
How To Calculate eBay Profit

Most eBay sellers can tell you what an item sold for. Far fewer can tell you what they

actually made on it. The gap between those two numbers, the sale price and the real profit,

is where fees, shipping, packaging, and the cost of the item itself quietly do their work, and

sellers who do not calculate it precisely routinely think they are profitable when they are

barely breaking even. Calculating eBay profit is not hard, but it has more moving parts than

beginners expect, and getting it right, ideally before you list, is what separates a real

business from an expensive hobby.

This guide shows you exactly how to calculate your eBay profit, step by step. You will learn

the master profit formula, how to determine each cost that goes into it (cost of goods, fees,

shipping, packaging, and more), and how to run the numbers through worked examples

covering many real situations. Throughout, you will see how an eBay Profit Calculator turns

this from tedious arithmetic into a five-second check you can do on every item. Everything

reflects eBay's US fee and shipping structure as of mid-2026; rates change, so always

confirm current numbers in a calculator before pricing.

Key takeaways

Profit = everything you collect − everything you spend. The full formula adds up

sale price and any shipping charged, then subtracts cost of goods, eBay fees, your

shipping cost, packaging, ad fees, and a returns allowance.

eBay's fee is roughly 13.6% plus a per-order fee ($0.30 or $0.40), charged on the total

including shipping, so shipping affects your fees too.

Cost of goods is more than the purchase price, it includes sourcing costs you should

not ignore.

The difference between free shipping (you pay) and calculated shipping (the buyer

pays) changes how shipping enters your calculation.

Running each item through an eBay Profit Calculator before listing prevents the

most common mistake: pricing into a loss without realizing it.

1. eBay Profit Formula

At its core, profit is simple: it is what you keep after subtracting everything you spent from

everything you collected. On eBay, that expands into a formula with several specific parts:

Net profit = (Sale price + shipping charged to buyer) − cost of goods − eBay fees −

your shipping cost − packaging − ad fees − returns allowance

Let's unpack the two sides.



What you collect: the item's sale price, plus any shipping amount the buyer pays at

checkout (with calculated or flat shipping). With free shipping, the buyer pays no separate

shipping, so this is just the sale price. (Sales tax does not count, eBay collects and remits it;

it is the buyer's money passing through, not yours.)

What you spend:

Cost of goods sold (COGS): what the item cost you to acquire.

eBay fees: the final value fee (~13.6% for most categories) plus the per-order fee,

charged on your total including shipping.

Your shipping cost: the label you actually pay for.

Packaging: box or mailer, tape, cushioning.

Ad fees: any Promoted Listings cost, if you advertised the item.

Returns allowance: a small amount set aside to cover the occasional return, since

some percentage of sales come back.

Subtract all of that from what you collected, and you have your net profit, the number that

actually matters. From it you can derive two more useful figures:

Net margin = net profit ÷ (sale price + shipping charged) × 100, the percentage of

the sale you keep.

ROI = net profit ÷ cost of goods × 100, how hard your invested money worked.

This is exactly what an eBay Profit Calculator automates: you enter the sale price, item cost,

shipping, and category, and it instantly returns your fees, net profit, margin, and ROI. Doing

this by hand teaches you the mechanics, but doing it in a calculator before every listing is

what makes it a habit. The rest of this guide walks through each component so the

calculator's output, and your own math, always makes sense.

A quick but vital note before the details: because eBay's fee is charged on the total

including shipping, you cannot calculate fees off the item price alone. This single point

trips up more beginners than any other, and we will return to it in the fee and shipping

sections.

2. Understanding Costs

Accurate profit starts with accurate costs. Here is how to determine each one.

Cost of goods sold (COGS)

COGS is what the item cost you to acquire, and it is more than just the price tag. It includes

the purchase price plus any directly attributable sourcing costs: sales tax you paid, the

share of a bulk lot's cost assigned to that item, and, if you want true numbers, a reasonable

allocation for sourcing expenses like mileage to the thrift store or estate sale. For a single



thrifted shirt that cost $4, your COGS might be $4, or $4.50 once you fairly include a bit of

the gas and time spent sourcing. Beginners often undercount COGS by ignoring these,

which inflates apparent profit. At minimum, use what you paid; for a real business, fold in

sourcing costs.

eBay fees

This is usually your largest single cost after the item itself. For most categories, eBay

charges a final value fee of about 13.6% plus a per-order fee of $0.30 (orders $10 or less) or

$0.40 (orders over $10). Key points for calculating it:

The percentage is charged on the total the buyer pays, item price plus shipping (plus

tax, though tax is the buyer's money).

Category matters: while ~13.6% covers most categories, some differ, books and media

run higher (around 15.3%), collectibles around 15%, and a few like guitars are much

lower (~6.35%). Use your actual category.

Payment processing is included in the final value fee under managed payments,

there is no separate processing charge to add.

A Store subscription lowers the percentage modestly (roughly 0.9 points), worth

modeling if you sell in volume.

Promoted Listings fees, if you advertise, stack on top (you set an ad rate, often 2–4%,

charged on the total when the item sells).

A good eBay Profit Calculator lets you select the category so the correct fee rate is applied

automatically, which matters because using a flat 13.6% on a book overstates your profit.

Your shipping cost

This is the label you pay to send the item, distinct from any shipping you charge the buyer.

Determine it from the package's weight, dimensions, destination zone, and service. Buying

labels through eBay Labels gets you commercial rates (often 15–30% cheaper than the post

office counter). We cover shipping calculation in detail in Section 4.

Packaging

The box or mailer, tape, and any cushioning. Usually $0.20–$2.00 per shipment depending

on whether it is a poly mailer (soft goods) or a cushioned box (fragile items). Small per item,

but real, include it.

Other costs to remember

Returns allowance: not every sale sticks. Setting aside a small percentage (or

accounting for returns across your sales) keeps your numbers honest, since a return

can cost you return shipping and a possibly unsellable item.



Promoted Listings: covered above; only applies if you advertised.

What is not your cost: sales tax (collected and remitted by eBay) is not your expense,

do not subtract it as a cost or count it as revenue.

With every component defined, the next sections show how to calculate the two trickiest,

fees and shipping, before putting it all together.

3. Fee Examples

Because the final value fee is your biggest selling cost and the one beginners miscalculate

most, let's work through it precisely. Remember the formula: fee = (category % × total) +

per-order fee, where the total includes shipping.

Example A, a $10 item (standard category, free shipping):

FVF: 13.6% × $10 = $1.36

Per-order fee: $0.30 (order is $10 or less)

Total eBay fee: $1.66 (an effective 16.6%, the per-order fee weighs heavily on cheap

items)

Example B, a $50 item (standard, free shipping):

FVF: 13.6% × $50 = $6.80

Per-order fee: $0.40 (order is over $10)

Total eBay fee: $7.20 (effective 14.4%)

Example C, a $200 item (standard, free shipping):

FVF: 13.6% × $200 = $27.20

Per-order fee: $0.40

Total eBay fee: $27.60 (effective 13.8%, the per-order fee barely matters at higher

prices)

Notice how the effective rate falls as price rises, because the flat per-order fee is a big slice of

a cheap sale and a tiny slice of an expensive one. This is why very low-priced items are

proportionally costly to sell.

Example D, the fee-on-shipping effect. A $50 item with $8 shipping charged to the buyer:

The fee is calculated on the total of $58, not $50.

FVF: 13.6% × $58 = $7.89, plus $0.40 = $8.29

If you had calculated the fee off the $50 item price alone ($7.20), you would have

understated it by over a dollar. Always apply the fee to the full amount the buyer pays.



Example E, category differences. A $50 sale in three categories (free shipping):

Standard (13.6%): $6.80 + $0.40 = $7.20

Books/media (~15.3%): $7.65 + $0.40 = $8.05

Collectibles (~15%): $7.50 + $0.40 = $7.90

The same $50 sale costs nearly a dollar more in fees as a book than in a standard category,

which is exactly why a calculator that knows your category matters.

Example F, adding Promoted Listings. That $50 standard item, promoted at a 4% ad rate:

Final value fee: $7.20

Ad fee: 4% × $50 = $2.00

Total eBay cost: $9.20 (the ad fee stacks on top of the FVF)

Each of these takes seconds in an eBay Profit Calculator, select the category, enter the price

and shipping, toggle a Store or ad rate if relevant, and the fee is computed exactly. But

understanding the arithmetic means you will never be surprised by the result.

4. Shipping Examples

Shipping enters your profit calculation in two ways: as a cost (the label you pay) and as part

of the total that eBay charges fees on. How it nets out depends on whether the buyer pays

for shipping.

Free shipping (you absorb it): the buyer pays only the item price, and you pay the label out

of that. The label is a straight cost in your formula, and eBay's fee is charged on the item

price (since no separate shipping was collected).

Calculated or flat shipping (the buyer pays): the buyer pays the item price plus a shipping

charge; you pay the label; and eBay's fee is charged on the combined total. If the buyer's

shipping charge matches your label cost, shipping nets to roughly zero for you, except that

you still pay eBay's fee on that shipping amount.

Let's see real label costs (commercial rates via eBay Labels, approximate):

Example G, a lightweight item. An 8 oz packaged item via USPS Ground Advantage to a

mid-distance zone: about $4 at commercial rates. Light, cheap, ideal for free shipping built

into the price.

Example H, a heavier item. A 3 lb packaged item via Ground Advantage: roughly $8–$11

depending on zone. Heavy enough that free shipping gets risky, because a distant buyer's

label costs more than a nearby one's, and with free shipping you eat that difference.

Example I, a book via Media Mail. A 2 lb book using Media Mail (books/media only): about

$4.13 for the first pound plus $0.71 for the second ≈ $4.84, cheaper than Ground Advantage



for heavy media.

Example J, the free-shipping zone trap. You sell a 2 lb item for $40 with free shipping,

having priced in $7 of shipping. A nearby buyer's label costs $7 (you are fine). A faraway

buyer's label costs $10, so you lose $3 you did not plan for. With calculated shipping, the

buyer would have paid the true amount and you would not. This is why heavy items favor

calculated shipping, and an eBay Profit Calculator that lets you test different shipping costs

(or zones) helps you see the worst case before you commit to free shipping.

The takeaway for your calculation: always include the actual label you will pay as a cost,

and remember eBay's fee applies to any shipping you charge the buyer. Model the realistic

(or worst-case) shipping cost, not a hopeful one.

5. Profit Scenarios

Now let's put every component together in complete, end-to-end calculations. Each uses

the full formula and computes net profit, margin, and ROI, the same output an eBay Profit

Calculator gives you instantly.

Scenario 1: Thrifted shirt (high-margin soft good).

Sale price: $28 (free shipping); COGS: $4

eBay fee: 13.6% × $28 + $0.40 = $4.21

Shipping label: $4.50; packaging: $0.20

Net profit: $28 − $4 − $4.21 − $4.50 − $0.20 = $15.09

Net margin: 53.9% — ROI: 377%

Scenario 2: Used electronics (moderate margin, higher dollars).

Sale price: $220 (free shipping); COGS: $120

eBay fee: 13.6% × $220 + $0.40 = $30.32

Shipping label: $9.00; packaging: $1.50

Net profit: $220 − $120 − $30.32 − $9.00 − $1.50 = $59.18

Net margin: 26.9% — ROI: 49.3%

Scenario 3: Collectible (high fee category, cheap source).

Sale price: $90 (free shipping); COGS: $10; category fee 15%

eBay fee: 15% × $90 + $0.40 = $13.90

Shipping label: $5.00; packaging: $0.75

Net profit: $90 − $10 − $13.90 − $5.00 − $0.75 = $60.35

Net margin: 67.1% — ROI: 603%



Even with the higher 15% collectible fee, the tiny sourcing cost makes this far more

profitable than the electronics example, a reminder that fee rate alone does not determine

profit.

Scenario 4: Book via Media Mail (highest fee, low price).

Sale price: $18 (free shipping); COGS: $1; category fee 15.3%

eBay fee: 15.3% × $18 + $0.40 = $3.15

Shipping (Media Mail): $4.84; packaging: $0.50

Net profit: $18 − $1 − $3.15 − $4.84 − $0.50 = $8.51

Net margin: 47.3% — ROI: 851%

The margin and ROI look great because the book was nearly free to source, but note the

absolute profit is small ($8.51), so books are a volume-and-effort game.

Scenario 5: Heavy item with free shipping (margin squeeze).

Sale price: $45 (free shipping); COGS: $15

eBay fee: 13.6% × $45 + $0.40 = $6.52

Shipping label (heavy): $18.00; packaging: $2.00

Net profit: $45 − $15 − $6.52 − $18.00 − $2.00 = $3.48

Net margin: 7.7% — ROI: 23.2%

The heavy shipping you absorbed turned a decent-looking sale into a thin one. Calculated

shipping would have protected this margin.

Scenario 6: Retail arbitrage (the hidden loss).

Sale price: $45 (free shipping); COGS: $30

eBay fee: 13.6% × $45 + $0.40 = $6.52

Shipping label: $8.00; packaging: $1.00

Net profit: $45 − $30 − $6.52 − $8.00 − $1.00 = −$0.52

A "33% gross margin" item ($45 − $30 = $15 gross) is actually a loss once fees and shipping

land. This is the single most important reason to calculate before listing, and exactly the

kind of result an eBay Profit Calculator would flag instantly.

Scenario 7: Adding Promoted Listings. Take Scenario 1's shirt and promote it at a 4% ad

rate:

Ad fee: 4% × $28 = $1.12

Net profit: $15.09 − $1.12 = $13.97 (margin drops to ~49.9%)



The ad fee is just another line in the formula; the calculator handles it when you enter an ad

rate.

Summary

Scenario Sale COGS eBay fee Shipping Pkg Net Margin ROI

Thrifted shirt $28 $4 $4.21 $4.50 $0.20 $15.09 54% 377%

Used electronics $220 $120 $30.32 $9.00 $1.50 $59.18 27% 49%

Collectible $90 $10 $13.90 $5.00 $0.75 $60.35 67% 603%

Book (Media Mail) $18 $1 $3.15 $4.84 $0.50 $8.51 47% 851%

Heavy item (free ship) $45 $15 $6.52 $18.00 $2.00 $3.48 8% 23%

Retail arbitrage $45 $30 $6.52 $8.00 $1.00 −$0.52 loss loss

The variety here is the lesson: the same selling price ($45) is healthy or a loss depending

entirely on cost of goods and shipping. Calculating each item, not guessing, is the only way

to know which is which.

6. FAQ

What is the formula for eBay profit?

Net profit = (sale price + any shipping charged to the buyer) − cost of goods − eBay fees −

your shipping cost − packaging − ad fees − returns allowance. In short, everything you

collect minus everything you spend. From that you can compute net margin (profit ÷ sale)

and ROI (profit ÷ cost of goods).

How do I calculate eBay fees?

Multiply your category's final value fee rate (about 13.6% for most categories) by the total

the buyer pays (item price plus shipping), then add the per-order fee ($0.30 for orders $10

or less, $0.40 for orders over $10). For example, a $50 item with free shipping: 13.6% × $50 +

$0.40 = $7.20. Payment processing is already included in that fee.

Does eBay charge fees on shipping?

Yes. The final value fee is calculated on the total the buyer pays, which includes any

shipping charge. A $50 item with $8 shipping is charged fees on $58. Always apply the fee

to the full amount, not just the item price, or you will understate your costs.

What should I include in cost of goods?



At minimum, what you paid for the item. For accurate numbers, also include directly

attributable sourcing costs, sales tax you paid, your share of a bulk lot, and a reasonable

allocation for things like mileage to source. Undercounting COGS is a common way sellers

overestimate profit.

How does free shipping affect my profit calculation?

With free shipping, the buyer pays only the item price and you pay the shipping label as a

cost, so it comes straight out of your profit. With calculated shipping, the buyer pays

shipping and you pay the label, so it can net to near zero for you, though eBay still charges

its fee on the shipping amount. For heavy items, calculated shipping protects your margin.

Why is my profit lower than I expected?

Usually because of costs that are easy to overlook: eBay's fee charged on shipping too, the

per-order fee on cheap items, the actual label cost (especially on heavy items with free

shipping), packaging, and returns. Running the item through an eBay Profit Calculator

before listing surfaces all of these so there are no surprises.

How do I calculate margin and ROI?

Net margin = net profit ÷ (sale price plus shipping charged) × 100, the share of the sale you

keep. ROI = net profit ÷ cost of goods × 100, how hard your money worked. A cheap-to-

source item can have a modest margin but enormous ROI, so track both.

Is sales tax part of my profit calculation?

No. eBay collects and remits sales tax automatically; it is the buyer's money passing

through, not your revenue or your cost. Do not count it as income or subtract it as an

expense. (Note that the tax is included in the order total eBay uses to compute its fee, but it

is not your money.)

Do I need to factor in Promoted Listings?

Only if you advertised the item. If you did, add the ad fee (your ad rate times the sale total)

as another cost on top of the final value fee. A 4% ad rate on a $50 sale adds $2.00. Most

calculators let you enter an ad rate to include it.

What's the fastest way to calculate profit before listing?

Use an eBay Profit Calculator: enter the sale price, your item cost, the shipping cost, and the

category, and it instantly returns your fees, net profit, margin, and ROI. It is the single best

habit for avoiding accidental losses, because you see your true profit before you commit to a

price.



Calculating eBay profit comes down to one honest equation: add up everything you collect,

subtract everything you spend, and look at what is left. The collecting side is just your sale

price plus any shipping the buyer pays. The spending side is where the real work is, your

cost of goods (including sourcing, not just the price tag), eBay's fee of roughly 13.6% plus

the per-order fee charged on the total including shipping, the actual shipping label you pay,

packaging, any ad fees, and a sensible allowance for returns. Miss any of those, and your

profit is a guess; include them all, and you know your true number.

The worked scenarios make the central lesson clear: the sale price tells you almost nothing

on its own. The same $45 sale was a healthy profit on a cheaply sourced item and an

outright loss on a retail-arbitrage item with high cost and heavy shipping. Fee category, cost

of goods, and shipping weight swing the outcome far more than the headline price does,

which is why calculating each item individually, rather than assuming, is the only reliable

approach.

The practical habit that ties it all together is simple: run every item through an eBay Profit

Calculator before you list it. Enter the price, cost, shipping, and category, and you will

instantly see your net profit, margin, and ROI, and catch the losers before they cost you. Do

the math by hand a few times to understand the mechanics, then let the calculator make it

effortless on every listing. Sellers who calculate profit deliberately price with confidence,

avoid the hidden losses that sink the careless, and build a business on real numbers instead

of hopeful ones.

eBay fee and shipping figures reflect the platform's US structure as of mid-2026 and can

vary by category, store subscription, seller performance, promotions, and package specifics;

commercial label rates differ from retail. Always verify current rates and model your specific

items in an eBay Profit Calculator before pricing. This guide is general educational

information, not financial advice.


