
eBay Shops



Items Ending Soon



eBay Business Centre 
Features:  

� Useful Topics: advice on 
buying and selling in the 
business centre

� Useful Links: featuring 
items such as a start up 
guide from the IBA, eBay 
shops and eBay tools

Business Centre



� The Business Centre allows 
you to tailor your sales to 
your business audience

� Opportunity to sell 
multiple items and bulk 
goods

Business Centre Categories



� Research your item – watch similar listings

� Informative title and descriptions

� Take good clear photographs (avoid ‘stock’ images)

� Research Postage and Packaging costs

Selling Items

� Decide your selling format:



� A good example of a title needs to hold ‘key’ infor mation

� Display your title in CAPITALS so it stands out

� Optional - add a subtitle to provide extra informati on

� 55 words to make it as descriptive as possible, men tion brand names and 
check the spelling. When users enter key words in t he search bar it will pick 
up words in your title. If they are spelt wrong the y won’t be found.

Example:

Example:

Item Descriptions



� Repeat your item title at the start of the descript ion

� Give as much information about your item as possibl e

� State if there are any defects and provide photos i f possible

� Include information on dimensions, colour, brand, m aterial, etc

� Consider layout and colour of the text, make sure i t’s clear and 
easy to read

� Mention the value or the original price paid for th e item

� Be as honest as possible this will avoid problems l ater!

Description Tips



Honesty Pays !



The top pictures are slightly confusing.  It’s not entirely clear what is for sale

Be wary of pictures like this, is 
this the actual item that’s for 
sale or is it a stock photo?

This photo shows the size of the 
bag in comparison to a person.

Photographs



Open Auction Auction With Reserve Price

Buy It Now Buy It Now or Best Offer

Selling Options



Open Auction

� Most listings on eBay use the standard auction form at

� The seller offers an item for sale and sets a start ing price

� Buyers visit the listing and bid on the item during  the auction’s duration

� When the auction ends the highest bidder buys the i tem from the seller

Auctions with a Reserve Price

� The auction is viewed like an open auction 

� The seller sets a reserve price which is the minimu m price the seller is willing to accept

� The buyer is not shown the reserve price, only whet her it has been met or not

� The seller does not have to sell the item if the re serve is not met

Buy It Now

� Buy it now allows buyers the opportunity to purchas e an item right away and not 
have to wait for an action to end

Buy It Now or Best Offer

� Best offer enables sellers to receive offers from b uyers which can be accepted, rejected or 
counter-offered by the seller. Once the buyer’s Bes t Offer is accepted by the seller the listing 
ends.

Selling Options



You have further options if your item doesn’t sell

� Second Chance Offer – If the winning bidder does not  pay for the 
item you can approach any of the other bidders to s ee if they 
would still like to buy the item.

� If your listing ends without selling you have the c hance to relist 
the item. You will have to pay another insertion fe e

� If the item sells second time around eBay will refu nd the insertion fee

Selling Options



� The most common way of accepting payments on eBay i s through  
PayPal – FREE to register (Fees are attached for tra nsactions)

� Allows users to pay for items instantly with a debi t card, 
credit card or bank account

� PayPal’s Seller Protection protects sellers against  losses arising 
from fraudulent charge backs

� Postal Order/Bankers Draft

� Personal Cheque

� Other – If you have any other mean of accepting paym ent you 
can list them on your eBay sale 

� Credit Cards

� Instant wire transfers not permitted on eBay

Payment Options


