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 Welcome from Brian McGregor 
 

ffffff  
 
Hello and welcome.  
 
A particularly warm welcome to you if you're a new subscriber. It's good to have you as 
part of the family taking my eBay auction newsletter. 
 
My partner's 22 year old son came round last night. He casually asked me how long he 
should wait for an item to be delivered he'd bought on eBay? 
 
I told him that eBay recommended sellers and buyers should communicate with each 
other within 3 working days from the sale.  
 
He bought this item on a Buy it Now basis on 3rd August. He's nothing from the seller 
since then. He'd paid with his credit card via PayPal, and emailed the seller asking 
when the item would arrive. 
 
Having not heard from the seller, he emailed eBay expressing concern about this 
seller's lack of communication.  
 
Since then, he's heard nothing. From anyone.  
 
Oh dear, I thought, with alarm bells beginning to sound, "Was this an expensive item?" 
 
It turns out to have been a £25 boxed DVD set. At least it wasn't a fortune - I said it to 
myself. 
 
He knew the sellers eBay ID, so we looked him up through eBay's Advanced Search. 
The alarm bells get louder as we find the seller is no longer a registered user. 
 
Of course, the seller could be away on summer holiday, but ..... 
 
1. No sales email from him 
 
2. No reply to emails sent to him 
 
3. eBay ID now in NARU status 
 
It didn't look good. 
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So, we're presently working through the options. It isn't pleasant, it's messy and it's 
wasted time.  
 
When you're buying or selling on eBay, it pays to be as careful as you can in any 
transaction. 
 
Here is a list I created some time ago about safe trading on eBay. It might just help 
you. 
 
http://www.workwinners.com/newsletter/050124.htm#art2  
 
I look forward to speaking with you again. 
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 1. Inspirational Quote of the Day 

 
 
"Don't let life discourage you; everyone who got where he is had to begin where he 
was." 
 
Richard L. Evans  
  
 
 

2. News and Views 
 
 
1. Are eBay Store Owners Being Victimised?  
You may be aware that eBay has announced fee increases for sellers who run an eBay 
Shop/Store. 
 
If you run an eBay Shop/Store, it would be worthwhile checking out the impact of these "price 
changes", as eBay term them. 
 
If you're UK based, here's a summary of the new prices for your eBay Shop. 
 
http://pages.ebay.co.uk/sell/importantinfo/  
 
You'll notice on this page that eBay UK have also chosen to introduce changed charges for for 
the Featured Plus! facility.  
 
If you're USA based, here's a summary of the new prices for your eBay Store. 
 
http://pages.ebay.com/sell/announcement200607/overview/fees.html?ssPageName=CMDV:AB
 
While you're calculating the impact if these changes, you might also wish to factor in that eBay 
are going to make your Shop/Store listings less visible in search returns!  
 
Apparently, the changes to your Shop/Store business are fundamental to the well-being of 
eBay's business.  
 
As eBay expresses it, "it is important we retain a healthy balance between listing formats on 
the eBay marketplace." It seems that eBay's business is now skewed so that it has too many 
Fixed Price/Buy it Now listings as compared to normal bid-based auctions.  
 
eBay's solution to this problem is to penalise Shop and Store owners, which I find 
disappointing. 
 

http://pages.ebay.co.uk/sell/importantinfo/
http://pages.ebay.com/sell/announcement200607/overview/fees.html?ssPageName=CMDV:AB
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Surely it couldn't have been beyond the capabilities of the people at eBay to have created a 
positive resolution? For example, why not make it more attractive for sellers to create 
additional normal, bid-based auctions? 
 
Ah well, it's their company.  
 
We are merely customers.  
 
 
2. What a Compliment 
 
Have you heard of Dogpuss? It's a new website devoted to reviewing anything to do with eBay.
 
This includes passing comments on eBay experts.  
 
What amazed me is that there are only 7 experts listed.  
 
Yours truly is the only UK based expert listed and I am in excellent company. My own auction 
guru, Jim Cockrum, is there - naturally. 
 
But so too are Tim Knox, Skip McGrath, Jason James and Mike Enos. All, in my mind, eBay 
giants! 
 
As you know, it's great to see your name in print. Especially when it's in such auspicious 
company. And it's all down to you, my reader, who has helped to make this newsletter one of 
the most respected on the eBay circuit. 
 
So, thanks to you. 
 
If you really must see what they say about me, you can look on Dogpuss. 
 
http://dogpuss.com/?page_id=3  
 
 
3. Videos You Won't Find At Blockbuster 
 
One great improvement brought about by the increasing prevalence of broadband connections 
is the availability of online video. 
 
One of the best ways in which video has been used on the internet is in education. And now, 
eBay has jumped on the video education bandwagon. There are 12 videos about various 
aspects of eBay selling and buying. 
 
 
 

http://dogpuss.com/?page_id=3
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The videos are free, and you can find them here: 
 
http://www.ebayuniversity.com/features/ebay_live_2006/?ssPageName=CMDV:AB  
 
 
4. A Surprising Figure 
 
When you're viewing a website which is of interest to you, do you ever click on the About Us 
link?  
 
I know I do. 
 
It's the link where you can find out things like who is behind the business, what there 
background is, how long they've been around etc.  
 
MarketingSherpa is a research company operating in the corporate internet world, and they 
were conducting research into the effectiveness of About Us pages. And this is where our 
surprising figure comes in ....  
 
What they found was that 5-7% of home page visitors click through to the About Us page. Plus, 
those who viewed that page converted (i.e. purchased) at a rate 30% higher than visitors who 
do not see that page.  
 
Do you think this has any relevance to eBay? 
 
I do. 
 
Instead of an About Us page on a website, think of your About me page on eBay.  
 
I would say if you have a strong About me page, and you ask visitors to your auction to view it, 
you may end up having a more successful auction. 
 
Get your About me page re-vamped into a marketing page, and you should reap the rewards.  
 
Why not take a look at my recent article about how to create your About me page? 
 
http://www.auctioninnercircle.com/newsletter_archive/newsletters_web/060222.htm#art3  
 
 
5. And Why Not? 
 
An elderly couple is enjoying an anniversary dinner together in a small tavern. The husband 
leans over and asks his wife, "Do you remember the first time we had sex together over fifty 
years ago? We went behind this tavern where you leaned against the fence and I made love to 
you.  

http://www.ebayuniversity.com/features/ebay_live_2006/?ssPageName=CMDV:AB
http://www.auctioninnercircle.com/newsletter_archive/newsletters_web/060222.htm#art3
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"Yes," she says, I remember it well.  
 
"Ok," he says, "How about taking a stroll round there again and we can do it for old time's 
sake.  
 
"Oooooooh Henry, you devil, that sounds like a good idea," she answers.  
 
There's a police officer sitting in the next booth listening to all this, and having a chuckle to 
himself. He thinks, "I've got to see these two old-timers having sex against a fence. I'll just keep 
an eye on them so there's no trouble." So, he follows them.  
 
They walk haltingly along, leaning on each other for support, aided by walking sticks. Finally 
they get to the back of the tavern and make their way to the fence.  
 
The old lady lifts her skirt, takes her knickers down and the old man drops his trousers. She 
turns around and as she hangs on to the fence, the old man moves in.  
 
Suddenly they erupt into the most furious sex that the watching policeman has ever seen. They 
are bucking and jumping like eighteen-year-olds. This goes on for about forty minutes!  
 
She's yelling, "Ohhh, God!" 
 
He's hanging on to her hips for dear life.  
 
This is the most athletic sex imaginable.  
 
Finally, they both collapse panting on the ground.  
 
The policeman is amazed. He thinks he has learned something about life that he didn't know. 
After about half an hour of lying on the ground recovering, the old couple struggle to their feet 
and put their clothes back on. The policeman, still watching, thinks, "That was truly amazing. 
The old guy was going like a train. I've got to ask them what their secret is."  
 
As the couple pass, he says to them, "That was something else. You must have been having 
sex for about forty minutes. How do you manage it? You must have had a fantastic life 
together. Is there some sort of secret to it?"  
 
The old man says, "Sure is. Fifty years ago that wasn't an electric fence!" 
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3. Ten Tips for Increasing Your eBay Response
   
Guest Article by Michael Sherriff 
 
So you’ve got the buyer in front of your auction, and they’ve read the description. They’re must 
be interested, or they wouldn’t be looking… but just how can you push them over that line and 
make them leave a bid? Read on for some tips. 
 
Improve your picture:  
In all that description writing, you might have missed the vital importance of your item’s picture. 
A picture with bad lighting or an intrusive background looks amateurish and won’t make anyone 
want to buy from you. 
 
Add an About Me page: 
You’ll be surprised how much you can reassure bidders just by creating an About Me page and 
putting a little bit about yourself on your business on there. You can also have a few special 
offers there for people who bother to look at the page, and let people subscribe to your mailing 
list so that you can email them updates. 
 
Use SquareTrade: 
Signing up at SquareTrade and displaying their logo on your auctions shows that you are 
committed to have them resolve any disputes that arise. You always see this on PowerSellers 
auctions – it makes you look more professional. 
 
Write terms and conditions: 
Have the ‘small print’ clearly visible on all your auctions, giving details of things like shipping 
times and prices, your refund policy, and any other business practices you might have. This 
helps build confidence with buyers. 
 
Show off your feedback: 
Copy and paste a selection of the feedback comments you’re most proud of to each item’s 
description page, instead of making bidders go and look for it. If you have 100% positive 
feedback, be sure to write that on every auction too. 
 
Add NR to your titles: 
If you have extra space in a title, put ‘NR’ (no reserve) on the end. Bidders prefer auctions that 
don’t have a reserve price, and doing this lets them see that yours don’t. 
 
Benefits not features: 
Make sure your description focuses on the benefits that your item can give to the customer, not 
just its features. This is a classic sales technique. If you have trouble with this, remember: 
‘cheap’ is a feature, ‘save money’ is a benefit. 
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List more items: 
If you want more people to respond to your items, then list more items! You might find you have 
better like listing items at the same time, instead of one-by-one. There’s no need to use a Dutch 
auction – you can just keep two or three auctions going at once for an item you have more than 
one of in stock. 
 
Accept unusual payment methods: 
To reach those last few buyers, accept payment methods that many sellers don’t, like cheques.
 
Buy some upgrades: 
The best upgrade is the most expensive one, which makes your item appear first in search 
results. In crowded categories, you might find that this is worth the money. 
 
Once you’ve got some buyers, you want to keep them coming back to you. 
 
--------------------------------  
Copyright 2006 Auction Affiliate Secrets. All Rights Reserved. 
 
Author Michael Sherriff is responsible for the release of many best selling ebooks on the 
internet. Covering subjects from Credit Repair in the UK to his latest ebook which looks at how 
to make money from eBay's affiliate program even if you don't sell anything on eBay yourself. 
 
http://auctionaffiliatesecrets.com 
The Hidden Goldmine of eBay's Affiliate Program Revealed 
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://auctionaffiliatesecrets.com/
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 4. How to Make More From eBay Without Running an Auction
   
In selling on eBay you’re starting point is to make your auctions the most effective that you can. 
And if you’ve multiple identical items to sell, spending quality time on creating your auctions will 
reward you many times over. 
 
Now, and this is where it gets exciting, if you’ve already sold on eBay you’re already halfway to 
being able to make more than just the income from your auctions. 
 
This is because you have that most precious of commodities – you have customers. People 
who have bought from you before. 
 
Having existing customers is the lifeblood of many businesses. 
 
Why do you think you receive so many communications through the post from organisations for 
whom you are a customer? From your bank, your mobile phone supplier, your credit card 
company, your insurance company, your loyalty card supplier, your supermarket, your car 
dealership etc etc? 
 
It’s because those companies know that they’ve a better chance of selling to you, an existing 
customer, than to a new person who hasn’t bought from them in the past.  
 
This is why the most sought after sales people are those who can win what are termed new 
name customers. Getting a new name customer is the toughest part of selling. Once a 
company gets a new name customer, that person has a lifetime sales value to the company 
which is usually far in excess of the initial purchase.  
 
If we translate this into your eBay business, anyone who has bought from you is an existing 
customer. These are people who know you and trust you. And, other things being equal, will 
happily buy from you again.  
 
You can legitimately email your past customers with offers of products or with details of your 
latest auctions, and expect to get a positive response. Of course, your offer should be related to 
the item they bought from you in the first place. Someone who has purchased a printer from 
you, may well be interested if you can supply discounted printer cartridges for that model. But 
who’s to know if they have any interest at all in your ebook on flower arranging? So, make your 
offer targeted. 
 
Between the lines of this approach, you can see that you need to build up a file of email 
addresses of your eBay buyers. If you sell more than one category of item, you could keep a 
list for each one. This enables you to target your offer emails more precisely to customers, 
giving you the best chance of a positive outcome. 

 



The eBay Auction Newsletter 

The eBay Auction Newsletter                                                                                             http://www.auctioninnercircle.com 
Tips, Ideas and Resources for eBay Sellers 

 
Eventually, you could produce a monthly newsletter containing more offers and auctions. You 
only need 50 addresses or so to start a newsletter. And if you’re regularly selling on eBay, you’ll 
be surprised how quickly your email address list grows. 
 
If you haven’t tried this before, get an email out today to a group of your previous customers. 
You don’t even have to make an offer in your first email. Just announce you’d like to keep in 
touch with them as a valued customer, and that you’ll be sending them some great offers in the 
future. 
 
It really is just a matter of deciding to do it. 
 
And then, doing it!  
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 5. A Gift from Me to You

If you would like to create an automated system of making eBay sales, the gift this time shows 
you one way of achieving it. 
 
"How to Create an Automated eBay Money Machine" is an ebook from George Chapin. George 
is well worth listening to. He completes about 400 eBay auctions per month, and it's all done 
automatically. 
 
George's ebook takes you through step-by-step how to replicate his system for automated 
selling on eBay. 
 
You can download "How to Create an Automated eBay Money Machine" from here. 

http://www.workwinners.com/nl081501.htm  
 
Another excellent opportunity to make sales in one eBay's hottest categories can be found 
here. 

http://www.workwinners.com/tam/index.htm  
   
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

http://www.workwinners.com/nl081501.htm
http://www.workwinners.com/tam/index.htm
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 6. Someone's auctioning what? Unusual items currently available

   
Nothing surprises me when it comes to internet auctions. Amuse yourself with some of these 
beauties. 
 
I love the glasses! 
 
Well, I've often said you can find anything on eBay. 
 
Do you want to be a good samaritan? 
 
She hasn't got a leg to stand on. 
 
I guess it makes flying a kite, old hat. 
 
Disclaimer - I have no association with any of the sellers of the above items. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://cgi.ebay.co.uk/ws/eBayISAPI.dll?ViewItem&item=150021002752&ru=http%3A%2F%2Fsearch.ebay.co.uk%3A80%2Fsearch%2Fsearch.dll%3Ffrom%3DR40%26satitle%3D150021002752%26fvi%3D1
http://cgi.ebay.co.uk/ws/eBayISAPI.dll?ViewItem&item=220014752646&ru=http%3A%2F%2Fsearch.ebay.co.uk%3A80%2Fsearch%2Fsearch.dll%3Ffrom%3DR40%26satitle%3D220014752646%26fvi%3D1
http://cgi.ebay.co.uk/ws/eBayISAPI.dll?ViewItem&item=290019632394&ru=http%3A%2F%2Fsearch.ebay.co.uk%3A80%2Fsearch%2Fsearch.dll%3Ffrom%3DR40%26satitle%3D290019632394%26fvi%3D1
http://cgi.ebay.co.uk/ws/eBayISAPI.dll?ViewItem&item=140018831756&ru=http%3A%2F%2Fsearch.ebay.co.uk%3A80%2Fsearch%2Fsearch.dll%3Ffrom%3DR40%26satitle%3D140018831756%26fvi%3D1
http://cgi.ebay.co.uk/ws/eBayISAPI.dll?ViewItem&item=280018274386&ru=http%3A%2F%2Fsearch.ebay.co.uk%3A80%2Fsearch%2Fsearch.dll%3Ffrom%3DR40%26satitle%3D280018274386%26fvi%3D1
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You can distribute this newsletter, providing the contents are left unchanged.  

 

Do your friends, family and colleagues a favour, and share this eBay Auction Newsletter with 
them. Why not email them a copy NOW? 

Or tell them to grab their own copy free from: 
http://www.auctioninnercircle.com

 
 

 
 
NOTE: Depending on when you view this newsletter, you may find some links to third party sites no longer work. I 
know how frustrating this can be. But please don’t shoot the messenger! The internet is a fast moving environment 
and, as the newsletters age, it is to be expected that some links may become obsolete over time. 
 
The moral of the story? 
 
If the newsletter sends you to a site that interests you, and you think you might want to refer to it later, make sure 
you store the site address in YOUR favorites. 
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