Your Holiday Listing Check-Up:
10 Ways To Spice Up Your Listings
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What Do Your Listings Say About You?

Most of your customer interaction is limited to their
experience with your listing!
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A Be aware of what customers see when they look at
your listing

A Make that experience the best possible

A The quicker and easier it is for customers to find your
listing the more likely they are to make a purchase
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1. Listing Title

Your title is not only the first place buyers look to make sure
your product 1 s what theyore
way you can ensure they find your product!

|l s your title opti mi
you check...

- Run a Product Search on your
specific item.

- Open the What Title Keywords
Should | Use? report.

- Find and use the keywords that
match your strategy.
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2. Listing Type

Different listing types attract different kinds of buyers, so
which one you use will largely determine what kind of

customers youol |l pul | i
Are you using the best listing type for
your product and au

m how you check...
W

\ - Run a Product Search on your
| specific item.

(

Buy My Product! - Scroll to the bottom of the Findings

Window.

j - Check the Listing Type option for
K your strategy in the Findings chart.

<:HammerTap




3. Start Price

For regular auction type listings, you want to select a start
price that will encourage buyers to bid on your item and not
suggest that they move on to your competitors.

Do you use the start price that gets you the
highest price? There are two strategies
for checking this one...

- Use the Findings chart, and check out
the Start Price option.

- Sort the data in the Listings Window to
see which start prices got the highest
prices (Total Sales, Start Price) or the
most bids (# of Bids, Start Price).
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4. Start/End Day

Choosing the right day to start or end your listing on ensures
that the right buyers see your listing. For a Fixed-Price listing
focus on Start Day, for a regular auction focus on End Day.

Does your listing start and/or end on
the right day? Here are a few ways
to check...

- Check the Start Day and End
Day options on the Findings chart.

- Use the Which Day Should | End
My Listing? report.

- I'f youdre interest.
days that might work, check the
Summary Window.
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5. Listing Duration

Your listing duration goes hand-in-hand with your listing type
In pulling the right customers in to your listing and plays a
| arge role I n keeping your |
search results.

Is your listing duration helping your sales?
Youbve got a coupl e

- If you just want a quick look, check the
Duration option in the Findings chatrt.

- For a more in-depth review, use the
Summary Window, and look at the
duration charts at the bottom.

- Make sure you look at the chart for the
| i sting type
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6. End Time

Ending your listing when your customers are most likely to be
online, increases their sense of urgency and make your listing
more likely to result in a sale.

Do your listings end at the time most
convenient for you or your buyers?
Here are a few ways to check...

- Check the Findings chart
recommendations.

- Use the Ending Time chart in the
Summary Window.

- Sort the data in the Listings Window
to find the best time for the best day.
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/. Listing Enhancements

Listing Enhancements are only worth the extra fees if they not
only pay for themselves, but also increase your bottom line!
Donot pay extra money for fe

Are your fees workin
how you check...

- Run a Product Search on your
specific item.

- Open the Which Listing
Enhancements Should | Use?
report.

- Use the report to evaluate the
various listing enhancements.
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8. Category

| t 6s I mportant to |1 st your
ensure youoOre attracting not
who are just browsing.

Is your product in the best category?
Hereds how you chec

- Run a Product Search on your
specific item.

- Open the In Which Category
Should I List My Product? report.

- Evaluate the different categories
and find the best for your strategy.
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Pictures should allow your customers to examine your
product, just like they would examine a product in the store
before purchasing it.

Do your pictures satisfy your
customers? Here are some hints...

- Make sure you have clear, crisp
images

- Dondét cut any par
of the image (customers may
assume somet hingo

- Use natural light, not the flash
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10. Descriptions

Your listing is your only shot at convincing a customer to buy
from you. You have to design a description that not only
describes your product, but sells it!

Does your description convince
customers to buy? Here are a few
hints...

- You only have a few seconds to
grab their attention.

- Dondt us ecolors,gizespnany
or font styles.

- Sell the benefits and features.

<:HammerTap



