


How to Use This Ebook & Your Bonus Templates

Four professional, ready-to-use templates are included with this guide. Download each one, save 
it to your device and open it alongside this guide. Every template is referenced at the relevant point 
in the relevant chapter.

  DOWNLOAD TEMPLATE: 📥 Margin_Calculator.xlsx

Three-sheet Excel workbook: item cost calculator, inventory log and show revenue tracker. Blue cells  
= your inputs; everything else calculates automatically.

  DOWNLOAD TEMPLATE: 📥 Analytics_Tracker.xlsx

Four-sheet Excel workbook: live show analytics, clip performance tracker, audience growth tracker 
and product performance analyser.

  DOWNLOAD TEMPLATE: 📥 Pre_Show_Checklist.docx

Six-section, printable checklist covering every task from one week before to 24 hours after your 
show. Tick off each box before going live.

  DOWNLOAD TEMPLATE: 📥 Run_of_Show_Template.docx

Landscape planning sheet with a pre-filled 90-minute example show and a blank template for every 
future show. Includes post-show debrief form.

All four files are included in your download folder. If you purchased this ebook from an online 
store, check the confirmation email for your download link.



Version 2.0  ·  April 2026  ·  For updates: check your download link

  What This Guide Covers — and What It Doesn'tℹ

PLATFORMS: This guide covers Whatnot (US, UK, Canada, Australia), TikTok Shop Live (US, 
UK, EU), and eBay Live (currently US-only beta with selective seller access).

REGIONS: Tax chapter covers United States, United Kingdom, and European Union 
(Netherlands, Germany, France, Ireland, Spain, Italy).

EXPERIENCE LEVEL: Complete beginners through established resellers scaling to 6 figures. 
The 'Start Here' section routes you to the right entry point.

WHAT THIS GUIDE DOES NOT COVER: Amazon Live, Instagram Live Shopping, YouTube 
Shopping, Pinterest Live, or platform-specific apps outside the US/UK/EU.

IMPORTANT: Live selling platforms update their policies, fees, and features frequently. Specific 
figures (fees, thresholds, follower requirements) reflect April 2026. Always verify current terms 
at the platform's official Help Centre.

eBay Live note: eBay Live remains in selective beta as of April 2026. Not all sellers can access 
it regardless of feedback score. Chapter F covers the current approval landscape honestly.
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Chapter P  Podcast Intelligence: Practical Addendum

Chapters B and C distilled the broad strategic intelligence from the major live selling podcasts. 
This chapter goes deeper into the specific, implementable details that surface when you spend 
time with these shows — the exact advice sellers give each other about what to fix, what to 
avoid, and how the best operations actually work day to day. Every insight here is drawn from 
documented podcast content and cross-referenced against platform experience.

Source 1 — LIVE SALE Secrets: Just Click Live! (Jenn, since 2018)

Source: LIVE SALE Secrets: Just Click Live! | Spotify: 
open.spotify.com/show/5GqJOWy3B84DJ0u1yx6kFO

Jenn has been selling live since 2018 — before the current platforms existed, through the 
Facebook Live era and into Whatnot and TikTok Shop. LIVE SALE Secrets is the first podcast 
dedicated entirely to the live selling format, launched in March 2025. Her specific value is the 
granular setup and psychology detail that most broader reselling podcasts skip.

Setup: The Minimum Viable Broadcast

In her setup episode, Jenn gives the most specific setup advice available in any podcast format. 
Three non-negotiable basics she identifies:

• Lighting: face a window as your baseline. A ring light is the upgrade. Whatever you do, 
avoid what she calls 'ghost mode' — streaming with the light source behind you. Buyers 
see a silhouette and leave within seconds. The lighting test: can you clearly read the 
label on the item you're holding? If not, your buyers cannot either.

• Camera angle: eye level or very slightly above. Phone below eye level creates the 
'double chin close-up' effect that reads as unprofessional even when the seller has great 
product. Stack your phone on books, a box, or a proper stand so the lens is at your eye 
line.

• Background: one clean wall is all you need. A laundry pile, open door to a messy room, 
or chaotic shelving sends a signal before you've said a word. Buyers form impressions of 
your operation from everything in the frame, not just the item in your hands.

Her single most-repeated technical rule: run a private test stream, record it, then watch it back 
on headphones before your first public show. Sound problems, angle problems, and lighting 
problems are invisible when you're live and obvious on playback.

 Jenn's Camera Check (LIVE SALE Secrets)★

Before every show, run a 60-second private test. Ask three questions: Can I read the item 
label clearly? Can I hear my voice without distortion? Does the background behind me look 
like a business or a bedroom? Fix what needs fixing before your audience sees it.

The Social Proof Cascade

In her social proof episode, Jenn breaks down exactly why buyers hesitate until they see others 
commit — and how to use this deliberately, not manipulatively. The mechanism: when a viewer 
sees someone else buy, their decision risk drops. Someone else has validated the product. The 



price has been confirmed as acceptable. The seller has been confirmed as trustworthy. The 
hesitant viewer is now a likely buyer.

Three practical implementations she names specifically:

• The live purchase announcement: when someone buys, say it out loud. 'Jennifer just 
grabbed this — good choice!' This is not just celebration; it is real-time social proof 
delivered as entertainment. Viewers who were hesitating hear that real people are 
committing.

• The scarcity confirmation: follow the announcement with honest scarcity. 'That was the 
last one at this price.' If you genuinely have more, say so: 'I do have one more, but it's at 
the regular price.' Honesty in scarcity statements compounds over time into deep trust.

• The review read-aloud: during a slow moment between items, read a recent buyer 
review out loud. Social proof from the past validates the hesitant viewer in the present. 
Keep it brief — one review, one sentence of your reaction, back to the show.

'You don't need 10,000 followers. You need 10 people who trust you. That's your social proof 
foundation.' — Jenn, LIVE SALE Secrets

Source 2 — Ready to Resell (Leah & Kayla)

Source: Ready to Resell — Buyer Pet Peeves episode; eBay Live Beta Testing series

Leah and Kayla run a 15,000 square-foot warehouse operation built over 25+ years of 
combined reselling experience. They became eBay Live beta testers and documented every 
stage publicly. Their buyer perspective episode is the most useful single piece of audience 
intelligence in any podcast targeting new live sellers.

The Buyer Pet Peeve List — What Makes Buyers Leave and Never Return

Leah and Kayla researched reselling forums and communities specifically to answer one 
question: what do buyers say drives them away from live auctions? The list they compiled is 
direct and specific:

• Loud background music that competes with the host's voice. If buyers cannot clearly 
hear what you are saying about the item, they leave. Music is atmosphere; it should 
never compete with information.

• Yelling at viewers. Volume is not energy. Sustained shouting reads as desperation. The 
sellers with the highest viewer retention are typically calm, warm, and precise — not 
loud.

• Calling everyone 'chat' instead of using names. 'Chat, what do you think of this one?' 
signals an anonymous audience. 'Sarah, you mentioned you love vintage denim — this 
one is for you' signals individual attention. The difference in repeat return rate is 
measurable.

• Excessive profanity. Even where platforms permit it, heavy swearing consistently 
alienates a significant portion of the buyer audience and limits the show's share-ability. 
Buyers who discover a seller through a shared clip are less likely to return if the tone 
does not match what they expected.



• Poor flaw disclosure. Receiving an item with undisclosed damage is the number one 
driver of disputes and the number one reason buyers do not return. Disclosing flaws 
visibly and verbally before auction almost never kills the sale — but hiding them 
consistently generates chargebacks and negative feedback.

• Visible disappointment when items sell low. A seller's facial expression when a $20 final 
price comes in on an item they wanted to get $60 for is visible on camera. This chills 
bidding on subsequent items. The most experienced sellers are genuinely neutral about 
final prices — they understand that low bids are a market signal, not a personal failure.

• Overstating value or rarity. 'This is incredibly rare' applied to a mass-produced item with 
40 active eBay listings destroys credibility. Buyers research. One exaggerated claim is 
remembered across the entire show.

• Wrong balance between storytelling and pace. Personal context on an item is valuable. 
A three-minute tangent while the chat sits silent is not. The working formula: one 
sentence of story, then the auction. Save the longer narratives for hero items that 
genuinely warrant them.

 The Mistakes That Kill Repeat Buyers (Ready to Resell)⚠

Of all the buyer complaints Leah and Kayla collected, three were cited most frequently: not 
using buyers' names, poor flaw disclosure, and visible negativity when items sell low. These 
are fixable habits, not personality traits. The sellers who eliminate all three consistently see 
higher repeat buyer rates.

eBay Live Training: What No Other Platform Provides

Leah and Kayla were selected for eBay Live's beta programme and documented the process in 
a multi-part series. Their observation about eBay's training approach is important: eBay 
provides group webinars with other beta sellers and one-on-one coaching sessions with 
dedicated staff — described by both hosts as a stark contrast to Whatnot and TikTok Shop, 
where new sellers are left to work it out independently.

Their first eBay Live show was technically chaotic — equipment failures on camera. The 
structured post-show debrief call with eBay staff was described as the most valuable part of the 
experience: specific, actionable feedback on what went wrong and exactly how to fix it before 
the next show.

Their honest Whatnot shipping note (covered in a separate episode): the smart bundling system 
does not work correctly across custom shipping profiles. Overcharged shipping fees are not 
automatically returned to sellers. The full commission and transaction fee structure is less 
transparent than it initially appears. Research all three before committing to Whatnot as your 
primary platform.

Source 3 — This Week in Reselling: The CaitieCo Episode

Source: This Week in Reselling — CaitieCo — From Hustle to $7 Million in Sales on Whatnot | Spotify: 
spotify.com — The Nashville Flippers

The Nashville Flippers hosted Catie from CaitieCo for a full episode dedicated to her path to $7 
million in Whatnot sales in a single year. Catie brings 20 years of selling experience, including 



the pre-live era on eBay, which gives her perspective unavailable to sellers who started with live 
platforms.

The Three Systems Behind the $7M Year

Catie credits three specific operational disciplines, not product selection or personal charisma, 
for the scale she reached:

• Daily shows at a fixed time. Not three times per week. Daily. The audience learns when 
to come back. Regulars begin planning their evenings around the show. This 
consistency compounds: each show's audience is better than the last because regulars 
know exactly when to appear. Catie's approach explicitly rejects the idea that quality-
over-quantity applies here. Both quality and quantity are required.

• $1 starts without exception. The bidding competition is the entertainment. The 
entertainment creates the community. The community creates the revenue. Starting 
above $1 — even for valuable items — reduces the bidding competition that makes 
shows watchable. Catie's view: a $50 item that starts at $1 and closes at $45 after five 
bidders compete is a better show than the same item starting at $30 and closing at $40 
after one bid.

• Systematic processing, not reactive selling. Every item moves through the same intake, 
photograph, prep, and stage workflow regardless of whether it is a $5 accessory or a 
$500 featured piece. The business does not depend on Catie being in a good mood or 
having time to improvise. Systems are what allow daily shows to be sustainable rather 
than exhausting.

'The difference between a $500K year and a $7M year is not talent. It is showing up every 
single day and having the infrastructure to handle it.' — Catie (CaitieCo), via This Week in 
Reselling

The episode also covers Catie's advice specifically for new sellers: the first six months feel like 
failure because the audience does not exist yet. The sellers who persist through the first six 
months almost all find that months seven through twelve look dramatically different. The advice 
to 'give it three shows and then reassess' is the advice that ends careers before they start.

Source 4 — The Everything Reselling Podcast: Car Boot Chris (UK)

Source: The Everything Reselling Podcast — S07E03: eBay vs Whatnot vs Tilt — The LIVE SELLING 
War Begins! | Spotify: open.spotify.com/show/68XH2rPtMnvKcYFVVlFJds

Car Boot Chris (Chris Hayden) is a UK reseller and YouTuber whose podcast covers eBay, 
Whatnot, Depop, Etsy, and Vinted from a British perspective. His Series 7 Episode 3, recorded 
in March 2026, is the first substantive head-to-head comparison of eBay Live, Whatnot, and Tilt 
from a UK seller who has used all three.

The Three-Platform View: eBay vs Whatnot vs Tilt for UK Sellers

Chris's framework after selling on Whatnot and Tilt (and preparing to launch on eBay Live) 
breaks down as follows:

• Whatnot UK: largest audience of the three live platforms for UK sellers but with a specific 
operational frustration — shipping infrastructure changes have been chaotic and 
unpredictable. The postage system was significantly changed and then reverted within a 



week in 2024-2025. UK sellers on Whatnot deal with more platform variability than their 
US counterparts. Despite this, Whatnot remains the clear audience-size leader.

• Tilt: a newer UK live platform with a smaller audience but significantly lower competition. 
Chris's assessment: Tilt is where you build confidence and test formats before moving to 
the higher-stakes Whatnot audience. Lower buyer volume means lower early revenue, 
but also lower pressure — better for learning without the camera performance anxiety of 
a larger platform.

• eBay Live UK: the trust infrastructure advantage is real and meaningful for UK buyers 
who have been on eBay for 20+ years. The barrier is access — eBay Live UK remains in 
restricted beta. For sellers who can get in, eBay Live's 30-year buyer-trust foundation is 
a structural advantage no new platform can replicate in the short term.

The UK Couple Who Built Six Figures Across Whatnot and eBay

In Series 4 Episode 7, Chris interviewed Jon Luc and Charlotte: a UK couple who started selling 
from home individually, combined their businesses, and reached six-figure turnover selling 
across Whatnot and eBay. Their summary of how they got there: they were not ready when they 
started. They started anyway. The first several months were unpolished and produced modest 
results. But the skills they built in the first year were what made the second year possible.

Jon Luc's specific observation on Whatnot versus eBay: different items perform very differently 
across the two platforms. Items with community or enthusiast appeal — vintage clothing, 
collectibles, niche categories — consistently outperform on Whatnot. Standard resale items with 
straightforward value comparisons perform better on eBay where search enables price 
comparison. The most efficient operation uses both deliberately.

The Full-Time Reselling Reality Check

In a recent solo episode, Chris asks the question most live selling guides avoid: 'Am I actually 
building a business, or am I working 60 hours a week with no pension, no holidays, no sick pay 
— basically recreating a normal job but with more stress and less benefits?' His conclusion: live 
selling becomes a business only when you build the systems that allow it to run without you 
constantly on camera. Until those systems exist, it is a demanding job that happens to be self-
directed. The exit from that stage is systematisation, documentation, and eventually delegation 
— not working harder.

Source 5 — Pure Hustle Podcast: Mike and Orlando

Source: Pure Hustle Podcast — ~460 episodes; Ep. 441 (Reselling Math); inventory risk discussions 
throughout

Mike and Orlando are California-based resellers who have been running Pure Hustle Podcast 
since 2018 — over 460 episodes as of 2026. Their core value is honest coverage, including the 
risks and operational mistakes that more promotional content avoids.

The Inventory Dumping Risk

Mike and Orlando name the specific failure mode they see play out repeatedly in the Whatnot 
seller community: the inventory dumping trap. Sellers who cannot move items on eBay, 
Poshmark, or Mercari bring those items to Whatnot expecting live auction dynamics to rescue 
them. The auction dynamics do sometimes help, but the aggregate effect over time is 



significant: your live audience learns what your show offers. If that audience learns that your 
show contains items that did not sell elsewhere, they adjust their expectations and their bids 
accordingly.

The correct sequencing, as Mike and Orlando describe it: your best inventory goes live first. 
Live auction gets first look at your strongest items. Whatever does not sell live moves to your 
Profile Shop, then to cross-listed static platforms, then to clearance. The mistake is inverting this 
— using live selling to rescue inventory that failed everywhere else.

Reselling Math: The Numbers Behind Profitability

Episode 441 covers the specific cost stack every reseller needs to track, because the sellers 
who scale successfully are the ones who know their numbers precisely — and the sellers who 
fail often have a false profit picture because they tracked some costs but not all. Mike and 
Orlando's full list of what to track per item:

• Unit cost (what you paid for the item)

• Inbound shipping (what it cost to acquire or receive the item)

• Platform commission (Whatnot's 8%, eBay's 13.6%, TikTok's ~8%)

• Payment processing fee (2.9% + $0.30 per order on Whatnot US)

• Outbound shipping (what you paid to ship to the buyer)

• Packaging materials (boxes, poly mailers, packing tape, bubble wrap — allocated per 
item)

• Time cost per item (hours spent sourcing, photographing, prepping, packing, shipping — 
divided by an hourly rate)

Their conclusion: the sellers who neglect the last two categories consistently overstate their 
profitability. Packaging costs are real and compound at volume. Time cost is the most important 
number in determining whether a business is actually a business or an expensive hobby.

 The 2026 Consumer Resale Outlook (Pure Hustle, Ep. ~460)✓

89% of consumers in 2026 plan to spend the same or more on pre-loved goods than they did 
in 2025. Gen Z is leading this shift at 59%. This data (from the eBay 2026 Recommerce 
Report) validates the long-term trajectory of the resale category — but it applies to the 
market overall, not to individual shows. Your operational decisions determine whether you 
capture that demand.

Source 6 — Reselling Raiders: From eBay to Whatnot

Source: Reselling Raiders: From eBay to Whatnot — Pricing strategy episodes; vintage item valuation 
discussion

Hat House, Fired Up Finds, and Coach Portch specialise in vintage items — hats, retro shirts, 
golf apparel, collectibles — and sell across eBay and Whatnot. Their podcast's strongest 
contribution is a specific, data-driven pricing framework that applies directly to live auction 
pricing decisions.



Sell-Through Rate as Your Pricing Signal

The framework Hat House uses for every pricing decision: calculate the sell-through rate for an 
item category before you decide where to list and at what price. Sell-through rate = sold listings 
divided by total active listings on your target platform over the past 90 days.

The decision tree that follows:

• Over 50% sell-through rate: strong demand relative to supply. Price at or slightly above 
recent sold comps. You can negotiate from strength. For unique or graded items, use 
auction format — bidding competition will likely push the price above any fixed price 
you'd set.

• Between 20-50% sell-through rate: balanced or slightly soft market. Price at the median 
of recent sold comps. Auction format still viable for items with authentic collector appeal. 
Fixed-price listings appropriate for items where the value is straightforward.

• Under 20% sell-through rate: supply significantly exceeds demand. Significantly 
undercut the market. Dead inventory ties up capital and occupies show time that better 
inventory could fill. A price that moves is more valuable than a perfect price that waits six 
months.

Applied to live shows specifically: before building your run-of-show, do a quick sell-through 
check on your planned hero items. If a category is below 20%, reconsider whether it belongs in 
a live show at all — low-demand items kill show energy even when the item is visually 
interesting.

 The Dead Inventory Energy Problem⚠

Items with low sell-through rates carry a specific risk in live shows: they stall bidding energy. 
When an auction closes with a single low bid and no competition, the show's momentum 
drops. Structure your show so that low-sell-through items are either excluded or placed early 
as warm-up where lower energy is acceptable, and your highest-demand items anchor the 
middle and climax segments where energy matters most.

What the Podcasts Add to the Guide's Five Laws

The five laws of live commerce success identified in Chapter 3 are confirmed and extended by 
podcast intelligence. The podcasts add specificity to each law that general analysis cannot 
provide:

Law 1: Storytelling and Authenticity

The podcast record adds: social proof is a delivery mechanism for authenticity, not an 
alternative to it. Jenn's social proof tactics work because buyers trust a real buyer's voice more 
than a seller's promotion. CaitieCo's $7M year is built on the same principle: $1 starts create 
genuine price discovery that is more authentic than a price the seller decided upfront.

Law 2: Scarcity and Urgency

The podcast record adds: the most effective scarcity language is honest scarcity. Ready to 
Resell documents specifically that buyers research. Overstated rarity claims are tested 
immediately and remembered for the duration of the show. The sellers who use scarcity most 
effectively are those whose scarcity claims are always true.



Law 3: Engagement Loops

The podcast record adds: the buyer pet peeve list from Ready to Resell defines the 
engagement killers — loud music, yelling, ignoring names, profanity, low-price negativity. 
Removing these is as important as adding engagement mechanics.

Law 4: Cross-Channel Promotion

The podcast record adds: Car Boot Chris's UK perspective confirms that the channel promotion 
principle holds across markets. Jon Luc and Charlotte's six-figure UK business used social 
promotion consistently from the start. The compounding benefit is the same in Birmingham as in 
Boston.

Law 5: Community Compounds

The podcast record adds: the CaitieCo model makes the compound mechanism explicit. Daily 
shows build daily community. The community creates the next day's audience. The next day's 
audience creates the following week's revenue. You cannot shortcut the compounding — but 
you can accelerate it by showing up every day and removing the friction that causes viewers to 
leave (the buyer pet peeve list is the friction inventory).

Chapter P Action Items

1. Run a 60-second private test stream today using Jenn's camera check: can you read the 
item label? Can you hear your voice clearly? Does the background look like a business? 
Fix what fails before any public show.

2. Print the Ready to Resell buyer pet peeve list and put it next to your streaming setup. 
Before every show, read it once. It takes 90 seconds and removes the eight most 
common reasons buyers leave and do not return.

3. Run a sell-through rate check on your top five planned items before your next show. For 
any item under 20% sell-through, either replace it with a higher-demand item or move it 
to the warm-up segment where lower bidding energy is acceptable.

4. Audit your last three shows for the inventory dumping trap. Did any items come from 
other platforms where they had not sold? Track whether those items sell live or stall, and 
use the data to decide whether the sequencing needs adjusting.

5. Calculate your true hourly rate for your last show: net profit divided by total hours 
committed (prep, live, post-show shipping). If the number is uncomfortable, it is telling 
you something about which costs need reducing or which revenue needs growing — 
both are more useful signals than gross revenue alone.
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Start Here: Your Personal Entry Point

This guide serves two very different people: someone who has never sold anything online in their 
life, and someone who already runs a reselling business and wants to add live selling to it. Both 
paths lead to the same place, but they start differently. Read the section that matches you, then 
move to Chapter 1.

Path A — Complete Beginner (Never Sold Online Before)

Welcome. The live selling opportunity is real and accessible — the barrier to entry is lower than 
almost any other business model covered in this guide. Moms and Crumbs turned $150 into 
$12,000 in three months starting from nothing. ZKStyles had no prior platform when she began in 
June 2022 and was doing $100,000/month by month sixteen. The pattern is consistent: start 
simple, show up consistently, and volume compounds.

  Your 7-Step Launch Path✓

Step 1 — Choose one platform. Whatnot if you have collectibles, vintage, fashion or niche 
hobby items. TikTok Shop Live if you have general consumer products or want algorithmic 
discovery. Read the platform comparison in Chapter 2 before deciding.

Step 2 — Spend 3 days as a buyer first. Download the app, create a buyer account, watch 5–10 
live shows in your target category, make 1–2 small purchases. You will learn more from 
watching than from any guide.

Step 3 — Source your first 40–80 items. This is your minimum for a 2-hour show at the 1.5–3 
minutes per item pace. Chapter 4 covers exactly where to find them. Do not go live until you 
have this inventory ready.

Step 4 — Apply to sell. Set up your seller account fully before applying — profile photo, 
consistent username, return address. See Chapter 2 for the approval process and what the 
platform looks at.

Step 5 — Run a private practice stream. Before your first public show, go live privately. Test 
your camera angle, microphone, lighting, internet connection and the auction tools. Fix 
problems without an audience watching.

Step 6 — Schedule your first show 1 week out and promote it. Post about it on every social 
platform you have, even if that's just personal accounts. Schedule it in the app — this enables 
the Remind Me notification that drives viewers on show day.

Step 7 — Go live with one goal: survive the full 2 hours and sell to at least 5 unique buyers. Not 
revenue. Not viewers. Just completing the show and learning the format. Everything else comes 
from repeating this.

  The Single Biggest Mistake Beginners Make⚠



Trying to get everything perfect before show one. The ring light doesn't need to be professional 
grade. The background doesn't need to be a studio. Your first shows are practice runs with a 
live audience. Sellers who wait until they feel 'ready' consistently start 2–3 months later than 
sellers who start imperfect and improve. Start imperfect. Improve every show.

Path B — Existing Reseller Moving Into Live Selling

If you already sell on eBay, Poshmark, Mercari or Etsy, you have three significant advantages 
over a complete beginner: you understand item sourcing, you have inventory right now, and you 
know how to price for profit. Your challenge is different — you need to add the performance and 
community-building layer that live selling requires on top of skills you already have.

  Your Fast-Track Checklist✓

Read Chapter 2 for platform mechanics and Chapter 7 for live execution — these are your 
highest-value chapters given your existing sourcing knowledge.

Start with inventory you already have. Your existing stock is your first show. Whatnot auction 
dynamics consistently push prices 20–40% above static listing equivalents for the same items 
— you will almost certainly outperform your current sell-through rate.

Import your existing listings into Whatnot via Vendoo — it connects directly to Whatnot and 
saves significant re-listing time.

Set up cross-listing on day one. Chapter on Inventory Management covers this in detail — every 
item you source goes live first, then to eBay/Poshmark/Mercari for passive discovery if it doesn't 
sell.

Your hardest adjustment will be on-camera energy, not product knowledge. Chapter D 
(Psychology) covers the performance layer. Chapter 7 covers execution. Read both before your 
first show.

  Which Chapters to Prioritiseℹ

Complete beginners: Read in order — Ch 1, Ch 2, Ch 4, Ch E (gear), then Ch 6 and Ch 7.

Existing resellers: Jump to Ch 2 (platform mechanics), Ch 7 (live execution), Ch D (psychology), 
then Chapter H (First 90 Days) and Chapter I (Community).

Either path: Chapter H (Your First 90 Days) and Chapter J (Disputes and Returns) are the two 
chapters most likely to save you from the mistakes that end careers early.



Chapter 1  The Live Commerce Opportunity

Why Live Selling Is the Fastest-Growing Channel in Retail

Something seismic has shifted in e-commerce. For two decades, online shopping meant browsing 
static product pages, reading reviews you hoped were real, and clicking 'Add to Cart' without ever 
seeing the item move, flex, or catch the light. That era is giving way to something fundamentally 
different: live-stream commerce, where sellers present products in real time, buyers ask questions 
and bid instantly, and the line between entertainment and shopping dissolves completely.

The numbers confirm what sellers are already experiencing. The global live-commerce market 
was worth approximately US$128 billion in 2024. Conservative projections put it at US$2.4 trillion 
by 2033 — a near-twenty-fold increase. In the United States alone, TikTok Shop reached US$9 
billion in sales in 2024, a more than six-fold increase from its 2023 US launch year. TikTok Shop's 
global GMV reached $33 billion in 2024 and is projected to approach US$66 billion in 2025, based 
on H1 2025 figures of US$26.2 billion. Analyst projections for 2026 range as high as US$112 
billion, though these figures remain subject to regulatory developments in the US market.

US$128
B

Global live-commerce 
market 2024

US$66B
TikTok Shop GMV 2025

$112B+
TikTok Shop projection 

2026

US$2.4T
Market forecast 2033

Meanwhile, on Whatnot — the dominant live-auction platform for collectibles, vintage goods, 
beauty and fashion in the English-speaking world — a 2024 survey of over 2,000 active live sellers 
found that two-thirds earn more than $10,000 per month, and one in four earns more than 
$300,000 per year. Important context: this survey covered sellers actively using the platform — 
those who had quit are not included. With that caveat noted: the figures reflect a channel where 
consistent showing up outperforms ad spend.

This guide shows you how to build a profitable, sustainable live-selling business on all three 
platforms — whether you are starting from zero or looking to dramatically improve an existing 
show.

The Psychology of Live Commerce: Why It Converts

Live selling outperforms static e-commerce for reasons rooted in human psychology, not just 
technology. Understanding these reasons will shape every decision you make as a seller.



Trust through transparency

When a seller holds a product up to the camera, turns it over, points out the tiny scuff on the 
corner, and tells the story of how they found it at an estate sale in Ohio — buyers believe them. 
Static listings show idealised photographs and optimised descriptions. Live shows reveal reality. 
That transparency creates trust, and trust creates sales. TikTok LIVE shopping converts at 8–
12%, compared to 1.5–3% for conventional paid ads on the same platform. Across all major 
platforms, live conversion rates run well above static product page benchmarks.

Scarcity and urgency

A countdown timer, a seller holding up the last item, a bidding war climbing in real time — these 
are not tricks. They are honest reflections of limited supply meeting competitive demand. The 
human brain is hard-wired to value scarce things more highly. Live commerce activates this 
response in ways that static e-commerce cannot. When a seller says 'this is the only one I have 
tonight and bidding ends in 60 seconds,' buyers must decide immediately. That immediacy is the 
engine of live-commerce conversion.

Entertainment and community

The  best  live  sellers  are  not  sales  representatives.  They  are  entertainers,  educators,  and 
community builders who happen to sell products. Bargain Hunters Breaks on Whatnot attracts 
thousands of viewers nightly not only because they sell sports cards, but because they have built 
a show complete with catchphrases, games, and inside jokes that make viewers feel like part of a 
club. This community loyalty compounds over time in ways that ad spend never can.

Algorithm amplification

All three platforms actively promote engaging live content. On TikTok, a high-quality live session 
can be pushed to millions of viewers who have never heard of you — the For You Page does not 
require an existing audience. On Whatnot, the Explore feed boosts shows with high engagement 
metrics. A single break-out session can add thousands of followers overnight.

The Three Platforms: Whatnot, TikTok Shop Live and eBay Live

The guide covers three platforms because together they span the full live-commerce opportunity: 
Whatnot  for  community-driven niche selling;  TikTok Shop Live for  algorithm-powered mass-
market discovery; and eBay Live for sellers with established eBay history who want to activate that 
trust infrastructure. Many advanced sellers operate on both simultaneously, using TikTok clips to 
drive audiences to Whatnot shows and using Whatnot community loyalty to deepen relationships 
formed on TikTok.

WHATNOT TIKTOK SHOP LIVE

Auction + Buy It Now + Marketplace listings Fixed price + in-stream cart + shoppable videos

Collectibles, vintage, fashion, cards, coins, plants Beauty, fashion, gadgets, food, everyday goods



WHATNOT TIKTOK SHOP LIVE

Community-first; nightly regulars drive repeat 
sales

Algorithm-first; FYP discovery brings cold 
audiences

Application-based entry; can take 3–14 days Seller registration; simpler to start

8% commission + 2.9% + US$0.30 per order (US) ~8% commission + transaction fee (varies by 
category)

Integrated USPS label generation in-app TikTok Shipping required for USPS from early 
2026 (US)

'Raid train' community cross-promotion between 
sellers

Creator Marketplace affiliates; duets; stitches

Buyer tipping feature ($1–$100 per stream) Creator gifts and coins during live sessions

Promote Tools: paid show boosting in Explore 
feed

TikTok LIVE Centre ads; in-feed sponsored posts

Whatnot demographics: 64% male, 78% under 44 TikTok demographics: skews younger, 60%+ 
aged 18–34

  Which Platform to Start On?★

If you sell collectibles, trading cards, vintage items, coins, plants or niche hobby products: 
START on Whatnot. The community will sustain you even before the algorithm finds you.

If you sell beauty, fashion, kitchen gadgets, wellness or everyday consumer goods: START on 
TikTok Shop Live. The discovery algorithm will bring cold audiences to you from day one.

If you already have a TikTok following: start there and build Whatnot as a secondary channel 
once you have income to fund the setup.

Rule of thumb: your first dollar should come from whichever platform matches your niche. Your 
second platform should come after you're profitable on the first.

What Separates Top Sellers From Everyone Else

The pattern across high-earning Whatnot and TikTok Live sellers is consistent. The difference 
between those earning $10,000+ per month and those who never get traction comes down to five 
things:

• Consistency: top sellers show up on a fixed schedule, every week, without exception. 
Viewers plan their evenings around shows they trust will happen.

• Preparation: every winning show is planned. Items are staged in order. Scripts are 
drafted. Giveaways are chosen. Run-of-show templates are filled in.

• Community investment: responding to chat, learning regular buyers' names, creating 
inside jokes and catchphrases — these are not optional extras. They are the product.



• Data discipline: successful sellers track every show in their Analytics Tracker, review it 
the next morning, and make one specific improvement before the next show.

• Cross-platform promotion: they don't wait for viewers to find them live. They tease the 
show on TikTok, send emails, post Stories, and DM VIP buyers every single time.

"Show me another platform where I can sell 100+ items in 3 hours. The ability to turn that 
money over again and again is unlike anything else I have used." — Whatnot seller, via 
Reddit r/whatnotapp

How to Use This Guide

The guide is structured to build on itself. Chapters 2 and 3 cover platform setup and documented 
success stories. Chapters 4 and 5 address sourcing and pricing. Chapters 6 and 7 cover show 
planning and live execution. Chapters 8 and 9 cover post-show content and analytics. Chapter 10 
covers scaling and the future of the category.

At the end of each chapter, you will find action items. Do not skip them. Sellers who apply a guide 
as they read it consistently outperform those who finish first and implement later.



Chapter 1 Action Items

• Open Whatnot and TikTok Shop on your phone right now. Not to buy — to watch. Spend 
30 minutes in your target category on each platform before reading Chapter 2.

• Write down one niche you have genuine knowledge or enthusiasm about. This is your 
starting category. Expertise and enthusiasm on camera outperform strategy on paper.

• Identify three sellers in that niche who are doing well. Note their show format, their price 
range, and the way they build community.

• Calculate the opportunity: if you ran two 2-hour shows per week at $400 average show 
revenue, what would your monthly gross be? What would it be at 3x/week? This number 
is your first target.

Chapter 2  Platform Setup: Getting Approved and 
Ready to Sell

Setting Up on Whatnot: Step-by-Step

Whatnot requires an application, not just an email address. The platform vets sellers specifically to 
protect buyers from bad actors — which is good news: it means your competitors have also been 
screened, the audience trusts the platform, and a serious buyer community has built up over years 
as a result. Getting approved and set up correctly from day one sets you up for everything that  
follows.

Step 1 — Browse before you sell

Download the Whatnot app and create a buyer account first. Spend two to four hours watching 
shows in the category you plan to sell in. Note what the best sellers do: how they handle slow 
moments, how they describe items, how they build rapport with regulars. Make purchases if you 
can — having a purchase history on the platform signals to Whatnot that you understand how the 
buyer experience works, and this matters during the application review.

Step 2 — Submit your seller application

From your Whatnot profile, tap 'Become a Seller'. The application takes around five minutes. You 
will need to provide:

• Government ID for identity verification via Stripe (name must match your return address 
exactly)

• Your selling category — choose the niche you genuinely plan to focus on; picking the 
wrong category slows approval

• Social media links typed correctly — incorrect URLs are one of the most common 
reasons for delayed approval



• Existing seller profiles on eBay, Poshmark or Mercari with positive feedback — these 
significantly strengthen your application

• Photos of actual inventory — concrete proof that you have products to sell, not just a 
plan to find them

Approval typically takes 3–10 business days. Once approved, you are redirected to Seller 101, a 
required tutorial covering listings, shipping and community standards. Complete it in full before 
scheduling your first show.

Step 3 — Understand your two listing types

Whatnot has two listing types. Using them strategically has a direct impact on revenue and 
discoverability.

TEMPORARY LISTINGS QUALITY LISTINGS

Created during a show; disappear when show 
ends

Persist after show ends; visible in your Profile 
Shop 24/7

Minimal fields required; fast to create Full details, photos and attributes required

Good for high-volume shows with many similar 
items

Better for unique, high-value or collectible items

Not discoverable in search Searchable and discoverable by buyers browsing 
your shop

Does not contribute to Premier Shop status Contributes to Premier Shop eligibility

No pre-bidding possible Buyers can pre-bid before your show starts

The strategic approach: use Quality Listings for your 10–15 best inventory items, created and 
listed a week before the show. This gives them time to be discovered and allows pre-bids to build 
excitement before you even go live. Use Temporary Listings for the remaining bulk inventory 
during the show itself.

Step 4 — The Whatnot algorithm: what moves you up the Explore feed

Whatnot's Explore feed is where new viewers discover shows. Your position in that feed is 
determined by engagement signals measured in real time during your stream.

• Early viewer count: the faster you accumulate viewers in the first five minutes, the higher 
your ranking. This is why pre-show promotion is essential.

• Bidding activity: shows with active bidding rank higher than shows with passive viewers. 
Starting auctions at $1–$5 creates bidding competition — and that competition is one of 
the clearest engagement signals the algorithm reads.

• Chat velocity: messages per minute is a direct engagement signal. Ask questions, 
acknowledge comments, run mini-games early to spike chat.

• Promote Tools: Whatnot offers a paid promotion feature (available in US, Canada and 
UK) that places your show in high-visibility positions. You set an hourly budget; you are 



only charged for actual impressions delivered. Use it for your first few shows to seed 
initial viewership, then let organic momentum take over.

  Raid Trains: Whatnot's Organic Growth Secret✓

When a Whatnot show ends, sellers can send their audience to another seller's show — this is 
called a 'raid'. When multiple sellers raid one another in sequence, it becomes a 'raid train'.

A single raid train can deliver hundreds of new viewers to your show in seconds. Build 
relationships with sellers in your category by watching their shows, buying occasionally, and 
participating in their chat. When you have a regular streaming schedule, invite reciprocal raids.

Raid relationships cost nothing to build and produce some of the highest-quality new viewer 
spikes available on the platform.

Setting Up on TikTok Shop: Step-by-Step

TikTok Shop is more accessible than Whatnot in terms of initial setup, but it rewards those who 
understand its algorithm deeply. Registering your shop, optimising your listings, and unlocking live 
access in the right order sets the foundation for everything that follows.

Step 1 — Register your shop

Go to seller-us.tiktok.com (or your country's equivalent Seller Center). Click 'Sign Up'. You can 
register using your existing TikTok account,  an email  address or a phone number.  Choose 
Individual (simpler, suitable for solo sellers) or Corporation/Business (higher transaction limits, 
additional features).

During registration you will need to provide:

• Legal name and address (must match your government ID exactly — any mismatch 
delays approval)

• Tax identification number (SSN for individuals in the US; EIN for businesses)

• Bank account details for payouts

• Business documents if registering as a corporation

Approval takes 3–5 business days. New sellers who achieve their first sale within 60 days of 
onboarding receive a discounted 3% referral fee rate for 30 days — take advantage of this window 
aggressively.

Step 2 — Optimise your product listings before your first live

Your product listings are the backbone of TikTok Shop Live selling — they power the product 
cards that appear during your stream, and they are how buyers confirm their purchase after seeing 
it on camera. Poor listings mean lost sales even when the live itself is excellent.

• Titles: use the format [Brand] + [Key Feature] + [Product Type/Size]. Never use emojis, 
all-caps or keyword stuffing. TikTok's algorithm reads titles for relevance matching.



• Images: upload at least 4–6 high-resolution images (minimum 600×600 pixels). Use a 
clean white background for the hero image. Additional images should show the product 
in real-life settings, at different angles, and with key details highlighted.

• Descriptions: write 500+ characters covering what the product does, who it is for, and 
key specifications. Open with the problem it solves, not with features.

• Pricing: TikTok Shop buyers are price-sensitive. The average transaction value is 
approximately $59. Beauty and apparel bundles average $63–$64. Price competitively 
but never below a sustainable margin.

Step 3 — Understand TikTok's shipping changes (2026)

As of early 2026, all USPS labels for TikTok Shop orders in the United States must be purchased 
through TikTok Shipping. Non-USPS carriers (UPS, FedEx, DHL) can still use seller-generated 
labels. TikTok has paused mandatory enrolment in its fully managed logistics programme, so 
independent fulfilment remains available. However, cross-border 'direct shipping' is now limited to 
approved logistics providers with stricter performance requirements.

If you rely on USPS for fulfilment, set up TikTok Shipping before your first live sale. Keep your 
shipping settings current — this area is actively evolving in 2026.

Step 4 — Unlock TikTok Shop Live access

To host a TikTok Shop LIVE session where product cards appear and viewers can purchase 
without leaving the stream, you must be a registered TikTok Shop seller. As a seller hosting your 
own products, follower thresholds are lower than for affiliate creators. Check current eligibility in 
your Seller Center — requirements have changed multiple times since 2023 and continue to 
evolve.

For affiliate creators who want to promote other brands' products during a live (TikTok's Product 
Marketplace), the threshold is currently 5,000 followers. Creators with fewer than 5,000 followers 
are placed in a 30-day Creator Pilot Program with limited capabilities.

Step 5 — Crack the TikTok LIVE algorithm

TikTok's algorithm determines which viewers see your LIVE, and it updates its assessment of your 
stream every few minutes based on real-time engagement data. The signals it monitors most 
closely are:

• Watch time: the algorithm favours sessions where viewers stay longer than 3 minutes. It 
actively deprioritises streams with high early drop-off, regardless of peak viewer count.

• Completion rate: the percentage of viewers who watch most of the LIVE. A stream 
watched fully by 200 people will outperform one watched for 30 seconds by 2,000.

• Product interaction diversity: since early 2025, TikTok specifically rewards engagement 
with multiple products during a session. Vary your product presentation; don't spend 60 
minutes on a single item.

• Comment quality: substantive questions ('Does this run true to size?') carry more 
algorithmic weight than simple emoji reactions.



• First-minutes performance: TikTok makes its initial distribution decision based primarily 
on the first 3 minutes of your stream. Starting strong is not just good practice — it is 
algorithmic necessity.

  TikTok LIVE First-3-Minute Strategy★

0:00 — Start with your best hook immediately. Don't wait for viewers to arrive before engaging.

0:00–0:30 — State what you are selling, who it is for, and what makes today's show special. Be 
specific.

0:30–1:00 — Ask viewers to comment their location, answer a question, or respond to a poll. 
This creates an immediate engagement spike that tells the algorithm the session is high quality.

1:00–2:00 — Show your hero product briefly. Demonstrate it, mention the price anchor, and 
create desire before any sale happens.

2:00–3:00 — Make your first offer or start your first auction. Early purchase signals are the 
strongest conversion metric the algorithm tracks.

Optimal session length according to TikTok's own guidance: 30–60 minutes minimum. Brands 
seeing the most success often go live 2–3 times daily — though for new sellers, 2–3 times per 
week with excellent execution beats daily mediocre streams.

Fees Decoded: What You Actually Take Home

Understanding your true net revenue requires calculating fees before every show, not after. Use 
the Margin Calculator template at every step.

  DOWNLOAD TEMPLATE: 📥 Margin_Calculator.xlsx

Open this template and use the Margin Calculator sheet before pricing any item for any show. 
Section A captures your cost stack. Section C shows your break-even price and recommended 
starting bid automatically.

WHATNOT FEES (US) TIKTOK SHOP FEES (US)

Commission: 8% of sale price Commission: ~8% (varies by category)

Processing: 2.9% + US$0.30 per order Transaction fee: 3.78% (as of 2024)

Coins/Money category: 4% commission New seller 30-day rate: 3% (after first sale within 
60 days)

Electronics: 5% commission Free promotions: platform-funded discounts 
during onboarding

UK sellers: 10% + 3.4% + £0.20 Shipping: TikTok Shipping for USPS (from early 
2026, US)

Promo events: fees as low as 2% (limited time) Payments released after order confirmed 



WHATNOT FEES (US) TIKTOK SHOP FEES (US)

delivered

Payments released 2–3 business days after 
shipping

1099-K issued when payments exceed 
US$20,000 and 200 transactions

Giveaways: no commission; seller pays shipping Shoppable video content: no additional listing fee

  Tax Warning: Plan Ahead⚠

Neither Whatnot nor TikTok Shop withhold taxes on your behalf. You are solely responsible for 
reporting income.

On Whatnot, a 1099-K is issued when you exceed US$20,000 AND 200 transactions (One Big 
Beautiful Bill Act, July 2025). Income below this is still taxable. You will owe income tax on profit 
(revenue minus expenses) plus potentially self-employment tax (15.3% for Social Security and 
Medicare if selling is your primary income).

Set aside 25–30% of every payout for taxes from day one. This is not optional — sellers who 
skip this step face devastating tax bills in their first year.

Consult a tax professional once your monthly revenue exceeds US$2,000.

Chapter 2 Action Items

• Download and submit your Whatnot seller application today. Link every existing 
marketplace profile.

• Register your TikTok Shop account and complete product listing setup before going live.

• Open Margin_Calculator.xlsx and enter the costs for your first 10 inventory items.

• Watch 3 hours of shows in your category on whichever platform you are starting on.

• Set aside a separate bank account or savings pot for taxes from your first payout.



Chapter 3  Success Stories & Patterns: What the 
Best Sellers Do Differently

The fastest way to accelerate your learning is to study the sellers who are already succeeding. 
What follows is a set of documented case studies drawn from real, named sellers with verified 
results, followed by the five patterns that consistently appear across all of them.

TikTok Shop: Case Studies

CASE STUDY  —  Canvas Beauty — $1 Million in 6 Hours

Background: Canvas Beauty is a cosmetics brand founded by Stormi Steele, who developed 
the products to solve her own hair problems. The brand had been building a TikTok following 
through educational content before TikTok Shop launched.

The Show: During a single six-hour TikTok Shop livestream, Canvas Beauty generated 
approximately $1 million in revenue. The show was not a slick production — it was Stormi, on 
camera, demonstrating products on her own hair, telling the story behind each formula, and 
answering questions in real time.

What They Did: The stream combined three distinct content types in rotation. Educational 
segments showed how specific ingredients worked on different hair types — viewers stayed to 
learn, not just to shop. Demonstration segments showed Stormi applying products live, creating 
'before and after' moments that worked as authentic social proof. Commerce segments 
introduced timed coupons and announced limited stock, creating purchase urgency without 
manufactured hype.

After the live, the team clipped the most compelling moments — a dramatic hair transformation, 
Stormi's emotional explanation of why she created a specific product — and posted them 
across TikTok, Instagram and YouTube. These clips continued to drive sales and follower 
growth for weeks.

Key Takeaway: Product demonstrations that solve a real, visible problem outperform 
promotional talk. Not by a small margin — dramatically. When viewers watch a product work on 
screen, they are not deciding whether to believe the seller — they are watching proof. The 
educational content is not a delay to the sale; it IS the sale.

CASE STUDY  —  Willow Boutique — $100,000 in a Single Live



Background: Willow Boutique is a women's apparel retailer with an existing social media 
following but no live-commerce experience before this event.

The Preparation: The team spent five days promoting the event before going live. They posted 
daily teaser TikToks revealing one limited-edition item each day. They sent three emails to their 
list with a countdown and product previews. They ran Instagram Stories polls asking followers 
which items they were most excited about, then used the results to determine segment order.

The Show Structure: The live had a clear three-act structure that the team had planned in 
advance using a run-of-show template. Act 1 (first 15 minutes): low-price warm-up items at 
$15–25 starting prices to build momentum and reward early viewers. Act 2 (main 40 minutes): 
mid-range items with timed discount coupons, countdown timers on screen and interactive 
games between items. Act 3 (final 20 minutes): high-value reveals with 'last call' 
announcements and personal stories behind the limited-edition pieces.

After the Live: The team created 34 short clips from the three-hour live, posting one per day for 
the following month. Each clip ended with a CTA for their next scheduled live. The clips 
collectively generated more than 400 new followers per day and contributed to 40% higher 
attendance at their next show.

Key Takeaway: Structure and promotion are the unsung heroes of high-revenue lives. The 
show itself was excellent, but the five-day pre-show campaign and the month-long post-show 
clip strategy are what turned a single event into sustained business growth.

CASE STUDY  —  Made by Mitchell (UK) — Over £1 Million in 12 Hours of Live

Background: Made by Mitchell is a UK beauty brand that fully committed to TikTok Shop Live 
as its primary sales channel, going live up to seven times per week including 'megalives' lasting 
12 hours.

Their Strategy: The brand combined extreme frequency (7 lives per week), a strong visual 
identity, catalogue products designed specifically for the live channel (exclusive bundles, limited 
promotions, drops of products starting at £1), and teasing content — up to six pieces of content 
per day before each megalive, mixing long and short videos to build FOMO and anticipation.

Results: In a single year, the brand multiplied its subscriber base by four times on TikTok Shop. 
Revenue from the channel exceeded £1 million in accumulated live time. Notably, a micro-
creator with just 15,000 followers promoting their products generated over 300 sales and 2 
million views — proof that the algorithm rewards content relevance over audience size.



Key Takeaway: Frequency and catalogue design matter as much as individual show quality. 
Products created specifically for the live channel — with live-exclusive pricing, bundles and 
drops — outperform catalogue items sold at standard prices. If you can design your inventory 
for your shows rather than just selling existing inventory, your conversion rates will improve 
dramatically.

Whatnot: Case Studies

CASE STUDY  —  Bargain Hunters Breaks — $10,000+ Shows and 47,000 
Followers

Background: Bargain Hunters Breaks is a sports card seller who streams nightly on Whatnot, 
running pack-break auctions — buying sealed card packs and opening them live, with viewers 
bidding on specific teams, players or outcomes.

The Show Format: Every show follows a recognisable structure. Warm-up with low-value 
common cards to build the room and greet regulars. Main segment with mid-value packs and 
personalised calls to chat. Climax with premium boxes — rare, graded or high-demand packs 
where the reveal itself is the entertainment. Throughout, the host uses catchphrases ('Cha-
ching!') and runs spin wheels that award bonus prizes to buyers. These games are not 
gimmicks — they create participation loops that keep viewers engaged between reveals.

Community Building: The host learns and uses regular viewers' names consistently. Milestone 
moments ('You just hit your 100th order with us!') are celebrated publicly. The show has its own 
language, its own rituals and its own inside jokes. First-time viewers notice the community 
immediately and are drawn into it.

Consistency: The show streams nightly at the same time. Regulars plan their evenings around 
it. This consistency is the compound interest of live selling — each show is better attended than 
the last because the audience knows exactly when to tune in.

Key Takeaway: Consistency, format recognition and community language are more powerful 
loyalty drivers than any individual show's revenue. Build rituals into your show that viewers 
come to expect, and they will return specifically because they miss those rituals when they are 
absent.



CASE STUDY  —  The 'Last August I Made $600, This August I Made $125,000' 
Seller

Background: This account, shared directly by a Whatnot seller in an official testimonial, 
captures the platform's transformative potential for independent resellers.

The Transition: The seller moved from static marketplace selling (eBay, Etsy) to Whatnot live 
auctions. In the month before switching, they generated $600 in sales on static platforms. In the 
same month one year later, their sales on Whatnot reached $125,000.

What Changed: The seller cited three specific differences. First, the speed of inventory turnover 
— items that sat for weeks on eBay sold in seconds at live auction because of competitive 
bidding. Second, the average realised price — live auction creates price discovery through 
competition, often pushing items above static listing prices. Third, the community — regulars 
who watched every show became advocates who brought new viewers, reducing their 
customer acquisition cost to near zero.

Key Takeaway: Live auctions create economic conditions — real-time price competition, social 
proof from active bidding, and immediate fulfilment — that static platforms simply cannot 
replicate. If you have inventory that attracts passionate buyers, live auction will almost always 
outperform static listing for both speed and price.

Cross-Case Patterns: The Five Laws of Live-Commerce Success

Across every case study here, and across hundreds of additional seller accounts analysed for this 
guide, five patterns consistently separate the sellers who build sustainable six-figure businesses 
from those who stream for three months and stop.

Law 1: Storytelling and authenticity beat polished promotion

Stormi Steele telling the story of her hair problems on camera. The Bargain Hunters Breaks host 
knowing every regular by name. The vintage tee seller sharing concert memories while presenting 
shirts. In every case, the personal narrative is inseparable from the sale. Buyers do not just buy 
the product — they buy the story, the seller, and the sense of connection.

Practically: prepare two to three personal stories for every show. They can be about how you 
found an item, a customer who loved something you sold, or why you got into this category in the 
first place. Stories give viewers a reason to stay between items, and they create memorable 
moments that viewers clip, share and return for.



Law 2: Scarcity and urgency drive immediate action

Limited stock announcements, countdown timers, 'last chance' language and real-time bidding 
competition all activate the human scarcity response. The critical qualifier is that scarcity must be 
honest — viewers who are told something is 'the last one' and then see it available again at the 
next show stop trusting you. Canvas Beauty's sell-outs worked because the items genuinely sold 
out.

Law 3: Engagement loops retain audiences and reward algorithms

The shows that hold audiences longest are those that create participation loops: a spin wheel, a 
trivia question, a poll about which item to show next, a giveaway entry that requires a purchase.  
These mechanics serve two purposes simultaneously:  they keep viewers engaged between 
commercial moments, and they send algorithm signals that indicate a high-quality, interactive 
session worth distributing more broadly.

Law 4: Cross-channel promotion is not optional

No successful show in the case studies above relied on the platform alone to deliver an audience. 
Every high-revenue live was preceded by days of teaser content across TikTok, Instagram, email 
and text. The show itself was the culmination of a campaign, not a standalone event. And after the 
live, clips extended the reach of the event for weeks.

Law 5: Community compounds over time

The sellers with the highest revenues and most stable businesses are not those with the highest 
individual show totals — they are those with the most loyal returning audiences. Nightly regulars 
who show up every stream, buy consistently, and recruit their friends are worth more than any 
single viral moment. Building this community requires showing up on schedule, acknowledging 
regulars by name, creating show-specific culture, and treating every buyer as though their return 
next week depends on how they feel today — because it does.

Chapter 3 Action Items

1. Identify three personal stories about your niche that you can tell during your first show.

2. Watch one show by a top seller in your category and note every engagement mechanic 
they use.

3. Plan your first giveaway: what item, when in the show, and what the trigger condition will 
be.

4. Identify three community members to acknowledge by name in your opening two 
minutes.



Chapter 4  Product Sourcing: Finding Inventory 
That Sells Live

Great shows begin with great products. Sourcing for live commerce is different from sourcing for 
static e-commerce in one specific way: products need to perform on camera. Visual appeal, a 
compelling story, the excitement of a reveal — these matter far more on camera than in a static 
listing. Products that photograph well can fall completely flat when presented live, and vice versa. 
What  follows  covers  niche  selection,  sourcing  channels,  supplier  evaluation,  and  margin 
protection.

Choosing a Niche That Works Live

The most common mistake new live sellers make is trying to sell everything. The most successful 
sellers go deep on one category before expanding. Depth creates expertise. Expertise creates 
trust. Trust is the reason people come back.

Criteria for a live-commerce-ready niche

• Visual appeal: can the product be shown compellingly on camera? Jewellery, clothing, 
cards with reveals, beauty products being applied — these perform naturally. Some 
products are inherently less visual and require more storytelling to compensate.

• Passionate collector or enthusiast community: sports cards, vintage fashion, rare plants 
and fountain pens all have communities who follow sellers specifically for their expertise. 
This community is the audience for your show.

• Varied price points: the best inventory has a spread from $5 to $500+. Low-price items 
warm up the room and start the bidding momentum; high-price items are the climax 
reveals that retain audiences.

• Replenishable supply: if you can only source five of something, you cannot build a 
weekly show around it. Look for categories where you can reliably source fresh inventory 
for every show.

• Growing demand: check Whatnot's trending categories and TikTok's bestseller lists. In 
2024–2025, WNBA athlete collectibles on Whatnot saw searches rise 870% year-over-
year. Variegated plants, vintage fashion and women's sports memorabilia are surging. 
Be in growing categories, not shrinking ones.

Current high-opportunity niches (2025–2026)

WHATNOT TOP NICHES TIKTOK SHOP TOP NICHES

Sports cards / trading cards Beauty and skincare (US$2.49B GMV category)

Vintage fashion and band tees Fashion and apparel (fast try-on friendly)

Fountain pens and stationery collectibles Kitchen gadgets and home organisation



WHATNOT TOP NICHES TIKTOK SHOP TOP NICHES

WNBA and women's sports memorabilia Health and wellness supplements

Variegated and rare houseplants Candles, home fragrance and décor

Coins, precious metals and numismatics Tech accessories and phone cases

Comics and graphic novels Pet products and accessories

Funko Pops and limited edition toys Craft supplies and DIY materials

Sourcing Channels: Where to Find Winning Inventory

1. Wholesale and liquidation suppliers

Wholesale suppliers — Alibaba, Faire, Tundra, 888Lots, Costco Business Centre — offer the 
most scalable inventory sourcing for live sellers. 888Lots specialises specifically in live-selling-
ready inventory: predictable per-unit costs, brand-name lots and weekly restocks that allow you to 
plan  shows  rather  than  scramble  for  stock.  Their  model  supports  $1  auction  starts  while 
maintaining healthy margins because bulk acquisition drives unit costs down dramatically.

One reseller documented the economics in real detail: a lot of 172 premium women's apparel 
pieces at an average of $2.90 each. After a 5% import duty, the landed cost was approximately 
$3.20 per unit. Divided into themed bundles of 5 items each and sold at auction on Whatnot, the 
bundles cleared at an average of $18 — a margin of over 460% before platform fees.

• Always request samples before committing to a large order — quality can vary 
significantly within the same product category even from the same supplier.

• Factor in minimum order quantities (MOQs): many wholesalers require 50–100 unit 
minimums. Calculate whether you can move that volume in 2–3 shows before 
committing.

• Check lead times against your show schedule. If your next show is in 10 days and your 
supplier has a 14-day lead time, order now.

2. Retail arbitrage

Retail arbitrage — buying clearance items from Target, Walmart, TJ Maxx, HomeGoods or similar 
retailers and reselling at live auction — requires no wholesale account and can be started today. 
The key is knowing your margins before you buy: use the Margin Calculator on your phone while 
standing in the clearance aisle.

Retail  arbitrage works particularly  well  for  seasonal  merchandise (Halloween decorations in 
August, holiday items in November), discontinued products with collector value, and brand-name 
items marked down to clear that still command full price in niche communities.



3. Thrift stores, estate sales and flea markets

The source of some of the most compelling live-commerce stories is also the most time-intensive 
to work. Thrift store and estate sale sourcing yields unique items with built-in narratives — where 
the item came from, what era it belongs to, who might have owned it — that are pure gold for live 
storytelling.

The Cheap Chick — one of Whatnot's well-documented success stories — mastered wholesale 
pallet buying and liquidation auction sourcing, focusing on women's apparel. By dividing pallets 
into themed bundles (athleisure sets, career wear lots, designer-brand packs) and selling them on 
Whatnot live, she maintained predictable margins while offering the excitement of auction starts at 
$1. Her mastery of supplier terms and batch economics allowed her to offer low opening bids 
without risking her margins.

• When thrifting, verify authenticity and condition before purchasing any item over $20 to 
resell. Authentication issues are the fastest way to damage your reputation.

• Keep a sourcing log: note where you found each item, what you paid, and what it sold 
for. After 3 months, your data will show you which sourcing channels have the best ROI 
for your niche.

4. Customer Returns — The Highest-Potential Sourcing Channel Most Sellers 
Miss

Customer returns are products that buyers sent back to retailers — Amazon, Walmart, Target, 
John Lewis, Zalando. Rather than individually inspect and repackage each item, retailers sell 
them in bulk to liquidation platforms at a fraction of retail value. For live sellers, this sourcing 
channel has a structural advantage that wholesale does not: the entertainment format of live 
selling is perfectly matched to the mystery and discovery of return inventory.

The economics work because auction dynamics push prices above what a static listing would 
achieve for the same item. A returned air fryer with a missing carafe that would sit unsold on eBay 
at $12 can generate competitive bidding on Whatnot when presented live with honesty and 
energy. The condition disclosure is not a liability — it is the entertainment.

Return Grades: What You Are Actually Buying

Return pallets and lots are sold in graded tiers.  Understanding these before you bid is the 
difference between margin and loss.

GRADE / CONDITION WHAT IT MEANS IN PRACTICE

Grade A (Like New / Shelf Pull) Item returned unused or barely used. Original 
packaging may be open or missing. Highest 
margin potential. Suitable for $1-start auctions — 
winning bids typically 60-80% of retail.



GRADE / CONDITION WHAT IT MEANS IN PRACTICE

Grade B (Good / Light Use) Minor cosmetic marks, fully functional. Best for 
apparel, fashion, home goods. The sweet spot for 
volume live sellers — predictable condition, high 
sell-through rate.

Grade C (Salvage / Parts) Significant defects, missing accessories, or non-
functional. Priced cheapest per unit. Requires 
sorting before listing. Bundle with Grade A/B or 
sell as repair/parts lots.

Manifested Lot A pallet or lot with an itemised list of every SKU, 
condition and approximate retail value. B-Stock 
and Direct Liquidation typically provide these. 
Never buy unmanifested pallets as a beginner.

Unmanifested Lot No itemised list — you are buying blind. Can 
contain anything from the retailer's return stream. 
Only experienced sellers with storage and sorting 
capacity should attempt these.

Shelf Pulls Items removed from retail shelves — never 
purchased, never returned. Often include open-
box display items or season-end clearance. 
Typically 60-70% of retail value. Lower risk than 
returns.

Where to Source Returns: US Platforms

PLATFORM KEY DETAILS

B-Stock (bstock.com) Amazon's official liquidation partner. Highest 
manifest accuracy in the industry (85-90%). 
Requires a resale certificate to register. Auctions 
are competitive — professional resellers with 
warehouses have entered the market significantly 
since 2024. Best for verified brand-name lots.

Direct Liquidation (directliquidation.com) Sources from Walmart, Costco, Target and 
Amazon. No resale certificate required for most 
purchases. Good for general merchandise, 
electronics and seasonal goods. Ship-to-door or 
local pickup available.

BULQ (bulq.com) Fixed-price and auction lots. Owned by Optoro 
(major US returns processor). Strong for 
electronics, apparel and household. Manifest 
provided for all lots. Good for new buyers — fixed-
price removes bidding risk.

Liquidation.com Marketplace model — connects buyers with 
multiple liquidation sellers. Wide variety of 
categories and lot sizes. Manifest quality varies by 
seller. Read seller reviews before purchasing.



PLATFORM KEY DETAILS

Local liquidation warehouses Search Google Maps: 'liquidation warehouse near 
me' or 'bin store near me'. Local pickup eliminates 
$300-600 freight costs that destroy pallet margins. 
Allows inspection before purchase.

Facebook Marketplace Many local warehouses list overflow pallets 
directly. Searchable by city. No freight costs. 
Allows inspection. Most reliable for finding local 
sources before committing to large orders.

Where to Source Returns: UK and European Platforms

PLATFORM KEY DETAILS

Jobalots.com (UK) Supplies job lot pallets and wholesale boxes of 
customer returns from UK retailers. As seen on 
Channel 4's Bidding Wars. No minimum order — 
suitable for first-time buyers. Full category range, 
UK-sourced returns.

John Pye Auctions (UK) Handles surplus and returns from major UK high 
street retailers. Auction format. Strong for 
electronics, appliances and fashion. Genuine UK 
sourcing with in-person inspection possible at 
depots.

B-Stock Europe B-Stock operates European hubs. Sources from 
major European retailers and Amazon EU. 
Requires business registration. Strong manifest 
accuracy matching US platform.

EuroLots.com (Pan-EU) B2B platform sourcing customer returns and shelf-
pulls from European brands and retailers. 
Available across EU. Up to 90% off MSRP. 
Detailed manifests with 98.5% accuracy claimed. 
Suitable for NL, DE, FR, BE sellers.

BritPallet.com (UK) UK-based, flexible options from single pallet to 
truckload. Genuine UK-sourced returns with 
manifests. Local collection available from UK 
depots. Good for clothing, electronics and home 
goods.

Local auction houses (EU) Troostwijk (NL/DE/BE), Catawiki (NL), country-
specific regional auctioneers. Search '[country] 
liquidatie veiling' (NL), 'Restposten Auktion' (DE), 
'vente liquidation' (FR).

  The Critical Risks — Read Before Your First Pallet⚠

Missing accessories are the most common problem: 'General Merchandise' pallets routinely 
contain appliances missing cords, carafes or remote controls. Factor this in before bidding — 



these items move on Whatnot as 'parts/repair' lots but at much lower prices.

Freight costs kill margins on first pallets. A pallet shipped from across the country costs $300-
600+. If your pallet cost $400, you are underwater before sorting starts. Source local first 
(warehouses within driving distance) until you understand your sell-through rate for each 
category.

Unmanifested = gamble. Never buy your first pallet without a manifest. Experienced sellers with 
dedicated sorting space can handle unmanifested lots — beginners cannot.

Scam risk is high. Social media is full of '$99 pallet' offers. Only purchase from established 
platforms (B-Stock, Direct Liquidation, BULQ, Jobalots) or local warehouses you can visit in 
person.

The Whatnot Wholesale Category: Sell Pallets on Whatnot, Not Just Individual 
Items

Whatnot has a Wholesale Category that most sellers do not know exists. It allows you to sell entire 
pallets, casepacks and bundled inventory directly to buyers on Whatnot — meaning you can buy a 
pallet, sort it into themed lots, and auction those lots directly to other resellers on the same 
platform where you already sell. It is a two-layer opportunity: source returns cheaply, resell as 
curated lots to buyers who want to flip them.

  Whatnot Wholesale Category — Key Factsℹ

Availability: Currently live in the US. In beta testing in France and Germany. Not yet available in 
UK, Netherlands or other EU markets.

What you can sell: Full pallets (100+ items, shipped via freight through Whatnot's partner Blue 
Grace), casepacks (10+ units of same item, standard shipping), and mixed bundles.

Manifest requirement: Pallet listings require a detailed manifest — every SKU, condition and 
any flaws must be disclosed in the listing. This is non-negotiable.

Condition disclosure: All flaws, missing accessories and damage must be flagged explicitly. No 
surprise contents — Whatnot's 'Surprise Product' policy applies.

Who this is for: Sellers who have moved beyond individual item selling and want to add a 
wholesale/B2B revenue layer. Requires storage capacity for pallets and reliable freight access.

Strategy: Buy unbranded or mixed-category pallets at deep discount → sort into themed 
casepacks (e.g. 'Electronics Repair Lot', 'Brand-Name Apparel Mixed') → list on Whatnot 
Wholesale → sell to other resellers who will flip the individual items.

  Customer Returns — The Fast-Start Approach✓

Start with a single manifested casepack (10–20 items, $50-150 total cost) from a local 
warehouse or Jobalots/BULQ. Not a full pallet.

Sort into three groups before the show: Grade A/B items for $1-start auctions, Grade C items for 



repair/parts bundles, and anything unsellable for donation.

Disclose every flaw on camera before the auction starts. The returns context is entertainment — 
buyers watching live understand they're bidding on returns and the transparency builds trust.

Track your sell-through rate and average sold price per category. After 3-5 casepacks, you have 
enough data to know which categories work in your market and at what purchase price.

Only scale to full pallets once you know: (1) your category converts well on live, (2) you have 
the storage to sort a 100+ item pallet, and (3) local freight makes the economics work.

'The returns category is not about mystery — it is about disclosure. The sellers who do well 
are the ones who turn the condition reveal into a show format, not the ones who hide 
problems and hope for the best.' — Community guidance synthesis, 2026

5. TikTok Product Marketplace

For TikTok Shop sellers, the Product Marketplace inside the Seller Center is the most direct path 
to trending, proven products. Navigate to Products > Product Marketplace and use filters including 
'Top Selling', 'Great for LIVE', 'Samples Available' and 'Categories for You'.

The 'Great for LIVE' filter specifically identifies products that have strong performance data from 
other  TikTok  Shop  Live  sellers  — items  with  demonstrated  on-camera  appeal  and  strong 
conversion rates. Start by ordering samples of any product before committing to inventory.

6. Creating exclusive and live-only products

The highest-margin inventory you can source is inventory no one else has. Partnerships with 
small makers, custom bundles, limited-edition collaborations and exclusive drops create genuine 
scarcity that drives premium pricing.

Made by Mitchell's success in the UK was partly built on catalogue products designed specifically 
for their live channel — exclusive bundles at £1 drops, limited colour releases, kits only available 
during live sessions. Home Lab UK generates over 90% of its monthly sales through affiliate 
creators who receive exclusive bundles to feature. These creators generate more than 300 sales 
per  campaign  from  audiences  of  only  15,000  followers  because  the  product  is  genuinely 
exclusive.

  DOWNLOAD TEMPLATE: 📥 Inventory Log (in Margin_Calculator.xlsx)

Open the Inventory Log sheet in your Margin Calculator. Record every item you source with its cost, 
platform and target sale price. The spreadsheet calculates your total inventory value and average 
margin automatically.



Evaluating Suppliers: The Checklist

Quality and reliability are the two variables that make or break your reputation as a seller. A single 
shipment of counterfeit goods, broken items or badly misrepresented products can result in a 
wave of negative reviews, platform action and community trust damage that takes months to 
repair.

• Credibility: check supplier reviews, trade-assurance programmes (Alibaba's Trade 
Assurance is worth paying for), years in business and any certifications relevant to your 
category.

• Communication: assess response time and willingness to provide documentation — 
certificates of authenticity, COAs for cosmetics, grading certificates for collectibles. 
Suppliers who delay on documentation often have something to hide.

• Sample orders: always order samples before committing to any significant quantity. Test 
the product quality, packaging, and actual shipping speed against what was quoted.

• Price and terms: negotiate MOQs, payment terms and discount tiers for volume. Always 
compare at least three suppliers before committing.

• Return policies: understand exactly how defective goods or missing items are handled 
before you need to invoke the policy under pressure.

• Compliance: cosmetics require FDA compliance in the US, CPSR certification in the UK 
and EU. Electronics must meet relevant safety standards for each market. For 
collectibles, understand the grading and authentication standards your community 
considers authoritative.

Sourcing for Scarcity and FOMO

The most powerful words in live commerce are 'only one left' and 'never coming back'. Scarcity is 
not manufactured — it  is sourced. These tactics build legitimate scarcity into your inventory 
strategy:

1. Drop calendars: monitor brand release schedules, Pokémon set releases, sports season 
milestones and fashion drops. Secure inventory the day items launch.

2. Micro-brand partnerships: reach out to Etsy makers, local artisans and independent 
designers to create live-only colourways, bundles or limited editions. They gain 
distribution; you gain exclusivity.

3. Vintage hunting during off-season: the best vintage items are found when other sellers 
are not looking. Source summer tees in October and vintage holiday pieces in March.

4. Custom bundles: combine a hero item with complementary slow-movers into a bundle 
that is only assembled live. 'The Winter Skincare Kit — only available tonight' creates 
perceived scarcity from standard inventory.



5. Mystery boxes: curate a themed box of items whose total value exceeds the asking 
price. Mystery boxes create excitement during the reveal that translates directly into 
social media clip moments.

Inventory Management: Avoiding the Two Deadly Mistakes

The two inventory management mistakes that kill live-commerce businesses are overstocking 
(tying up cash in inventory that won't move) and understocking (running out of compelling items 
halfway through your show). Both are avoidable with systems.

• Track everything: use the Inventory Log in your Margin Calculator template to record 
every item purchased, its cost, your target price, and its outcome. After 10 shows, you 
will have enough data to see which categories move fast and which sit.

• Cross-list unsold items within 48 hours: items that don't sell live should be listed on 
eBay, Mercari or Poshmark within two days. Dead inventory is dead capital.

• Rotate by season: swimwear in spring, jackets in autumn, holiday items in November. 
Seasonal alignment improves sell-through dramatically.

• The 60/30/10 show rule: aim to fill 60% of your show with proven, reliable sellers; 30% 
with newer items you are testing; and 10% with premium or experimental items. This 
balances revenue reliability with discovery.

• Never source more than 3 shows ahead: if you have not sold through your current 
inventory, buying more creates cash flow pressure. Stay lean until you understand your 
sell-through rate for each category.

Chapter 4 Action Items

1. Fill in the Inventory Log for every item you currently own that you plan to sell.

2. Research three wholesale or liquidation suppliers for your category. Order samples from 
one.

3. Identify two items in your current inventory that have a compelling story you can tell live.

4. Set up a sourcing schedule: one sourcing session per week for the next month.



Chapter 5  Pricing and Margin: Every Number 
You Need

  DOWNLOAD TEMPLATE: 📥 Margin_Calculator.xlsx

Section A: full cost stack. Section C: break-even price and starting bid recommendation for both 
Whatnot and eBay fee structures.

The Full Cost Stack

• Landed cost per unit is the sum of: purchase price, inbound shipping, import duties, 
packaging (free USPS Priority boxes reduce this significantly), thank-you cards or inserts 
($0.20–$0.50 per unit; sellers who include them report 30% more reviews), labour, 
overhead, and a 3–5% contingency. Run every item through the Margin Calculator 
before committing to a price.

Example: graded Pokémon card, $450 landed cost, sold at $820 on Whatnot. Commission 
8%: $65.60. Processing: $24.08. Net profit: $280.32. Net margin: 34.2%.

  Target Net Margins★

Phase 1 (0–6 months): 25–35%. Phase 2 (6–24 months): 35–50%. Phase 3 (24+ months): 40–
60% blended.

Platform Pricing Rules

• Whatnot: $1–$5 starts almost always produce higher finals than $20+ starts. Bidding 
wars are entertainment. Entertainment attracts more viewers.

• eBay Live: 60-second base timers with Soft Close for $50–$200 items. 90–120 seconds 
for hero items $300+. Soft Close handles competition automatically.

• eBay static: Terapeak 90-day median sold price = your ceiling anchor. Reserve prices at 
or above your break-even. Never start so low that a single minimum bid is unprofitable 
after fees.

Chapter 5 Action Items

1. Complete Margin Calculator for top 20 items across both platform fee structures.

2. Run Terapeak on 5 planned eBay Live hero items. Set reserve prices from results.

3. Create one same-weight bundle for Whatnot with a compelling anchor price.



Chapter 6  Show Planning: Producing a 
Professional Live

  DOWNLOAD TEMPLATE: 📥 Pre_Show_Checklist.docx

Six sections: One Week Before through Post-Show. Covers all three platforms.

  DOWNLOAD TEMPLATE: 📥 Run_of_Show_Template.docx

Pre-filled example. Blank template. Post-show debrief form.

Pre-Show Promotion: 7-Day Campaign

TIMING ACTION

7 days Announce show date, time, platform and theme

5 days Hero item teaser video

4 days First email: preview

3 days Poll: 'Which item first?'

2 days Behind-the-scenes clip

1 day Reminder email + follow CTA

Morning of Stories with countdown

3 hrs before DM top buyers personally

30 min before Final post with show link

Three-Act Structure

Act 1 (15%): first auctions, giveaway announced, every arrival welcomed. Act 2 (65%): alternating 
auctions and stories; peak-time hero items. Act 3 (20%): hero items, giveaway ceremony, every 
buyer thanked by name, next show teased. Pack same night.

Chapter 6 Action Items

1. Fill in Run_of_Show_Template with a story for each hero item.

2. Build 7-day promotion calendar.

3. Run 10-minute private test stream and watch back on headphones.



Chapter 7  Live Execution: Converting Viewers 
Into Buyers

The Art of Selling: Human Connection, Persuasion, and Closing

Two of the most useful thinkers on human behaviour and persuasion approach the same 
problem from different directions. Seth Godin, in This Is Marketing and Tribes, argues that 
marketing is not about shouting louder — it is the generous act of helping the right people solve 
their problems, and that the most powerful thing a seller can build is not a customer base but a 
tribe. Chris Voss, in Never Split the Difference, argues from 24 years as the FBI's lead hostage 
negotiator that all human influence is rooted in one thing: making the other person feel 
genuinely heard. Combined with what we know from Cialdini, from the QVC model, and from the 
documented behaviour of the best live sellers, these ideas form a complete framework for 
selling on camera in a way that feels natural to you and irresistible to your audience.

The synthesis is simple enough to write in one sentence: the seller who makes viewers feel 
understood, part of something, and genuinely served will outsell the seller who merely presents 
good products every time. What follows is how to do that, moment by moment, across a live 
show.

1. The Core Principle: You Are Not Selling. You Are Serving.

“Marketing is the generous act of helping someone solve a problem. Their problem.” — 
Seth Godin, This Is Marketing

This reframe is not semantic. It changes every decision you make during a show. The seller 
who asks 'how do I get this person to bid?' is operating from extraction. The seller who asks 
'what does this person actually need, and do I have it?' is operating from service. Godin's insight 
is that the extraction mindset is not just unethical — it is ineffective. People have finely tuned 
radar for being sold at. They have almost no radar for being genuinely helped.

Voss arrives at the same place from a different direction. His central claim is that you cannot 
influence someone who does not feel heard. The moment your viewer senses that you are 
performing at them rather than talking with them, their attention becomes occupied by the effort 
of feeling unheard — and that attention is no longer available for the item you are presenting.

The practical implication of both: before you describe a single feature, before you name a price, 
before you invite a bid — your job is to make the viewer feel that this show is for them 
specifically. Not for an audience. For them.

2. The Permission Moment: How Every Show Starts

“Permission is the privilege — not the right — of delivering anticipated, personal and 
relevant messages to people who actually want to get them.” — Seth Godin, Permission 
Marketing

Godin's permission marketing concept predates live selling by two decades, but it describes 
what happens in a live show more precisely than almost any other framework. Every viewer who 



stays past the first 90 seconds has implicitly granted you permission — permission to present, 
to persuade, to invite a bid. But that permission is not guaranteed and not permanent. It has to 
be earned at the start of every show and re-earned with every item.

The opening two minutes of a live show are a permission negotiation. The viewer is silently 
asking: Is this person worth my time? Do they see me? Are they going to try to manipulate me 
or genuinely help me find something I want? The answers they form in those first minutes 
determine whether they stay, watch, and eventually bid — or scroll.

 The Permission Opening (under 60 seconds)★

Three things to establish before your first item:

1. Who you are and what this show is about — in one sentence.

2. Who this show is for — call your specific audience by name. 'If you love vintage sportswear, 
this is your show tonight.'

3. An accusation audit that addresses their most likely suspicion. 'I know you've seen plenty of 
shows where the good stuff disappears in the first ten minutes. Tonight everything has a $1 start. 
Every item.'

3. Your Show Is Not a Store. It Is a Tribe.

“A tribe is a group of people connected to one another, connected to a leader, and 
connected to an idea. For millions of years, human beings have been part of one tribe or 
another.” — Seth Godin, Tribes

Godin's observation is that what people most deeply want — more than any product — is to 
belong. The best live sellers have understood this intuitively for years. The shows that generate 
the most loyal repeat buyers are not the ones with the best inventory. They are the ones with 
the strongest sense of us: a shared language, shared rituals, shared inside references that 
make regulars feel like members and newcomers feel like they have walked into something 
worth joining.

Godin also names the mechanism: 'The goal is for them to miss you if you go away.' This is the 
correct metric for a live selling business — not revenue per show, but whether your regulars 
notice your absence. If a week passes without your show and no one asks where you went, you 
have built a store. If they message you asking whether everything is okay, you have built a tribe.

Building a tribe on a live platform requires three elements Godin calls the story of self, the story 
of us, and the story of now:

• Story of self: who you are, how you got here, why this category matters to you 
personally. Your viewers do not follow your inventory — they follow you. The 
sourcing story, the near-miss find, the item you almost kept for yourself — this is 
what creates the 'people like us' recognition that Godin identifies as the 
foundation of tribe membership.

• Story of us: what your show's regulars share with each other and with you. Inside 
references, recurring phrases, community milestones ('you just hit 100 orders 
with us!'). These are the signals that turn a viewer into a member. A viewer can 
leave at any time. A member feels they would be missing something.



• Story of now: why tonight specifically matters. The limited item that will not come 
back. The show milestone you are marking. The theme that makes this particular 
show distinct from every other. This is Godin's 'tension creation' — not 
manipulation, but genuine urgency rooted in real circumstances.

4. Presenting an Item: The Complete Arc

Every item presentation is a miniature story with a structure. The QVC model (covered fully in 
Chapter D) gives the sequence: story, feature, story, feature, close. The feature gives someone 
a reason to click; the story gives them a reason to care. Care precedes purchase. Combined 
with Voss’s tactical empathy, the arc below handles every psychological requirement of a sale:

Phase What to do and why

Open with story 
(10–20 sec)

Where did this come from? Who owned it? Why did you choose to bring it 
tonight? The story creates the emotional context that makes the feature 
meaningful. Godin: 'People don't buy what you sell; they buy the story 
they tell themselves about what you sell.'

Name the feature 
(5–10 sec)

The specific, honest detail. Size, condition, origin, rarity. State it clearly 
and let it land. Do not oversell. Godin: 'Perfect closes the door. Better 
opens it.' Honest features beat inflated claims.

Accusation audit 
(10 sec)

Name the flaw or concern before the viewer can. 'The back has one small 
mark — I want to show you before the auction opens.' Voss: this removes 
the objection's power by voicing it first.

Return to story (5–
10 sec)

One more human detail. Who this belongs with. Why you almost kept it. 
'I've been sitting on this for three weeks because I wasn't sure I wanted to 
let it go.' This is not a technique — it is truth told in the right order.

Open the auction 
(now)

Start low. $1 creates bidding competition. Bidding competition creates 
social proof. Social proof creates the urgency that Cialdini documented 
and that every experienced live seller has confirmed from observation.

5. Reading the Room: Voss Tools During the Show

Once a show is live, the seller who is reading chat and adapting — rather than running a script 
— will consistently outperform. Voss's tools apply here in real time:

• Labelling: name what you see in chat. 'It looks like you've been waiting for this 
one.' 'It seems like the shipping is the issue here — let me tell you exactly what 
that costs.' The label makes the viewer feel individually seen in a broadcast 
environment. It is the single fastest way to turn a passive viewer into an active 
participant.

• Mirroring: when a viewer makes a comment in chat, repeat their key words back 
before you respond. 'Been looking for two years — tell us what makes this 
category special for you.' The repetition signals that you heard them. The follow-
up question invites them to keep talking. Chat engagement is an algorithm signal; 
mirroring drives it.



• Calibrated questions: 'What would it take for this to be perfect for you?' 'How 
would you use this one?' These open questions invite viewers to imagine 
ownership — the most powerful step in any purchase decision. They also surface 
Black Swans: the hidden motivations that turn a hesitant viewer into your most 
committed bidder.

• No-oriented questions: instead of 'Do you want this?' try 'Is there any reason this 
wouldn't work for you?' Voss's discovery is that 'no' is a safe choice that reduces 
anxiety and creates openness. The viewer who says 'no, I can't think of a reason' 
has just committed.

6. The Close: Genuine Pressure, Not Manufactured Urgency

Cialdini's research on scarcity and loss aversion, Voss's countdown mechanics, and Godin's 
tension creation all point to the same thing: the close is not a trick applied to a reluctant buyer. It 
is an honest acknowledgement that a real opportunity is genuinely ending. The countdown 
timer, the final 30 seconds, the announcement that this is the last unit — these work because 
they are true, not because they are dramatic.

The complete close sequence, drawing on every layer of the framework:

 The Close: A 90-Second Framework✓

30 seconds before close: the loss frame (Voss)

'You are $3 away from winning this right now. Thirty seconds left.'

15 seconds before close: social proof + named leader (Cialdini + Voss)

'The current bid is from Sarah in Manchester. Who else wants it? Fifteen seconds.'

Final 10 seconds: the count + surprise bonus (tension + reciprocity)

'Ten, nine, eight — the winner gets the matching piece as a bonus — seven, six...'

At close: 'That's right' not 'you're right' (Voss)

When the winner reacts: mirror their excitement back genuinely. 'That's exactly the reaction I was 
hoping for.' Not 'you're right, it's great.' The distinction signals alignment rather than polite 
dismissal.

7. When Nothing Is Working: Recovery Without Panic

Every show has moments where the energy drops — bidding stalls, chat goes quiet, an item sits 
at its opening price with no activity. The untrained seller's instinct is to fill the silence with 
volume, to describe the item more, to start talking faster. Voss's insight reverses this: use 
dynamic silence and then a single calibrated question before you reach for energy.

The recovery sequence that consistently works, in order:

• Pause. Four seconds of deliberate quiet after the last thing you said. Voss: 'Silence is 
the counterpart's problem to solve.' Let the room feel the gap before you fill it.

• One label: 'It seems like this one isn't quite right for tonight.' Name the reality directly. 
The acknowledgement itself often unlocks engagement — viewers who felt you were 
oblivious to the stall begin to trust you more when you name it.



• One calibrated question: 'What would make this one work for someone here?' This gives 
the room a problem to solve. It surfaces information and creates participation 
simultaneously.

• Switch the item category: move to something completely different in energy and price 
point. Godin: 'Perfect closes the door; better opens it.' The acknowledgement that this 
item did not land — implicit in the category switch — is more trustworthy than pretending 
the stall did not happen.

• Inject story: something personal and unrelated to any product. A brief comment about 
where you sourced, something that happened this week, a question about chat. This 
resets the relationship before the next item.

 The Stall Is Not Failure⚠

A stalled auction is information, not a verdict. It tells you either that the item does not match 
tonight's audience, the starting price is too high, or the room needs energy the item cannot 
provide alone. Address the cause, not the symptom. More volume on a wrong item makes it more 
wrong.

8. The Most Important Sale: Showing Up Next Week

“The goal is for them to miss you if you go away.” — Seth Godin, This Is Marketing

Every technique in this section — the tactical empathy, the accusation audit, the labelling, the 
tribe-building story arc — is in service of one outcome: the repeat buyer. The single largest 
predictor of a sustainable live selling business is not revenue per show or conversion rate. It is 
repeat buyer rate within 30 days. The viewer who comes back is the viewer who felt something 
in your show that they do not get elsewhere.

Voss's concept of Black Swans applies here at the macro level. Every regular viewer carries a 
hidden motivation — not just for items, but for your show specifically. One is there for the items. 
One is there because your show is the only place they feel known online. One is there because 
your sourcing knowledge is genuinely educational in their collecting area. One comes back 
because the show makes them laugh and Tuesday evenings are otherwise dull. You cannot 
know which until you create the conditions for them to reveal it. Tactical empathy, mirroring, and 
calibrated questions are how you surface it. Once you know it, you can serve it.

Godin's three-part narrative — story of self, story of us, story of now — is also the architecture 
of your show week after week. 'Story of self' is your sourcing adventures, your discoveries, your 
genuine enthusiasm for the category. 'Story of us' is the shared references, the regulars you 
name, the community that forms in chat. 'Story of now' is why this specific show tonight is worth 
clearing Tuesday evening for. Each week's show builds on the previous. The tribe deepens. The 
repeat buyer rate climbs.

The seller who sells well in show one gets a transaction. The seller who applies this framework 
across 50 shows gets a community. The community is the business.

 Platform-Specific First Minutes★

TikTok LIVE:

Restate who you are every 30–60 seconds. New FYP viewers arrive with zero context. Your 



permission opening needs to repeat because your audience is constantly refreshing.

Whatnot:

Two-minute personal opener before your first item. Viewers arrived intentionally — they already 
granted permission. The opening builds the tribe context: who is here, what tonight is about, what 
regulars can expect.

eBay Live:

Open with credentials — years on eBay, feedback count, tonight's theme and the Authenticity 
Guarantee items on offer. Buyers may have found you through search rather than a prior show.

All platforms: first offer or auction within 2 minutes. Giveaway announced within 5 
minutes.

Chapter 7 Action Items

1. Write your pre-show accusation audit: identify the three objections your viewers 
are most likely to have tonight — about you, your format, or a specific hero item. 
Script one sentence to address each in your opening two minutes.

2. Prepare the item presentation arc for your top five items: origin story, specific 
feature, flaw named honestly, return to story. Write it once, then tell it from 
memory — fluency is what makes it feel genuine.

3. Choose one Voss tool to practise in your next show: a label in chat, a mirrored 
response to a comment, a no-oriented question, or a calibrated 'What would make 
this work for you?' question. Track what response it produces.



Chapter 8  Post-Stream Content: One Show Into 
30 Days of Traffic

  DOWNLOAD TEMPLATE: 📥 Analytics_Tracker.xlsx

Clip Performance Tracker: log every clip — views, likes, shares, new followers, watch-through rate.

CLIP TYPE WHY IT WORKS

Big reveal Visual excitement; shareable

Bidding war Social proof; FOMO for non-watchers

Educational segment High completion; authority

Personal story Community-building; parasocial bond

• Post your first clip within 6 hours of the show ending — TikTok and Instagram 
deprioritise content older than 24 hours. Always add captions: over 70% of social video 
is watched without sound, and captions add searchable text that improves algorithmic 
reach on every platform. Clip for emotion and surprise, not for product specifications.

Chapter 8 Action Items

1. Identify five clip moments within 30 minutes of every show ending — while the energy is 
still fresh. Note the timestamp and the hook for each.

2. Post the first clip within 6 hours of the show ending.

3. Log every clip in the Analytics Tracker: platform, views, new followers generated. This is 
your content ROI record.



Chapter 9  Analytics and Continuous 
Improvement

  DOWNLOAD TEMPLATE: 📥 Analytics_Tracker.xlsx

Live Show Analytics + KPI Dashboard — complete after every show.

METRIC TARGET

Conversion rate 8–12% TikTok Live; 5–10% Whatnot; 10–15% 
eBay Live (buyer intent is higher)

Repeat buyer rate 30%+ within 30 days

Net profit margin 30–50%

eBay seller metrics Defect rate <0.5%; late shipments <3%; tracking 
uploaded 95%+

Post-show review ritual: within 30 minutes of every show ending, open the Analytics Tracker and 
record the five core metrics. Note the moments of highest chat velocity — these tell you which item 
types or stories generate the most engagement. Identify exactly one thing to change for the next 
show and write it down. Test one variable at a time; changing multiple things simultaneously 
makes it impossible to know what caused any improvement. eBay Seller Hub metrics — defect 
rate,  late shipment  rate — move slowly enough that  a Monday weekly  review is  sufficient. 
Catching a performance problem early costs far less than recovering from Below Standard.



Chapter 9 Action Items

• Open your Analytics Tracker template right now and enter last show's data. If you 
haven't tracked any shows yet, start with show 1 this week.

• Calculate your Revenue Per Hour Streamed for your last three shows. Is it trending up, 
flat or down? This is the clearest signal of whether your shows are getting more efficient.

• Set up a 30-minute post-show review ritual: the moment every show ends, before you do 
anything else, open your tracker and record the five key numbers.

• Identify the one change that would most improve your next show. Write it down. 
Implement only that one change. Do not change multiple variables simultaneously.

• Check your repeat buyer rate for the past 30 days. If it's below 20%, your priority for the 
next two weeks is community building (see Chapter J), not more shows.

Chapter 10  Scaling, Risk Management and the 
Future of Live Commerce

Three Phases

Phase 1 (Months 1–3): Prove the Model

Run two shows per week. The goal is not revenue yet — it is validation. Target 15 or more 
consistent viewers, a conversion rate above 5%, and a net margin above 25%, sustained for 12 
consecutive weeks. When those numbers hold steady, you have confirmed the model works in 
your niche. Everything in Phase 2 is scaling something that already works. Scaling something that 
does not work only accelerates the problems.

Phase 2 (Months 4–12): Compound and Diversify

Run the 30-Day Live Challenge: go live every day for one month. This is not a permanent 
commitment — it is a deliberate skills accelerator that compresses months of learning into weeks. 
Build your email list in parallel: every buyer email you capture is an audience member no algorithm 
change can remove. Add eBay Live once you pass 500+ feedback (see Chapter F for the approval 
process). Cross-list every unsold item to passive platforms within 48 hours. Upgrade gear from 
show revenue only, never from savings.

Phase 3 (12+ Months): Build the Machine

Stop being the only person who can run the business. Hire specifically for tasks that do not require 
you  on  camera:  packing  and  shipping,  listing  and  photography,  social  content  scheduling. 
Document every procedure before hiring — a business that only works because you know how it 
works  is  still  a  job,  not  a  business.  Run  three  platforms  simultaneously  with  cross-listing 
automation. Upgrade to Tier 3 gear from revenue, not credit.



"Last August I made $600. This August I will hit $125,000." — CaitieCo. "$19,500 in one 
night paid off our final debt." — Moms and Crumbs. What they share: daily commitment, 
community-first thinking, $1 starts, systematic reinvestment, and genuine human 
connection.

Risk Management

RISK MITIGATION

Platform dependency Email list + multi-platform by Month 6. Owned 
audience is the ultimate insurance.

eBay fee changes Monitor Seller Update emails. Changes 
announced 30 days in advance.

Tax debt Set aside 25–30% of every payout from day one. 
The 1099-K reporting threshold is $20,000/200 
transactions (One Big Beautiful Bill Act, July 2025) 
— but all income is taxable regardless.

Burnout 3 shows/week maximum without support 
infrastructure. Static eBay listings earn while you 
rest.

Algorithm changes Three platforms running means no single 
algorithm controls your business.

Your First 30 Days

WEEK PRIORITIES

Week 1 Choose primary platform. Apply. Order free USPS 
supplies. Source first 20–30 items. Buy Tier 1 
gear. List everything on eBay too.

Week 2 Run private test stream. Pre-list all show items. 
Build 7-day promotion campaign. Pre-show ritual 
established.

Week 3 First live show. Post 3 clips. Complete Analytics 
Tracker. Pack same evening. Identify one 
improvement.

Week 4 Second show with improvement. Lock permanent 
schedule. Set aside 25% of payouts for taxes. 
Apply for second platform.

Final Thought

Live commerce rewards authenticity over ad spend, consistency over viral moments, community 
over follower count, and expertise over catalogue size. Whatnot gives you a community-first 



stage. TikTok Live gives you algorithmic discovery. eBay Live gives you 30 years of trust and the 
world's most active resale marketplace — plus a 9-week training programme and a named eBay 
contact. The sellers who understand what each tool does — and deploy all three intelligently — 
are building businesses that no single platform change can break.

You have the framework, the psychology, the gear guide, the platform intelligence and the 
eBay Live insider accounts. The only constraint is the first show.

— End of Guide —



Chapter 10 Action Items

• Identify your current Phase: 1 (proving the model), 2 (compounding), or 3 (building the 
machine). Write down the single most important action for your current phase.

• Build your email list starting today. Even 50 subscribers who opted in to show 
announcements is worth more than 5,000 passive followers. Add your signup link to 
every bio.

• Audit your platform dependency: what percentage of your revenue comes from one 
platform? If it's over 70%, add a second platform to your 6-month plan.

• Set up your quarterly tax payment calendar. If you're in the US, add four IRS 1040-ES 
due dates to your calendar now. In the UK, register for Self Assessment before 5 
October if you haven't already.

• Review Chapter H (Your First 90 Days) and Chapter I (Year 1 Milestones) for your 
specific stage roadmap. Those two chapters are the operational companion to this 
chapter's strategy.

Appendix: Your Template Bundle

  DOWNLOAD TEMPLATE: 📥 Margin_Calculator.xlsx

THREE SHEETS: Margin Calculator with Whatnot and eBay fee scenarios; Inventory Log; Show 
Revenue Tracker.

  DOWNLOAD TEMPLATE: 📥 Analytics_Tracker.xlsx

FOUR SHEETS: Live Show Analytics (Whatnot, TikTok Live, eBay Live tracked separately); Clip 
Performance Tracker; Audience Growth Tracker; Product Performance with sell-through rate.

  DOWNLOAD TEMPLATE: 📥 Pre_Show_Checklist.docx

SIX SECTIONS: One Week Before, 24 Hours Before, 2 Hours Before, 30 Minutes Before, During the 
Show and Post-Show. Covers all three platforms.

  DOWNLOAD TEMPLATE: 📥 Run_of_Show_Template.docx

Pre-filled 90-minute show with hooks, CTAs and notes. Blank template. Post-show debrief form.

Part 2: Bonus Deep-Dives
The chapters that follow are supplemental intelligence — sourced from podcasts, documented 
seller interviews and platform policy research. They are not required reading before your first 
show, but they are what separates sellers who grow quickly from those who plateau.



CHAPTER BEST READ WHEN

Chapter B — Podcast Intelligence Before your first show, and again at month 3 when 
you need new tactics

Chapter C — New Podcast Intelligence After your first 20 shows when the original rules 
feel familiar

Chapter D — Psychology Before your first show and again whenever your 
conversion rate plateaus

Chapter E — Gear Guide When setting up equipment or evaluating an 
upgrade

Chapter F — eBay Live When you are ready to add a second platform, or 
have 500+ eBay feedback

  Note on Chapter F (eBay Live)ℹ

eBay Live is in selective beta as of April 2026. Not all sellers can access it immediately. Chapter 
F covers exactly what the current approval requirements look like, what beta testers report, and 
how to position yourself for early access. Even if eBay Live is not available to you today, the 
comparative platform intelligence in Chapter F is valuable for understanding where the platform 
is heading.



Chapter B  Podcast Intelligence: What Real 
Sellers Say

Distilled from nine major live-selling podcasts. These insights come from sellers with documented 
results.

Nine Universal Rules — All Sources Agree

1. Fixed schedule every week.

2. Start low ($1–$5).

3. Use buyers' names — the top differentiator in every source.

4. Disclose every flaw before the first bid.

5. Separate business finances from day one. IRS 1099-K: $20,000/200 transactions 
threshold in 2026.

6. Master one platform before adding another.

7. First 10 shows = education, not income.

8. Pack same night; ship next morning.

9. Entertainment first. Products happen to be for sale.

Key Seller Accounts

• CaitieCo: $1 starts, daily shows. $600/month static → $125,000/month Whatnot in one 
year. $7M+ total.

• ZKStyles: Mon–Fri 7 PM Pacific, styling tips differentiation. $900,000+ in 2024.

• Moms and Crumbs (Cindy): Goodwill bins → denied Whatnot 3× → $19,500 in one 
Airbnb night → $60,000 debt cleared in 6 months.

  Warning⚠

Live selling mistakes are on camera permanently. Build your reputation as though your most 
loyal future buyer is watching show one — because they might be.



Chapter C  New Podcast Intelligence: Six More 
Sources

"TikTok Shop — people find you. Whatnot — you must actively drive your audience." — Tea  
with GaryVee Ep. 67

"On TikTok, repeat the hook every 5 to 50 seconds. On Whatnot, you can go deeper." — 
GaryVee, January 2026

• Non-selling community lives: go live without selling, just talking. Builds the trust that 
selling lives later monetise.

• Co-host strategy: 'A lot of people are funny and knowledgeable but not good at selling. 
You need a co-host. Look at QVC.'

• Signal of right path: sales before virality.

  Kat the Nurse Flipper Warning⚠

'$250,000 on Whatnot is probably like $70,000 on eBay because you're selling stuff so much 
lower.' Track net profit per show, not gross revenue.

  30-Day Live Challenge★

Go live every day for 30 consecutive days. Minimum 30 minutes. Traction almost always begins 
at Show 20, not Show 5.



Chapter D  The Psychology of Persuasion, 
Charisma and the Art of Live Selling

The gap between 5% and 20% conversion rate is almost never inventory. It is almost always the 
seller.

Cialdini's 7 Principles in Live Commerce

PRINCIPLE APPLICATION

Reciprocity Give first — tips, stories, unexpected bonuses. 
Creates obligation to bid.

Commitment Small yeses early: 'Drop your city.' Committed 
viewers bid.

Social Proof Narrate bids. Read testimonials live. '20 people 
watching' = +22% conversions.

Authority Share sourcing stories. Demonstrate expertise 
before auctions.

Liking Names, compliments, familiarity. 'My kind of 
person' recognition converts.

Scarcity Name real scarcity. Countdown timers create 
pressure static listings never can. Never fake it.

Unity Name your community. Tribal membership 
converts without discounts.

Loss Aversion + FOMO

Losses feel roughly twice as painful as equivalent gains — this is Kahneman's loss aversion, and 
every countdown timer you run activates it directly. The viewer watching a bid climb is not just 
considering whether they want the item; they are experiencing the anticipated loss of not winning 
it. The framing difference between 'you could win this for $1' and 'you have 30 seconds before 
someone else takes this' is the difference between a desire and an urgency. Use countdowns 
honestly. The emotion they produce is real even when the scarcity is genuine — you do not need 
to manufacture pressure that the format already provides.

Parasocial Relationships

Viewers who watch a seller regularly develop genuine emotional connection — parasocial bonds 
— without ever exchanging a word. This is not unique to live selling; it is a documented feature of 
all  regular  broadcast  formats,  from  radio  presenters  to  YouTube  creators.  Research  on 
livestreaming communities consistently finds that perceived similarity is the strongest predictor of 



bond strength: buyers connect most deeply with sellers who feel like people they could be friends 
with, not performers. What this means practically: consistency of character matters more than 
polish. Show up as yourself, at the same time, with the same energy and the same values. 
Personal disclosure — a brief story about your day, a mention of something that went wrong, an 
honest reaction to a surprising sale — creates the intimacy that purely transactional hosting never 
achieves.

Camera Techniques

• The 20% energy reduction rule: cameras flatten energy. What feels like genuine 
enthusiasm in a room reads as neutral on screen; what feels like overacting is what 
reads as engaged. Add 20–30% more energy than feels natural until you watch your 
own playback and confirm what the camera actually picks up.

• Look into the lens, not at your own image on the screen. When you watch yourself, you 
break eye contact with your viewer. The lens is your viewer — direct contact with it 
creates the sense of personal address that builds connection.

• Speak more slowly and clearly than feels necessary. Nerves accelerate speech; the 
camera makes fast speech sound muddled. Pause after key sentences. Let the item 
breathe. Silence reads as confidence.

• Two minutes before every show: stand tall, shoulders back, breathing slow. Amy 
Cuddy's research on expansive posture is contested at the replication level, but its 
practical effect as a pre-show ritual is consistently reported by live sellers. Whatever the 
mechanism, it works.

QVC Story→Feature→Story→Feature

The QVC model that built a billion-dollar television industry is still the best framework for live item 
presentation: lead with story, follow with feature, return to story, close with feature. Not 'this jacket 
is a size 12, 100% cotton, great condition' — but 'I found this at an estate sale in Edinburgh, the 
woman's daughter told me her mother wore it to every work trip in the 1980s. It's a size 12, 
beautifully structured, the kind of quality you don't see in high-street fashion anymore.' The story 
holds attention between features.  The feature closes the purchase. Your role on camera is 
conversationalist, not salesperson — talking about something you find genuinely interesting to 
someone who might love it.

25 Engagement Techniques

1. Start talking the instant you go live.

2. 'Where are you watching from?' — first prompt.

3. State format in first 60 seconds.

4. Announce giveaway within 5 minutes.

5. Acknowledge every early arrival by name.



6. Name the auction leader in final 30 seconds.

7. Emoji battles when energy dips.

8. Read a recent buyer review out loud.

9. Demonstrate items physically — hold, wear, show weight.

10. 'I almost kept this one for myself.'

11. Bonus item surprise in final 30 seconds.

12. Thank every buyer by name before closing.

13. Tease next show with specific date, time, hero item.

14. Pack same night. Post 30-min debrief. One change next time.

15. Post your first clip from tonight's show within 6 hours. The timestamp of 
recording is visible to algorithms — fresh content gets more reach.

16. Share one item preview on social media 30 minutes before going live. A single 
Stories post with the item photo and 'starting at $1 in 30 mins' consistently 
increases viewer count.

17. Count down the last 10 seconds of every close auction aloud. 'Ten... nine... 
eight...' — this is the single most effective tension-building moment in any live 
auction format.

18. If a viewer has been watching for more than an hour, acknowledge it. 'You've been 
here since the beginning — thank you.' That person is your most valuable 
audience member.

19. Say the buyer's name twice when they win: once immediately ('Sarah's got it!'), 
then again when you're packing ('This one's for Sarah — thank you'). The 
repetition is community culture in action.

20. Offer one 'chat exclusive' per show: a price, a bundle, or an early access item that 
only exists because they're watching live right now. This rewards the live-
watching habit.

21. Ask chat to help you decide the order: 'Should I show the vintage jacket or the 
sneakers next?' One-question polls create participation before any money 
changes hands.

22. When an auction ends low, respond warmly: 'Great deal for whoever got that.' 
Never show disappointment. Neutrality under pressure is one of the most trust-
building signals you can send.

23. Describe items for people who cannot see clearly — 'The texture feels like...' 'In 
person this colour is...' — viewers on small screens or low bandwidth stay 
engaged when you narrate.

24. At the show's midpoint, remind new viewers of your schedule: 'If you just found 
us — we're live every Tuesday and Thursday at 7pm. Hit the bell.' Community 
grows one subscribe at a time.

25. End every show the same way. A signature close — the same phrase, the same 
energy, the same final thank-you — becomes part of the ritual your regulars return 
for.





Chapter Q  The Voss Method: FBI Negotiation 
Psychology Applied to Live Selling

Chris Voss spent 24 years as the FBI's lead international hostage negotiator. His framework — 
set out in Never Split the Difference and his MasterClass — is not a sales system. It is a human 
connection system. Its power in live selling comes from that distinction: the techniques do not 
feel like techniques to the person on the other side of the screen because they are built on 
genuine listening, genuine empathy, and language patterns that make people feel heard rather 
than sold to.

What follows is a direct translation of his most important principles into live selling application. 
Each section gives you the concept, the mechanism, and the specific words to use.

1. Tactical Empathy — The Foundation of Every Sale

Tactical empathy is Voss's term for understanding the other person's perspective well enough to 
articulate it back to them — not agreeing with them, not sympathising, simply demonstrating that 
you understand what they are experiencing. His core insight: the person who feels heard will 
listen. The person who does not feel heard cannot be influenced, because their attention is 
occupied by the effort of feeling unheard.

In a live show, viewers arrive as strangers. They have no reason to trust you, no reason to bid, 
and plenty of reasons to scroll away. Tactical empathy is what closes that gap in the first two 
minutes of a show. Before you describe a single item, before you announce a giveaway, before 
you invite a bid — your viewer needs to feel that you understand who they are.

 Tactical Empathy: What It Sounds Like in a Live Show✓

For a collector audience:

'I know you've probably seen a hundred of these shows where someone pulls cards you could 
have found at any card shop. That's not what tonight is. Every single item tonight I sourced 
specifically because I'd want it myself. Let me show you.'

For a fashion resale audience:

'If you're new here — you're probably used to shows where everything is a size small and they 
call it vintage. Tonight I've got actual size range, actual condition honesty, and actual $1 starts. 
Stick around.'

Both examples demonstrate understanding of what the viewer's previous experiences have been. 
That demonstration of understanding is the first conversion event — not to a buyer, but to a 
viewer who stays.

2. Labelling — Naming What You See

Labelling is Voss's most immediately actionable technique. It works like this: you observe 
something about the other person's emotional state and name it, beginning with 'It seems like...' 
or 'It sounds like...' or 'It looks like...' The named emotion loses its grip. The person feels seen. 
And critically — if you label correctly, they confirm it and move forward; if you label incorrectly, 



they correct you and in doing so tell you what they are actually feeling, which is more 
information than you had before.

In live selling, you are constantly watching chat. Labelling turns that passive watching into active 
connection.

Situation Label to use

Someone bids early and 
aggressively

'It looks like you know exactly what you're after tonight.'

Someone asks detailed 
condition questions

'It seems like you've been burned by a not-as-described 
situation before — fair enough, I'll show you every angle.'

Chat goes quiet during a slow 
item

'It sounds like this one isn't grabbing everyone — let me 
tell you why I bought it and you can decide if I'm right.'

A viewer complains about 
shipping cost

'It seems like the shipping is the issue here, not the item 
itself — let me be upfront about exactly what that costs 
and why.'

Someone bids on every item 'It looks like you're having a good night — and I've got 
something coming up that I think is even better for you.'

A new viewer appears mid-show 'It looks like you just found us — welcome. Let me tell you 
what this show is in 20 seconds.'

The consistent effect of labelling is that viewers feel individually addressed in a broadcast 
environment — which is exactly the parasocial intimacy that drives repeat buyers. You are 
talking to 80 people simultaneously but each one feels spoken to directly.

 The Mislabel is Useful Too⚠

If you label incorrectly — 'It seems like you don't think this is worth the price' and the viewer 
actually loves it — they will correct you: 'No, I'm deciding between this and the next one!' You 
have now learned something critical: they are committed to buying something tonight. Every 
label, right or wrong, produces information.

3. The Accusation Audit — Disarming Objections Before They Form

An accusation audit is the act of listing every negative thing a viewer might be thinking about 
you, your show, or your item — and saying it out loud before they can. Voss discovered this in 
hostage negotiations: naming the worst fears removes their power. When you say the thing 
someone was afraid to say, they no longer need to say it, and the defensiveness it was 
generating dissolves.

In live selling, buyers carry silent objections into every show: this condition will be worse than 
described, this price is too high, the seller won't ship quickly, this is the same junk as every 
other show. These objections sit between the viewer and the purchase. The accusation audit 
clears them.

 Accusation Audit: The Pre-Item Version★



Before presenting a heavily worn vintage item:

'You're probably going to look at this and think I've lost my mind starting it at $1. I'm going to 
show you the wear on the collar right now, before the auction starts. I want to be absolutely clear 
about what this is before a single bid goes in.'

Before a rare item at an unexpectedly high starting price:

'I know $35 start sounds steep for a live auction. Let me tell you why before this opens — and 
then you can tell me if I'm wrong.'

Opening a show when your last show had a technical failure:

'Some of you were here last Tuesday when the camera died halfway through and three auctions 
had to be re-run. I know that was frustrating. I've tested everything three times today. Let's have a  
better night.'

The accusation audit is also how you handle the moment an item sells at a price you were 
hoping would be higher. Instead of visible disappointment — which chills the room — you can 
pre-empt it: 'This one might go for less than I'd hoped, and that's fine — whoever gets it is 
getting a steal.' When the low bid comes in, you respond warmly rather than quietly. The room 
stays warm.

4. Mirroring — The Simplest Tool for Making People Feel Heard

Voss's mirroring technique is embarrassingly simple: repeat the last two or three words 
someone says, with a slight upward inflection. The effect is that the person keeps talking. They 
elaborate. They reveal more. And they feel listened to — because they are.

In live selling, mirroring works in chat responses and when reading comments aloud:

• Viewer types: 'I've been looking for this exact card for two years.' You read aloud: 'Two 
years — tell us what makes it special for you.' They respond. Chat sees engagement. 
Algorithm sees engagement.

• Viewer asks: 'Does the zipper work?' You: 'Does the zipper work — yes, I'm going to pull 
it for you right now, watch.' The repetition signals you heard them before you answered.

• Viewer says: 'I can't decide between this and the next one.' You: 'Can't decide — what 
would help you choose? I'll tell you whatever you need to know about both.'

The mechanism is neural resonance — Voss describes it from his MasterClass: 'If you can see 
me or hear me, I hit the mirror neurons in your brain. It's an involuntary response.' When you 
mirror someone's words, your brain signals to theirs that you are in sync. Trust builds without 
any explicit trust-building effort.

5. The Late-Night FM DJ Voice — Why Calmer Sells Better

Voss identifies three voice types. The assertive voice is direct and confident but triggers 
defensiveness. The playful and upbeat voice — which he recommends for most sales situations 
— builds rapport. And the Late-Night FM DJ voice: slow, low, calm, deliberate. A downward 
inflection that signals confidence without confrontation. It physiologically calms the listener. As 



Voss explains, it hits the mirror neurons and slows the viewer's brain down, making them more 
receptive.

The counterintuitive application for live sellers: energy does not have to mean volume. The 
sellers who shout continuously throughout their shows — a pattern the Ready to Resell buyer 
research identified as a top complaint — are creating anxiety in their viewers, not excitement. 
The most effective live sellers alternate: playful and energetic for the crowd-building moments, 
and the FM DJ voice for the moments that matter most.

Moment in the show Voice to use

Opening and welcoming new 
viewers

Playful and warm — high energy to establish the show's 
character

Describing a hero item's story FM DJ — slow down, lower the register, let each sentence 
land

Final 30 seconds of a close 
auction

FM DJ — calm authority. 'You have 30 seconds. This is a 
once.' Not shouting. Stating.

Handling a condition question FM DJ — measured, transparent, confident. 'I'm going to 
show you exactly what that looks like.'

Recovering from a slow item Playful — reset the energy, not through volume but 
through lightness

Announcing a giveaway winner Playful and warm — this is a celebration, not a transaction

Voss's MasterClass note is directly applicable: 'Your voice alone can be such an art. If they had 
a great voice, we were probably going to be all right. Flip side, they could have all the 
techniques down — if they sounded like a robot, they were going to be horrible.' Voice is the 
primary instrument of live selling. It precedes everything else.

6. 'That's Right' vs 'You're Right' — The Difference Between 
Alignment and Dismissal

One of Voss's most cited distinctions: 'That's right' signals genuine alignment — it means 
someone feels truly understood. 'You're right' is a dismissal. It ends the conversation rather than 
deepening it. 'You're right' is what you say when you want someone to stop talking.

In live selling, this maps directly to how you respond to viewer contributions in chat:

• Viewer: 'The stitching on these vintage pieces is so much better than modern stuff.' 
Wrong response: 'You're right.' Right response: 'That's exactly it — the weight of the 
cotton alone, you can feel it through the screen. That's why I keep sourcing this era.'

• Viewer: 'I always miss out on the good ones because I arrive late.' Wrong response: 
'You're right, try to get here earlier.' Right response: 'That's the tough part about live — 
every show is different. That's actually why I pre-list the best items 48 hours ahead, so 
you can see what's coming even before the show starts.'



• Viewer wins an auction and says 'Finally got one!' Wrong response: 'You're right, it was 
a good one.' Right response: 'That's exactly the reaction I was hoping for. Enjoy it — it 
earned that response.'

The 'that's right' response turns a viewer comment into a connection moment. It signals genuine 
engagement rather than polite acknowledgment.

7. No-Oriented Questions — Giving Viewers Control

Voss argues that pushing for 'yes' creates anxiety: yes is a commitment, and commitment is 
frightening. 'No,' by contrast, gives people a sense of control and safety — it is the word that 
protects them. His counter-intuitive tactic: ask questions where 'no' is the safe, easy answer but 
where that 'no' actually moves you toward the outcome you want.

Applied to live selling, no-oriented questions are how you invite participation without creating the 
pressure that makes viewers scroll away:

Instead of this (yes-oriented) Ask this (no-oriented)

'Are you interested in this 
jacket?'

'Is there anything about this jacket that doesn't work for 
you?'

'Do you want me to hold this for 
you?'

'Would it be a problem if I moved on to the next item?'

'Should I show more of the 
back?'

'Am I showing you enough of this, or do you need more?'

'Do you want this?' 'Is there any reason this wouldn't be perfect for you?'

'Are you having a good time 
tonight?'

'Is there anything I'm missing that would make this show 
better for you?'

The no-oriented question also works for recovering wavering bidders. When bidding slows near 
an auction close and you sense a committed viewer hesitating: 'Is there something about this 
one that isn't working for you?' — gives them permission to disengage, which paradoxically 
often triggers the commitment that the direct 'do you want it?' could not produce.

8. Calibrated Questions — 'What' and 'How', Not 'Why'

Voss is precise about question structure. 'Why' questions feel like accusations — 'Why didn't 
you bid?' sounds like a challenge. 'What' and 'How' questions are collaborative — they invite the 
person to think and solve alongside you. They also create the sensation of control: the person 
answering a calibrated question feels like they are driving the conversation even when you are 
steering it.

• 'What would make this work for you?' — invites a viewer to articulate their need rather 
than simply deciding yes or no

• 'How does this compare to what you've been looking for?' — creates the sensation of 
genuine consultation



• 'What would you need to see before you'd be comfortable bidding?' — removes the fear 
of commitment by making the criteria visible

• 'How would you use this?' — shifts the viewer from passive observer to active imaginer 
of ownership

• 'What's the biggest thing holding you back tonight?' — the most direct Voss-style 
question, used sparingly for your most committed hesitaters

Calibrated questions also work for your community-building moments between items. 'What 
categories do you most want to see more of in future shows?' gives viewers agency and gives 
you genuine sourcing intelligence. 'How many of you have been to a live show before tonight?' 
segments your audience in real time.

9. The 7-38-55 Rule — Why How You Say It Is the Sale

The psychologist Albert Mehrabian found that in emotionally charged communication, words 
carry approximately 7% of the meaning, tone of voice carries 38%, and facial expression and 
body language carry 55%. Voss uses this as a foundation for his voice training — and it 
translates directly to live selling, where the camera puts your tone and face in front of thousands 
of viewers simultaneously.

The practical implication: you can describe an item perfectly and lose the sale because your 
face communicated boredom. You can describe an item imprecisely and win the sale because 
your face communicated genuine love for what you're holding. Buyers do not consciously parse 
this — they simply feel drawn to the item or not.

 The 7-38-55 Self-Audit★

Record three minutes of your last show. Watch it once with no sound — read only your face and 
body. Are you conveying genuine engagement with each item? Now listen with no image. Does 
your tone vary item by item, or does everything sound the same? If yes is the answer to either 
question, that is your highest-leverage improvement.

The items that you love but the camera reads as boredom are your revenue leakage. The fix is 
not scripting — it is reconnecting with why you sourced the item before presenting it.

10. Black Swans — The Hidden Motivations of Your Best Buyers

Voss calls 'Black Swans' the unknown information about a counterpart that, once revealed, 
changes everything. In a standard negotiation they are the undisclosed constraint, the hidden 
deadline, the real decision-maker. In live selling, Black Swans are the reasons your most 
committed buyers are really in your show — reasons you cannot know unless you create the 
conditions for them to emerge.

Examples of live selling Black Swans:

• The viewer bidding on every sports card is not a collector — they are buying gifts for a 
child's birthday and have a hard deadline of three days from now. They will pay above 
market. They need fast shipping. They will be back every week if you help them.



• The viewer who has watched twenty shows and never bought is waiting for one specific 
item they have not seen yet. They will outbid everyone when it appears.

• The regular who always wins in the first 15 minutes is about to have a baby and will not 
be in your show for three months. Getting a sale tonight is unusually urgent for them.

Black Swans surface when viewers feel safe enough to share — which is exactly what tactical 
empathy, labelling, and calibrated questions are designed to create. When you ask 'What would 
make this perfect for you?' instead of 'Do you want this?', you open the door to the Black Swan. 
When a viewer mentions a personal detail — a gifting occasion, a collection they are 
completing, a specific use case — treat that information as the most valuable data in the show. 
It tells you not just what they want but why, and why is always more powerful than what.

 How to Surface Black Swans★

Ask open questions that go beyond the item: 'Is this for yourself or someone else?' 'Is this a 
specific gap you're filling or a new direction for your collection?' 'What's the backstory on why you 
love this category?'

The viewer who answers these questions is giving you their Black Swan. And a seller who 
demonstrates they understand a buyer's real motivation will have that buyer for years.

11. Dynamic Silence — The Tool Most Live Sellers Never Use

Voss is insistent about silence: after you mirror someone, after you label, after you ask a 
calibrated question — stop talking. Wait at least four seconds. This is almost impossibly difficult 
for most live sellers, who fill every gap with sound because silence feels like failure. It is not. It is 
the moment your question does its work.

In live selling, dynamic silence applies differently than in one-on-one negotiation, but it applies:

• After describing a hero item's story: pause. Let the room sit with it. The chat often fills the 
silence with exactly the engagement you are looking for — and the algorithm reads that 
chat spike.

• After naming a condition flaw: pause before the price. Let the viewer process what you 
have just told them. The pause signals honesty more powerfully than any assurance.

• After asking a chat question: give it ten seconds before you continue. Two seconds feels 
like forever but produces nothing; ten seconds produces genuine responses.

• After a bidding war closes at a high price: pause and look at the item. Let the 
significance of the number land before you speak. The winner feels honoured rather 
than transacted.

Voss's observation from his MasterClass: 'You can say the perfect words and if you say them 
like you think the other person is stupid, your tone of voice will destroy your word selection.' The 
corollary is also true: thoughtful silence communicates respect. It tells the viewer that what you 
said was worth considering, rather than a stream of words that needs to be immediately 
replaced by more words.



Putting It Together: The Voss-Method Live Selling Framework

These eleven techniques are not a script. They are a set of dispositions — ways of listening, 
labelling, questioning, and speaking that, practised together, shift the experience of your show 
from a broadcast to a conversation. The distinction matters because people buy from 
conversations and scroll past broadcasts.

 The Voss Pre-Show Preparation (5 minutes)✓

• Accusation audit: write down the three things your viewers most likely think negatively 
about you, your show, or tonight's inventory. Plan to address each one in your 
opening two minutes.

• Calibrated questions: choose two questions to ask chat during the show — one early 
(to segment and engage) and one mid-show (to surface Black Swans).

• Label prep: think through the likely emotional states of your regular viewers and the 
items you are showing. Have two or three labels ready.

• Voice check: 30 seconds of the FM DJ voice before going live. Slow your breathing. 
Drop your register. The voice you start with is the voice you carry.

'Tactical empathy is understanding the feelings and mindset of another in the moment and also 
hearing what is behind those feelings so you increase your influence in all the moments that 
follow.' — Chris Voss, Never Split the Difference

In live selling, that influence is not measured in individual auctions. It is measured in whether the 
same viewer comes back next Tuesday — and the Tuesday after that.

Chapter Q Action Items

1. Write your accusation audit before your next show. Identify the top three objections 
viewers are likely to have tonight — about you, your show format, or a specific item — 
and script one sentence to address each one in your opening.

2. Practise the FM DJ voice for two minutes before going live. Record 30 seconds of 
yourself presenting an item in the playful voice, then in the FM DJ voice. Watch both 
back and notice how differently they read on camera.

3. In your next show, label at least three chat moments out loud. Pick the easiest entry 
point: when a viewer asks a detailed condition question, mirror their words back before 
you answer and watch what happens to their engagement.

4. Replace one yes-oriented question per show with a no-oriented version. Instead of 'Do 
you want to see more of this?' try 'Is there anything about this that isn't working for you?' 
Track whether you get more responses.

5. Run the 7-38-55 self-audit on your last show: watch three minutes with no sound, then 
listen with no image. Identify one change in facial expression and one change in vocal 
variety that would raise the quality of both channels.



Chapter E  The Complete Live Selling Gear 
Guide: Three Setup Tiers

Your microphone is the most important technical investment. Viewers watch blurry video if 
they can hear you. They leave in 15 seconds if they cannot.

Three Tiers at a Glance

ITEM TIER 1 (~$55–95) / TIER 2 (~$280–420) / TIER 
3 (~$750–1,200)

Lighting 10-inch ring light combo ($30) / NEEWER 18-inch 
ring light ($95) / Two-point LED softbox ($180)

Microphone Wired lavalier BOYA BY-M1 ($20) / Wireless 
Rode Wireless Micro or BOYA Mini 2 ($100) / DJI 
Mic 2 or Rode Wireless Pro ($265)

Phone stand Integrated with ring light (free) / Dedicated 63-70-
inch tripod ($45) / AI auto-tracking 70-inch tripod 
($95)

Backdrop Clean wall or DIY ($0–15) / Collapsible 2-colour + 
stand ($70) / Custom branded 8x10ft + heavy 
stand ($160)

Connectivity Sit near router ($0) / USB-C Ethernet adapter 
($20) / Dedicated WiFi 6 router + LTE backup 
($90)

Total ~$55–95 / ~$280–420 / ~$670–1,095

  When to Upgrade★

Tier 1: start this week — equipment in a box never helped anyone. Tier 2: at $500+/month after 
10 shows. Tier 3: at $3,000+/month. Always upgrade the microphone before anything else.

• Free essentials: USPS Priority Mail boxes and envelopes free at USPS.com. CapCut for 
clips. Canva for thumbnails. Old second phone as permanent chat monitor.



Chapter F  eBay Live: The Complete Seller Guide

eBay has 134 million active buyers across 190 countries, 30 years of buyer trust infrastructure, 
and a search-based discovery engine that surfaces your items to buyers actively looking for what 
you sell — without you being on camera at all. eBay Live layers real-time livestream selling on top 
of this foundation. It is not competing with Whatnot. It is doing something more specific: giving 
sellers who already have eBay history, reputation and listings a way to connect directly with their 
most engaged buyers in real time, while retaining every advantage of the eBay marketplace that 
surrounds the show.

Section 1: What Real Sellers Report — Podcast Intelligence on eBay 
Live

Most guides about eBay Live are written by people who have not run a show. This section is 
different. It draws on a multi-episode series from the Ready to Resell podcast — in which hosts 
Leah (20+ years selling on eBay, 15,000 sq ft warehouse operation) and Kayla documented their 
entire beta-testing journey from application through live shows — and from Rick Probstein, the 
highest-volume sports card seller in eBay's history with $925 million in lifetime eBay sales. These 
are not opinions. They are firsthand accounts from sellers who have actually been inside the 
platform.

Source 1: Ready to Resell — The eBay Live Beta Testing Series (Multi-Episode, 
2025)

Leah and Kayla of Ready to Resell were selected for eBay's exclusive beta programme and 
documented every stage publicly across multiple podcast episodes. Their series is the most 
detailed seller-perspective account of eBay Live available anywhere.

How the application actually works

"It's not just a simple Google form." — Leah, Ready to Resell

The application process for eBay Live beta is meaningfully more rigorous than Whatnot's. eBay 
screens applicants based on seller history, category experience and inventory depth. Leah's 20-
year eBay selling history was specifically cited as a key factor in their acceptance. Kayla, as 
someone newer to eBay, noted that having an experienced eBay partner significantly helped their 
application.

• What eBay is looking for: demonstrated platform history, category-relevant inventory, 
and evidence that you understand the eBay selling environment. Not just social media 
presence or live streaming experience.



• The actionable implication: if you are applying, your eBay selling history is your primary 
application asset. Your feedback count, your category track record and your seller rating 
will determine your application more than any written pitch.

• Leah's background that secured their spot: 25+ years of reselling, eBay as the 
foundation of a business that grew from dining-room-table to 15,000 square feet, deep 
category expertise. This is the profile eBay is looking for in beta testers.

The training programme — eBay's biggest differentiator

"eBay actually trains you. That's the stark contrast to other platforms where you're left to 
figure it out yourself." — Ready to Resell

Once accepted, beta sellers receive a 9-week structured training programme that includes group 
webinars with other beta sellers and one-on-one coaching sessions with dedicated eBay staff. 
This training covers the technical setup, the platform mechanics and seller best practices. There is 
nothing comparable on Whatnot, TikTok Live or any other live selling platform.

• What the training covers: the eBay Live Studio interface, OBS (Open Broadcaster 
Software) streaming setup, linking listings to live shows, moderating the show carousel, 
handling the Soft Close mechanics in real time, and optimising your show for the eBay 
buyer experience.

• Why this matters: the training programme means that eBay Live sellers are meaningfully 
more prepared for their first show than sellers on any other platform. The one-on-one 
coaching component means you have a named eBay contact who can answer questions 
before and after shows.

• The 9-week timeline is a realistic preparation window. If you are accepted into the 
programme, do not try to compress the training. The sellers who fail technically in their 
first show are almost always those who rushed through the preparation.

The first show — what actually happened

CASE STUDY  —  Ready to Resell's First eBay Live Show: The Black Screen 
Disaster

After completing the full 9-week training programme, Leah and Kayla went live with confidence. 
Overconfidence, as it turned out.

Their viewers saw a black screen. The hosts were behind the camera, in full setup, panicking, 
unable to identify why the stream was not transmitting.

The technical failure was complete. The show had to be abandoned.

Root cause: overconfidence in their technical setup without a final test run immediately before 
going live. They had completed the training, but had not run a show-conditions test — camera, 
mic, OBS, internet, all simultaneously — in the 24 hours before the show.

Recovery: they ran a full technical rehearsal before their second show, testing every 



component individually and then together under live conditions. The second show transmitted 
without issue.

Leah's summary: 'The training was excellent. The failure was ours, not the platform's.'

  The Pre-Show Technical Rehearsal Is Not Optional⚠

The Ready to Resell black screen disaster is the most common first-show failure mode on eBay 
Live. OBS is professional streaming software with dozens of configuration points. Any single 
misconfiguration — wrong audio source, wrong video capture device, wrong streaming key, 
firewall blocking the stream — produces a black screen or no-audio stream. The fix is a full-
conditions technical rehearsal 24 hours before every show: start OBS, start the stream on a 
private test channel, watch it on a second device, confirm audio and video are both present, 
then end the test. Do this before every show until the setup is so familiar that failures are 
impossible.

The Android problem

Android users face significantly more technical friction with eBay Live than iPhone users. The 
Ready to  Resell  series  specifically  highlighted this  as  a  recurring  theme in  the  beta  seller 
community. OBS configuration on Android devices involves more steps, more potential failure 
points and less community documentation than on iOS.

• Practical recommendation: if you have a choice of devices, use an iPhone for eBay Live. 
The iOS eBay app has more consistent Live feature support and OBS configuration 
documentation is more thoroughly tested for Apple devices.

• If you are committed to Android: budget an additional two to three weeks of technical 
testing before your first show. Join the eBay seller community forums and search 
specifically for Android eBay Live threads. Other beta sellers have documented their 
Android solutions there.

• The desktop + iPhone camera combo: Leah and Kayla's eventual successful setup used 
a desktop computer running OBS to manage the stream, with an iPhone as the camera 
source connected to OBS. This separates the streaming management from the physical 
filming and resolves most Android issues entirely. It also allows you to monitor the eBay 
Live chat feed on the desktop screen while the iPhone handles the video.

What they found once the shows actually worked

• The eBay buyer is meaningfully different from the Whatnot buyer. They are more 
purchase-intent-driven — they came to the show knowing the seller's category and 
expecting to buy, not to discover. This means conversion rates for prepared, targeted 
shows are higher than on Whatnot for comparable items at $100+.



• The 'Remind Me' notification system is genuinely powerful for established eBay sellers. 
Because buyers who watch your account receive push notifications when you go live, a 
seller with 50,000 eBay account followers has a built-in live show audience that no new 
Whatnot seller can replicate quickly.

• The buyer protection infrastructure visibly changes buyer behaviour at high price points. 
Buyers who would hedge or bid conservatively on Whatnot for a $400+ item bid more 
aggressively on eBay Live because they know eBay's Money Back Guarantee protects 
their purchase.

• Diversifying platforms was the right call. Leah's summary position: eBay Live and 
Whatnot serve different functions for the same business. eBay Live for high-value items 
and the existing eBay audience. Whatnot for community-building and volume. Neither 
replaces the other.

Source 2: Rick Probstein — $925 Million in eBay Sales, eBay Live Beta User

Rick Probstein is the most consequential voice on eBay Live from a seller perspective. As the 
founder of Probstein Auctions and the highest-volume sports card seller in eBay's history — $925 
million in lifetime sales across approximately 6 million transactions before leaving the platform in 
October 2025 — his assessment of eBay Live combines scale that no other seller can match with 
a seller's unfiltered perspective on what the platform does and does not do well.

How he started with eBay Live

"eBay suggested I use eBay Live to monetise the tens of thousands of users watching my 
account. I tried it, and it was fantastic. It was much better than I thought. I never thought that  
you could sell decent items in one-minute auctions." — Rick Probstein

Probstein approached eBay asking how to market to his existing audience of account-watchers. 
eBay's recommendation was eBay Live — specifically because the Live feature sends push 
notifications to all account followers when the seller goes live. This is the most important discovery 
for any established eBay seller reading this guide: your existing eBay account followers are your 
eBay Live audience. They are already opted into watching you. The live feature activates them.

  Your Follower Base Is Your Live Show Audience★

If you have an established eBay store with thousands of account followers or watchers, every 
one of them can receive a push notification the moment you go live. This is fundamentally 
different from Whatnot, where new sellers must build a following before their show reaches 
anyone. On eBay Live, an established seller's first show is already marketed to an audience — 
the buyers who have been watching their account for years.



The one-minute auction revelation

"I never thought you could sell decent items in one-minute auctions." — Rick Probstein

This is one of the most actionable insights in this entire guide. On Whatnot, auction timers range 
from 15 to 90 seconds, with most experienced sellers using 30 to 60 seconds for mid-value items. 
On eBay Live, the Soft Close mechanic means there is no hard cut-off — the timer extends as long 
as bids keep arriving. But Probstein found that for items in the $50 to $200 range where demand is 
clear, one-minute auction windows are sufficient and efficient. The Soft Close naturally extends 
the window for the items that genuinely need it.

• Practical implication: do not over-extend auction windows on eBay Live. A 60-second 
base timer with Soft Close is appropriate for most items under $200. The Soft Close will 
extend it automatically if two or more buyers are competing. Long timers without active 
bidding create dead air that kills show energy.

• For hero items ($300+): use a longer base timer — 90 to 120 seconds — to give buyers 
more time to see the item details before committing to a bid. The Soft Close will handle 
competitive bidding from that point.

• The Soft Close changes the psychology: on Whatnot, snipers wait for the 3-second 
window. On eBay Live, every late bid resets the clock. This means the Whatnot sniping 
strategy is ineffective — buyers who intend to win must bid, not wait. This produces 
more honest auctions and higher final prices on contested items.

What eBay Live was missing — Probstein's critical diagnosis

"One of the problems I saw on eBay Live, and also on Whatnot and Fanatics, is that people 
really have no idea what's coming when they're watching a live stream. And even when they  
do have a sense of what's coming, there's no search beforehand." — Rick Probstein

Probstein's departure from eBay Live to launch his own platform was driven specifically by what 
he identified as the platform's core weakness: the absence of pre-show item discoverability. 
Buyers watching a live show on eBay Live cannot search upcoming items before the show starts. 
They cannot browse a catalogue of what will be on offer, filter by their interests, or set alerts for 
specific items. They must watch the stream and react in real time.

• Why this matters for sellers: buyers who cannot research items in advance bid less 
confidently and with less competitive intensity than buyers who have had days to think 
about an item and decide how much they want it. Probstein's platform designed around 
this gap — all items viewable weeks beforehand, themed shows structured around 
specific collections.

• How to compensate on eBay Live right now: post your planned show items as active 
eBay static listings before the show. This means buyers CAN search your inventory, find 
items they want, and come to your live show with prior research and higher bidding 
confidence. This is the single most actionable way to close the gap Probstein identified.

• Themed show structure: Probstein's platform concept included themed shows — 
'Wemby Wednesdays' for Victor Wembanyama cards, 'T206 Tuesdays' for vintage 



tobacco cards. This is directly implementable on eBay Live right now. A themed show 
tells buyers exactly what is coming, builds anticipation in the days before the show, and 
attracts the specific collectors who care most about that theme. A 'Rolex Thursday' or 
'Jordans Friday' is better marketing than a generic 'live show tonight' post.

His verdict on eBay Live's potential

"I still might do something with eBay and roll it back into the eBay site at some point." — 
Rick Probstein, after launching competing platform Snype (which shut down within two 
weeks of launch due to technical issues and a data breach)

After $925 million in eBay sales, Probstein left to build a competing platform, discovered that 
building a reliable live commerce platform from scratch is extraordinarily difficult, and returned to 
eBay. His trajectory is a compressed case study in what eBay Live's genuine advantages are: 30 
years of buyer trust infrastructure, payment processing that actually works, global reach, and a 
buyer base that already exists. The platform gaps Probstein identified are real and documented. 
But they are navigable with the right show preparation strategy. The foundation eBay provides is 
not replicable quickly.

Source 3: dcsports87 and The Staging Area Podcast — $44 Million on eBay in 9 
Months

dcsports87 is a Virginia-based sports card consignor ranked sixth globally among all eBay sellers 
— across any category — with nearly 46,000 feedback ratings in a single 30-day period and $44 
million in sales across the first nine months of 2025. Tory from dcsports87 has appeared on The 
Staging Area podcast discussing the intersection of eBay's live selling direction, bull  market 
dynamics and how live formats are changing collector decision-making.

• The bull market creates live selling urgency: Tory's discussion on The Staging Area 
focused on how a rising card market pushes collectors toward faster purchase decisions 
— they want items before prices rise further. Live selling directly capitalises on this 
psychology: the countdown creates purchase pressure, the competing bidder creates 
scarcity anxiety, and the rising market removes the 'I'll wait and see' hesitation that static 
listings suffer from.

• Speed differentiation is the live format's core collectibles advantage: where dcsports87 
processes two days to list a submission of under 20 cards as a static listing, a live show 
can move those same cards in 90 seconds each, in front of an audience of collectors 
who are already warm, already engaged, and already competing. The conversion speed 
of live versus static is not 2× or 3× better — it is orders of magnitude better for the right 
items.

• Community event framing (from Casey Wehr / This Week in Reselling): 'Opening sealed 
wax with 100 other people is a community event, not a transaction.' This framing applies 
identically to eBay Live. A graded card reveal, a sneaker authentication reveal or a 



luxury watch demonstration is not a sale — it is a shared experience. The sale is a 
byproduct.

  The dcsports87 Standard✓

dcsports87 maintains a 99.8% positive feedback rate across millions of transactions. For eBay 
Live sellers, this benchmark is the goal — not because it is easy, but because every percentage 
point below it carries direct fee consequences. A 'Very High' INAD rate adds 5% to your FVF in 
affected categories. A Below Standard rating adds 6% to every sale. The sellers who operate at 
the top of eBay's collectibles market treat feedback maintenance not as customer service but as 
a financial function.

Source 4: eBay Community Forums and Seller Consensus

The eBay community forums are the most unfiltered source of seller experience with eBay Live. 
Unlike podcast interviews, forum posts are written by sellers responding to real problems in real 
time. The patterns that emerge across hundreds of eBay Live threads are consistent enough to be 
treated as ground truth.

• 'For the big fish only' — the most repeated phrase: the community's consensus on eBay 
Live approval is unambiguous. Multiple threads describe eBay Live as designed for 
established, high-volume sellers in specific categories. New or low-volume sellers are 
repeatedly told to 'check out Whatnot' if they want faster access to live selling.

• The slow rollout is strategic, not accidental: eBay community members with long 
platform tenure generally understand the slow rollout as eBay managing technical 
stability. Multiple early shows experienced buffering, lag, and connection drops. The 
Elton John charity event was described in community threads as an 'embarrassing 
technical debacle.' eBay's selective approval is partly about controlling the scale of live 
traffic on a system that is still maturing.

• 20-year sellers still can't get access: a thread from February 2025 shows a seller with 20 
years on eBay asking how to start live streaming — and receiving no response from 
other sellers who have done it, because almost no one in the general community has. 
This illustrates both the reality of restricted access and the first-mover opportunity for 
sellers who do get approved.

• The listing-before-show requirement is both a burden and a feature: community 
discussion consistently confirms that all items must be pre-listed. Sellers who treat this 
as a burden produce shows where items lack descriptions and condition detail. Sellers 
who treat it as a feature use the pre-listing period to add provenance notes, 
authentication evidence and Terapeak-validated pricing that makes the live auction more 
credible and higher-converting.



Section 1 Summary: What the Podcast Intelligence Tells You to Do 
Differently

The four sources above paint a consistent picture of eBay Live that is more specific and more 
actionable than any platform description can provide. Here is what it translates to in practice:

WHAT MOST GUIDES SAY WHAT THE PODCAST INTELLIGENCE 
ACTUALLY TELLS YOU

Apply via the interest form Your 20-year eBay history or 500+ feedback in an 
approved category is what actually gets you 
approved. Build that first, then apply.

eBay Live has a training programme The training is 9 weeks long, involves one-on-one 
staff coaching, and is unlike anything on Whatnot 
or TikTok. Use all of it. Do not rush.

Technical setup required OBS is complex professional software. Android is 
harder than iPhone. The black screen disaster is 
almost universal for first shows. Do a full-
conditions technical rehearsal 24 hours before 
every show.

Items must be pre-listed Your pre-listed items ARE your show's pre-
marketing. List them before the show so buyers 
can research in advance. This closes the biggest 
gap Probstein identified.

Use a consistent show format Use themed shows — 'Jordan Fridays,' 'Rolex 
Thursdays' — to tell your audience exactly what is 
coming and attract the collectors who care most 
about that theme.

One-minute auctions possible Per Probstein: one-minute base timers work for 
items $50–$200 where demand is clear. The Soft 
Close handles competitive bidding automatically. 
Do not over-extend timers — dead air kills show 
energy.

Your eBay followers will be notified Your existing account followers are your live show 
audience. A seller with 50,000 eBay followers has 
a built-in live audience that new Whatnot sellers 
cannot replicate quickly.

High value items perform well The eBay buyer bids with more confidence on 
$300+ items because the Money Back Guarantee 
removes their biggest purchase risk. This is not 
just an observation — it changes how 
aggressively buyers bid.



Section 2: How eBay Live Works Mechanically

eBay Live is built into the eBay app and website. Approved sellers host scheduled shows and sell 
through a combination of live auction bidding and Buy It Now. All purchases are covered by eBay's 
Money Back Guarantee.

The Soft Close auction mechanic

• If a bid is placed in the last 5 seconds, 5 additional seconds are added. This continues 
until no new bids arrive in the final 5 seconds.

• Sniping is ineffective: unlike Whatnot where waiting until the final 3 seconds is a 
common strategy, every late bid on eBay Live resets the clock. The buyer who intends to 
win must bid — not wait. This produces higher final prices on genuinely contested items.

• Extended auctions: sellers can also enable extended auctions that keep bidding open if 
activity is still happening at the scheduled close — particularly valuable for collectibles 
and luxury items.

• Buy It Now alongside auctions: list a mix of auction and fixed-price items in every show. 
Buyers who do not want to compete or cannot wait get an immediate purchase option. 
This captures revenue from the segment of your audience that auctions always leave 
behind.

Section 3: Getting Approved — The Honest Picture

Current approved categories (2026)

CATEGORY WHAT IT COVERS

Collectibles Sports trading cards, Pokémon/TCG, comic 
books, collectible toys, action figures, memorabilia

Luxury Watches (Rolex, Omega, Cartier), designer 
handbags (LV, Chanel, Gucci), fine jewellery

Sneakers Nike, Jordan, Adidas, ASICS, On, Hoka — new 
and authenticated pre-owned

Apparel Fashion, vintage clothing, streetwear, limited-
edition releases

• Geographic availability: US (2024 full launch), UK (February 2025), Germany (2025). 
Buyer participation in live shows is US-only.

• How to apply: pages.ebay.com/ebaylive-faq — find the eBay Live Seller Interest Form. 
Include your eBay username, category and a clear description of your inventory depth 
and eBay selling history.



• What gets you approved (per Leah, Ready to Resell): demonstrated eBay selling history 
in the relevant category, strong feedback score, and evidence you understand the eBay 
platform. 20 years of eBay selling history is what secured Leah's spot. For most sellers, 
500+ feedback with consistent category-relevant sales is the effective floor.

  eBay Live Is Currently 'For the Big Fish'⚠

This is a direct quote from the eBay community forums. If you are new to eBay or have under 
100 feedback, your application will not be approved today. The right strategy: build your eBay 
foundation for 90 days, then reapply. While you wait, start on Whatnot — the live-selling skills 
transfer directly, and your Whatnot show count becomes evidence of live-selling competence in 
your next eBay Live application.

Section 4: The Complete Fee Structure

FEE COMPONENT DETAILS (2026)

Final Value Fee (most categories) 13.6% on total sale up to $7,500 + 2.35% on 
amount above $7,500 + $0.40 per order

Women's handbags, jewellery, watches under 
$5,000

15% + $0.40 per order

Trading cards, comics, collectibles ~13.25% (exempt from Feb 2025 0.35% increase)

Sneakers (Authenticity Guarantee) Tiered rate significantly lower for authenticated 
pairs

Top Rated Plus seller discount 10% off the FVF percentage — 13.6% becomes 
effective 12.24%

Below Standard penalty +6% on ALL FVFs across the entire account

'Item Not As Described' very high rate +5% on FVFs in affected categories

eBay Store (Basic, $21.95/month) Lower FVF rates, 1,000 free listings/month

Insertion fees 300 free listings/month; $0.35 per additional listing

International sales +1.65% on total sale — does not apply to live 
shows (US buyers only)

Payment processing is included in the FVF — there is no separate processing fee. Total effective 
cost  for  a standard-category item: around 14% all-in,  compared to Whatnot's  11–12%. The 
difference is $2–4 per $100 sold. The offset: three decades of buyer trust infrastructure, 134 
million active buyers, and Authentication coverage on qualifying items.

  The Below Standard Warning★

A Below Standard seller rating adds 6% to every final value fee across your entire account. On 
a $200 sale at 13.6% standard rate, you pay $27.20. At Below Standard rate of 19.6%, you pay 



$39.20. That is $12 extra per $200 sale — or approximately $1,200 extra per month on a 
$10,000/month show. Check your seller dashboard every Monday. If any metric is at risk, 
address it before your next show.

Section 5: The Authenticity Guarantee — eBay's Structural Advantage

For  sellers  of  sneakers,  luxury  watches,  handbags  and  trading  cards,  eBay's  Authenticity 
Guarantee is  the most  important  structural  advantage eBay Live has over every competing 
platform. It removes the buyer's most powerful objection at high price points.

• Sneakers $75+ (US-listed): automatically covered, free for sellers. Item ships to 
independent authenticators before reaching buyer, who receives a tagged authenticated 
item.

• Luxury watches, handbags, jewellery: select items covered. Authenticated items receive 
a physical authenticity card and digital certificate.

• Trading cards: certified graded cards from PSA, BGS, SGC are verified as part of eBay's 
graded card programme.

• The Probstein insight applied: a $400 Jordan 1 on Whatnot requires the buyer to trust 
the seller's word and a live video. The same $400 Jordan 1 on eBay Live ships to 
independent authenticators first. Buyers at this price point have been burned by fakes. 
Authentication removes hesitation and allows genuine items to reach their real market 
value — not a discount for buyer uncertainty.

Section 6: eBay Seller Tools — What to Use Before Every Show

Terapeak Product Research (in Seller Hub → Research tab)

Terapeak shows exactly what has sold on eBay in any category over any time period — prices, 
sell-through rates, shipping costs and listing performance. For eBay Live sellers, it answers the 
most important pre-show question: what is the real market value of this item, based on what eBay 
buyers have actually paid?

• Before every show: search all planned items. Set date range to 90 days. Sort by 'most 
recent sold.' The median sold price is your market anchor. Your eBay Live reserve 
should be at or near this figure.

• Identify sourcing opportunities: Terapeak-confirmed sold price of $180, sourcing cost of 
$80 = confirmed margin before you buy. Not after.

• Trending categories: Terapeak surfaces demand growth over time. Patrick Mahomes, 
Shohei Ohtani and Caitlin Clark cards are trending up in Q1 2026 per eBay's own 
category data. ASICS and On Running sneakers are positioned for double-digit growth. 



If Terapeak shows accelerating sell-through in a category you source for, that is a buy 
signal.

Seller Hub Performance Dashboard

The four metrics that determine your fee level: defect rate, late shipment rate, cases closed 
without resolution, buyer satisfaction score. Review every Monday before sourcing for the week. A 
single metric below the performance threshold — triggered by one bad week of late shipments — 
can add 6% to every FVF for 30 days.

Promoted Listings — Use with Caution

eBay confirmed in late 2025 that turning off promoted listings suppresses organic ranking for 2–3 
weeks. For eBay Live sellers who want passive income from static listings between shows, treat 
promoted listings as a permanent cost once started. Be selective about what you promote and 
build the ad rate into your cost stack before pricing.

Section 7: Running an eBay Live Show — The Practical Workflow

Pre-show preparation (the critical difference from Whatnot)

• Pre-list every item: all items must be live eBay listings before the show starts. Use this 
requirement as your show's pre-marketing. Post-show items as active listings 48–72 
hours before, so buyers can research them, add them to watchlists and come to the 
show ready to bid.

• Use themed show structure: per the Probstein insight. 'Trading Card Thursday,' 'Sneaker 
Saturday,' 'Rolex and Omega Sunday.' A themed show tells your existing followers 
exactly what is coming and attracts buyers who specifically want that theme — 
producing a more targeted, higher-bidding-confidence audience.

• Schedule your show on eBay: go to eBay Live Studio / Seller Hub → Live Selling. Set 
show time, title and category. eBay surfaces scheduled shows on the Live hub page, 
providing organic discovery from buyers browsing eBay Live.

• Technical rehearsal 24 hours before: start OBS, start a private test stream, watch on a 
second device. Confirm audio and video both present. End test. Ready to Resell's black 
screen disaster is preventable with this one step.

During the show — eBay Live-specific tactics

• Open with seller credentials, not show energy. eBay Live buyers may have found your 
show through eBay search — not a prior show. Many have no context for who you are. 
Lead with: '[Your name], [years on eBay], [feedback count], [category expertise]. 



Tonight: [themed collection].' This establishes authority in the first 60 seconds for an 
audience that does not yet know you.

• Use the Soft Close as a selling tool. When a competitive Soft Close is running — bids 
extending the timer repeatedly — narrate it: 'Marcus bid at 280, James just came in at 
290, we're extended again — someone really wants to take this from James.' This is not 
unnecessary commentary. It is loss-aversion narration. It converts passive viewers into 
active competing bidders because you have made the competition visible and personal.

• Link items in the show carousel proactively. As you present each item, link it from the 
carousel immediately so buyers can tap through to the full listing, see provenance 
photos, read the condition description and bid from the carousel without needing to type 
in chat.

• Mix Buy It Now with auctions. Every show needs both. At least 20% of your show items 
should be Buy It Now — for buyers who do not want to compete, cannot wait, or came 
for a specific item. BIN captures revenue that auctions always miss.

Post-show fulfilment

• eBay Live winners charged automatically. Items under Authenticity Guarantee: ship to 
the authenticator first — not to the buyer. Follow the eBay-provided shipping instructions 
exactly. Shipping an auth-guarantee item directly to the buyer breaks the programme 
and the buyer protection.

• Maintain handling time: late shipment rate is one of the four metrics determining your fee 
level. Ship within your stated handling time on every eBay Live order. Same-night 
packing is the standard that produces the best metrics.

Section 8: Who eBay Live Is and Isn't For

Right fit:

• Established eBay sellers with 500+ feedback in an approved category. Your eBay 
history is your application.

• Items above $75 where buyer trust is the primary conversion barrier. Authentication, 
buyer protection and 30-year brand trust change buyer behaviour at these price points.

• Sellers who want live selling as a supplement to an existing eBay store, not a 
replacement income.

• Sellers targeting older, more affluent buyers who are already on eBay.

Wrong fit right now:

• Brand new eBay sellers with under 100 feedback. Apply to Whatnot first, build live skills 
and eBay history simultaneously, then reapply.

• Items outside the four approved categories.



• Sub-$30 high-volume items. The $0.40 per-order fee and 13.6%+ FVF structure makes 
Whatnot's flat fees more efficient at this price point.

Section 9: eBay Live vs Whatnot — What the Data Actually Shows

DIMENSION eBay LIVE / WHATNOT

Buyer base 134M global, older/affluent, US-only for live / 8M+ 
US-focused, younger, live-native

Approval Selective beta — established sellers only / More 
accessible — most categories open

Total fees ~14% all-in (13.6% + $0.40) / ~11–12% (8% + 
2.9% + $0.30)

Auction mechanic Soft Close — extends with competitive bids, no 
sniping / Hard timer — sniping common

Authentication Full Auth Guarantee on sneakers + luxury (free) / 
Seller-represented condition

Pre-show prep All items must be pre-listed — used as pre-
marketing opportunity / Items loaded and 
described live

Discovery eBay Live hub + existing eBay search traffic + 
follower notifications / Explore feed, raids, social

Revenue ceiling Higher when combined with static eBay listings / 
Higher for pure live-specific selling

Best for Established sellers, high-value items, buyer-trust-
sensitive categories / New live sellers, community-
building, volume

"Whatnot currently has higher revenue ceilings for live-specific selling because its audience 
is more live-native. eBay Live sellers who also leverage traditional eBay listings can see 
strong combined numbers." — Underpriced.app, community data and seller interviews, 
early 2026

Section 10: The Combined Platform Strategy

PLATFORM ROLE

TikTok LIVE / TikTok Shop Discovery. Cold buyers find you via FYP. Hook 
converts strangers to followers.

Whatnot Community depth. TikTok followers convert to 
Whatnot regulars. Longer shows, deeper bonds.



PLATFORM ROLE

eBay Live High-value trust conversion. Your most engaged 
buyers bid on $300+ items with full auth and 
buyer protection.

eBay static listings Passive income between shows. Every unsold 
show item goes live as a static eBay listing, 
searchable by 134M buyers around the clock.

The cross-listing workflow

1. Source inventory and photograph every item.

2. Pre-list all items as eBay listings before any show (48–72 hours ahead for eBay Live, or 
immediately for static).

3. Load planned items into Whatnot queue OR link to eBay Live show carousel.

4. Run the show. Items sold: fulfil immediately, ship within handling time. Items unsold: 
leave as active eBay static listings.

5. Post 3–5 clips from each show to TikTok within 6 hours of ending.

6. Cross-list remaining unsold items to Poshmark, Mercari or Depop via Vendoo or List 
Perfectly within 48 hours.

Nothing sits in a box unsold because a single live show did not move it. Every item has four  
homes: eBay Live, Whatnot, eBay static, and a cross-listed secondary marketplace.

Section 11: Best-Performing Categories on eBay Live

Collectibles — Highest live-native demand

• Trading cards: Pokémon sealed product, PSA/BGS graded singles, Magic: The 
Gathering, sports cards (Mahomes, Ohtani, Caitlin Clark trending in 2026). Graded cards 
command 40–80% premium over raw. The live reveal of a graded card slab creates the 
same community event energy as sealed wax openings on Whatnot.

• Comics: key issue first appearances (Amazing Fantasy #15, X-Men #1 era), CGC-
graded books. Live condition reveals with grading labels create auction excitement.

• Action figures and toys: Marvel, Star Wars, DC, vintage LEGO. Retired LEGO sets see 
consistent price appreciation.

Sneakers — Highest authentication-dependent demand

• Jordan 1, Dunk Low, Air Force 1 special editions. Auth Guarantee is the structural edge. 
Core: Nike, Jordan, Adidas remain dominant; ASICS, On, Hoka positioned for double-
digit growth in 2026 per eBay's own trend data.



Luxury — Highest per-item value

• Watches: Rolex, Omega, Cartier, Seiko, Citizen. $500–$5,000 range where Auth 
Guarantee and buyer protection change bidding behaviour most visibly.

• Designer handbags: LV, Chanel, Gucci, Prada. Authentication is the conversion driver. 
Showing authentication cards, serial numbers and hardware live — backed by eBay's 
programme — produces buyer confidence static photos cannot match.

Apparel — Highest volume potential

• Streetwear: Supreme, Palace, Off-White. Limited drops create natural scarcity. Vintage 
clothing: band tees, sports vintage, decade-specific pieces that benefit from live styling 
and label detail reveals.

Section 12: Your eBay Live Launch Plan

If you have an established eBay account in an approved category:

1. Apply at pages.ebay.com/ebaylive-faq. Include eBay username, category, and a specific 
description of your inventory depth and feedback history.

2. While waiting: use Terapeak to research your planned hero items. Build a library of 30–
50 pre-photographed, described items ready to list immediately upon approval.

3. Set up OBS and your streaming configuration. Practice the full technical setup — 
camera, mic, OBS, internet — simultaneously. Run a private test stream before your first 
real show. (The Ready to Resell black screen disaster is preventable with this single 
step.)

4. Design your first themed show. Choose one specific collection theme (e.g., 'Jordan 
Colourways Saturday' or 'PSA Graded Pokémon Thursday'). Pre-list all items 48–72 
hours beforehand so buyers can research them before arriving.

5. Run the first show using the seller credentials opener: name, years on eBay, feedback 
count, tonight's theme. Use 60-second base timers with Soft Close for items $50–$200. 
90–120 seconds for hero items $300+. Mix in Buy It Now for 20% of inventory.

6. Post-show: items sold → fulfil same night, ship next morning. Items unsold → active 
eBay static listings within 48 hours. Post 3 best show moments to TikTok.

If you are building toward eligibility:

1. Open eBay account and begin listing in one approved category. Use Terapeak to identify 
items where purchase price is under 50% of 90-day median sold price.

2. Target 100 positive feedback in 90 days: sell consistently, ship same or next day, 
communicate proactively, resolve issues before cases are opened.

3. Start on Whatnot simultaneously. Live skills, camera confidence, and auction psychology 
transfer directly to eBay Live when you are approved. Your Whatnot show count 
becomes evidence of live-selling competence.



4. At 500+ feedback with demonstrated category history: apply. Your application now has 
the historical evidence it needs.

Chapter F Summary: eBay Live Strengths and Limitations

eBay LIVE STRENGTHS (2026) eBay LIVE LIMITATIONS (2026)

134M active buyers, 30 years of trust US-only buyer participation for live shows

Soft Close = higher prices on contested items Selective beta — not available to all sellers

Authenticity Guarantee free for sellers Higher fees than Whatnot (~14% vs ~11–12%)

9-week seller training programme, 1-on-1 
coaching

Only 4 approved categories

Existing account followers = built-in live audience More complex pre-show listing preparation

Static listings generate passive income between 
shows

OBS learning curve; Android harder than iPhone

Older, more affluent buyer demographic No pre-show item search/browse for buyers (yet)

Chapter F Action Items

1. If you have eBay history in an approved category: apply at pages.ebay.com/ebaylive-faq 
today.

2. Open Terapeak. Research your top 5 planned show items. Record the 90-day median 
sold price for each. These are your reserve floors.

3. Check your Seller Hub performance dashboard. If any metric is at risk, fix it before your 
first live show. Below Standard adds 6% to every fee.

4. Identify which of your current inventory qualifies for Authenticity Guarantee. These are 
your eBay Live hero items.

5. Install OBS. Run a private test stream before your first real show. Confirm audio and 
video simultaneously on a second device. The Ready to Resell black screen disaster is 
a one-step fix.

6. Design your first themed show. Post planned items as active eBay listings 48–72 hours 
before your show date. Let buyers research them before the show begins.

7. Build the cross-listing workflow: every unsold show item becomes a static eBay listing 
within 48 hours. Nothing stays unsold because one live show did not move it.



Chapter G  Tax, Business Structure and Legal 
Setup for Live Sellers

This chapter is not legal or financial advice. Every seller's situation is different — your income 
level, country of residence, existing employment, business structure and the amount you earn all 
affect what you owe and when. What this chapter does is give you an accurate, research-backed 
foundation so that you know the right questions to ask an accountant, the key thresholds to watch, 
and the structural decisions that matter before the money starts arriving.

  Read This First⚠

The information below reflects rules as of April 2026. Tax law changes regularly — the US 
1099-K threshold changed three times between 2022 and 2025 alone. Always verify current 
thresholds with a qualified tax professional or your national tax authority before filing.

The single most important thing in this chapter: set aside tax money from every single payout. A 
separate bank account, labelled 'tax', receiving 25–30% of every deposit. Do this from show 
one. The sellers who get into trouble are not the ones who owe tax — it is the ones who spent 
the money before they could pay it.

Section 1: United States — Federal Tax Rules for Live Sellers

Live selling income in the United States is taxable income. Whether you receive a tax form from a 
platform or not, every dollar of profit from selling goods online is reportable to the IRS. The 
platform reporting threshold only determines when Whatnot, eBay or TikTok Shop sends you a 
document — it does not change your legal obligation to report income.

The 1099-K Form: What It Is and What Changed

The 1099-K is an informational form sent by payment platforms to both you and the IRS, reporting 
gross sales processed through their system. It was the subject of significant legislative back-and-
forth between 2021 and 2025.

• Original rule (pre-2021): Platforms only sent 1099-Ks when you exceeded $20,000 in 
payments AND 200 transactions.

• American Rescue Plan Act (2021): Lowered threshold to $600 and one transaction. 
Caused widespread confusion.

• IRS delayed enforcement repeatedly in 2022, 2023 and 2024 while phasing in changes.

• tax year: Threshold dropped to $5,000 with no minimum transaction count — first actual 
reduction.



• One Big Beautiful Bill Act (signed 4 July 2025): Permanently reversed the $600 rule. 
Threshold restored to $20,000 and 200 transactions for 2025 and all subsequent years.

  Current 1099-K Rule (2025 and Beyond)ℹ

Federal threshold: $20,000 in payments AND at least 200 transactions per platform per year.

Several states (including Vermont, Massachusetts, Maryland, Virginia and Washington D.C.) 
still require 1099-Ks at $600 regardless of federal rules. Check your state's rules separately.

Important: Not receiving a 1099-K does NOT mean your income is tax-free. The IRS requires 
you to report all business income on your return, with or without a form.

Gross vs profit: The 1099-K shows total gross sales — the full amount before platform fees. You 
owe tax only on your net profit after deducting all allowable expenses.

Self-Employment Tax — The One That Catches New Sellers

When you run a live selling business as a sole proprietor or single-member LLC, you do not just  
pay income tax on your profit. You also pay self-employment tax, which covers both the employer 
and employee portions of Social Security and Medicare contributions.

• Self-employment tax rate: 15.3% of net self-employment earnings.

• However, you can deduct half of self-employment tax from your adjusted gross income 
— so the effective hit is lower than the headline figure.

• This tax applies from the first dollar of net self-employment income above $400.

• Quarterly estimated payments: Once you expect to owe more than $1,000 in federal tax 
for the year, you are required to make quarterly estimated tax payments (due mid-April, 
mid-June, mid-September, and mid-January). Missing these triggers an underpayment 
penalty.

  The 25-30% Rule★

Set aside 25% of every payout if you are in a lower income bracket. Set aside 30% if your live 
selling income pushes your total income above $50,000 annually. This rough estimate covers 
federal income tax plus self-employment tax for most US-based sellers. It is not exact — get a 
CPA to calculate your specific estimated payments — but it prevents the situation where tax is 
owed and the money is gone.

What You Can Deduct

Your taxable profit is your gross revenue minus allowable business expenses. These deductions 
are the mechanism through which running a legitimate business costs you significantly less in tax 
than simple employment income. Keep receipts for everything.



DEDUCTIBLE EXPENSE WHAT IT COVERS

Cost of goods sold (COGS) What you paid for inventory — the single largest 
deduction for most resellers.

Platform fees Whatnot commissions, eBay final value fees, 
TikTok Shop referral fees, PayPal processing.

Shipping and packaging Postage, labels, boxes, poly mailers, tape, 
packing materials, USPS fees.

Equipment Ring light, microphone, tripod, phone, camera, 
thermal label printer, postage scale.

Home office Portion of rent/mortgage and utilities for a 
dedicated workspace. $5/sq ft simplified method 
up to 300 sq ft ($1,500 max).

Vehicle mileage Driving to thrift stores, post office, warehouses. 
2026 rate: 72.5 cents/mile. Requires a mileage 
log.

Software and subscriptions Vendoo, List Perfectly, Binin, CapCut Pro, Canva 
Pro — any tool used exclusively for the business.

Education and guides This ebook is a deductible business expense. 
Courses, books and tools used for business 
purposes.

Cell phone Business use percentage of your phone plan and 
device cost.

Bank fees Business bank account fees, credit card fees 
related to business spending.

  Gross vs Net on Your 1099-K⚠

Your 1099-K shows gross revenue — the full amount buyers paid. It does NOT show your profit. 
A seller who grossed $25,000 but spent $18,000 on inventory, fees, shipping and equipment 
owes tax only on the $7,000 net profit — not $25,000. The mistake that causes panic is treating 
the 1099-K amount as taxable income before deducting expenses. Always report net profit on 
Schedule C, not gross.

Sales Tax — Platforms Handle Most of It

For sales made through Whatnot, eBay, TikTok Shop and most major platforms, the platform 
collects and remits sales tax on your behalf in states that require it. You do not need to track, 
collect or remit marketplace sales tax for these transactions. The exception is if you sell through 
your own website or at in-person events — in those cases you may be responsible for collecting 
and remitting sales tax directly. Check the requirements in your home state if you sell through any 
non-marketplace channel.



Hobby vs Business — Why the Distinction Matters

The IRS distinguishes between a business (run with a profit  motive) and a hobby (pursued 
primarily for enjoyment). The distinction has significant tax implications.

• Business: Deduct all allowable expenses against income. Net losses can offset other 
income.

• Hobby: Can only deduct expenses up to the amount of hobby income — losses cannot 
offset other income, and the deduction rules are more restrictive post-2018.

• The IRS applies a 'profit in 3 of 5 years' test as one indicator of business intent. But 
behaviour matters more: tracking income and expenses, having separate accounts, 
marketing consistently and conducting activity in a businesslike way all support a 
business classification.

• For live sellers generating consistent income: if you are running shows on a regular 
schedule, maintaining records, reinvesting in inventory and equipment, and tracking 
margins — you are operating a business, not a hobby.

Section 2: United Kingdom — HMRC Rules for Live Sellers

In the UK, income from selling goods online as a trading activity is subject to Income Tax and,  
above certain levels,  National  Insurance contributions.  HMRC has significantly increased its 
enforcement activity around digital platform sellers since 2024, when platforms became legally 
required  to  share  seller  data  with  HMRC  under  new  rules  aligned  with  the  OECD  DAC7 
framework.

The £1,000 Trading Allowance

Every individual in the UK receives a £1,000 annual trading allowance. This is your gross income 
from all self-employment and trading activities combined — not profit after expenses. If your total 
trading income is £1,000 or less in a tax year, you owe no tax and do not need to register with 
HMRC.

  Trading Allowance Key Pointsℹ

Applies to gross income (before expenses), not profit.

It is one allowance covering all trading activities — not £1,000 per platform or activity.

Once you exceed £1,000 gross from any combination of trading activities, you must register for 
Self Assessment as a sole trader by 5 October following the end of the tax year.

Example: £700 from Whatnot + £500 from TikTok Shop = £1,200 total — you must register 
even though each platform is below £1,000 individually.

Tax year runs 6 April to 5 April. Registration deadline: 5 October after the year ended.



Platform Reporting Since 2024 — HMRC Already Knows

Since January 2024, UK digital platforms are legally required to collect and report seller earnings 
data to HMRC under UK Digital Reporting Rules (UK DRR). This applies to platforms with more 
than 30 transactions or £1,735 (€2,000) in annual sales. Whatnot, TikTok Shop, eBay and Etsy 
are all within scope.

• HMRC cross-references platform data against Self Assessment returns. If income 
appears on a platform report that was not declared, HMRC sends a 'nudge letter' or 
opens a compliance enquiry.

• HMRC has been explicit: 'one in ten people in the UK are operating in the hidden 
economy, with 65% largely unaware they should be registered for tax.'

• The safe approach: register for Self Assessment, declare all trading income, deduct all 
allowable expenses. The system is designed to catch non-declaration — not to penalise 
sellers who declare honestly.

Income Tax on Live Selling Profits

Once  registered  for  Self  Assessment,  you  report  trading  income  and  expenses  on  a  Self 
Assessment tax return (online or paper). You pay Income Tax only on profit — income minus 
allowable expenses — above your Personal Allowance.

THRESHOLD (2025/26) RATE

Personal Allowance: first £12,570 0% — no tax on income up to this amount

Basic Rate: £12,571 to £50,270 20% Income Tax

Higher Rate: £50,271 to £125,140 40% Income Tax

Additional Rate: over £125,140 45% Income Tax

Class 4 National Insurance on profits 6% on profits between £12,570 and £50,270; 2% 
above £50,270

Class 2 NI (abolished April 2024) No longer applies — removed in the 2024 Spring 
Budget

CASE STUDY  —  UK Tax Calculation — Example Live Seller 2025/26

Gross Whatnot income: £28,000.

Less: inventory cost (£10,000), platform fees (£3,200), shipping (£1,800), equipment (£600), 
home office (£400).

Net taxable profit: £12,000.

This is below the Personal Allowance of £12,570, so no Income Tax is due.

NI: Net profit is below the Class 4 lower threshold — no NI contribution either.

Result: A seller grossing £28,000 with normal business expenses may owe nothing in the 



current year. This is why tracking expenses from day one matters enormously.

Note: if this seller also has PAYE employment income, the Personal Allowance may already be 
used — their live selling profit would be taxed at their marginal rate. This is the most common 
situation for part-time live sellers and why individual advice is important.

What You Can Deduct (UK)

You can deduct expenses that are 'wholly and exclusively' for your trading activity. The principle is 
the same as the US but the wording matters — HMRC uses 'wholly and exclusively' as the 
standard.  Mixed-use  expenses  (like  a  phone  used  for  personal  and  business)  require  a 
reasonable apportionment.

• Inventory purchase price — the primary deduction.

• Platform fees: Whatnot commissions, eBay FVFs, TikTok Shop fees, PayPal processing.

• Packaging and postage: boxes, mailers, stamps, Royal Mail/Hermes/Evri fees.

• Equipment: lighting, microphone, tripod, laptop, phone (business-use percentage).

• Home office: simplified rate of £6/week for 25–50 hours/week working from home, or 
actual costs apportioned by floor space.

• Software and tools: listing tools, inventory management, accounting software 
(QuickBooks, Xero, FreeAgent).

• This ebook: a deductible business expense.

VAT — When It Becomes Relevant

Most live sellers will not need to think about VAT until their business grows significantly. The VAT 
registration threshold for 2025/26 is £90,000 of taxable turnover in any rolling 12-month period. 
Below this threshold, registration is voluntary. Above it, you must register within 30 days. If you are 
cross-selling across your own website in addition to marketplaces, keep track of your combined 
turnover.

Key Deadlines — UK Self Assessment

DEADLINE WHAT IT IS

5 October (year + 6 months) Register for Self Assessment if your trading 
income exceeds £1,000 in the previous tax year

31 January (online filing) Submit online Self Assessment return and pay tax 
owed for the previous tax year

31 October (paper filing) If filing a paper return (most people file online)

Payments on Account (31 Jan + 31 Jul) If your tax bill exceeds £1,000, HMRC requires 



DEADLINE WHAT IT IS

advance payments towards next year's bill

  Penalties for Late Filing⚠

1 day late: automatic £100 penalty — even if you owe zero tax.

3 months late: additional £10 per day up to a maximum of £900.

6–12 months late: further 5% of tax owed or £300, whichever is greater.

HMRC will not accept 'I didn't know' as a valid excuse. Once registered, filing and paying on 
time is non-negotiable.

Making Tax Digital — Approaching 2026–2027

HMRC is rolling out Making Tax Digital for Income Tax (MTD for IT) — a system requiring quarterly 
digital record-keeping and updates instead of an annual return. From April 2026, MTD for IT 
applies to sole traders and landlords with qualifying income over £50,000. The threshold drops to 
£30,000 from April 2027 and to £20,000 from April 2028. If your live selling income brings your 
total  self-employment  income near  these figures,  begin using HMRC-compatible accounting 
software now.

Section 3: European Union — DAC7, Income Tax and VAT Obligations

For sellers based in the Netherlands, Germany, France, Ireland and other EU member states, the 
framework is built on two pillars: DAC7 (the EU directive requiring platforms to report seller income 
to national tax authorities) and each country's own income tax and VAT system. DAC7 does not 
create a new tax — it creates a reporting mechanism that gives tax authorities visibility into income 
they could not previously track.

DAC7 — What It Means For You As a Seller

DAC7 (Council Directive EU 2021/514) came into force on 1 January 2023. The first full reporting 
cycle covered 2024 activity, with reports submitted to tax authorities by 31 January 2025. It covers 
sales of goods, personal services, property rentals and vehicle rentals on digital platforms.

• Platforms must collect and report your identity, tax identification number (TIN), bank 
account details and the total consideration paid to you during the year.

• Exemption: sellers with fewer than 30 transactions AND total consideration below €2,000 
in the reporting year are excluded — the platform does not need to report them. But this 
does not affect your obligation to report the income on your own tax return.

• The data is automatically shared between EU member states. If you sell into Germany 
but live in the Netherlands, the Dutch tax authority receives the data.



• DAC7 does not create new taxable events. It ensures that income you already had an 
obligation to declare is visible to tax authorities.

  The DAC7 Practical Implicationℹ

Platforms will ask you for your TIN (tax identification number) or VAT number as part of seller 
onboarding. Providing accurate information is mandatory. If you do not provide required 
information after two reminders, platforms are required to close or suspend your seller account 
under DAC7 compliance obligations.

The EU and UK are working towards mutual recognition of their respective reporting 
frameworks (DAC7 and UK DRR), which may eventually allow cross-border sellers to report in 
one jurisdiction only.

Income Tax Across EU Member States

Each EU country has its own income tax rates and self-employment rules. There is no single 
European income tax. The principles are consistent — trading income is taxable, expenses are 
deductible, thresholds vary — but the specific numbers and administrative requirements differ 
significantly by country.

COUNTRY TAX-FREE THRESHOLD KEY SELF-EMPLOYMENT 
NOTE

Netherlands (NL) €8,700 general tax credit (2025) Income Box 1: taxed at 36.93% up 
to €73,031, 49.5% above. ZZP 
(freelancer) registration with KVK 
required above small amounts. 
Zelfstandigenaftrek (self-
employment deduction) of €2,470 
available in 2025.

Germany (DE) €11,604 (Grundfreibetrag 2025) Kleinunternehmerregelung: sales 
under €22,000/yr exempt from 
VAT. Income from trading taxed 
under Einkommensteuer. Register 
with Finanzamt as Freiberufler or 
Gewerbetreibender.

France (FR) €10,777 (2025) Micro-entrepreneur regime: 
simplified registration, flat 
abatement of 50% of revenue for 
goods sellers. VAT franchise en 
base up to €91,900/yr.

Ireland (IE) €17,000 (personal tax credit 
equivalent)

Self-assessed income tax. 
Register for self-assessment if 
trading income exceeds €5,000. 
Lower earners may use the 
simplified Rent-a-Tax return.

Spain (ES) €5,550 (minimum personal Autónomo (self-employed) 



COUNTRY TAX-FREE THRESHOLD KEY SELF-EMPLOYMENT 
NOTE

allowance) registration required if trading 
regularly. Módulos (objective 
estimation) system available for 
small traders.

Italy (IT) €8,174 (no deductible) Regime forfettario for income 
under €85,000: flat 15% tax rate 
(5% for first 5 years). Widely used 
by online sellers.

  Country-Specific Rules Vary Significantly⚠

The table above gives starting-point awareness only. The details — filing deadlines, expense 
deductibility rules, social security contributions, VAT thresholds and registration requirements — 
vary substantially by country. Consult a local tax adviser or your national tax authority's official 
website for current rules in your country. For Netherlands: Belastingdienst.nl. For Germany: 
Bundeszentralamt fuer Steuern (bzst.de). For France: impots.gouv.fr.

VAT in the EU — The OSS System

For most live sellers in the early stages, VAT is not immediately relevant — EU VAT registration 
thresholds range from €10,000 to €35,000 depending on country, and most small sellers operate 
below these levels. However, as you scale, the EU One-Stop Shop (OSS) scheme becomes 
important.

• OSS allows sellers to register for VAT in a single EU member state and declare VAT on 
sales to customers across all EU countries through one return.

• ViDA (VAT in the Digital Age) package: Adopted March 2025, rolling out progressively 
until 2035. Key change for live sellers: from July 2028, digital platforms may become 
'deemed suppliers' for certain transactions, meaning the platform collects and remits 
VAT rather than the seller. This reduces compliance burden for small sellers.

• The €150 low-value goods threshold for IOSS: Sellers outside the EU selling physical 
goods into the EU valued at under €150 must use the Import One-Stop Shop (IOSS) or 
register for VAT in each delivery country. Currently under review — ViDA may eventually 
extend IOSS to all goods regardless of value.

Section 4: Business Structure — What to Set Up and When

For most people starting live selling, the structure question is: do nothing (sole trader by default) 
vs. form a limited company. The right answer depends on your income level, risk appetite and 
country. Here is a country-specific breakdown followed by a general framework.



United States — The Sole Proprietor / LLC / S-Corp Path

Most US live sellers should follow a clear three-stage progression as income grows.

INCOME LEVEL RECOMMENDED STRUCTURE

Under $50,000 net profit Sole proprietorship — free to maintain, reports on 
Schedule C. Get an EIN from the IRS to avoid 
using your SSN on business documents.

$50,000–$80,000 net profit Single-member LLC — costs $50–$150 to register 
with your state (Wyoming and Delaware are 
popular for low fees). Provides liability protection: 
personal assets shielded from business debts and 
lawsuits. Taxed identically to sole proprietorship 
by default.

Over $80,000 net profit LLC electing S-Corp tax treatment (IRS Form 
2553) — pay yourself a 'reasonable salary' 
subject to payroll tax, take remaining profit as 
distributions not subject to self-employment tax. 
Analysis: at $120,000 profit, S-Corp treatment 
saves approximately $9,000 in self-employment 
tax annually vs sole proprietor.

The key tax advantages of an LLC over a sole proprietorship are not primarily about lower tax 
rates — they are about liability protection and, at higher income levels, the ability to elect S-Corp 
treatment and reduce self-employment tax. At under $50,000 net profit, the benefit of forming an 
LLC is primarily liability protection, not tax savings.

  US Business Setup Checklist✓

1. Get a free EIN (Employer Identification Number) from IRS.gov — do this even as a sole 
proprietor to protect your SSN.

2. Open a dedicated business bank account. Do this from your first payout. Commingling 
personal and business funds is the #1 audit red flag for small businesses.

3. Use accounting software from day one: QuickBooks Self-Employed, Wave (free), or 
FreshBooks. Export a profit and loss statement every month.

4. Make quarterly estimated payments. Use IRS Form 1040-ES. Underpayment penalty is 0.5% 
per month.

5. At $50K+ net profit: file LLC formation documents with your state. Cost: $50–$150 depending 
on state.

6. At $80K+ net profit: consult a CPA about S-Corp election. The complexity (payroll setup, 
reasonable salary documentation) is worth it above this threshold.



United Kingdom — Sole Trader vs Limited Company

In the UK, most starting live sellers operate as sole traders by default — there is no registration 
required until you register for Self Assessment. A limited company becomes relevant at higher 
income levels due to the different tax treatment of company profits vs salary and dividends.

INCOME LEVEL RECOMMENDED STRUCTURE

Under £12,570 total income Sole trader by default. Register for Self 
Assessment if trading income exceeds £1,000 
gross. Below Personal Allowance, no Income Tax 
due.

£12,570–£50,000 profit Sole trader. Straightforward. Tax at 20% on profit 
above Personal Allowance, plus 6% Class 4 NI 
above £12,570. Total effective rate on profits 
above £12,570: approximately 26%.

Over £50,000 profit Review limited company. A limited company pays 
19–25% Corporation Tax on profits. You then 
extract money as a combination of salary 
(typically at Personal Allowance level to avoid NI) 
and dividends (taxed at 8.75% basic rate). This 
can produce significant savings above £50,000.

Forming  a  UK  limited  company  costs  £12–50  via  Companies  House.  There  are  ongoing 
obligations: filing accounts annually, maintaining company records, filing a Corporation Tax return 
(CT600). For sellers under £50,000 profit, the administrative overhead usually outweighs the tax 
benefit. For sellers above this level, the saving is typically £3,000–£8,000 per year and is well  
worth the cost of a small business accountant.

  UK Business Setup Checklist✓

1. Register for Self Assessment at HMRC.gov.uk when trading income exceeds £1,000 gross. 
Do this by 5 October after the tax year ends.

2. Open a dedicated business bank account. Monzo Business, Starling Business or Tide are 
zero-fee options built for sole traders.

3. Track every expense with a simple spreadsheet or accounting software (FreeAgent is free 
with most business bank accounts; QuickBooks is £12/month; Xero is £14/month).

4. Save 20–25% of every payout for tax. Set up a separate savings account and move money to 
it the same day as every payout.

5. At £50,000+ annual profit: consult an accountant about limited company incorporation. The 
savings are real and the setup is straightforward.

6. From April 2026: if income exceeds £50,000, prepare for Making Tax Digital quarterly 
reporting.



European Union — Sole Trader and Limited Company Equivalents

Every EU country has an equivalent to the sole trader structure — typically very low cost or free to 
establish,  with  income taxed  directly  on  the  owner's  personal  tax  return.  Limited  company 
equivalents (GmbH in Germany, BV in the Netherlands, SARL in France, SRL in Italy) become 
relevant at higher income levels and have minimum capital  requirements and ongoing filing 
obligations.

COUNTRY SOLE TRADER EQUIVALENT LIMITED COMPANY

Netherlands ZZP (Zelfstandige Zonder 
Personeel) — register with KVK 
(Chamber of Commerce, ~€65 
one-time). Standard tax on Box 1 
income.

BV (Besloten Vennootschap) — 
minimum €0.01 share capital 
since 2012. Standard corporate 
tax rate 19% up to €200,000, 
25.8% above.

Germany Einzelunternehmer or Freiberufler 
— register with Finanzamt (free). 
Kleinunternehmer exemption 
under €22,000 turnover.

GmbH — minimum €25,000 share 
capital (€12,500 to be paid at 
registration). Corporate tax 
approximately 30% all-in (KSt + 
Gewerbesteuer).

France Auto-entrepreneur / Micro-
entrepreneur — register online at 
guichet-entreprises.fr (free). Flat 
50% deduction on goods sales 
income.

SARL or SAS — minimum €1 
share capital for SAS. IS (Impot 
sur les Societes) at 15% up to 
€42,500 then 25%.

Italy Ditta individuale — register with 
CCIAA (Chamber of Commerce). 
Regime forfettario: flat 15% tax 
(5% first 5 years) up to €85,000 
revenue.

SRL — minimum €10,000 share 
capital. IRES at 24% + IRAP 
(approximately 3.9%) on business 
income.

Section 5: The Four Things Every Live Seller Must Do From Day One

Regardless of country, income level or business structure, these four foundations prevent the 
most common and most expensive mistakes new live sellers make.

1. Separate Business and Personal Finances Immediately

Open a dedicated business bank account and link it to all your selling platforms before your first  
payout. Every sale deposit goes into the business account. Every business expense comes out of 
it. This is not just administrative tidiness — it is the most important thing you can do to protect 
yourself in an audit.

• US: EIN (free, 5 minutes at IRS.gov) + business checking account. Mercury, Relay, 
Bluevine and Chase Business all offer free accounts for LLCs and sole traders.



• UK: Monzo Business (free), Starling Business (free), Tide (free). All issue a separate 
business debit card.

• Netherlands/EU: Bunq Business (from €7.99/month), N26 Business (free), ING Business 
(from €3/month).

• Once you have a business account, use it exclusively for business. The moment you mix 
personal and business transactions, your records become unusable for tax purposes 
and an audit becomes significantly more difficult to navigate.

2. Set Aside Tax Every Single Payout — Without Exception

Create a savings account or pot labelled 'Tax' within your business account. The day every payout 
arrives, transfer 25-30% to the tax pot and do not touch it. This is not money you have earned — it 
is money you are holding for the government.

COUNTRY RECOMMENDED SET-ASIDE RATE

United States 25% at lower income levels. 30% once total 
income (employment + live selling) exceeds 
$50,000. These are rough estimates — get a CPA 
to calculate your actual quarterly estimated 
payments.

United Kingdom 20-25% for basic rate taxpayers. 40% if your 
combined income (employment + live selling 
profit) will exceed £50,270 in the year. Check via 
HMRC's tax calculator.

Netherlands 35% — Box 1 income tax plus social insurance 
premiums can be higher than the headline rate for 
self-employed.

Germany 30% — income tax plus Solidaritaetszuschlag 
(abolished for most) plus trade tax if applicable.

France 15% for micro-entrepreneurs under the forfaitaire 
regime. Up to 30% for normal-regime 
declarations.

3. Track Every Business Transaction From Show One

The Margin Calculator template included with this guide is designed for this purpose. Use it to 
record every item you source, the price you paid, the platform you sold it on, the price it sold for, 
the fees deducted, and the net profit. This data is your business's financial record — it is the 
evidence that determines what you owe and what you can deduct.

• Keep purchase receipts: digital photos stored in a dated folder, not just memory.

• Record mileage at the time of each trip, not retrospectively — apps like MileIQ (US) or 
Driversnote (UK/EU) automate this.



• Record the cost basis (what you paid) for every item before it sells. Without this, you 
cannot calculate cost of goods sold, and without that you will overpay tax.

• Back up everything. HMRC and the IRS can audit up to 7 years of records in serious 
cases.

4. Get Accounting Software (Or At Minimum, A Spreadsheet)

Manual tracking in a notebook does not scale. By the time you are running two to three shows per 
week, you have too many transactions to manage without a system.

TOOL BEST FOR

Wave (free) US sole proprietors with straightforward income 
and expenses. Connects bank accounts, 
generates P&L reports.

QuickBooks Self-Employed (US/UK) Mileage tracking, quarterly estimated tax 
calculation, 1099-K import. US: from $15/month. 
UK: from £8/month.

FreshBooks Live sellers who also invoice clients or sell 
services alongside physical goods.

FreeAgent (UK) Free with most UK business bank accounts 
(Starling, NatWest, RBS). Excellent Self 
Assessment filing integration.

Xero (UK/EU) More powerful than FreeAgent for sellers scaling 
to £100K+. From £14/month.

My Reseller Genie Specifically designed for resellers — tracks 
inventory, calculates COGS, exports Schedule C-
ready reports. US-focused.

Section 6: Platform-Specific Tax Notes

Each major live selling platform handles tax reporting and documentation differently. Here is what 
to expect from each.

Whatnot

• US: Issues 1099-K to US sellers who exceed $20,000 in gross payments and 200 
transactions (2025 and beyond). Available in Whatnot Seller Hub.

• UK/EU: Collects and reports seller data under UK DRR and DAC7 respectively. You will 
be asked for your UTR (UK) or TIN (EU) during account setup.

• Whatnot's fee (8% + 2.9% + $0.30) is a deductible business expense — every penny of 
the platform fee reduces your taxable profit.



• Sales tax: Whatnot collects and remits in all applicable US states. You do not handle 
sales tax for Whatnot US sales.

eBay Live

• US: eBay issues 1099-K for US sellers above the $20,000 / 200 transaction threshold. 
Important: the 1099-K reflects gross transaction settlement date, not sale date — items 
sold in late December but settled in January appear on next year's form.

• UK: eBay UK reports seller data to HMRC under UK DRR. Seller data access: eBay 
Seller Hub > Performance > Tax.

• EU: eBay EU is a reporting platform operator under DAC7. Your TIN/VAT number is 
required in seller settings.

• eBay fees (13.6% standard FVF + $0.40 order fee) are deductible business expenses. 
This includes the difference between standard and Top Rated Plus rates — the discount 
you earn is simply a lower expense, not taxable income.

TikTok Shop

• US: TikTok Shop is a payment platform and will issue 1099-K forms in accordance with 
current IRS thresholds.

• UK/EU: TikTok Shop is in scope for UK DRR and DAC7 reporting. Complete your seller 
tax profile in TikTok Shop settings.

• TikTok Shop referral fees (2–8% depending on category) are deductible business 
expenses.

  One Common Misconception⚠

'I earned less than the reporting threshold so I don't owe tax.' Wrong. The reporting threshold 
only determines whether a platform sends you (and the government) a form. All income is 
taxable regardless of whether a form was issued. The IRS and HMRC are explicit: failing to 
report income because no 1099-K or equivalent was received is tax evasion, not a loophole. 
Report all income. Always.

Section 7: When to Get Professional Help

A competent accountant who works with ecommerce or self-employed clients will typically save 
you more in tax deductions and planning than they charge in fees. The question is not whether to 
use one — it is when.



SITUATION RECOMMENDED ACTION

Just starting — first year of trading DIY with good record-keeping and a simple 
accounting tool. HMRC and IRS both have free 
guidance tools online.

First tax return as self-employed Consider a one-off consultation or fixed-fee return 
filing. A first-year accountant review catches setup 
mistakes before they compound.

Net profit above £30,000 / $50,000 Engage an accountant. At this level the planning 
advice (timing of purchases, pension 
contributions, business structure review) 
consistently saves more than the fee.

Considering limited company / LLC formation Get professional advice. The decision depends on 
your specific income level, other income sources 
and personal circumstances.

Multi-country sales (e.g. selling to EU from UK) Cross-border VAT and DAC7 implications require 
specialist advice. Do not guess on this.

Receiving a compliance letter / audit notice Immediately engage an accountant with tax 
investigation experience. Do not respond to 
HMRC or IRS correspondence without 
professional advice.

Useful Resources by Country

• United States: IRS.gov — Schedule C instructions, quarterly payment calculator (Form 
1040-ES), EIN registration. NASE (National Association for the Self-Employed) for 
resources.

• United Kingdom: gov.uk/self-assessment — official HMRC portal, register for Self 
Assessment, file returns. Taxhelpforhustles.campaign.gov.uk — HMRC's own guide for 
side hustlers. MoneyHelper.org.uk for independent guidance.

• Netherlands: Belastingdienst.nl — full income tax and ZZP guidance. KVK.nl for 
business registration.

• Germany: Bundesfinanzministerium.de — income tax guidance. Finanzamt registration 
for self-employment.

• France: impots.gouv.fr — micro-entrepreneur and income tax guidance.

• Finding an ecommerce accountant: search for 'reseller accountant', 'ecommerce CPA' 
(US), 'online seller accountant' (UK), or ask in the r/Flipping, r/Whatnot or r/Reselling 
subreddits for community recommendations.

Chapter G Summary — Your Tax Obligations In One Page

The rules are different in each country but the principles are consistent everywhere.



COUNTRY TAX-FREE FLOOR ACTION THRESHOLD

United States No general trading allowance — 
all net profit from self-employment 
is taxable (above $400)

Quarterly estimated payments 
required when annual tax liability 
exceeds $1,000. 1099-K issued 
above $20,000 / 200 transactions.

United Kingdom £1,000 gross trading allowance 
per year (all platforms combined)

Register for Self Assessment by 5 
October if gross trading income 
exceeds £1,000. File and pay by 
31 January.

Netherlands ~€8,700 effective tax-free via tax 
credits (varies with individual 
circumstances)

Register with KVK and 
Belastingdienst when trading 
regularly. File income tax return 
annually by 1 May.

Germany €11,604 Grundfreibetrag (2025) Register with Finanzamt. Consider 
Kleinunternehmerregelung if 
under €22,000 turnover. File 
Steuererklarung annually.

France €10,777 (2025 tax bracket floor) Register as micro-entrepreneur for 
simplified regime. File income 
declaration annually.

  The Four Rules That Apply Everywhere✓

1. Separate your business and personal finances from the first payout. This is the most 
important single action.

2. Set aside 25-30% of every payout for tax. More if you are in a higher income bracket. Put it in 
a separate account and treat it as spent.

3. Track every expense from day one. Your cost of goods sold, platform fees, shipping, 
equipment and home office are all deductible — but only if you recorded them.

4. Register and file on time. Penalties for late registration and filing are automatic and escalate 
quickly in every country covered here. Declaring correctly and on time is always better than the 
alternative.

Use this  chapter  as  a  starting point,  not  an endpoint.  Take the framework here to  a  local  
accountant  or  tax  adviser  and confirm that  your  specific  setup is  correct.  The cost  of  that  
conversation is deductible. The cost of getting it wrong is not.



Chapter H  Your First 90 Days: What to Expect 
and How to Survive Them

Most guides skip the part that determines whether you make it. They show you the tools, the 
setup, the tactics — then leave you alone with the reality of going live to two viewers on a Tuesday 
night and wondering whether any of this actually works.

Here is what the data shows: the average Whatnot seller has a tenure of just 8 months. Whatnot 
has been running since 2019, but the average active seller joined recently. Approximately 25% of 
sellers are either struggling or have already quit. Only about 5% reach top-performer status. 
These numbers describe a predictable dropout curve — not a talent filter. The sellers who quit 
almost never cite a lack of product knowledge. They cite the gap between when effort begins and 
when meaningful income arrives.

8mo
Average seller tenure 

(Whatnot 2024)

25%
Sellers struggling or quit

3-6
Months before burnout 

wall hits

5%
Sellers reaching top 

performer status

The sellers who survive the first 90 days share one trait above everything else: they expected it to 
be hard in a specific way. They were not surprised by the empty shows. They had a framework for 
the difficult stages. This chapter gives you that framework.

The Four Stages of Your First 90 Days

Stage 1 — Technical Survival (Shows 1–10)

Your only job in shows one through ten is to finish the show. Not to make money. Not to build an 
audience.  To complete the stream without  a technical  failure,  learn the auction tools under 
pressure, and understand how your category and audience actually behave.

• Expect 2–5 concurrent viewers. This is normal. It is not a sign that the model doesn't 
work for you.

• Technical failures will happen. Internet drops, camera angles that don't work, auction 
timers you mis-set, chat messages you can't keep up with. Every one of these is a 
lesson. Run the private practice stream first (see Chapter 2) so the most obvious failures 
happen off-camera.

• Time shock is real. The total time commitment per show — sourcing prep, the stream 
itself, packing, and shipping — is typically 5–9 hours. Many sellers discover this only 
after their first show. Build this time into your schedule before you commit to a 
frequency.



• The most important thing you can do in Stage 1: establish a consistent time slot and go 
live at the same time every show. Consistency is the signal the algorithm uses to send 
you followers who will actually come back.

  The Most Common Stage 1 Failure⚠

Going live at the wrong time. A 10am Tuesday show will get zero viewers. Evening shows 
(6pm-10pm local time) consistently outperform daytime shows on Whatnot — community data 
and seller reports suggest the gap is substantial, typically 30–50%, though this varies by 
category and audience timezone. On TikTok, 7pm-9pm is peak. Run your first five shows at 
exactly the same evening time slot regardless of what else is happening that week.

Stage 2 — Audience Zero (Shows 11–25)

This is the hardest stage and where most sellers quit. You have fixed your technical problems. 
You know how the tools work. But you still have tiny audiences and inconsistent sales. This is not 
failure — it is the expected experience of building an audience from scratch without an existing 
following on another platform.

'Many sellers report that their initial shows attract as few as two viewers, leading to no sales.  
New sellers without existing followings find it especially difficult to gain traction.' — 
Documented community analysis of Whatnot seller experiences

• This stage is primarily a marketing problem, not a product problem. The items are fine. 
The format is fine. No one knows you exist yet.

• Three actions that move you out of Stage 2 faster than anything else: (1) Follow 20-30 
sellers in your category — many will follow back and their followers will see you in the 
'sellers they follow' feed. (2) Post pre-show content to every social platform you have, 
every single show. (3) Get one raid from an established seller. A single good raid can 
bring 50-200 new viewers and permanently shift your baseline.

• The $1 auction start is your most powerful conversion tool in this stage. It creates 
activity, bidding energy and the 'someone is winning this' urgency that turns observers 
into participants. Shows consistently starting at $1–$5 generate more total revenue than 
those starting at $20+, even when the items are identical.

• Pre-load items before the show goes live. Shows with active pre-bids generate 7x more 
total sales and 4x more orders than shows that start cold.

REAL SELLER  —  Moms and Crumbs — From Denied to $19,500 in One 
Night

Denied by Whatnot three times before being approved. Turned $150 in starting inventory into 
$12,000 in sales over three months.



The breakthrough didn't come from better products — it came from consistency and 
community. Shows ran at the same time every week. Regulars were named and welcomed 
back. Themed shows gave viewers a reason to come back for a specific event rather than just 
'another live sale.'

In one show, $19,500 in sales paid off the final chunk of $60,000 in personal debt.

Key lesson: the gap between 'struggling' and 'breakthrough' was measured in months of 
consistent showing up, not in finding a magic product or format.

Stage 3 — First Regulars (Shows 26–40)

Around shows 26–40, for sellers who have held their schedule, something changes. Names 
become familiar. The same buyers return. Chat turns into a conversation rather than silence. This 
is the community formation stage, and it  is the inflection point that determines whether you 
become a sustainable seller or a statistic.

• Name your regulars publicly in chat. 'Welcome back, [name]' is worth more than any 
promotion you can run. Academic research on livestreaming communities confirms that 
being named in chat is a primary driver of return behaviour.

• Create one show ritual. A signature opening phrase. A recurring giveaway format. A 
category you always open with. ZKStyles opens every show with a $1 start on a high-
value item to set the energy. CaitieCo uses a consistent warm-up format that her 
regulars recognise immediately. The ritual signals: this is the show you know.

• Start tracking your repeat buyer rate. The benchmark to work towards is 30%+ of buyers 
returning within 30 days. If you're under 20%, prioritise community building over 
everything else.

• Introduce the Whatnot Rewards Club if you're eligible (50+ orders, $1,000+ lifetime 
revenue, 4.7+ rating). Pilot data from Whatnot's launch showed Rewards Club shops 
saw a 12% boost in hourly sales and 20% increase in repeat buyers.

Stage 4 — First Real Income Signal (Shows 40–60+)

By shows 40–60, sellers who have held a consistent schedule reach a different kind of show. 
Revenue is no longer erratic — it starts to form a trajectory. AOV settles into a predictable band. 
Audience size grows from one show to the next rather than fluctuating randomly. Frequency 
becomes the primary lever at this stage, and the platform data is unambiguous about it.

STREAMING FREQUENCY REVENUE IMPACT VS 1-2X/MONTH

1-2x per month Baseline — building slowly

Weekly (4-5x per month) 10-20x more revenue

3-4x per week 40-70x more revenue



STREAMING FREQUENCY REVENUE IMPACT VS 1-2X/MONTH

Daily (Mon-Fri) 100-250x more revenue

The frequency multiplier is the single most important number in this guide. It is also the clearest 
explanation of why the sellers you see earning $100,000/month are streaming 5 days a week. 
ZKStyles  streams Monday-Friday.  CaitieCo streams Sunday-Friday.  The frequency is  not  a 
consequence of their success — it is a primary cause of it.

The Six Failure Modes — Documented and Fixable

These are the six specific patterns that end live selling careers. Each one is preventable with the 
right preparation.

Failure Mode 1 — Wrong Inventory for Live Format

The most common mistake is sourcing items that work on static platforms but die in a live auction 
environment.  Unbranded  basics,  items  without  visual  appeal,  products  that  need  lengthy 
explanation — these kill show energy. Before sourcing anything, ask: would I bid on this in a 90-
second auction? If the answer is uncertain, the item belongs on eBay, not in your live show.

Failure Mode 2 — Starting Bids Too High

Sellers who start  auctions at  $20+ consistently underperform sellers who start  at  $1–$5 on 
identical inventory. High starting bids kill bidding energy — there is nothing more demoralising 
than an item sitting at $20 with no bids while the clock ticks. The auction format is designed to use 
social proof and competition to drive prices up. Trust the format.

Failure Mode 3 — Shipping Charges That Suppress Bids

A $7 shipping charge on a $10 item means buyers see a $17 purchase. Flat-rate shipping 
structures that are transparent and reasonable consistently produce higher bids than variable or 
high shipping costs. The best sellers either offer free shipping (built into starting prices) or use a 
simple flat rate — $3.99–$5.99 in the US, £3.99–$5.99 in the UK — that buyers factor in within 
seconds.

Failure Mode 4 — The Thrift Store Trap

Spending 6+ hours daily driving to five thrift stores to find 15-20 sellable items is not a sustainable 
sourcing model.  It  produces low margins, high time cost,  and inconsistent inventory quality. 
Chapter 4 covers the wholesale, liquidation and estate sale sourcing channels that allow volume 
purchasing in hours rather than days. Make this shift as soon as your first 90 days establish that 
the model works for you.



Failure Mode 5 — Inconsistent Schedule

Missing a week of  shows costs you more than one week of  revenue.  The algorithm treats 
inconsistency as inactivity and redistributes your discovery traffic to consistent sellers.  Your 
audience learns not to expect you. Regular show times — even twice a week — dramatically 
outperform irregular daily shows. Commit to a schedule you can actually maintain, then hold to it.

Failure Mode 6 — Going Daily Too Soon

The frequency data is real, but it applies to sellers with infrastructure: sufficient inventory depth, 
established sourcing systems, and ideally co-hosts or support. Sellers who jump to daily shows in 
month two before building these foundations burn out within 6–8 weeks — exactly the pattern 
documented in community surveys. The path is: start 2x/week, prove the model, build sourcing 
systems, then increase frequency from a stable base.

  Your 90-Day Commitment★

Show frequency: minimum 2x per week, same time slots every week.

Shows 1-10: finish the show, no other metric matters.

Shows 11-25: one promotional action per show (social post, raid request, referral share).

Shows 26-40: name your regulars, introduce one show ritual, check repeat buyer rate.

Shows 40+: if repeat buyer rate is above 20% and show revenue is trending up — increase 
frequency.



Chapter H Action Items

• Identify which stage you are currently in (1-4). Write down the most important single 
action for your current stage — and only that action.

• If you are in Stage 1 or 2: commit to your show schedule in writing. Two shows per 
week, same days and times. Put it in your calendar as a fixed appointment in your 
calendar.

• Review the Six Failure Modes. Circle the one most relevant to your current situation. 
Plan one specific action to prevent it.

• Read Chapter L (Algorithm and Raids) immediately after Chapter H — the raid strategy 
is the fastest tool for escaping Stage 2.

Chapter I  Year 1 Milestones: What Good Looks 
Like Month by Month

One of the most disorienting aspects of starting live selling is having no reference point for whether 
your results are normal, behind, or ahead of schedule. This chapter provides that reference point 
—  drawn  from  Whatnot's  official  seller  data,  documented  seller  timelines,  and  community 
benchmarks.

  How to Read These Benchmarks⚠

These figures represent aggregate patterns from sellers who persisted through their first 90 
days and streamed at least 2x per week consistently. Sellers with existing social media 
audiences (5K+ followers on any platform) will typically see faster early growth. Sellers starting 
cold (no existing audience) should expect the lower end of each range for the first 3 months. 
These are guides, not guarantees.

Month-by-Month Benchmark Table

TIMEFRAME CONCURRENT 
VIEWERS

SHOW REVENUE MONTHLY REVENUE

Shows 1-5 2-5 (cold start) $0-150/show $0-500

Shows 6-15 5-15 $100-400/show $500-1,500

Month 2 (2x/wk) 8-20 $200-600/show $1,000-2,500

Month 3 (2-3x/wk) 12-30 $400-900/show $2,000-4,500

Month 6 (3-4x/wk) 25-60 $600-1,500/show $5,000-10,000

Month 9 40-100 $800-2,500/show $8,000-15,000



TIMEFRAME CONCURRENT 
VIEWERS

SHOW REVENUE MONTHLY REVENUE

Month 12 (4-5x/wk) 60-150+ $1,000-4,000/show $12,000-25,000+

The most important number in this table is not revenue — it is the frequency column. The 
jump from Month 3 to Month 6 numbers is almost entirely explained by the increase in 
streaming frequency, not improvements in pitch or product quality.

The Key Milestone Moments in Year 1

Milestone 1 — Your First Regular Buyer (Shows 15-25)

The moment someone returns to your show for the second time and you recognise their name is 
more significant than any revenue milestone. This person is the nucleus of your community. Treat 
them accordingly — name them, welcome them, remember what they like.

Milestone 2 — First Show Over $1,000 Revenue

For most sellers running 2x/week, this arrives between months 2–4. A 40-item show at $25 
average requires near-complete sell-through to hit $1,000 — when that happens, it tells you that 
show energy and pre-bid activity are working. Track your sell-through rate: 70%+ means your 
inventory quality and starting prices are calibrated correctly.

Milestone 3 — Premier Shop Eligibility ($50K / 90 Days)

Whatnot's Premier Shop Programme requires $50,000 in sales over a 90-day lookback period, 
plus 250+ orders, 80%+ listing quality and 95%+ on-time shipping. The reward is a 10% reduction 
in commission — meaningful at volume. This equates to roughly $16,667/month, which sellers 
running 3–4 shows per week at $1,500-2,000 per show typically reach between months 6–10.

Milestone 4 — First Month Over $10,000 Revenue

Whatnot's 2026 data shows the number of sellers earning $10,000+/month more than doubled 
year-over-year. The documented path to this milestone consistently involves: streaming 3-4x per 
week minimum, an established repeat buyer base (30%+ return rate),  reliable wholesale or 
liquidation sourcing (not daily thrift runs), and a Rewards Club active for at least one full season.

REAL SELLER  —  ZKStyles — The Documented 16-Month Path

Started: June 2022. Background: former JPMorgan and Goldman Sachs analyst. Zero live 
selling experience.

Format: $1-start auctions on thrifted and wholesale women's clothing. Streamed Monday-Friday 
from day one.



Month 6: Established regular audience, consistent $2,000-4,000/show revenue.

Month 16 (October 2023): First $100,000 month. Documented by CNBC.

Key factors: Daily streaming frequency, $1 auction starts generating bidding energy, co-host to 
split on-camera burden, wholesale sourcing replacing daily thrift runs by month 3.

The lesson: the path from zero to $100K/month took 16 months of daily streaming. There was 
no shortcut.

The Metrics That Actually Predict Breakthrough

Most sellers track revenue. The sellers who break through track revenue per hour streamed — 
which filters out show length and gives you a true efficiency read. A 4-hour show with $800 
revenue ($200/hr) is underperforming a 90-minute show with $600 revenue ($400/hr). Track this 
metric from show one.

METRIC TARGET BENCHMARK

Revenue per hour streamed $200+ (shows 1-20); $400+ (month 6+)

Sell-through rate 70%+ of listed items sold per show

Repeat buyer rate 30%+ return within 30 days

AOV (Average Order Value) $20-40 (general resale); $50-100 
(collectibles/cards)

Max concurrent viewers 10+ by month 3; 30+ by month 6

New followers per show 5+ (early stage); 20+ (growth stage)

Buyer referrals generated 1+ per show (use referral link in every bio/post)



Chapter I Action Items

• Calculate where you are against the Month-by-Month Benchmark Table. Are you 
tracking ahead, on pace, or behind? Identify the specific metric that is lagging.

• Set a written 90-day revenue target based on your planned show frequency. Calculate 
what Revenue Per Hour Streamed you need to hit it.

• Identify your closest documented seller comparison: CaitieCo, ZKStyles, or Moms and 
Crumbs. Which stage of their timeline most resembles yours?

• Add the Premier Shop milestone ($50K/90 days, 250+ orders) to your goal tracker in the 
Analytics Tracker template.

Chapter J  Building a Community That Comes 
Back: Retention and Loyalty Systems

Revenue per show tells you what happened. Repeat buyer rate tells you what is about to happen. 
The sellers who build sustainable six-figure businesses build repeat buyer rate before everything 
else — because the viewer who comes back is worth ten times the viewer who buys once and 
disappears.

The Buyer Journey: From First-Time Viewer to Nightly Regular

Understanding the journey a buyer takes from discovering your show to becoming a regular is the 
foundation of  intentional  community  building.  Most  sellers  think about  conversion (getting a 
purchase). The best sellers think about transformation (turning a purchaser into a community 
member).

STAGE WHAT DRIVES THE TRANSITION

Stage 1: Discovery Algorithm, raid, social post, or friend 
recommendation. They see your show once. You 
have 2-3 minutes to show them what your show is 
about.

Stage 2: First Purchase A combination of price (the $1 start psychology), 
urgency (countdown timer), and social proof 
(others bidding). Nothing else needed.

Stage 3: Second Visit You named them in chat. Or they won something 
satisfying. Or the show had a moment — a funny 
exchange, a surprising item, a regular buyer they 
recognised.

Stage 4: Regular Viewer They expect you. They know your time slot. They 



STAGE WHAT DRIVES THE TRANSITION

follow the Remind Me to get a push notification. 
The show is part of their week.

Stage 5: Community Member They are known in your show. They have an 
inside reference with you. They would notice your 
absence. They refer friends.

Whatnot Rewards Club — Your Most Powerful Retention Tool

Whatnot launched the Rewards Club in late 2024. The pilot with 160 beta sellers produced hard 
numbers: buyers increased spending by 12%, sellers saw a 12% boost in hourly sales, repeat 
buyers (2+ purchases) rose by nearly 20%, and chat engagement increased 11% per hour. 
Nothing else on the platform produces comparable returns per unit of effort.

  How the Rewards Club Worksℹ

Five tiers: Bronze → Silver → Gold → Platinum → Diamond. Tiers reset seasonally every 3 
months.

Sellers set custom achievement requirements — purchase counts, spending thresholds, shows 
watched.

Rewards you can offer: discount coupons, free shipping, access to exclusive shows, 
membership badges on buyer avatars.

Diamond members reset to Gold at season start — this creates re-engagement motivation at 
the start of each new season.

Eligibility to use Rewards Club: 50+ orders, $1,000+ lifetime revenue, 30+ days as seller, 4.7+ 
star rating.

The seasonal reset is intentional psychology — it creates urgency to maintain tier status and a 
fresh motivation cycle every 3 months.

The Buyer Referral Funnel — How It Actually Works

Most sellers know about Whatnot's buyer referral programme as a way to earn cash. What most 
miss is the structural advantage it creates: a new buyer referred by you automatically follows your 
account AND sees your shows first in their discovery feed for 7 days. This is a 7-day priority 
window that routes the person you referred directly back to you.

• Standard tier: earn $5 credit per referred new buyer.

• Ambassador tier: earn $25 cash per referred new buyer. One seller documented earning 
$775/year from referrals alone, with $2,500 achievable through consistent promotion.



• Best practices: add your referral link to your TikTok bio, Instagram link-in-bio, all social 
posts about your shows, and the description box of every YouTube or TikTok clip you 
post.

• The compounding effect: referred buyers auto-follow you, see your shows first for a 
week, and if they purchase, enter your Rewards Club tier tracking. One successful 
referral can become a nightly regular within a month.

Off-Platform Community: Discord, Email and Social

The sellers with the most resilient businesses are not fully dependent on platform algorithms for 
reach. They have built off-platform channels that allow them to communicate with their audience 
directly — even when Whatnot's or TikTok's discoverability changes.

CHANNEL HOW LIVE SELLERS USE IT

Discord Server Most used off-platform tool. Channels for show 
schedules, sneak peeks of upcoming inventory, 
giveaway alerts, general community chat. Some 
sellers run a 'claim' channel where buyers can 
secure items before shows. The Whatnot official 
Seller Discord is a useful model.

Email List Lowest reach but highest conversion. Buyers who 
give you their email are your most committed 
audience. Send a weekly or pre-show email with 
show schedule, featured items, and early access 
offers. Build via a simple 'join my VIP list' link in 
your bio.

Instagram/TikTok Stories Pre-show item teases are the highest-
engagement content format for live sellers. 
Posting 3-5 item photos as Stories the day before 
a show consistently increases viewer count. Add a 
Countdown sticker linked to your show time.

WhatsApp Broadcast Growing in use among UK and EU sellers. One-
to-many broadcasts (not group chats) allow direct 
show reminders without platform algorithm 
dependency.

  Platform Policy Boundary⚠

Whatnot's Community Guidelines prohibit redirecting buyers to complete purchases on external 
platforms. Off-platform communities are for audience building, show promotion and relationship 
maintenance — not for moving transactions off Whatnot. Stay within this boundary carefully.



The Science of Inside Jokes and Show Rituals

Academic research on livestreaming communities (Taylor & Francis, 2021) found that inside 
jokes, shared memes, show-specific jargon, and recurring references function as 'digital symbolic 
objects' that produce positive emotional energy when recognised. The study found that merely 
referencing these shared objects later — even without the full context — re-activates the original 
emotional association and produces excited engagement.

The running joke between you and a regular buyer, the phrase you say at the start of every show, 
the name you have for a recurring item type — these are not just entertainment.  They are 
community-binding mechanisms. They are the reason a regular buyer notices when you are 
absent from the show.

  Five Show Rituals That Build Retention★

1. The Opening Item — always start with a specific category or item type. Regulars know to 
arrive for it and newcomers learn your format immediately.

2. The Signature Phrase — a catchphrase or specific way you open. CaitieCo and ZKStyles 
both use consistent openings their communities recognise.

3. Buyer Name Check — name every returning buyer within 30 seconds of them appearing in 
chat. 'Welcome back, [name]' is more retention-powerful than any discount.

4. The Regular's Favourite — remember what your top buyers like and call out relevant items 
specifically for them: '[Name], this one has your name on it.'

5. The Community Giveaway — a free or near-free item for chat engagement (emoji battle, trivia 
question, spin wheel). Creates a ritual moment every show has.

A balance worth holding: inside jokes build deep loyalty with regulars, but can disorient new 
viewers  who  arrive  mid-culture.  The  best  sellers  layer  community  depth  with  newcomer 
accessibility — briefly explaining the reference, or explicitly welcoming first-time viewers, keeps 
the door open while the community grows deeper.



Chapter J Action Items

• Name three regular buyers from your last five shows. They are your community nucleus 
— acknowledge them publicly next show.

• Design one show ritual to introduce next show. Keep it simple: a signature opening line, 
a recurring first item category, or a weekly giveaway format.

• Set up Whatnot Rewards Club if you meet eligibility (50+ orders, $1,000+ lifetime 
revenue, 4.7+ rating). It is the highest-ROI retention tool on the platform.

• Choose one off-platform channel to build this week: a Discord server, email signup link 
in your bio, or Instagram Story show-preview routine.

• Add your buyer referral link to every social bio, every post about your shows, and the 
description of every clip you post.

Chapter K  Disputes, Returns and Difficult 
Buyers: The Complete Playbook

Disputes arrive for every seller eventually. The item condition falls short of expectations. The 
package tracks as delivered but the buyer sees nothing. The description and the reality don’t 
match. How you handle each one determines your seller metrics, your stress level, and in some 
cases your standing on the platform.

What follows covers how dispute systems on Whatnot and TikTok Shop work, how to prevent 
them, and what to do when they arrive.

Part 1: Prevention — The Best Dispute Is the One That Never Happens

On-Camera Condition Disclosure

Your single strongest protection against disputes is thorough on-camera disclosure before a sale. 
Whatnot's  official  policy for  luxury items — which serves as the best-practice model  for  all 
categories — requires verbal AND visual disclosure of every flaw. Dispute outcomes consistently 
favour sellers who showed defects on camera over buyers who claim they never saw them.

  On-Camera Disclosure Checklist for Every Item✓

State the condition category explicitly: new, like new, good, fair, poor.

Show ALL flaws visually — hold the item still for 2-3 seconds on each defect. Verbal description 
alone is not sufficient.

For clothing: show collar, cuffs, underarms, zipper condition, any pilling or fading.



For collectibles/cards: show all corners, edges, surface under light, back of card.

For luxury items: show corners, hardware, edges, handles, interior of all pockets.

For electronics: power on the item on-camera if possible. Show all ports, screen, any scratches.

For high-value items ($100+): record continuous video of the entire packing process — camera 
on item being packed, box sealed, label applied in one unbroken shot.

Part 2: Whatnot Seller Provided Support — The Step-by-Step Process

Whatnot launched Seller Provided Support (SPS) in December 2025, giving sellers direct control 
of post-purchase issues for the first time. This replaced the previous system where all disputes 
went directly to Whatnot Support. Understanding this process precisely is essential.

STEP TIMEFRAME WHAT HAPPENS YOUR DECISION

1. Buyer submits Day 0 Buyer reports issue. Goes 
to your seller Inbox.

Review within 48 business 
hours (weekends 
excluded).

2. Your response window 48 biz hours You must respond within 
this window or the buyer 
can escalate.

Choose one of 5 resolution 
options (see below).

3a. Full refund, no return Immediate Buyer keeps item, gets full 
refund. Simplest 
resolution.

Best for low-value items 
where return cost exceeds 
item value.

3b. Full refund with return Buyer has 5 days to ship Buyer returns item, gets 
full refund once Whatnot 
confirms return.

Best for mid-value items in 
good condition.

3c. Partial refund offer Buyer has 48 hrs to accept You offer a partial amount. 
If declined, auto-escalates 
to full refund + return.

Best when dispute is 
partially valid and full 
refund is disproportionate.

3d. Replacement item You must ship in 48 hrs You send a replacement. 
Original not necessarily 
returned.

Only viable if you have an 
identical or equivalent 
item.

3e. Deny with explanation Buyer can escalate You provide evidence-
based denial. Buyer can 
take to Whatnot Support.

Use when you have clear 
on-camera disclosure and 
packing video evidence.

4. Dispute outcome Whatnot reviews If escalated, Whatnot 
reviews evidence from 
both sides.

Submit: pre-packing 
photos, packing video, 
label photo.

  Buyer Protection Windows by Categoryℹ

General items: 30 days from purchase or 14 days from delivery (whichever comes first).

Sports cards, coins, sneakers, TCG cards, luxury goods: 7 days from delivery.

Plants and fresh food: 2 days from delivery.



Knowing these windows helps you understand when a dispute is still possible and when it has 
expired.

  The Evidence That Actually Wins Disputes⚠

Whatnot explicitly requires: photos of item before packing, continuous video of packing process 
(item packed, box sealed, label applied — unbroken), photos of shipping label.

Photos alone are NOT accepted for high-value item disputes — video is required.

Each refund decision can only be appealed ONCE. Submit all evidence in your first response, 
not as an afterthought.

Live show disclosures ARE considered by Whatnot when reviewing disputes. Keep your stream 
recordings.

Part 3: TikTok Shop Dispute System

TikTok Shop's system is notably more buyer-friendly than Whatnot's, and understanding this 
changes how you document and protect yourself.

• TikTok offers a 90-day Money-Back Guarantee to buyers for damaged, defective, or not-
as-described items.

• Sellers must respond to dispute requests within 2 business days. If you fail to submit 
evidence within 24 hours of a dispute, TikTok decides based solely on buyer-provided 
materials — and this almost always results in a ruling for the buyer.

• Return shipping costs: for non-seller-fault returns ('no longer needed'), TikTok covers 
50% of return shipping and the seller covers 50%. For seller-fault returns (wrong item, 
defective), the seller pays all return shipping.

• Chargeback appeals carry a $10 fee per appeal.

• TikTok holds reserve funds based on seller performance level. New sellers (Level 0) 
have the highest proportion of earnings held in reserve as risk buffer.

  TikTok Shop Dispute Prevention★

Product listings must match exactly what ships. Any deviation — different colour, size variant, 
accessory not included — triggers legitimate disputes.

For live show sales, screenshot your product listing and have it open during the show to confirm 
exactly what is being sold.

Respond to every buyer message within 24 hours. Response rate is a visible seller metric and 
affects your listing visibility.



Part 4: Difficult Buyer Patterns and How to Handle Them

DIFFICULT BUYER TYPE CORRECT RESPONSE

Non-paying bidder (Whatnot) Whatnot auto-charges payment methods — 
genuine non-payment is rare. If a payment fails, 
Whatnot notifies you. You can cancel the order 
without fee impact.

'Not as described' dispute on a clearly shown item Respond with timestamp of condition disclosure in 
show recording + packing video. Be professional 
and factual. Never apologetic if the item was 
accurately shown.

Buyer claiming non-delivery Check tracking. If USPS confirms delivery, 
provide the tracking proof. If genuinely lost in 
transit, Whatnot's system handles the claim.

Buyer leaving negative review after resolution You cannot remove legitimate reviews. Respond 
publicly with facts. Future buyers read seller 
responses — a professional, factual reply to an 
unfair review reflects well on you.

Repeat dispute filer Whatnot tracks buyer dispute rates. Buyers with 
'high rates of cancellations or refunds' are flagged. 
If a buyer disputes repeatedly, document this 
pattern in your dispute responses.

Bid retractions All bids on Whatnot are binding per Community 
Guidelines. Retraction requests should be denied 
unless the item was clearly misdescribed. Accept 
the cancellation if there is genuine fault — but 
document everything.

'The sellers who handle disputes best are the ones who prepare for them before they 
happen — not the ones who react fastest after.' — Community guidance synthesis from 
r/Whatnot and r/Reselling



Chapter K Action Items

• Build your dispute evidence kit: set up a dedicated folder for pre-packing photos, and 
practice recording a continuous packing video for one item this week.

• Add the Buyer Protection windows to your notes: 30 days general, 7 days 
cards/coins/sneakers/luxury, 2 days plants.

• Review your condition disclosure practice. Are you verbally AND visually showing every 
flaw before the auction starts? If not, change this on your next show.

• Set up a standard response template for the three most common dispute scenarios 
(INAD, non-delivery, condition dispute). Having a draft response reduces stress and 
improves response time.

Chapter L  The Whatnot Algorithm and Raid 
Strategy: How Discovery Actually Works

The Explore feed is not a mystery. Whatnot publishes its ranking signals in its Help Centre 
documentation,  and  the  sellers  who  understand  them have  a  meaningful  and  documented 
advantage in discoverability. What follows covers what the algorithm measures, how to optimise 
for it, and how raid culture — one of the platform's most powerful organic growth tools — works in 
practice.

The Confirmed Ranking Signals

Whatnot's official documentation lists the following as the factors determining where your show 
appears in the Explore feed and category discovery:

SIGNAL WHAT IT MEANS IN PRACTICE

User's explicit and implied interests Whatnot infers buyer preferences from their 
category follows, past purchases and bid history. 
Following 'Sports' implies interest in 'Basketball 
Cards.' Your show's category must be correctly 
set to match the buyers most likely to want your 
items.

Quality of buyer experience A composite of: show quality, listing quality, 
shipping speed, fulfilment rate, refund rate and 
cancellation rate. Every defect and every late 
shipment costs you discoverability. Premier-level 
metrics (95%+ on-time, 80%+ listing quality) are 
the floor for strong discovery.

Interaction frequency Chat activity, bids, emoji reactions and question-



SIGNAL WHAT IT MEANS IN PRACTICE

type comments carry more algorithmic weight 
than simple emoji reactions. Shows with active 
chat are ranked higher than silent shows with the 
same viewer count.

Seller's average order value Higher AOV signals a quality, engaged buyer 
base. This is one reason $1-start auctions — 
which drive up final prices through competition — 
outperform fixed high-start bids for both revenue 
and discoverability.

User's history with the seller A buyer who has previously watched, bid or 
purchased from you is shown your shows first in 
the 'Followed Hosts' feed and also weighted in 
personalised discovery.

Trust and Safety compliance Sellers who violate Community Guidelines are 
deprioritised. This includes accurate condition 
descriptions, appropriate categories, and shipping 
within the stated timeframe.

The New Seller Boost Window

Your first 5-10 shows receive enhanced algorithmic distribution. Whatnot places new seller shows 
in dedicated 'New Sellers' sections, pushes them to followers of sellers in similar categories, and 
increases Explore feed distribution relative to what an established seller with similar metrics would 
receive. This is real and documented — use it deliberately.

  How to Maximise the New Seller Boost Window✓

Follow 20-30 established sellers in your category before your first show — many will follow 
back, and the algorithm shows your scheduled shows to their followers.

Schedule your first 5 shows in advance (minimum 48 hours ahead). Scheduling enables the 
Remind Me notification and signals consistency to the algorithm.

Pre-load items to enable pre-bidding. Shows with pre-bids generate 7x more total sales. Pre-
bids also signal to the algorithm that your show has buyer demand.

Run your first shows at peak hours (evenings) to maximise exposure during the boost window. 
Off-peak shows during the boost period waste the enhanced distribution.

Go live weekly — Whatnot data shows sellers who go live at least once a week at a regular time 
see 20% more success in their first three months compared to irregular schedules.



Whatnot's Promotion Tools

Whatnot  offers paid promotion tools that  work alongside organic discovery.  They are not  a 
substitute for earned discoverability but can accelerate growth at key moments.

TOOL HOW IT WORKS

Show Boost Auction-based bidding for top category feed 
position for 15-minute windows. Your show 
appears above others in the category browse 
view. Whatnot engineering data shows 
approximately 30% ROI on Boost spend — it 
brings more first-time buyers but must be 
supported by strong show quality to convert them.

Full Show Promotion Hourly budget allocation for sustained high-
visibility placement across the app. More 
expensive but provides consistent show-duration 
exposure rather than 15-minute windows.

Community Boost Buyers can pool contributions for an animated 
border on your show thumbnail, making it visually 
distinct in the browse feed. Average: 30% more 
first-time buyers on boosted shows. No direct cost 
to the seller.

Raids: The Most Powerful Organic Growth Tool on Whatnot

A raid is when a seller ends their show by sending their entire live audience to another seller's 
show. The receiving seller gets an instant audience injection and a chat notification announcing 
the raid. Raids are the most direct and immediate audience growth mechanism available on 
Whatnot — and they are almost entirely underused by new sellers.

How to Give a Raid

• Type /raid @username in chat OR use the Seller Tools menu on your show dashboard.

• Whatnot can also auto-select a raid target based on category and activity.

• Raiding automatically ends your stream — it must be the final action. You cannot raid 
mid-show.

• Best practice: announce the raid 2-3 minutes before ending. 'We're raiding [seller] in a 
few minutes — they have [brief description of what they sell].' This warm transfer 
increases viewer retention in the receiving show.



How to Receive a Raid

• Your chat will display: '[seller] is raiding with a party of [X].'

• Have a welcoming response ready. 'Welcome [raider's name]'s community — we're 
going to take great care of you tonight.' Name the raiding seller, acknowledge the gift.

• The raided audience arrives cold — they don't know your show. Treat the first 5 minutes 
after a raid as a mini re-introduction: who you are, what you sell, what the current 
auction is.

• Viewers can opt out during the transition. A 30-50% transfer rate is typical. A 60-70%+ 
transfer rate indicates strong category alignment between the raiding and receiving 
seller.

Raid Trains: Organised Community Growth Events

A raid train is a structured event where multiple sellers go live in sequence and raid each other,  
passing the accumulated audience from seller to seller. A well-organised raid train can deliver 
hundreds of new viewers over the course of an evening. They are the fastest way to build a cross-
seller community relationship and consistently cited as the most effective organic growth tool by 
established Whatnot sellers.

  Raid Train Mechanics and Rulesℹ

Organisers schedule shows in a sequence — each seller runs for a set time (typically 30-60 
minutes), then raids the next seller on the list.

All participants schedule their shows within 48 hours of claiming a slot.

All participants use a consistent thumbnail design created by the organiser — visual 
consistency signals community event to browsers.

Sellers arrive 3-5 minutes early to be ready to receive the raid (but not more than 5 minutes 
before their slot to avoid fragmenting the audience).

Participants make the organiser a moderator of their show for the event.

A dedicated group chat (Discord, WhatsApp or Facebook group) coordinates the train in real 
time.

Resources for finding raid trains: Facebook group 'Raid Trains for Whatnot Sellers', Skool 
community 'The Skool of Whatnot', category-specific Discord servers.

  How to Get Your First Raid as a New Seller★

Watch shows in your category and note which sellers regularly raid others. Message them 
directly with a brief, professional introduction and a specific ask: 'I'm building my [category] 
show and noticed you raid regularly. Would you consider raiding me after your next show? I 
have 40+ [item type] ready.'



Offer to return the raid. Mutual raiding relationships are the backbone of the Whatnot community 
growth ecosystem.

Join a raid train organised event. Most organisers welcome new sellers — you bring fresh 
energy and your viewers are new to the train.



TikTok LIVE Algorithm: Updated 2026 Signal Guide

Chapter 2 covers TikTok's algorithm in the context of setup. This section provides the deeper 2026 
signal guide for sellers optimising an existing TikTok Live operation — the equivalent of the 
Whatnot Explore feed section in Chapter L.

TIKTOK LIVE SIGNAL (2026) WHAT IT MEANS IN PRACTICE

Watch time (most weighted) TikTok makes its key distribution decision after 
the first 3 minutes. A viewer who stays 3+ minutes 
counts as a quality retention signal. High early 
drop-off causes immediate distribution reduction 
regardless of peak count.

Completion rate The percentage of viewers who watch most of the 
LIVE. A stream watched fully by 200 people 
outperforms one watched for 30 seconds by 2,000 
— quality beats quantity.

Product interaction diversity Since early 2025, TikTok specifically rewards 
showing and selling multiple products per session. 
Single-product streams are algorithmically 
penalised. Vary your presentation.

First-minutes performance TikTok's initial distribution decision is based 
primarily on the first 3 minutes. The TikTok Live 
First-3-Minute Strategy in Chapter 2 is not 
optional — it is algorithmically necessary.

Comment quality Substantive questions and responses carry more 
weight than emoji reactions. Ask questions that 
require typed answers: 'What's your skin type?' 
beats 'drop an emoji if you love this.'

Live frequency and consistency TikTok rewards creators who go live on a 
consistent schedule. The algorithm learns your 
audience's behaviour and boosts shows at times 
when your viewers are most active.

GMV per session For TikTok Shop LIVE specifically, actual 
purchase GMV per session is a strong ranking 
signal. Higher GMV = more distribution to similar 
audiences.

Follower-to-viewer ratio If many of your followers join the show, TikTok 
reads this as a high-quality signal and pushes to 
non-followers. Strong Remind Me notification 
usage and schedule consistency drive this ratio 
up.

  TikTok Discovery vs Whatnot Discovery: The Key Difference★

TikTok is a cold-audience platform: the algorithm can send your show to millions of people who 



have never heard of you. Whatnot is a warm-audience platform: discoverability rewards sellers 
whose existing community is engaged. This means TikTok rewards hook strength and product 
visual appeal, while Whatnot rewards chat activity, bid velocity and community loyalty. Optimise 
each platform for what it actually rewards.



Chapter L Action Items

• Audit your algorithm signals: check your listing quality percentage and on-time shipping 
rate in Seller Hub. Both should be 80%+ and 95%+ respectively for strong 
discoverability.

• Follow 20-30 established sellers in your category if you haven't already. Send a raid 
request to one this week — specifically ask.

• Find and join one raid train. Search the Facebook group 'Raid Trains for Whatnot 
Sellers' or the 'Skool of Whatnot' community.

• Test your new seller boost window: if you have fewer than 10 shows, pre-load items at 
least 24 hours before your next show to activate pre-bidding.

Chapter M  Inventory Management at Volume: 
From Death Pile to Scalable System

Audience and algorithm are not what stall most growing live sellers. Inventory management is. 
The sellers who hit 3–4 shows per week and then plateau or burn out are almost always dealing 
with an inventory system that cannot support their show frequency. Fix the infrastructure, and the 
scale follows.

The Death Pile Problem

Every reselling community uses the term 'death pile' — the accumulation of sourced items that sit 
unprocessed, unlisted, and unsold. One reselling forum survey found members' unlisted stash 
outnumbering active listings three to one. Every item in the pile is capital that is not working. The 
pile grows because sourcing feels productive and listing feels administrative. Reversing this 
priority is the most important operational habit you can build.

  The Death Pile Warning Signs⚠

You bought items more than 2 weeks ago that are still not listed or prepped for a show. Your 
sourcing budget is constrained by the money tied up in unsold inventory. You feel a low-grade 
dread when you look at the pile. You are sourcing new items before processing the previous 
batch.

  The Death Pile Solution: The Daily 10 Rule✓

List or prep 10 items from the pile every single day before doing anything else. Non-negotiable.



10 items/day × 30 days = 300 listed items per month. This is the minimum viable cadence to 
stay ahead of accumulation.

Process new sourcing within 48 hours of purchase. Items that wait longer than 48 hours before 
processing have a documented tendency to never get processed.

If an item has sat unprocessed for 30+ days, make an immediate decision: list it today, price it 
as clearance for a live show, or donate it. The sunk cost is gone regardless.

The Live-to-Static-to-Clearance Pipeline

Every item you source should pass through a structured pipeline that maximises its revenue 
potential before accepting a lower price. The live auction format consistently generates 20-40% 
higher prices than static listings for identical items — use this advantage deliberately.

PIPELINE STAGE WHAT HAPPENS HERE

Stage 1: Live Auction (Primary) All items go live in a show first. $1-start auctions 
create price discovery and bidding energy. This is 
where you capture the premium.

Stage 2: Profile Shop (Buy-It-Now) Items that didn't sell live go into your Whatnot 
static shop at a fixed price. Passive discovery 
continues between shows.

Stage 3: Cross-Listed Marketplaces Unsold Profile Shop items cross-list to eBay, 
Poshmark, Mercari via Vendoo. Priority: eBay first 
(largest audience), Poshmark second (fashion), 
Mercari third (general).

Stage 4: Clearance Show Slow-movers pulled from the pipeline appear in a 
dedicated clearance or Flash Sale show with 
dramatically reduced prices. Clearing capital 
quickly is more valuable than waiting for full price.

Stage 5: Bundle or Donate Items that have cycled through all stages without 
selling are bundled for mystery box inclusion, 
donated for the tax deduction, or sold wholesale in 
lots.

Cross-Listing Tools: Vendoo and List Perfectly

Manual cross-listing across multiple platforms takes approximately 30 minutes per item. Vendoo 
reduces this to roughly 3 minutes per item — a saving of 27 minutes per item that compounds 
dramatically  at  volume.  According  to  Vendoo's  own  platform  data,  users  listing  on  3+ 
marketplaces have a sell-through rate 180% higher than those listing on fewer platforms.



TOOL KEY CAPABILITIES FOR LIVE SELLERS

Vendoo (Official Whatnot Partner) Creates a master listing once, pushes to Whatnot 
+ eBay + Poshmark + Mercari + others 
simultaneously. Auto-delists from all platforms 
when an item sells (prevents double-selling). 
Whatnot partner code 'whatnot50' gives 50% off 
first 6 months. Import existing listings FROM other 
platforms directly into Whatnot.

List Perfectly Unlimited Whatnot cross-listing on all plans. 
Listing Assistant generates Whatnot-ready listings 
from photos in batch workflows. Word Alert 
feature flags potentially policy-violating terms 
before you publish. Digital Pick List for paperless 
inventory management during shows.

Prep Workflow Efficiency: From 15 Minutes to 90 Seconds per Item

New sellers spend 10-15 minutes per item on photography and listing. Optimised sellers with 
batch workflows reach 90 seconds per item — a 10x efficiency gain that makes the difference 
between 50 items prepped per day and 500.

1. Step 1 Set up your photography station once and leave it set up permanently. The time 
cost of setting up and tearing down a photo station is a hidden tax on every session.

2. Step 2 Photograph 20-50 items in sequence before writing any descriptions. Batch the 
visual work, then batch the written work. Never alternate between photographing and 
describing.

3. Step 3 Create listing templates in Vendoo for each item category. A template for 
'Women's Size M Top' with standard shipping, condition scale and return policy pre-filled 
means you only enter the unique details per item.

4. Step 4 Use a numbered bin system: each item goes into a bin, the bin number goes in 
the listing description. When a show sells an item, the bin number tells you exactly 
where it is during packing.

5. Step 5 Process all post-show shipping in one session the morning after the show, not 
immediately post-show. Batch printing labels, batch packing, batch drop-off is faster than 
processing orders as they come in.

INVENTORY VOLUME RECOMMENDED SYSTEM

Under 50 items Informal management — spreadsheet or phone 
notes.

50-500 items Google Sheets with purchase date, cost, platform, 
bin number, list date.



INVENTORY VOLUME RECOMMENDED SYSTEM

500-1,000 items Vendoo or My Reseller Genie for automated 
tracking and profit calculation.

1,000+ items Vendoo or List Perfectly + dedicated packing 
station + ShipStation or PirateShip for bulk label 
printing.



Chapter M Action Items

• Implement the Daily 10 rule starting tomorrow: list or prep 10 items from your death pile 
before doing anything else. Non-negotiable.

• Set up Vendoo (use code 'whatnot50' for 50% off) if you are not already cross-listing. 
Even 5 unsold items cross-listed to eBay is better than 5 items sitting dead.

• Set up your numbered bin system for inventory. Every item gets a bin number. The bin 
number goes in the listing description.

• Map your pipeline stages: which items are currently at Stage 1 (show-ready), Stage 2 
(Profile Shop), Stage 3 (cross-listed), Stage 4 (clearance)?

Chapter N  Sustainable Scheduling and Income 
Beyond Inventory

Part 1: Mental Sustainability and Burnout Prevention

Live selling makes demands that most business models do not. You are performing on camera for 
hours at a stretch, managing community dynamics in real time, simultaneously tracking auctions, 
chat, shipping logistics and inventory — while trying to be entertaining. The burnout pattern is well-
documented among sellers who scale without building the right systems first. So is the prevention.

3-6
Months before burnout 

wall (documented)

23hr
Average weekly hours 

(2025, up from 19)

5-9hr
Total hours per show 

(stream + prep + 
shipping)

6 days
CaitieCo's maximum 

weekly show schedule

The Seven Burnout Warning Signs

• Dreading going live — the performance aspect that used to feel energising feels like 
obligation.

• Obsessing over viewer counts mid-show instead of engaging the viewers who are 
actually there.

• Skipping shows and feeling relieved rather than guilty — your subconscious is telling you 
something.

• The Thrift Store Trap: 6+ hours daily sourcing to find 15-20 items. Unsustainable 
sourcing model.

• Inventory stagnation: your regulars have seen your items before and stop bidding 
because nothing is new.



• Show length creep: padding shows beyond the efficient selling window because 
stopping feels like failure.

• The below-minimum-wage realisation: when you subtract all costs and divide by actual 
hours, the number is discouraging.

Sustainable Scheduling by Experience Level

STAGE RECOMMENDED SCHEDULE

Months 1-3 (Building) 2 shows/week, same days and times every week. 
Sunday/Wednesday or Tuesday/Friday work well. 
Fixed themes reduce prep cognitive load.

Months 4-6 (Establishing) 3 shows/week when inventory systems support it. 
Add a third show day only when sourcing is stable 
enough to provide fresh inventory for the extra 
show.

Month 7-12 (Scaling) 4-5 shows/week if co-host or support 
infrastructure is in place. ZKStyles uses co-hosts 
specifically to split the on-camera burden.

Year 2+ (Sustaining) Daily if systems allow — but 1 mandatory rest day 
(CaitieCo's Saturday model). No one performs at 
100% every day indefinitely.

  Seven Proven Burnout Prevention Strategies✓

1. Batch prep work: photograph, describe and prep all inventory for the week in one dedicated 
session rather than per-show. Reduces per-show cognitive load significantly.

2. Use themed shows: a dedicated category per show ('Vintage Denim Wednesdays') reduces 
sourcing overwhelm and gives viewers a specific reason to return for that show.

3. Co-host: streaming with a partner splits on-camera energy, enables bathroom breaks, and 
creates natural conversational energy that solo streams struggle to sustain.

4. Shorter, tighter shows: a focused 90-minute show often generates more revenue per hour 
than a 4-hour show with filler. Track revenue per hour to find your optimal show length.

5. Cross-list for passive income: items sell while you sleep. When live show revenue isn't 
needed every day, the pressure to stream every day reduces.

6. Communicate schedule changes: tell your community in advance. 'I'm taking next week off — 
back on [date].' Regulars understand and appreciate the honesty far more than unexplained 
absences.

7. Switch sourcing models: moving from daily thrift runs to wholesale or liquidation purchases 
eliminates the most time-intensive, low-margin sourcing activity.

'I quit Whatnot... I just do not have time to keep up with live sales. Versus if I do story sales I  
can do them at the store in between customers.' — CourtJThrifts LLC, documented TikTok 
announcement



CourtJThrifts leaving wasn’t failure. It was a mismatch between format and circumstances. The  
lesson is not that live selling breaks people — it is that sustainability means building toward your  
actual capacity, not to the schedule of the seller whose revenue you want.

Part 2: Income Beyond Inventory — Year 2+ Revenue Streams

Consistent live selling revenue and a real community are worth more than the inventory behind 
them. The audience trusts you. The knowledge has commercial value. The platforms offer income 
mechanisms most sellers never use. The five documented income streams beyond product sales 
are below.

Stream 1 — Whatnot Buyer Referral Income

The Whatnot buyer referral programme is available from your first show. Ambassador-tier sellers 
earn $25 cash per referred new buyer who makes their first purchase. One seller documented 
$775/year from referrals alone with consistent promotion, estimating $2,500 was achievable. The 
compounding benefit beyond the cash: referred buyers auto-follow you and receive priority access 
to your shows for 7 days — building your audience simultaneously.

Stream 2 — Whatnot Affiliate Programme

Whatnot's affiliate programme (powered by Impact.com) pays commission when anyone clicks 
your personalised link and completes a purchase within a 3-day window. Available to content 
creators,  bloggers  and  community  leaders.  Add  your  affiliate  link  to  TikTok  bio,  YouTube 
descriptions, Instagram link-in-bio, and every social post about your shows.

Stream 3 — TikTok LIVE Gifts

On TikTok Live, viewers purchase virtual coins and send gifts to creators during streams. Gifts 
convert  to  Diamonds,  which  cash  out  at  approximately  $0.50  per  100  coins.  TikTok  takes 
approximately 50% commission on the conversion chain. For most sellers, this generates $5-$50 
per session as supplemental income — not a primary revenue source, but real money that arrives 
without any additional effort. Requirements: 1,000+ followers, account 30+ days old, age 18+.

Stream 4 — TikTok Shop Affiliate Commissions

You can promote other sellers' products on TikTok Shop and earn 8–20% commission on any 
resulting sales — with zero inventory required. TikTok Shop affiliate links deliver a documented 
30.1% engagement rate for creators under 50K followers. Live shopping converts at 3-5x higher 
rates than traditional ecommerce. This is a meaningful income stream for sellers who have built a 
TikTok audience but want income diversification beyond their own inventory.



Stream 5 — Knowledge Products: Courses, Communities and Coaching

Once you have documented results — a consistent income, a real community, a repeatable 
process — your knowledge has market value. The Live Selling Academy (founded by Kip Roland, 
@LoungeEdit) charges $20/month and has 1,000+ members. Roland generated $300,000+ in 
Whatnot sales in his first 10 months before launching the academy. Multiple Udemy courses and 
coaching  programmes  exist  in  this  space.  The  pattern  is  consistent:  sellers  who  hit 
$10,000+/month on Whatnot and document their process have an audience willing to pay for the 
framework.

INCOME STREAM REALISTIC MONTHLY RANGE

Buyer referral income $50-200 (casual); $200-500 (Ambassador tier with 
consistent promotion)

Whatnot Affiliate $20-100 (content creator level); $200-500 
(established platform presence)

TikTok LIVE Gifts $50-200 per month (typical); $500-2,000+ (viral 
moments or large audience)

TikTok Shop Affiliate $200-1,000 (active promotion); $1,000-5,000+ 
(large TikTok audience)

Knowledge products (Year 2+) $500-2,000 (starter course/group); $5,000-
20,000+ (established academy)



Chapter N Action Items

• Identify your current sustainable show frequency — the number you can commit to every 
week without dreading it. Start there, not at your aspirational frequency.

• Name one burnout warning sign from the list that applies to you right now. Address it 
before your next show.

• Check which income streams you currently use beyond inventory sales. If the answer is 
none, set up your Whatnot buyer referral link today — it takes 5 minutes.

• Schedule one rest day per week from today. Not a sourcing day, not a prep day. Off. 
CaitieCo does Saturday. Pick your day.

Chapter O  Reading Your Numbers: The 90-Day 
Growth Tracker

The two skills are different: knowing which numbers to track, and knowing what they mean when 
you look at them. This chapter maps every metric in Whatnot’s Seller Hub and TikTok’s analytics, 
explains which ones actually predict whether your business is growing, and provides a structured 
90-day tracking framework you can use from show one.

What Whatnot's Seller Hub Actually Shows You

Whatnot's analytics dashboard provides three data layers. The Overview Tab (filterable by custom 
date range) contains the core business metrics. The Livestream Tab (last 30 days only) provides 
per-show breakdowns. The Promote Tools Dashboard tracks paid promotion performance.

METRIC WHAT IT TELLS YOU

Estimated Sales (gross) Total buyer payments before fees. Your headline 
revenue figure.

Earnings (net) Revenue after Whatnot's commission and 
payment processing. Your actual payout.

Order Count Total number of transactions. With Estimated 
Sales, gives you your AOV.

Average Order Value (AOV) Your earnings divided by orders. Track this 
weekly — rising AOV means buyers are 
purchasing higher-value items or bundle-bidding.

Buyer Count Unique buyers in the period. Divide by Order 
Count to see average orders per buyer.

Follows Gained New followers per show. Your growth rate 



METRIC WHAT IT TELLS YOU

indicator.

Buyer Referrals Referrals that resulted in a new buyer's first 
purchase. Tracks your referral income and 
community growth efficiency.

Max Concurrent Viewers Peak simultaneous viewers per show. The most-
discussed metric in the community — but not the 
most important one.

Streamed Time Total hours live. Divide Estimated Sales by this for 
Revenue Per Hour Streamed — the single most 
useful efficiency metric.

The Single Most Important Metric: Revenue Per Hour Streamed

Most sellers track total show revenue. The problem with this metric is that it rewards longer shows, 
even inefficient ones. Revenue per hour streamed filters out show length and gives you a true read 
on how productively each hour of live time is being used.

REVENUE PER HOUR STREAMED WHAT IT SIGNALS

Under $100/hr Show energy, pricing or inventory quality needs 
attention. Starting bids may be too high. Inventory 
may lack visual appeal for live format.

$100-200/hr Early stage — normal for shows 1-20. Building 
audience and format consistency.

$200-400/hr Growth stage — shows are working. Frequency 
increase will compound this.

$400-600/hr Established seller performing well. Optimise for 
this range before going daily.

$600+/hr Top performer. CaitieCo level. Coins/cards/luxury 
categories can reach $1,000+/hr.

TikTok Shop Analytics: The Conversion Funnel

TikTok Shop's LIVE Performance Dashboard shows six primary metrics by default: GMV (gross 
merchandise value),  SKU Orders,  Buyers,  Items Sold,  CO Rate (conversion to  order),  and 
Product CTR. The most useful view is the conversion funnel: impressions → entering livestream 
→ product impression → product click → purchase. A drop-off at any stage tells you exactly where 
the friction is.



WHERE THE DROP-OFF IS WHAT IT MEANS

Impressions → Entering Livestream Thumbnail and title are not compelling enough. 
Test a new thumbnail or more specific title.

Entering → Product Impression Viewers aren't staying long enough to see 
products. Opening energy is weak — hook in the 
first 60 seconds needs work.

Product Impression → Product Click Items are being shown but not clicked. Price or 
visual presentation is not converting interest to 
intent.

Product Click → Purchase Checkout friction or product page content is losing 
buyers. Check that listings have all required 
information.

  TikTok Live Benchmarksℹ

LIVE shopping converts at 8–12% vs 2-4% for short-form video and 1.5–3% for the Shop Tab.

Successful sellers show consistent month-over-month growth of 15-25%.

81% of TikTok Shop sales come from repeat buyers — repeat buyer rate is your most important 
metric.

The 90-Day Tracking Framework

Track these metrics at three frequencies. Tier 1 every show, Tier 2 weekly, Tier 3 monthly. Use the 
90-Day Growth Tracker tab in your Analytics Tracker template.

TIER 1: EVERY SHOW TIER 2: WEEKLY TIER 3: MONTHLY

Gross sales Total weekly revenue Total monthly GMV

Order count New followers gained Monthly earnings after fees

Average order value Repeat buyers vs. new buyers Follower growth rate

Max concurrent viewers Buyer referrals generated AOV trend (up/flat/down)

Stream duration Giveaway spend as % of revenue Revenue per hour streamed

Items listed vs. sold (sell-through 
rate)

Revenue per hour (calculated) Premier Shop eligibility tracker

  The 30-Minute Post-Show Review★

Immediately after every show, while it is fresh, record these five things: (1) What sold fastest 
and why. (2) What didn't sell and what you'll do differently. (3) Viewer count peak and when it 
occurred. (4) Any chat moments that generated energy or interest. (5) One specific thing to 



change for next show.

This 30-minute review compounds into an invaluable personal dataset over 3 months — 
patterns emerge that no external benchmark can show you.



Chapter O Action Items

• Calculate your Revenue Per Hour Streamed for your last five shows. Plot the trend. Is it 
improving?

• Set up your three-tier tracking system: Tier 1 (every show), Tier 2 (weekly), Tier 3 
(monthly). Use the Analytics Tracker template for Tier 1 and 2.

• On TikTok, review your live conversion funnel. Where is the biggest drop-off? 
Impressions-to-entry, or entry-to-purchase?

• Set one 90-day metric target for each of the three most important KPIs for your current 
stage. Write them on a sticky note next to your streaming setup.



Glossary of Live Selling Terms
A reference for terms used throughout this guide and across the live selling community.

AOV (Average Order Value)  Your total revenue divided by your order count over a given period. 
A key efficiency metric — rising AOV means buyers are purchasing higher-value items or bundle-
bidding more aggressively.

BIN (Buy It Now)  A fixed-price listing format on Whatnot and eBay where the buyer pays the 
stated price immediately rather than bidding in an auction.

COGS (Cost of Goods Sold)  The direct cost of the items you sell — what you paid to source 
them. Your most important deductible expense and the primary factor in your profit margin 
calculation.

Community Boost  A Whatnot feature where buyers pool small contributions to create a visible 
animated border on a seller's show thumbnail, increasing click-through rate in the Explore feed.

Concurrent Viewers  The number of people watching your live show at the same moment. The 
most-discussed metric in the community, though Revenue Per Hour Streamed is more useful for 
business tracking.

Conversion Rate  The percentage of show viewers who make at least one purchase. Industry 
benchmarks: 8-12% TikTok Live, 5–10% Whatnot, 10–15% eBay Live.

DAC7  EU Directive 2021/514 requiring digital platforms to report seller income data to tax 
authorities. Active since January 2023, first full reporting 2025. Does not create new taxes — creates 
reporting transparency.

Death Pile  Community term for accumulated unlisted inventory — items you have sourced but not 
yet photographed, described or listed. Every item in the death pile is capital not working.

EIN (Employer Identification Number)  Free US tax ID issued by the IRS at IRS.gov. US sellers 
should get one even as sole proprietors to protect their Social Security Number from appearing on 
business documents.

Explore Feed  Whatnot's discovery interface — the browsable list of live shows visible to all users. 
Your position in the Explore feed is determined by real-time engagement signals including bids, chat 
velocity and viewer count.

FVF (Final Value Fee)  eBay's commission on completed sales, calculated as a percentage of the 
total sale amount including shipping. Typically 13.6% for most categories plus a $0.40 order fee.



GMV (Gross Merchandise Value)  The total dollar value of all sales processed through a platform 
or seller, before fees are deducted. Used by platforms as their primary scale metric (e.g. Whatnot's 
$8B 2025 GMV, TikTok Shop's $66B 2025 GMV).

INAD (Item Not As Described)  A dispute category where a buyer claims the received item differs 
materially from how it was described or shown. On eBay, INAD rates above 0.5% carry additional 
fee penalties.

IOSS (Import One-Stop Shop)  EU scheme allowing non-EU sellers to collect and remit VAT on 
low-value goods (under €150) shipped to EU customers through a single registration rather than 
registering in each country.

Marketplace-Only Seller  A Whatnot seller who lists items in the static Profile Shop but does not 
host live shows. Limited features compared to live hosts but requires no application.

OSS (One-Stop Shop)  EU VAT simplification scheme allowing sellers to register in one EU 
country and report VAT on sales to customers across all EU member states through a single return.

Premier Shop  Whatnot's programme for qualifying high-volume sellers. Requirements: $50,000 in 
sales over 90 days, 250+ orders, 80%+ listing quality, 95%+ on-time shipping. Benefit: 10% 
commission reduction.

Pre-bid  A bid placed on a Whatnot Quality Listing before a show begins. Items with pre-bids 
generate 7x more total sales and 4x more orders than cold-start shows.

Quality Listing  A Whatnot listing type that persists after a show ends, is searchable in the Profile 
Shop, enables pre-bidding, and contributes to Premier Shop eligibility. Higher setup effort than 
Temporary Listings.

Raid  When a Whatnot seller ends their show by sending their entire live audience to another 
seller's show. Typed as /raid @username. A powerful organic growth mechanism that transfers 
viewers instantly.

Raid Train  A structured event where multiple sellers go live in sequence and raid each other in 
order, passing the accumulated audience from show to show. One of the most effective organic 
growth tools on Whatnot.

Repeat Buyer Rate  The percentage of buyers who make a second purchase within a defined 
window (typically 30 days). The leading indicator of community health. Target: 30%+. Below 20% = 
prioritise community building.

Revenue Per Hour Streamed  Your gross show revenue divided by your total streaming hours. 
Filters out show length to give a true efficiency read. More useful than total show revenue for 
comparing performance across shows.



Sell-Through Rate  The percentage of items listed in a show that actually sold. Target: 70%+. Low 
sell-through rate indicates pricing, inventory quality or show energy issues.

SPS (Seller Provided Support)  Whatnot's dispute system launched December 2025, giving 
sellers direct control of post-purchase issues. Sellers have 48 business hours to respond with one of 
five resolution options.

Temporary Listing  A Whatnot listing type created during a live show that disappears when the 
show ends. No pre-bidding possible. Faster to create than Quality Listings, useful for high-volume 
shows.

TIN (Tax Identification Number)  Your government-issued tax ID. In the US: SSN or EIN. In the 
UK: UTR (Unique Taxpayer Reference). In the EU: country-specific (BSN in Netherlands, Steuer-ID 
in Germany). Required for DAC7 compliance.

UTR (Unique Taxpayer Reference)  The UK HMRC reference number issued when you register 
for Self Assessment. Required for filing tax returns and for UK DRR (digital platform reporting) 
compliance.

ViDA (VAT in the Digital Age)  EU package adopted March 2025, rolling out through 2035. Key 
change for live sellers: from July 2028, digital platforms may become 'deemed suppliers' for certain 
transactions, collecting and remitting VAT on seller behalf.

Vendoo  Cross-listing tool with official Whatnot integration. Lists items to multiple marketplaces 
simultaneously, auto-delists across platforms on sale. Partner discount: code 'whatnot50' = 50% off 
first 6 months.

ZZP (Zelfstandige Zonder Personeel)  Dutch term for self-employed / sole trader without 
employees. The standard structure for Dutch live sellers starting out. Register with KVK (Chamber of 
Commerce) to obtain a KVK number.



The Only Constraint Is the First Show
You now have everything a live seller needs to start,  survive the first 90 days, build a real 
community, protect yourself legally and financially, handle every operational challenge, and grow 
to a sustainable business.

Live commerce rewards authenticity over ad spend. Consistency over viral moments. 
Community over follower count. Expertise over catalogue size.

Whatnot gives you a community-first stage where nightly regulars become the bedrock of a 
business no algorithm change can break. TikTok Live gives you algorithmic discovery — the 
ability to reach cold audiences at scale without a marketing budget. eBay Live gives you 30 years 
of buyer trust and the world's most active authenticated resale marketplace.

The sellers who built $100,000/month businesses on these platforms share one trait: they started 
before they were ready. CaitieCo started with a ring light and a phone. Moms and Crumbs was 
denied three times before getting in. ZKStyles had no live selling experience on day one.

The framework,  the  psychology,  the  platform mechanics,  the  legal  foundations,  the  90-day 
survival guide, the year-one roadmap — all of it is here.

The only constraint is the first show.

— The Complete Live Selling Guide 2026, Version 2.0


