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Most people ask me what is the best item to sell?
AEABTETEESREE?

Choosing
the right
product to
sell online.

Which product sells
the most?
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Knowledge Experience Adaptation Growth

ik R e e







People Don’tbuy because oflogic. People
buy with emotion and they justify with logic.

AN EREIFEY  MEGEREAFETEETS

People don’tbuy their way into something.
They buy their way out of something.

AR TR AEREMETEE

People Don’tbuy products and service, they
buy stories

il BEETEEMERT  tPENENE



Passion Outstrips Experience
BB BER




Constantly be hiring people or work with people

smarter than you
i 3t fE PR EE R B AR BRRI A MDA B

Knowing your arrogance will cost you
IS E EIRTHAE

Getting some serious Industry BFEFS
HErEEENARE
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2) Shipping Fail

Customer Happiness/Patience Over Time

We both said things we didn’t mean

Out for blood
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Tips

Go to a Third Party Logistics Quickly
RERFE =1

Fight with your Vendors More
HtEGHEEE

Set Good Expectations with customers

BEBRTRITAEE

Worth discounting when you screw up
2 ERIER A T
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Margins you can’t fix
FIEEZEERRE

Test Upfront (Then test more.)
TRFSAIEL , AERAIEU SE8E

Avoid Discounting
irazasian]l

Make Tough Price Switch Early
RS

Pick unique products or sell things differently
PRES RIS LR SN ST



Most People Suck at marketing
(TR BIEEE




Youhave to try 10 things to get 1 to work
TRBFETE S E R ETT A5

Learn to ankle bite the big dogs well
EEMEELE

Assume 100% of your sales comes from 2 visit

tHEZE [EBER
=¥ -
o We oppreclcne your positive 'eedback o
ltem as Described e Fe Fe e S ebay user ID:
Communication e % % K A :
Shipping fime

Shipping and hondling
We want your transaction with us to be a five star experience.
Please look over your item carefully and make sure
the item is in the condition you expected and as described.
We stand behind all of our et> ~ Iransactions.

SPECIAL OFFER




All types of knowledge, ultimately mean self
Rnowledge.

(Bruce Lee)
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-—————%: Why are you in this business?
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Does this business fit your talents and strength? ‘

EE TFESIRAYRIE T HE ? —+—18




{RieEERIIFMNERSMTE?

What's your edge?

(REVIBEZZATER ?
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What'’s your plan for growth? 3-4-5 Years?

{REVAL B ETEIZ(TEE ? 3-4-55F ?

If you do.u=zissme
Do you have the right people or right team

to take to next level?
(RBERESIA A EEZKIEA T EPFSERIS ?



If you are not producing the results you are looking for.
MRIRRBEEXREESHRIER -

Whatskills do you need to learn or develop

in order to achieve the results?
NEEEEoFEM LR GEA BEANERE ?

Maybe it 1s marketing, exposure, price, generating

traffic to site or negotiating skills. |
SLEFE1TEH - BB - B8 - EERINASHEFIRIS - -









