
 

 
 
 
 

 

 
My Real-Life Project: 

 
From Scratch To Page 1 in Just Five Days! 

 
 
 

 
 
 
 

 
 
 
 
 

 
 
 
 

 
 
 
 

 
 
 



In this Bonus Report, I want to look at a real-life project from August. 
This listing ‘conforms’ to a lot of the principles we have looked at. 

But there’s really another reason I want to look at this in particular… 
You see, we’re going to focus in on what is arguably the most important part of your eBay listing.  
I really want to emphasise in this report how important this part of your listing is…hence why I’ve put 
together this bonus report! 
And I will say now: nothing is more important on eBay than your listing TITLE. It’s key. And it’s why I’ve 
put together this bonus report. 
Now, even if you have everything in place that we have looked at - such as click through rates, 
conversion rates etc, - you still need an excellent title for your listing.  
And the weird thing about titles on eBay is some of them work really well…and some don’t. 

It can be quite unpredictable.  
It’s always been like this. In fact, some years ago I recorded a video on titles for a particular product 
(which I was selling at the time), and I showed the huge differences you can get with different titles. You 
might even remember it.  
So…what I've decided to do here is show you a live example of creating a listing with different titles. 
That’s really what the focus of the report is. Sure, the listing has all the other things – a good CTR, good 
images, name, sales copy etc… 
But this ‘live’ example focuses specifically on your title: which is the MOST important part of your listing!  
As you will see, practically this means you need to try DIFFERENT titles when you launch your product. 
When you launch a new product on eBay, you need everything in place that we've spoken about, but 
also you want to try a few different titles out to see what works best. 
I'm recording this in August 2024. I have tried a few different titles for a new product. The product I'm 
selling is a magnesium product. 
 

 
 
First up – notice the nice branding and professional product render (not photo!). All in line with what we 
discussed in the Blueprint. 



There is a lot of demand for this kind of product now, primarily because of people needing to relax – 
probably because of current state of the country!  
But, from experience, I know that trying ONE single title isn’t optimal. I tried three different titles and I 
want to show you the results here. When you list your product…make sure to try out DIFFERENT titles. 
You will now see for yourself how critical it is that you try different titles out. (Most sellers only try 
one!). 

The method… 
 
Firstly: I looked at all the titles on page one of the results. Remember do NOT look at those that say 
‘Sponsored’; focus on those that don’t say ‘Sponsored’… 
 

 
 

I put all the titles from page one into ChatGPT (chatgpt.com) and asked for the most common words (as 
shown in your main manual). You can, also, if you wish, ask ChatGPT to create the titles for you. 
Then I tried to use different combinations of those - just as I explained in the main blueprint. Here are 
the first two titles I tried: 
 
 
 



 

 
 
(You can also see the dates are current – around 16th August 2024). 
The first listing ‘STRONG Magnesium Glycinate…’ got 8 views and one water, in a day or two. 

And the second one I tried, “High-strength magnesium glycinate…” got only TWO views! 
You can see the radical difference. 

It got two views.  
Over time, obviously the views will increase, but what we're trying to do is what I call a slingshot 
approach. 
We want to try and find that unique combination of keywords that gives it maximum views in minimum 
time.  

Like a slingshot – it comes out FAST! 
Even myself, with all this knowledge and experience, I don't always get the title right the first time. You 
need a few attempts. 
So I tried another title… 
And at the third attempt, I got a result I was happy with. You can see here: 
 

 

 
 
The view count was 94 after four days. (Unfortunately, I didn't record the view count on day two and 
day three). 
You can see the number sold there is five and it's got 4 watchers on it as well. And you can see the start 
date there just to show you it's all up to date in August, and the time left is 25 days. The product is now 
on page 1 for some magnesium-related keywords – which is where we want to be!  
It's been up almost five days. That's almost 20 views a day compared to the others, which got very little.  
That is just from changing the title! 
I didn't change anything else like the images, the sales copy etc - everything else was the same.  

That just shows you the impact changing a title can have! 

The crazy thing is most sellers only ever try a single compilation of keywords, which as I'm proving to you 
here, is a massive mistake.  
Even with all the techniques I'm talking about, you still want to have this slingshot effect out of the gate.  



And that comes from trying out different titles.  
This product now is on page one for various magnesium keyword terms, and it will over time, rise 
further… 
…because remember what we said about things like sales history. 
My existing competition are going to have a higher sales history. They also have repeat purchases, which 
I don't have yet (because it's brand new). 
So my results will compound over time (unfortunately I didn’t have many in stock from the supplier so 
I’ve now had to stop it – but I’ve proven my point!).  

Benchmarking… 
Now I want to talk about what to expect from a listing. 
How many views per day is ‘good’? 

When should you stop a new listing and try something else? 
In my opinion, you want to have 20 or so views in the first couple of days of your listing going up for 
sale. That is a good ballpark. And if you're not getting that, something is wrong with your title in most 
cases. 
If you’re getting less than 20 views, 2 days after launch, you should try another title.  
This is super important! 
Don’t leave a rubbish title/listing as it will just drift and go nowhere. Look at least 20 views within 2 days 
– or else cut it and try again. 

How about early SALES? 
I’ve told you what to look for in terms of VIEWS ‘early doors’. 
But when should you expect your first SALE from a new listing? 
The answer: after 30 views. 
Once you’ve got 30 views on a listing, you want to really have one sale.  

So you can see this perfectly illustrated in the example I gave.  
We had five sales in 95 views, so that's over a 5% conversion rate 
In the blueprint we looked at my listings, and they had average conversion rates of about 8-9%.  
Now, 5% is quite low, but bear in mind it's brand new currently. Over time what should happen is eBay 
will target more qualified visitors, and we also will get repeat purchases, which will increase conversion 
rates.  
But back on track… 

Shoot for a minimum of one sale in 30 views, which is a 3% conversion rate. 
You can leave it a bit longer and get to 50 views, but certainly if you reach 50 views without a sale – 
something is wrong. 
It's not the end of the world and if you test small, it's peanuts in the grand scheme of things. So the first 
thing is try these different keyword combinations and aim for 30 views in your first two or three days or 
so.  
If you're not in the ballpark of 30 views, then you need to rethink your keyword strategy and maybe try 
another combination for your title. 

Simply take your listing down and try again! 



Now, if you get to 30 views (or certainly 40-50 views) and you don't have a sale then you've got a 
problem with your conversion rate. That would mean your title and everything is good. You’re getting 
CLICKS!  
But with zero sales, you need to work on your conversion rate. Is the sales copy any good? Are your 
images good? And everything that we looked at in the blueprint.  
Don’t underestimate the power of what I’ve discussed here. These are tremendously useful benchmarks 
that you can use when you're creating listings. It tells you very quickly when to kill something and when 
to keep it running.  
Another thing to look out for is watchers.  

In my case here you can see I had four watchers. If you get to again, 30, 40 views, you might want to see 
at least one watcher on it, especially if you don't have a sale. If not, then there's something again that's 
wrong.  
What if I get no sales and no watchers, but decent views? 
As discussed, you can look at your conversion factors, but if they look good, the final thing is… 

Your product! 
The product isn't right for some reason.  

It could be that your price is too high. 
But it could also be the product itself is a ‘dud’; it just isn’t something people want in the niche. 
As an example, let's say we're selling this magnesium product, but it's an extremely weak product 
compared to everybody, and my price is very high.  
Well, I might hit a perfect combination of keywords for the title and have great images and all the rest of 
it…but when they come to it, it is completely falling flat.  
In a case where you’re seeing plenty of views, and no conversions – check your sales copy and images 
and other factors. 
But if things are still ‘dead’, then you might need to re-structure your product. 

We spoke about this in the blueprint; you can look at feedback on other eBay sellers, you can go and 
check Amazon reviews, and so on. 

You need to ‘dig in’ and see what people want from a product, and then re-orientate your product to fit 
exactly what the market wants.  

Coming back to my own listing… 
I have now validated it on a very small scale by getting both views and conversions. My conversions are 
over 5% conversion straight away.  
This product could now potentially run for years.  
The work that we're putting in comes in at the beginning. 

I've got listings that have been running from way back 10 years ago, believe it or not, and which are still 
running today. And that's because when we set these things up, if it's done right, then they can take 
pole position if you like, and then run continuously. 
This report, I hope, has proven to you the power of getting the right title and the right keyword 
combinations, and how just changing these few things can make a massive difference.  
When you try your product – be sure to try a few different titles! 
Together with the information in your main manual, you now have everything you need to create 
phenomenally powerful listings that get to page! 


