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A City Discount:
cross-selling, 30
DeepAnalysis software, 30
development of, 5, 25–27
Featured Plus auction, 31
gallery listings, 31
inventory sources, 28
Keyword Program, 33
links, 30–32
listings, 27–28, 31
opening bids, 28–29
shipping and handling, 32, 34–35

Activity-cost analysis, 224, 229
Adams, Randy, 37–40, 232
Advanced Search feature, 19
Advertising, 177–178
Amazon zShops and Marketplace, 122, 236
Andale software, 163–164, 230, 235–236
Annual auction sales, by category, 6
Antiques, 20
Application program interface (API), 74–75
“As is” sales, 27
Auction completion rate, 128
Auction listing, see Listing(s)
Auction management software:

Andale, 163–164, 230, 235–236
benefits of, generally, 106, 108–109, 111, 198
ChannelAdvisor, 83, 87–88, 132, 171,

189–190, 198, 235
SpareDollar, 198, 235
Turbo Lister, 10, 235
Vendio, 198, 236

Auction psychology, 10–11
AuctionDrop:

business plan, 41
development of, 37–39, 162
growth strategy, 38–39
opening bids, 44
photographs, 40
premium service, 44
pricing strategy, 42
processing system, 39–40
product description, 40–41
product selection, 39–40, 42–44

quality control, 39
UPS partnership, 39, 41, 43, 46

AuctionHere software, 109, 111
AuctionWatch, 198
Auctionworks software, 61–62
Audio tour, 18
Authentication process, 46, 199–200
Authorize.net, 236
Automation, 231

Bar-coding technology, 211
Belleek, 40–41
Bid-to-item ratio, 230
Bidders/customers, relationship with, 49, 52–53,

55, 57
Bidding process:

Dutch auctions, 157
feedback score, 14
opening bid, 10–11, 29–30, 44, 146, 214, 231
proxy system, 13–14

Books, movies, and music category, annual
auction sales, 6

Brand image, 136–137
Brokerage fees, 35
Bronze PowerSeller, qualifications of, 4
Buchanan, Bob, 149–159
Bulk Lister, 105–106
Business interruptions, dealing with, 89–91
Business plan, 41
Buy.com, 71–72
Buyer fraud, 67–68
Buying process, proxy bidding, 13–14
“Buy It Now” option, 100, 117–118, 131, 174,

184

CanDo, 108–109
Car sellers, see Carsyours
Carsyours:

annual sales, 49
best-sellers, 55
bidders/customers, relationship with, 49,

52–53, 55, 57
development of, 47–48
feedback rating, 48, 50
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Carsyours (Continued)
fees, 54
financing options, 50–51
inventory sources, 48, 56
listings, 51–52, 54–55
monthly sales, 53
opening bids, 47, 52–53
processing, 51–52
product selection, 52–55
reserve price, 53
Towne Automotive partnership, 48, 50, 54

Cash America, 223–224
Category selection, 19
Certificate of authenticity, 46, 200
Certified checks, 231
Chang, Wen, 172–173, 177, 179
ChannelAdvisor auction management

software, 83, 87–88, 132, 171, 189–190,
198, 235

Check payments, 231
Closeout auctions, 89
Clothing and accessories category, annual

auction sales, 6
Co-Op Advertising Program, 33, 230
Cohen, Adam, 105
Collectibles, 6, 10, 19–20, 197, 200, 202–203
Collections, 96–97
Commission fees, 229
Community section, 231
Competition, impact of, 11, 14, 19, 66, 122, 130,

136, 184–185
Computer software programs:

application program interface (API), 74–75
auction management, see Auction

management software 
AuctionHere, 109
Auctionworks, 61–62
Bulk Lister, 105–106
Customer Management software, 140
DeepAnalysis (HammerTap), 30, 236 
FairMarket, 106 
Marketworks, 61, 189
point-of-sale, 219–220, 223–224
Seller’s Assistant Pro, 152, 154–156

Computers category, annual auction sales, 6
Consigners, 38
Consignments, 99–100, 162–163, 195, 197,

212–213, 223
Consumer electronics, annual auction sales, 6
Cord Camera:

annual sales, 62

Auctionworks software, 61–62
competition and, 66
customer service, 66
delivery system, 63
development of, 59–61
feedback rating, 65–66
fraud protection, 67–69
order processing/order fulfillment, 62–63
payments, 63
photographs, 64
pricing strategy, 64–65
product selection, 62
shipping and handling, 62–63, 66

Cordle, Cushman “Jick,” 59
Cordle, Laura, 59
Cordle, William “Bud,” 59
Counterfeit merchandise, 45–46, 232
Credit cards, acceptance of, 10, 135, 231
Cross-selling, 30, 230
Customer database, 97
Customer Management software, 140
Customer relationship management:

business interruptions, 89–91
importance of, 27, 49, 52–53, 55, 57, 94,

97–98, 102, 163, 175, 181, 199, 229
Customer service, 35, 66, 123–125, 133–134,

147, 213, 233
Customs duties, 35

Dealtree:
application program interface (API), 74–75
development of, 71–73, 78–80
feedback rating, 73
inventory, types of, 74
inventory sources, 71–72, 75
listing, 76
order fulfillment, 72–73
partnering, 74, 79
photographs, 76
physical location, 78
pricing strategy, 77
proprietary software system, 74–75, 77, 79
quality assurance, 76
shipping and handling, 73, 75
supply and demand, 77–78
target client, 80
trade-in program, 75–76, 79–80

Debit cards, 10
DeepAnalysis (HammerTap), 30, 236
Delivery system, 14, 20, 34, 56–57, 63. See also

Shipping and handling
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Dependable Auto Shippers, 236
Description(s), see Listing(s)

sample, 176
writing guidelines, 20, 41

Designer Athletic:
ChannelAdvisor auction management

software, 83, 87–88
development of, 5, 81–82, 84
fees, 83
five-day standard auction, 88–89
international orders, 84–86
inventory counts, 87–89
inventory sources, 81–82
payments, 83, 85–86
photographs, 87–88
physical location, 86–87
pricing strategy, 89
product selection, 87
shipping and handling, 84–86
unpaid auctions, 83–84, 89–91

Developer Zone, 75
DHL/DHL Smart Mail, 118–119, 166, 237
Digital camera, 18, 64, 110, 139, 142, 201, 220, 232
Direct Capital, 33
Downie, Chris, 108
Drop shipping, 34, 73, 211–212
Dubinsky, Scott, 47–56
Dupsky, Brandon, 14, 205–215
Dutch auctions, 157
DVDs, see Glacier Bay DVD

eBay, generally:
Developers Program, 75, 233, 235
historical perspective, 3, 6
Seller Summit (2003), 30

eBay Motors, 48–49, 51
eMoviePoster.com:

“Buy It Now” format, 100
collections, 96–97
consignments, 99–100
customer database, 97
customer relationship, 94, 97–98
development of, 93–95
payments, 98
photographs, 98
pricing strategy, 94
quality assurance, 98
return policy, 102
shipping and handling, 98–99, 101–102
web site, 99–100
weekly auctions, 95–96, 100–102

Employee incentives, 221–222
“End-of-life” (out-of-date) products,

74
Equipment Financing Program, 33
eValueville:

“About Me” size chart, 111–112
AuctionHere software, 109, 111
auction management software, 106, 108–109,

111
Bulk Lister, 105
development of, 103–104, 113
FairMarket, 106
inventory management, 105–107, 114
inventory sources, 112–114
listing software, 109–111
location considerations, 105
photographs, 110
pricing strategy, 111

Experience, importance of, 13–14

FairMarket sotftware, 106
“Featured Plus” auctions, 31, 230
Federal Express, 85, 135, 147, 166, 237
Feedback, importance of, 6, 154, 172, 174,

180–181, 230, 233
Feedback rating, 20, 31, 38, 48, 50, 65–66, 73,

128
Feedback score, 14, 168
Fees:

brokerage, 35
commission, 235
listing, 19–20, 28, 121–123
pricing strategy and, 28 
reserve, 20
shipping, 32
types of, generally, 10–11, 43, 54, 65, 83, 131,

164, 166, 184, 198, 229
Financing options, 50–51, 232
Financing program, 33
Fitzgerald, Mark, 5, 127–137
Five-day standard auction, 88–89
Fixed prices, 30, 232
Fletcher, Paul, 71–80
Fraud protection, 67–69, 85, 167–168, 191,

231
Freight calculator, 32–33, 35
Frequently asked questions (FAQ) page, 153

Gallery image, 21
Gallery listings, 31
Gaynor, Scott, 193–203
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Glacier Bay DVD:
“Buy It Now” format, 117–118
competition, 122
customer service, 123–125
development of, 115–117
fees, 121–123
insurance, 120
inventory, 117
listings, 121–122
Pre-Filled Item Information, 120–121
pricing strategy, 117–119, 122–123
shipping and handling, 118–120
supplier relationship, 116
three-day auctions, 117–118

Gold PowerSeller, qualifications of, 4
Grapevine Hill:

auction completion rate, 128
brand image, 136–137
“Buy It Now” format, 131
ChannelAdvisor software, 132
competition, 130, 136
customer service, 133–134
development of, 6, 17, 127–129
e-mail newsletter, 134
feedback rating, 128
fees, 131
headlines, 132
inventory management, 131–132
inventory sources, 129
keywords, 132
listings, 131–133
manufacturers, relationship with, 135–136
order fulfillment, 134–135
payments, 135
pricing strategy, 129–131
profit margin, 130
quality assurance, 127
Second Chance Offer, 131
shipping and handling, 134–135

Half.com, 121, 236
Hallam, Suzanne, 171–173, 176, 178–181
HammerTap, 30, 163, 230, 236
Handbags, designer, 44–45
Headlines, 19–20, 40
Heath, Garry, 71–80
Hershenson, Bruce, 93–102
Hess, Jeff, 11, 139–147
Hess Fine Art:

Customer Management software, 140
customer service, 147

development of, 11, 139–141
inventory, 141, 145–146
listings, 142–144
order fulfillment, 144–145
photographs, 139, 141–142
pricing strategy, 146
shipping and handling, 144–145, 147
time period, 144–145

Home and garden category, annual auction
sales, 6

Hot items listing, 42, 44, 165
Hudson, H. C., 103
Hudson’s Salvage, 103–104
Hyperbole, 20

Image creation, 136
Infrastructure, 230
Insurance, 20, 34, 120, 154–155, 199
International business, 84–86, 167–168,

190–192, 231, 233
International shipments, 68–69
International Standard Book Number (ISBN),

120, 233
Internet Shopping Network, 37
Inventory:

counts, 87–89
implications of, 117, 141, 145–146, 185–187
management strategies, 105–107, 114,

131–132, 150–152, 157–158, 175, 177,
211

processing, 51–52 
product selection, 74, 197–198,

202
sources, 48, 56, 71–72, 75, 81–82, 112–114,

158–159, 206–207, 210–211 
types of, 173, 175, 208–210, 214–215

Inventory Procurement Systems (IPS), 104–105
Inventory Solutions:

development of, 149–150
feedback, 154
frequently asked questions (FAQ) page, 153
insurance, 154–155
inventory management, 150–152, 157–158
inventory sources, 158–159
listings, 152, 156–158
“$9.99 Wednesday,” 157
packaging, 155
payments, 154
pricing strategy, 156–157
quality assurance, 152, 156
Seller’s Assistant Pro software, 152, 154–156
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shipping and handling, 150, 154–155
supplier relationship, 159
time period, 152
user name, 150

Invoice, 14, 62

Jeffrey, Andy, 37
Jewelry and gemstones category, annual auction

sales, 6

Keyword Program, 33, 132, 230
Kuhlmann, Jonathan, 128

Launch steps:
auction listing, 19
category selection, 19
description, 20
headlines, 19–20
listing options, 21
payment terms, 21
photographs, 18–19, 21
posting auction, 21–22
previewing auction, 21
pricing strategy, 20
product selection, 18
selling options, 19
shipping terms, 21
time period selection, 20
user ID registration, 17–18

Lee, Vanessa, 171–181
Links, 30–32
Listing(s):

characterized, 14, 51–52, 54–55, 76, 121–122,
131–133, 152, 156–158, 176, 178–179,
220–221

gallery, 31
links, 30–31
options, 21
photographs, see Photographs
process, 164–165, 169
quality of, 231
software, 109–111
writing guidelines, 19–20, 76, 142–144

Location, see Physical location

Mack, Steve, 217
Makovsky, Luis, 217
Manheim.com, 53, 236
Manufacturers, relationship with, 28, 135–136
Marketworks, 61, 189, 235
Maximum bid, 13

Merchandise categories, 6
Miller, Drue, 39–44
Minimum price, 20
Money orders, 177, 231
Movie memorabilia, see eMoviePoster.com
Movies, see Books, movies, and music category
Multi-listings, 178–179
Music, see Books, movies, and music category
Muze, Inc., 120
Myeress, Joe, 60–67

Networking, 231
Newsletters, 134
Novice bidders, dealing with, 14

Omidyar, Pierre, 3
1StopAuctions:

Andale software, 164
consignments, 162–163
customer relationships, 163
development of, 161–162
feedback score, 168
fees, 164, 166
fraud protection, 167–168
international business, 167–168
listing process, 164–165, 169
partnering, 162–163
photographs, 163–164
pricing strategy, 165
Second Chance Offer, 165
shipping and handling, 166–167

Opening bid, 29, 44, 47, 52–53, 111, 129–131,
146, 214, 231

Order processing/order fulfillment, 39–40,
62–63, 72–73, 134–135, 144–145, 175

Overhead, 28, 105
Overstocked merchandise, 60, 103, 105–107, 213

Packaging, 155, 211
Packing slip, 62
Partnering/partnerships, 39, 74, 79, 162–163,

223–224, 233
Password, 19
Past-due orders, 84, 89–91
Pawn Retail Inventory Management and

Accounting (PRIMA), 218–219
Payment, generally:

implications of, 63, 83, 85–86, 98, 154, 177,
188–189, 223, 232–233

methods, 14, 135, 177
terms, 20–21
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PayPal, 10, 68, 85–86, 166, 188–189, 223, 231,
233, 236

Personalized merchandise, 173–174
Photographs, 14, 18–19, 21, 40, 64, 76, 87–88,

98, 110, 139, 141–142, 163–164, 176, 201,
220, 233

Physical location, 78, 86–87, 105, 196, 208,
230

Pierce, David, 161–169
Platinum PowerSeller, qualifications of, 4
Point-of-sale software, 219–220, 223–224
Pokemon cards, 115
Postage costs, see Shipping and handling
Postal Annex+, Inc., 224
Posting auction, 21–22
PowerSellers:

A City Discount, 25–35
AuctionDrop, 37–46
Carsyours, 47–57
Cord Camera, 59–69
Dealtree, 71–80
Designer Athletic, 81–91
eMoviePoster.com, 93–102
eValueville, 103–114
Glacier Bay DVD, 115–125
Grapevine Hill, 127–137
Hess Fine Art, 139–147
Inventory Solutions, 149–159
levels of, 4–5
1StopAuctions, 161–169
Pugster, 171–181
Rock Bottom Golf, 183–192
SCGaynor Auctions, 193–203
Sell2All, 205–215
zTradingPost, 217–225

Pre-Filled Item Information, 120–121
Press releases, 38
Previewing auction, 21
Pricing strategy, 14, 20, 35, 42, 64–65, 77, 89, 94,

111, 117–119, 122–123, 129–130, 146,
156–157, 165, 174, 199–200, 213–215,
224–225, 231–232

Privacy policy, 17
Processing system, 39–40
Product description, 40–41
Product selection:

authentication process, 46
components of, 13, 34, 39–40, 42–44, 52–55,

62, 87
counterfeit items, 45–46

Product sources, see Inventory, sources

Profit margin, 130, 233
Promotional material, 14
Promotional techniques, 31
Proxy system, 13
Pugster:

advertising, 177–178
“Buy It Now” option, 174
ChannelAdvisor auction management,

171
customer relationship, 175, 181
development of, 171–172
feedback, 172, 174, 180–181
inventory, types of, 173, 175
inventory management, 175, 177
listings, 176, 178–179
multi-listings, 178–179
order fulfillment, 175
payments, 177
personalized merchandise, 173–174
photographs, 176
pricing strategy, 174
shipping and handling, 174–175
user ID, 172, 178
volume, 172–173, 179

Quality assurance, 76, 98, 127, 152, 156, 232
Quality control, 39
Quigley, Jennifer, 53

Rath, Tom and Todd, 183–192
Ratterman, Bob, 108–109
Ray, Michael, 128
Registration process, 17–18
Relationship management, see Customer

relationship management; Manufacturers,
relationship with

Reputation, importance of, 14, 181
Resale value, 43
Research services, functions of, 163, 230
Reserve price auction, 20, 44, 53, 64–65, 146,

165, 199, 201–202, 231
Resource list:

auction management tools and resources,
235–236

bidder verification services, 236
car selling resources, 236
eBay research tools, 236
online payment and payment-processing

companies, 236
publicity and advertising resources, 237
required reading, 237
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sales channels, 236–237
shipping partners and services, 237
software integration, 237

Restaurant equipment, used, 26–29
Return policy, 133–134
Revenue generation strategies, see specific

companies
Rock Bottom Golf:

“Buy It Now” option, 184, 188
ChannelAdvisor software, 189
competition, 184–185
development of, 183–184
fees, 184
fraud protection, 191
international sales, 190–192
inventory, 185–187
payments, 188–189
shipping and handling, 192
supplier relationship, 187
supply and demand, 187–188
user ID, 183

Rollinson, Bill, 37
Rothman, Simon, 49, 55

Sales history, sources of, 163
Sales tax, 35
Scanned documents, 232
SCGaynor:

auction management software, 198
AuctionWatch, 198
authentication considerations, 199–200
ChannelAdvisor software, 198
consignments, 195, 197
customer relationship, 199
development of, 193–195
fees, 198
insurance, 199
inventory, 197–198, 202
photographs, 201
physical location, 196
pricing strategy, 199–200
reserve price auction, 199, 201–202
SpareDollar software, 198
time period, 198
user ID, 195

Scheuer, Greg, 149–159
Second Chance Offer, 131, 165, 231
Seller’s Assistant Pro software, 152, 154–156,

235
Selling options, 19
Selling strategies, overview of, 229–233

Sell2All:
consignments, 212–213
customer service, 213
development of, 14, 205–208
drop shipping, 211–212
inventory, types of, 208–210, 214–215
inventory management, 211
inventory sources, 206–207, 210–211
packaging, 211
physical location, 208
pricing strategy, 213–215
shipping and handling, 211–212
supply and demand, 209–210
supply chain management, 210–211
user ID, 206

Shelton, Mike, 5, 81–91
Shipping and handling, 32, 34, 56, 62–63, 66,

84–86, 98–99, 101, 118–120, 134–135,
144–145, 147, 154–155, 166–167, 174–175,
211–212, 232

Shipping calculator, 230. See also Freight
calculator

Shipping costs, 35
Shipping damages, 34
Shipping terms, 20–21
Silver PowerSeller, qualifications of, 4
Size charts, 111–112
Smith, Vaughn, 161–169
Smythe, Randy, 116–125
SpareDollar software, 198, 235
Special offers, 231
Sports category, annual auction sales, 6
SquareTrade, 236
Stack, John, 5, 25–35
Stack, Marty, 33
Stock-keeping unit (SKU), 87–88, 175
Sunshine Pack & Ship, 163–164
SuperPawn, 219–223
Supplier relationship, 116, 159, 187
Supply and demand, 3, 19, 77–78, 187–188,

209–210, 232
Supply chain management, 210–211
“Sweet spot” items, 42

Three-day auctions, 117–118
Time period, selection factors, 20, 88, 144–145,

152, 198
Titanium PowerSeller, qualifications of, 4–5, 10
Towne Automotive, 48, 50, 54
Toys category, annual auction sales, 6
Trade-in program, 75–76, 79–80
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Trading assistants, 37–38, 231
Turbo Lister, 10, 235

United Parcel Service (UPS), 145, 147, 154, 166,
192, 237. See also UPS Store, The

Universal Product Code (UPC), 120, 233
Unpaid auctions, 83–84, 89–91, 154, 233
Up4Sale, 108
UPS Store, The, 39, 43, 46
User ID:

generally, 73, 109, 172, 178, 183, 195, 206, 222
registration, 17–18

Value density, 43
Venture capital, 37
Volume, significance of, 172–173, 179

Waites, Andrew, 103–114
Web site design, 99–100

Weekly auctions, 95–96, 100–102
Western Union, wire transfers, 86

Zero feedback score, 14
Zones, 76, 79–80
zTradingPost:

consignments, 223
development of, 217–219
employee incentives, 221–222
listings, 220–221
partnering, 223–224
Pawn Retail Inventory Management

Accounting (PRIMA), 218–219
payments, 223
photographs, 220
point-of-sale software, 219–220, 223–224
pricing strategy, 224–225
SuperPawn, 219–223
user ID, 222
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