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EBay Made Easier

Drop-Off Services Do the Cyber-Lifting for Auctioning ltems Online

By AnNIE GROER
Washington Post Staff Writer

lexandria pediatrician An-
nalise D’Andrade has sold
some big-ticket items on
eBay, including her motor-
cycle and her husband’s golf clubs.

But faced with the hassle of off-
loading less expensive objects on the
global Internet auction site — which
she would have to photograph, de-
scribe, list, pack and ship — she
turned to a middleman.

“The little stuff, random bizarre
gifts from my mother-inlaw that I
don’t like” and wedding china unused
for a decade, all went to ezAuction-
ing in Alexandria, one of several doz-
en area consignment stores that help
the time-starved or cyber-wary turn
household clutter into cash. (They
also liquidate commercial inventory:
a boutique’s last-season designer
clothes, a bankrupt firm’s office furniture.)

In the past year, D’Andrade has made about
$1,500 selling assorted unwanted items — a Wa-
terford crystal bowl, a sewing machine, a bicycle
— using ezAuctioning (www.ezauctioning.
com), located in an unprepossessing Old Town
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Geremy Gersh, left, of ezAuctioning in Alexandria, helped regular client Ken
Lopez, right, and his wife, Kira Elvey Lopez, sell a Nikon camera.

rowhouse. “Only a handful of things haven’t

sold,” she said.

Alonzo Roberts, a Temple Hills child-care con-
sultant, had no idea such businesses existed until
he passed eSpot (www.espotstore.com), a
similar consignment operation in Georgetown,

for about $700 new.

plain,” he said.

old car radiators.

See AUCTIONS, Page 4

on his way to a movie. Having re-
cently upgraded his cellphone, he
wanted to sell a year-old Nokia
N93 camera phone, which retails

“No other [electronics] stores
wanted it, and people on the
street only wanted to pay $250,”
Roberts said. But when eSpot list-
ed it for him on eBay, it fetched
$550; after the store’s cut, Rob-
erts pocketed $385. “I can’t com-

These two stores and others
like them are not owned by eBay,
but by people who tout their skills
in marketing a dizzying array of
goods, from sterling silver trays to

Ebay was the pioneer but is not
the only Internet auction site. Am-
azon.com and Yahoo have moved
into the market of selling things to
the highest bidder. But eBay re-
mains far and away the dominant player, with
212 million registered users worldwide.

For their customers, Internet consignment
shops do all the tedious work. Shooting pictures
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Shops Can Make Your Online Auction a Bid Easier
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of items from multiple angles, writing de-
scriptions incorporating frequently searched
key words and pointing out defects, deciding
whether a 24-hour, one-week or 10-day list-
ing will bring top dollar. They answer e-mail
queries from bidders, collect payments and
send off all items that sell. They may relist
things that haven’t sold.

In return for these services, they take a
hefty chunk of the proceeds — 15 to 50 per-
cent of the sale price, plus eBay charges —
before paying the seller.

EBay started in 1995 in California’s Sil-
icon Valley. By 2002, it had officially recog-
nized so-called trading assistants, who buy
or sell items for others, often for a fee. In
2003, that middleman service had morphed
into drop-off centers easily accessible to the
public, eBay spokeswoman Catherine Eng-
land said. Most are in strip malls and com-
mercial neighborhoods.

EBay appreciates these businesses be-
cause “they help bring items and inventory
to the site,” which claims 105 million objects
in play at any given moment, England said.
She estimated that there are less than a thou-
sand stores nationwide but cited anecdotal
evidence that the number is rising.

Some shops, such as ezAuctioning and eS-
pot, are independently owned. Others, such
as iSold It in Gaithersburg and Snappy Auc-
tions in Alexandria, are franchises.

Mike Hadad left a lucrative career as a
software marketing executive to open an
iSold It in Gaithersburg 17 months

ago (www.i-soldit.com) and 1S  oseipsen

planning two more in Montgomery &%,
County. Q w

“We are really in a disposable soci-
ety. We kind of intersect a lot of life
situations — moving or downsiz-
ing,” said Hadad, whose clients have
jettisoned everything from “furni-
ture, pool tables, a sofa” to stuffed
wild boar heads, cemetery plots and
football tickets.

To do well, “furniture has to be a
brand,” said Ellen Radigan, a former
antiques dealer who owns Snappy
Auctions in Alexandria (www.
snappyauctions.com). “I can sell a
Pottery Barn rug, a Heywood-Wake-
field art deco bedroom set. If some-
one brings me a beautiful antique
chest, unless they have very specific details,
it won’t bring much.”

Some consignment shops decline to list
sofas and other large pieces because buyers
have to pay what can be considerable ship-
ping costs; that added premium can mean no
sale at all. Even when bulky items do sell, the
shops aren’t eager to grapple with packing
them up. Other stores will take a chance on
furniture (it usually stays in the seller’s
home), hoping it will be snapped up by a lo-
cal buyer or someone willing to pay $100 or
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A vintage Blenko glass lamp sits on Geremy Gersh’s desk as he checks out how its auction is going on the eBay Web site, below.

could be difficult.”
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more for shipping.

Washingtonian Victor Kamber, president
of the public relations and lobbying firm Car-
men Group Communications, thought he’d
never get rid of the upright piano that cost
him $7,000 a decade ago. A classified ad
brought no takers, and the music store he
bought it from declined his consignment re-
quest.

“I had looked on eBay, but I am such a di-
nosaur,” said Kamber, 62. “The process of
listing something, if you're not really fluent,

dinner, Kamber noticed a sign
for Capital Auction Experts
(www.capitalauctionexperts.
com), which is tucked in the
rear of a MotoPhoto in Beth-
esda.

S 4 Shop co-owner Davis Kiyo-
v naga made a house call, photo-

graphed the piano and posted a
10-day auction.

“The opening bid was $260,
and my heart dropped,” said
Kamber, who had put a $3,000

x reserve, or minimum price, on

it. Happily for him, the final
price was $4,700; his share was
$3,900. The buyers sent a moving van to
haul the piano to a Pennsylvania nursing
home “so 80-year-old ladies could hear
Christmas carols. That made me feel good.”
Although shop owners tout their pricing
expertise, they rely almost solely on eBay
sales of similar items. Most pay no mind to
retail stores, high-end live auctions, antiques
shops or boutiques, telling sellers such prices
are irrelevant to eBay bargain hunters.
Ken Lopez, who owns an Alexandria liti-
gation consulting firm, was philosophical

about the $400 Nikon camera he’d bought in
1986 and recently handed over to ezAuction-
ing.

“The last one to sell went for $91,” shop
co-owner Geremy Gersh told him, to which
Lopez replied, “That will about cover a meal
in a nice restaurant.”

Timing can be crucial, store owners say.

Two days after former president Gerald R.
Ford’s service in the U.S. Capitol on Dec. 30,
a couple brought Hadad 20 programs from
the event. He posted them for 24 hours, five
per day over four days. All sold, going for $30
to $130 each.

Alexandria commercial real estate agent
Larry Grossman assumed Gersh would sell
his mother’s Wedgwood “Columbia Sage”
china as one large lot.

But seeking to start a bidding war among
collectors eager to snag the hard-to-find
green pattern, Gersh posted just one place
setting a week for 12 weeks. The first one
brought $114; the last one, $272.

“I went to antique dealers, and they didn’t
want it. It costs money to store,” Grossman
said. “This is the greatest way just to get rid
of things, exposing it to the largest market.

“Geremy takes his share, but that’s all
right. He lists it, and it’s gone, it’s gone, it’s
gone.”

Setting Sale

Why use a drop-off shop?

Convenience. Staffers do all the

work, from taking pictures to
shipping items. Fees and commis-
sions can eat up as much as 50 per-
cent of the sale price, but that’s also
about what local for-profit consign-
ment shops take. With Internet
sales, you'll reach a much wider au-
dience.

How do I find a drop-off store?

Go to www.eBay.com, find “sell,”
scroll down to the bottom of the
page to “trading assistant.” Type in
your Zip code and, when the list ap-
pears, check “staffed drop-off.”

How do | choose a store?

All eBay sellers cite their total
transactions and must list their
“feedback” percentage. A store with
a 98 percent approval rating and
several thousand sales, for example,
should be reliable; read all feedback
postings to gauge buyer and seller
satisfaction. Ask if the shop is in-
sured, how long it takes to get paid,
if it offers pickup service or if it sets
a minimum price per item, which
can be as high as $100.

What are my costs?

Check individual store Web sites.
All take a percentage of the sale
price: a flat rate, maybe 25 or 30 per-
cent, or a sliding scale, with higher
fees for less expensive items. Some
tack on a listing or handling fee for
each item. Add to that eBay fees for
listings and final sales.

Who pays for shipping?

The buyer, though some stores
may tack on a shipping and han-
dling fee to cover materials.

How do | know what my item is
worth?

You can monitor eBay auctions of
similar items; the drop-off shops
usually have access to sales prices
over a longer period, so they have a
good idea what things bring. Some
shop owners consult jewelers and
antiques experts for guidance.

Will shops take anything?

No. Some won’t take furniture,
books, no-name art, designer knock-
offs, firearms or pornography.

What about photos and item de-
scriptions?

That’s what you’re paying the
shop to do. Staffers will take digital
pictures and write the text, stating
the item’s age, condition and de-
fects. They use such key words as
“Victorian” or “Williams-Sonoma”
to draw buyers searching by style or
store.

Annie Groer



