TREND FOR

EBAY AFTERMARKET: Few are
unaware of the magic that is eBay.
Since eBay's inception in 1995, an ex-
plosion of products, services and soft-
ware has sprung forth to facilitate the
millions of transactions that take place
daily. The number of third-party ap-
plications to help users succeed on
eBay has doubled over the past year,
says Jim “Griff” Griffith, dean of eBay
Education. It's not too late to jump in.

According to Griff, hot categories
include management tools—software
and services that help users launch and
mianage auctions, or track e-mails and
contact information—as well as image
hosting for the photos in listings. And
with 724,000 businesses using ¢Bay as
a primary or secondary business chan-
hiel, market analysis services are also
in demand.

FoundValue featured in the HOTLIST 2006 issue of Entrepreneur Magazine

Millions of consumers who are re-
luctant or too busy to sell on eBay en-
list the help of eBay drop-off stores,
which handle everything from listings
to shipping to customer service. In a
new twist on the concept, San Francisco-
based Found Value has independent
contractors make house calls to find
eBay-appropriate merchandise to sell
on their customers’ behalf. Stella
Eleiman launched Found Value in 2003
after decluttering her apartment and
selling the items on eBay. This year's

sales are in the six-figure range, and
Kleiman, 36, has impressed both cus-
tomers and contractors with the ease
of her service and low overhead.
With so many feeder business op-
portunities to explore, there's more
than just a little nibbling going on. Con-
sider this a feeding frenzy. —AYP
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