for positive Net auctions are persistence and a
willingness to learn from every failure as well as every success.

10) If there are skills you don’t have, can you either acquire them or hire
someone to do them for you? Be honest with yourself. Some qualities come
from within and cannot be bought at any price. However, many others can be
acquired or hired.

11) How do you feel about shopping? Do you love going through huge
stacks of goods or would you rather...

... get in a boxing ring with Mike Tyson?

I get the shudders at the thought of going to yard sales or plowing through
“stuff” at the Salvation Army store. More than fifteen minutes at the mall gives
me hives. But | have friends whose idea of an ideal day is to get in the car at
dawn and return at nightfall with their trunks loaded. Which style reflects you
more closely?

12) Would you prefer to sell a few high-ticket items, or would you rather have
dozens of smaller items for sale? We will discuss this in detail later on in this
chapter but it is much easier to begin with smaller, less expensive items.

13) Are you comfortable talking to strangers or would you rather deal only with
“faceless” people on a computer screen? If you are negotiating only with
dealers and/or stores who stock your merchandise, you can conduct business
by phone, e-mail or fax. If you are going to flea markets and such, you are
going to have to talk with people face-to-face in order to buy their merchandise.

14) Do you live in a large city where a lot of merchandise is easily available or
will location be a problem? You can live anywhere that has electricity and run
your auction business! Whether merchandise is geographically convenient
matters only if you are planning to specialize in certain fields.

15) What obstacles are you likely to encounter? When obstacles inevitably
appear, how are you going to handle them?

| have set up my auction business so that the worst that can happen to me is
that | will lose some relatively small sums of money and a few hours of my time.
You can create the same kind of scenario for yourself. However, your personal
situation may be such that you are in a ...
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. rat race with obstacles nipping at your heels.
Perhaps your spouse thinks that auctions are ridiculous, or your parents urge
you to get a “real job.” How are you going to handle them?

16) Am | going to learn from my inevitable mistakes, or am | going to whine
about them? In one sense, the auctions are a very basic, primal kind of
business. Either an item sells or it doesn’t! If it doesn’t, are you willing to work
on figuring out why not?

17) Am | willing to persist until | succeed? Or is there a significant chance that
I will just give up? If you think you are going to give up, then be especially
careful to invest very little money in merchandise.

18) Does a Net auction business sing to you?...
=

. oris it just a little tweet? Are you really interested in
this? Is it just for the money? Don’t misunderstand me. There is nothing
wrong with going after money. It's just hard to maintain enthusiasm if you don’t
enjoy your work.

19) What are the possible rewards? While | love the money, | love the

freedom just as much or more. | am fascinated by the people that | meet and
the merchandise that | find. | feel a real thrill of discovery when | successfully
carry something off. What do you want? What are you expecting to happen?

20) What do you like about auctions?

21) What do you dislike about auctions? Of course, we never really know
something until we do it. But based on what you currently know, what are your
preferences? Are the likes stronger than the dislikes or vice versa?

Do you know the answers to all those questions from above? If you do, | am
amazed. It took me quite a while to answer them for myself. This is the same
set of questions that | always ask when | take on a new project. Use them for
anything that you do. | guarantee they will be helpful.

Some of them seem pretty ridiculous right now, don’t they? For instance, how

can you know if you will like auctions until you have done a few? And how can
you tell what you like and dislike if you’ve never tried it?
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Focus questions are designed to get you thinking clearly and deeply. Did
you ever try focused reading experiments in school? In the first part of the
experiment...

A‘\l you read story A and then answer questions. For the

second part, you read story B after you see a set of questions about it. Now
you know what to look for as you read. The result? You get more correct
answers on story B.

Use the focus questions outlined above to get positive results for your Net
auction business. Now is the time to pour a rock-solid foundation.

So why did we wait until now to present the focus questions? Up until now,
you were learning the “how-to” of maneuvering around auction sites. Now you
are getting into the creative part, the actual how-to-make-money part.

There are lots of stories about people making huge profits and having a ball on
the auction sites. But those are their stories. You have to create your own
pathways and no one can or should do that for you.

Even if you read that Susie-Q is doing such and such and you want to copy her
exactly, you can be sure of one thing -- your projects won'’t be like hers. That is
what makes us individuals. That is what makes an auction business fun.

Refer to these focus questions and review them periodically. Stay on track...
the right track!

e

13.2. The Right Track

It's not always easy to recognize when you are going off course. You need
some guide posts to provide direction. For an income-generating auction
business, look for these markers...

* High Profit Potential -- If what you are selling doesn’t allow you 