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The E-Exporting Programme 
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Opportunities Advice & Events Relationships 

Improved Commercial 

Terms: e-marketplaces  
Ecommerce Advisers 

Trade Missions to 

priority markets 

Selling Online 

Overseas 

Thought leadership at 

industry events 

Exporting is GREAT 
Embassy staff in-

country 

Industry partners 

Social Commerce for 

export growth 

UK brands and retailers can benefit from the E-Exporting programme in 

the following ways: 

 

Visit: www.gov.uk/e-exporting or www.exportingisgreat.gov.uk  

http://www.gov.uk/e-exporting
http://www.gov.uk/e-exporting
http://www.gov.uk/e-exporting
https://www.exportingisgreat.gov.uk/


ExportingIsGreat.gov.uk 
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Selling Online Overseas 
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Bounce  rate & ROI on  

PPC and advertising  

Campaigns. 

Ongoing cost with 

periodic capex outlay. 

Capex, external 

expertise and  time. 

Time resource  

heavy & ongoing 

external costs. 

Promote via adverts and   

Pay Per Click . International 

Promotion. 

Technical upgrades, 

maintenance  

& hosting 

Optimise content for 

search & continually  

adjust.  

Design, refine  

&  build 

needs costs 

The needs and ongoing costs of websites  
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Marketplaces a ready customer base 

52%  member 

level in USA 

with annual  

spend of $1200 

rather than 

$500. 

304mn active 

buyers with 11 country  

sites. 43% of all USA  

online sales in 2016 

$84Bn Per  

annum with  

over 1Bn  

listings, 21 sites 

and 167mn active 

buyers.  

Around  

400 

marketplaces 

Worldwide 

Rakuten, Fnac, 

Flubut, 

Hitmeister, 

Cdiscount and more. 

Expect around 80% of  

your marketplace sales  

to come from Amazon & eBay 

Sources: slice intelligence, marketplacepulse.com , CIRP, eBay Q4 earnings report 
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Amazon for large and small sellers 

21% - up to £10k 
per month 

36% - £100k to 
£1mn per month 

21% Selling up to £10K pm

17% £10k to £100k pm

36% £100k to £1mn pm

21% £1mn to £10mn pm

5% Over £10mn pm

Amazon’s 49,000 UK  

Sellers by monthly  

sales level 

Source: Amazon 
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Where product searches start 

52% 
(up from 47%  

Year earlier) 

26% 

22% 

Other sites inc 

eBay 

Amazon’s share of 

search increasing 

at the expense of 

retailers and 

Search engines. 

 

Source: Raymond 

James, Jan 2017 
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Ecommerce growth for marketplace sellers 

30% 

15% 

AMAZON 

Annual sales up 30%  

year on year.. 

ECOMMERCE 

Annual sales up typically 

15% year on year. 

49% Amazon’s annual growth is faster than 

ecommerce generally. 

 

Third party share of sales increasing 

1% a quarter to almost half of all 

sales. 

 

Source: marketplacepulse.com  

Q4 2016 
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  UK USA FRANCE GERMANY 

Sellers 49,000 185,000 22,000 40,000 

From country 77% 85% 51% 75% 

UK Sellers 77% 0.75% 17% 10% 

FBA Users 18% 30% 27% 18% 

Source: marketplacepulse.com  2016 

Sellers on Amazon by origin 
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Take advantage of unified accts & shipping 

5 

3 

3 

21 

Amazon European Unified Accounts 

UK, Germany, Italy, France, Spain 

Amazon Americas Accounts 

USA, Canada, Mexico 

Amazons in 

Japan, India, China 

eBays everywhere from 

Canada to Australia 

Use Amazon “Build International Listings” to start, but localise 

ASAP on Amazon & eBay to maximise sales. 

 

Use eBays Global Shipping Program & Amazon’s FBA to simplify 

Fulfilment. 
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Take advantage of unified accts & shipping 

Expect 5% to 15% extra export 

sales if your account is UK only 

Expect 50% to 75% extra 

if you localise your listings  

And if you fully manage 

And expand your non UK  

accounts a 2x or 3x gain  

is possible 
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Customs, tax & returns 

Keep a close eye on Forex. 

Amazon can be expensive.  

 

Specialists: WorldFirst, 

Currencies Direct 

Make your returns policy 

clear. Costs are on you for 

wrong or damaged items. 

66% of eBay buyers will 

check your returns policy. 

Your courier will provide 

Custom declaration templates 

when needed – CN22 

(recipient pays duty) 

Each EU country has its own 

VAT level. Go above it and 

you must register to pay VAT 

in that country. 

 

Specialist advice required: 

Accountants, Simply VAT & 

Meridian 
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Getting found 

TITLE 

 

Use name, 

colour, size, 

material, 

brand, part no. 

 

Seldom needs 

punctuation.  

 

DESCRIPTION 

 

Compelling 

copy to sell the 

item. 

 

Sizes, 

dimensions, 

specification. 

 

IMAGES 

 

At least 500px 

wide. White 

background. 

 

Use several, 

1000px plus to 

allow zoom. 

 

CATEGORY 

 

Pick correct 

category, 

check with 

similar items. 

 

Drill down to 

sub categories. 

 

eBay item specifics are essential. 

Research fully to exploit. 

Use all 250 Amazon search term 

characters. Don’t repeat words. 
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PRICE 

 

Marketplaces 

are VERY 

competitive. 

 

You will need 

automatic 

repricing. 

 



Buying visibility – paying for the clicks 

Bids operate like  

Search Engine 

PPC adwords 

min/max bid. 

Bids operate on % 

of the Final selling 

fee, ex shipping & 

sales tax.  

Promoted listings on Amazon and eBay are a good way to get visibility. 

 

They typically appear at the bottom of the page. 

You pay each time someone clicks on them.  

 

Produce a better ROI than Search Engine PPC but will eat into margins. 
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The real secret to visibility - metrics 

#3 #4 

#2 #1 
Time to despatch 
 

Don’t mess up! 

Avoid cancelling orders 

Overnight it if you’re late 

4% late and risk a ban 

Prime = same day before 1 

Solicit +ve feedback 
 

Manage your reputation 

Get wrong –ve comment off 

Ask customer to remove it 

Or appeal to Amazon/eBay 

Ask for 5 star feedback 

Keep Order Defect Rate down 
 

Handle disputes fast – don’t hide! 

Refund quickly when required 

Communicate well 

Keep ODR to less than 1% or risk suspension 

Handle returns well – be pragmatic 

Use preferred fulfilment 
 

FBA can be essential to win the Buy Box 

eBay favours Fast & Free sellers 

eBay’s Click and Collect is hugely popular 

Amazons FBA & eBay’s fulfilment network 

both ease Cross Border Trade  
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Seller B has a full 

title, Seller A  

doesn’t 

Case study 1: eBay 

Seller A & B both 

use same image 

But only Seller B 

has additional 

images B 

B 

A 

Seller B uses 

a wide range of 

Item specifics,  

Seller A 

doesn’t 

B 

A 

THE RESULT: 

Seller B has more  

people watching 

at a higher price! 

B 

A 
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Case study 2: eBay 
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Item Specifics 

Matter! 
 

 

From  

1.7 million 
jumpers  

to just  

17  

in 4 clicks 

 



STOCK 

Don’t oversell. 

It will result in 

a poor defect rate 

and you will 

get suspended 

or banned.  

FULFILMENT 

Dispatch on time 

& deliver on time. 

Expedite if 

you are late or 

your defect rate 

will get hit. 

FBA 

Unsold items 

held by Amazon 

can be expensive 

to have  

returned 

or disposed off. 

RESTRICTIONS 

Check you can 

sell branded items 

in the target 

country. 

And make sure 

the local  

marketplace  

allows it. 

Pitfalls to avoid 
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TAX 

If you sell above 

the local VAT 

threshold you 

must register for 

VAT in that 

country. 



Shortcuts to success 

Amazon’s FBA can be cost effective and speed delivery 

Reprice automatically to maximise sales and margin 

Use all 250 Characters of the Amazon Search Terms 

Research catalogue items, use barcode & check price and competitors 

Use Item Specifics fully on eBay and make good use of the Title 

Selling expensive & light items is preferable to cheap & heavy 

Localise your Ts & Cs and the Title at least 
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Find out more 

Slides and additional  

supporting material at:  

www.sellerdynamics.com/webinars 

 

And for an informal chat:  

call the Seller Dynamics 

team on 01786 430076 

Or email:  

info@sellerdynamics.com 

Thanks for your time 
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Questions 

If you have questions after the webinar ends, please 

contact:  

 

Simon Grant at Seller Dynamics 

simon.grant@sellerdynamics.com 

 

Judith at DIT:  

Judith.McElhinney@trade.gsi.gov.uk 
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