


Business Startup



By Raman Shahi













Copyright  2016 by Raman Shahi



All rights reserved. No part of this publication may be reproduced, distributed, or transmitted in any form or by any means, including photocopying, recording, or other electronic or mechanical methods, without the prior written permission of the publisher, except in the case of brief quotations embodied in critical reviews and certain other noncommercial uses permitted by copyright law.

















Ecommerce:


The Ultimate Guide to Making Money Selling Products Online









Copyright  2016 by Raman Shahi



All rights reserved. No part of this publication may be reproduced, distributed, or transmitted in any form or by any means, including photocopying, recording, or other electronic or mechanical methods, without the prior written permission of the publisher, except in the case of brief quotations embodied in critical reviews and certain other noncommercial uses permitted by copyright law.









Contents




An Introduction to Ecommerce





Chapter 1. Getting Your Toes Wet





Chapter 2. Retailer, Wholesaler, and Manufacturers





Chapter 3. The Multi-Channel Approach, Where to Sell





Chapter 4. What to Sell





Chapter 5. Buying Goods to Sell





Chapter 6. Selling Your Products





Chapter 7. The Logistics of Shipping





Chapter 8. Measure Your Success





Keep Learning and Keep Improving















An Introduction to Ecommerce








If you’re reading this, you no doubt have a vague idea of what ecommerce entails. You buy products and sell them in online stores, take the profits, and repeat the process again and again.







This over-simplified definition is enough to realize there’s a lot more to it than opening a website or starting an eBay or Amazon account. Within this guide, you’ll find easy-to-follow advice on securing products, selling products, marketing your business, and expanding your horizons even further.







Every 30 seconds, there is a whopping $1.2 million dollars in sales online. Let that sink in. That’s every 30 seconds. That translates to $144 million dollars in ecommerce sales per hour. Start looking into daily sales, monthly sales, yearly sales, and the numbers start to look unrealistic.







During that 30 seconds, Amazon soaks up an impressive $100,000. EBay takes nearly $75,000. However, they are not making these figures on their own. EBay and Amazon rely upon people just like you to sell products on their websites. They take their cut, and you take on the advantage of having a safe and dedicated place to sell your goods.







Taking into account the various other outlets for sales, including dedicated websites and a myriad of sales channels, it’s clear that the pie is very large, and if you want a slice, all you have to do is take some risks and invest in yourself. With the right amount of hard work and knowledge, ecommerce can become your escape from the 9-5 grind you’ve been led to believe is “how it’s supposed to be.”







The great thing about ecommerce is that it is scalable. You can start out with very little and get your toes wet without diving in head-first and sinking. When you are successful, you can reinvest your profits to build your business. If you make reasoned decisions, you will see that your business can be expanded rather easily once it’s off to a decent start.







So get out your notepad and start taking notes. If something resonates with you, write it down. If you find yourself having a question, write it down and look it up later. The best way to build your business is to always be studious. The more you research, the more you delve into every nook and cranny, the more likely you are to emerge victoriously!







Lastly, let me say thank you for purchasing this guide. It is my hope that you find inspiration to help you get your online business started.










Chapter 1. Getting Your Toes Wet








Before you jump in head first, it’s strongly encouraged that you take some time to get your toes ever-so-slightly wet in the world of ecommerce. Luckily, this is easily done thanks to websites like eBay and Amazon.







If you’ve never sold anything online before, follow these simple steps below to find out if this is something you are willing to handle by yourself. If you don’t enjoy this process enough to do it every day for a year or two (until you can hire helping hands), it may be best to reconsider your decision to dive into ecommerce as a means to making a living on your own terms.







For the sake of this example, I will be using eBay as the point of sale. You could just as easily do the same thing with Amazon, but most people already have an eBay account and the profit margins are relatively close, especially with this method.







Step 1. Clean out your house!



I’m sure you didn’t think I’d tell you to stop putting off decluttering your home, but here we are killing two birds with one stone: getting things clean while making some money. This money can be put towards your startup capital, so think of it as fundraising.







Go through all your old junk. Throw away anything that’s worthless and you no longer want, get that broom out and clean those areas that haven’t seen light in years, and most importantly, pull out some of those old items that may be worth a few bucks but aren’t any use to you anymore.







Clean these items off and set them to the side for now. We’ll be doing more with them soon.







Step 2. Sign up for eBay and PayPal, if you don’t have accounts yet.



You most likely have accounts with both eBay and PayPal, so I won’t walk you through this. If you don’t, now is the time to sign up for these accounts. Be sure to link your PayPal to the credit card or bank account that you intend to use for all your ecommerce purchases and profits.







Step 3. Value your items



This step is important. While you could simply list all the items you found as online eBay auctions and see what they fetch, it makes a lot more sense to take time to value your items. In ecommerce, you will often have to decide on a logical price for your goods, and this is a great exercise in that.







To find out the relative value of any given item, run a search on eBay for the exact item you have. In most cases, there will likely be some for sale already. Take note of the cheapest one available at a “Buy It Now” price. Write down this number. This is your most direct competition in this instance.







Next, use the search filters to see “Sold Listings Only.” (This can usually be found on the side-bar of the page for the desktop version of the website). Here, you will see what the item has actually sold for in the past. Take note of how often the item sells as well. Items that sell more often can typically be priced higher if there aren’t a ton of cheap listing available for sale at the moment. Take the last few sales that are comparable with your item’s condition, and use these numbers to determine a relative value. For our purposes here, since these are just old items, you have the option to price them lower than the “Buy-It-Now” price of the currently available listing. Hopefully you wrote this down.







Step 4. List your items



When listing your product, be sure to take many pictures. Ideally, you will have a high-resolution camera, but work with what you have for now. Better photographs help sell, so don’t be shy about trying to get good light and good angles. Take at least 6-12 images. EBay typically allows you to list up to 12 images without any additional charges.







When writing your description, be as accurate as possible. If there are dings or cosmetic issues, note them. If there is anything remotely worth sharing, share it. Especially for new sellers, having a detailed and honest product description on eBay is going to help close sales. Poorly written descriptions that don’t explain the product or its condition tend to turn off potential buyers and attract would-be scam artists looking to get a refund and keep the item after sale.







List the products as “Buy It Now” only, setting the price a bit below the competition as we discussed before. Since these are items you do not want, feel free to drop the price if the item isn’t selling after a week or two. For a true test of what ecommerce is like, price them to sell just to give yourself an idea of the work involved with shipping many items at once.







Repeat steps 3 and 4 for all the items you’ve found around you dug out of your closets, basements, storage spaces, etc. This could take awhile. (On the plus side, if working with products purchased in bulk, you won’t have to do a separate listing for each unit, which will save a lot of time in comparison to selling used items like this.)







Step 5. Sell, ship, repeat



Hopefully you’ll make some sales relatively quickly. If selling a lot of items at once for below-retail prices, you may get a decent idea of what it is like to handle a large amount of shipping all at once. This is perfect for the sake of understanding the work involved with ecommerce, especially if you are starting off as a team of one.







You’ll then be required to package these items securely, weigh them, print out the shipping labels, tape them shut, take them to the post office, and then deal with any customers that decide you’ve been less than forthcoming about your product.







Within the next few days, you may have a few more sales, and you’ll have to package these securely, weigh and measure them, print the shipping labels, tape them shut, and ship them off. Then when the customer receives their product, you’ll have to deal with any disgruntled buyers, if you have any.







And then it happens again, and again, and again. This is the cycle. It should never end if you are a successful ecommerce entrepreneur.







Step 6. Evaluate



Now that you’ve started to realize that it’s a lot more than setting up a website or setting up accounts with marketplaces, you’ll have to consider if you truly want to go through all the work of constantly finding products, valuing them for retail, listing them, processing sakes, packaging, and dealing with customer service. For many of us, this means doing all of this work on our own. For some, this isn’t a huge deal. For others, it’s monotonous and unrewarding work. But, if you find yourself still excited about ecommerce after a few weeks of selling your old junk on eBay, maybe it’s time to move on up to selling in larger quantities.







Hopefully your toes are sufficiently wet.










Chapter 2. Retailer, Wholesaler, and Manufacturers








Once you’ve made it past your first trial, or if you’re confident you don’t need to go through it, it’s time to consider where you fit into the world of ecommerce.







There are three major methods of buying products, both for personal use and with the intention of selling these products to customers. Let’s discuss each quickly.







Retailers



Retailer are generally the very last person between a product and a customer. Retail outlets—Walmart, Ross, the corner store—typically have the highest price and sell items one or two at a time to customers. For our purposes, you will essentially be an online retailer, even if you’re using another retailer’s marketplace to make your sales. Unlike brick-and-mortar retailers, you’ll have the advantage of low overhead on your side. You won’t need a huge staff, to pay rent on a building, or have to spend millions of dollars in advertising to make a comfortable living. You’ll just need to work hard.







Wholesalers



Wholesalers typically purchase items in bulk from manufacturers. They in turn sell these items to retailers, usually in smaller quantities than you would purchase from said manufacturers. Wholesale marketplaces will be one of the most important tools you have for building up stock to sell, regardless of which marketplaces you sell in, even if that’s your own dedicated website. While their prices are not going to be as cheap as purchasing directly from a manufacturer, which isn’t always easy to do, they can provide a relatively smaller amount of goods for you so you’re not overwhelmed with stock you cannot sell.







Manufacturer



Manufacturers are the businesses with factories or workhouses dedicated to building and often developing products. They in turn sell their goods to wholesalers in very large quantities. While the price per unit will be significantly less when purchased from a manufacturer, the initial costs are much higher due to the volume you’re required to purchase. For your purposes, it is best to avoid manufacturers unless they are willing to sell in smaller amounts, in which case they likely consider themselves wholesalers as well.







Why this matters



Knowing these details gives us insight into one important faucet of starting your own ecommerce business. You are not alone, and more importantly, there are many people trying to sell to you too. It is your job to determine if a wholesaler’s offerings are worthwhile and if customers would want these items. Sometimes, when a wholesaler has a deal that seems too good to be true, it’s truly just that. The takeaway here is to always do your homework. Take a look at what is selling that’s similar to an item you’re interested in purchasing in bulk. If there’s little sales, a small amount of reviews, or it’s difficult to find much information, then it’s perhaps a risk you’re not ready to take, especially as a budding entrepreneur. Where there appears to be healthy competition within the product’s niche, then it may be time to take the risk and purchase a product in bulk.







We’ll discuss more about wholesalers and how to find them in a forthcoming chapter.










Chapter 3. The Multi-Channel Approach, Where to Sell








While it’s true that many people are successful with setting up a dedicated website for their ecommerce sales, it is advised that you take what is known as a “multi-channel approach.” Simply put, this means selling your products on as many websites and marketplaces as you can possibly manage. It goes to reason that the easier it is for people to run into your products, the more likely it is to see higher sales counts. There are many considerations involved here that can be avoided with a single channel, such as a website or focusing on one category of product, but ultimately, if you’re not selling your products, you’re not making the money you need to work for yourself and continue to grow your ecommerce business. Let’s first discuss the pros and cons of the multi-channel approach in a bit more detail.







Perks



#1: More Visibility



Your company as a whole gains more visibility if you’re selling through your own website, Amazon, eBay, eCrater, Bonanza, etc. at the same time. Not only do more people see and buy your product, but when shipping, you can easily plug your business with a simple packing slip that includes a thank you note and some brief information about your business. When a customer is happy with the shopping experience, this can lead to further sales and brand recognition.







#2: Customer familiarity



One thing that makes Amazon, eBay, and other retail markets perfect for the budding ecommerce retailer is that people feel safe ordering items from familiar and highly trusted websites. This is true for many reasons.







First, the websites are huge and popular, and pretty much anything you’re looking for online can be found at these websites with a quick search.







Being so large and customer-oriented, these types of marketplaces offer buyer protection that is difficult to quantify on your own website until you’ve made a large number of sales and secured a track record for being reliable. Buyer protection includes things such as help in the event of non-shipped items, broken goods, and goods that aren’t as described. Additionally, these marketplaces include feedback systems that once you’ve made some sales, shows other customers that you’ve been reliable within the scope of that marketplace. Your feedback on eBay can make all the difference in sales. If you prove yourself with a high feedback rating, customers will not hesitate to buy your reasonably-priced goods in the future.







Additionally, eBay and Amazon, and many of the smaller marketplaces, are known as being secure. Customers have come to expect these types of transactions to go through without having to worry about their personal information being used to cause them harm. It is difficult for a new website to provide this same type of comfort.







Lastly, some of these marketplaces have product reviews from real customers. This is difficult to compete with on your own website, especially starting out. These reviews are often the reason an item continues to sell well over time.







#3: Competition



Believe it or not, having competition can often be a good thing. If you are able to sell a product for cheaper than your competitors through the same channels, then it will be obvious to customers that you are the one providing the best bang for their buck. Seeing 20 other listings of the same item priced much higher, it becomes a no-brainer to purchase from someone like you, who has both great feedback and better pricing. While it’s not always possible to be the lowest price, when it is, this perk is beyond helpful in making quick sales and building capital.







#4: Easy to use, easy to maintain



This is true for the buyer as well, but unlike managing your own Shopping Cart, payment processing, and every tiny detail involved with opening a single point of sales, like a website, services like Amazon and eBay are extremely easy to operate for the seller without a ton of technical expertise. Likewise, when you’re unsure how to handle something, customer service and a plethora of information online is readily available for you to consult or research.







Disadvantages



There are, of course, some disadvantages to a multi-channel approach. The most difficult part of these considerations is staying on top of them and not letting anything creep up on you.







#1: Fees



You will, of course, have to pay fees for selling products on website like Amazon and eBay. These fees can sometimes be pretty hefty and eat into your potential profits. So for many, avoiding the multi-channel approach is about making the most money possible. However, when starting out especially, it is paramount to get the attention your business needs to survive, something that is possible with other channels even when it seems impossible with a dedicated website for sales.







One great method of calculating fees is to use
 
http://salecalc.com

 . This website will give you a thorough breakdown of how much you stand to gain (or lose) by selling through one of the major marketplaces for ecommerce retailers like yourself.







One important detail here is to REMEMBER to pay your fees rather than be REMINDED abruptly. While Amazon will subtract the fees from your sales automatically, some sites, such as eBay, require you to pay these fees at the end of a billing cycle. For many new sellers, this is something they forget to handle before it’s too late. During a time of high sales, they may go ahead and spend their profits on new product or bills or fancy dinners. All of a sudden they see an e-mail from eBay, for example, that includes an invoice for fees owed. This bill can be as high as 10-15% of the sales. For some, that can really break the budget.







Moral of the story: stay on top of your fees. With eBay, you can always make one-time payments of fees following any sales to ensure these funds aren’t counted toward your actual profit.







#2: Competition



While competition can be a good thing, it can also be a bad thing. Somehow, someone will figure out a way to sell a popular product for slightly cheaper than you. You will then be faced with the decision of making less per unit or staying the course. While it’s true that the cheapest option for a product isn’t the only one that sells, it’s also true that it tends to sell much quicker. Competition is a double-edge sword, and if you’re not the sharper edge, it can sometimes become an obvious problem when working with a multi-channel sales tactic.







#3: Inventory issues



Another issue that crops up a lot with the multi-channel approach is inventory errors. When you list your products for sale in multiple locations, it’s important to keep a detailed account of how many of the item(s) are truly available. If you sell all of a product on eBay, but there’s still some listed on Amazon, for example, you may find yourself in a situation where you have to cancel an order because you forgot to update your inventory on one of your sales channels.







For some, the easiest approach is to never list more than you have, even if that means only listing a certain amount of one product per sales channel and simply adjusting later if one runs out. For others, it’s better to make it widely available everywhere and then stay on top of your inventory for each channel.







#4: It’s a buyer’s world…



This is one of the most disheartening parts of being in ecommerce, especially within the realm of marketplaces such as Amazon and eBay.







These types of companies and marketplaces are geared almost exclusively towards the buyer. What this means is that you’re expected to provide the best customer service possible, even if sometimes the buyer is in the wrong. For example, with Amazon, sellers are required to offer returns regardless of the reason why the return is requested. In most cases, the seller can charge return shipping if the item arrived as described. If the item has been broken during its trip through the mail system, which is bound to happen from time to time, the seller will be expected to credit the buyer for return shipping. (Note: it is typically considered the seller’s responsibility to get an item to a buyer free of defects and damages. Short of having insurance on packages shipped, sellers cannot typically hold the post office or other carriers responsible for poor handling to the extent that they will refund the loss of goods.)







With sites like eBay, if a buyer is unhappy, expects a refund, or is otherwise being unrealistic about a purchase, they are able to open a “claim” against the seller. The sad reality here is that eBay typically sides with the buyer, even if they’re blatantly in the wrong. Sometimes, even if eBay acknowledges no fault on your part, they will side with the buyer or decide that “everyone is right,” and issue their own refund to the buyer. Even in events where eBay does side with the seller, the buyer can still leave negative feedback, which can hurt your future sales.







Channels



Now that we’ve discussed some of the pros and cons of the multi-channel approach, let’s delve into where you can sell your products. This is by no means a complete list of possible channels. For your purposes starting out, it may be best to take on only a few channels to start, expanding as time allows. As such, provided below are some of the best places to get started.







Amazon.com



As mentioned, Amazon, with help from ecommerce retailers that use their marketplace, boasts an absurd $100,000 worth of sales every 30 seconds. They are the leading online retailer, and one of the first places every multi-channel seller should register for an account.







eBay.com



Behind Amazon, there is eBay. Every 30 seconds, eBay sees nearly $75,000 in sales. Unlike Amazon, eBay is almost exclusively ecommerce retailers, with eBay selling almost nothing on their own. Just as important to your business as Amazon, eBay is a must for a successful multi-channel approach.







Etsy.com



If selling products that are handmade, especially one-of-kind items, Etsy can be a great resource. Additionally, if you sell goods that are considered materials for building products, crafts, etc., Etsy is again one of the best resources available to you. A searchable marketplace for handmade and vintage items, it has the added benefit of a dedicated store front. While eBay and Amazon offer similar experiences, it is proven that Etsy’s dedicated storefronts tend to be taken more seriously. Unlike Amazon and eBay, where a buyer is usually searching the entire database, Etsy’s design is more seller-centric. When creating a store through Etsy, the seller is more likely to garner return buyers per sale than through other channels.







Bonanza.com



Bonanza is a newer online marketplace, but it is quickly growing. While eBay and Amazon are better suited for a wide range of products, Bonanza does a good job filling in the gap with more unique and interesting items buyers may not find elsewhere. It costs nothing to sell on Bonanza until the sale occurs, and the fees for sales are considerably lower than other marketplaces (often as low as 3.5%, compared to eBay’s 10%). Like Amazon and Etsy, Bonanza provides an outlet for fixed pricing only, rather than auctions or “make an offer” type interactions like eBay.







Additionally, Bonanza offers some great tools to help sellers reach buyers using search engines like Google to find products. Not only do they list their items through the Google Shopping program, but they offer additional search engine optimization tools to help boost attention to your store and help increase sales. They have also partnered with sites like PriceGrabber to extend the visibility of any given product and make comparison shopping easy for buyers. With the option to take a larger cut from your final sales price, they will also promote your products as ads.







Additionally, because it’s relatively young in the scope of things, the ratio of sellers to buyers on Bonanza is far less than sites like eBay, Amazon, and Etsy. This means the competition is lower. So for the shopper that does shop through Bonanza specifically, any given retailer is less likely to get “lost” among a long list of people selling the same types of products.







Popular categories for Bonanza include home and garden, collectibles, and women’s fashion, but practically anything legal can be sold on Bonanza.







Shopify.com



When the task of starting an online store is too much, Shopify is there with an easy-to-use platform. It requires nearly no technical prowess, and their design is easy to navigate even for the most technologically challenged individuals. From design to setting up product listings, everything is as simple as it can be.







Likewise, the listing services they provide allow for a great user experience for potential buyers. Images can easily be zoomed, videos can be inserted (something Amazon, Etsy, and eBay cannot do or make difficult), and add-ons and plugins are available to allow for additional functions.







Shopify can process payments for nearly all types of credit cards, ewallets, banks, etc., including all major credit cards, PayPal, and even Bitcoin.







However, unlike other channels, Shopify charges a membership fee. Still, with over 150,000 companies using them as a platform for their dedicated webstores, it’s easy to see the many benefits for the ecommerce retailer that has a practical need for so much control (and help!) over every detail.







Your own domain!



Not every ecommerce retailer takes this route, but many put the time, money, and effort into producing their very own store, brand, company, and a dedicated domain name and website to go along with it. This is more of an uphill climb, but can be integrated into your other channels through the use of your logo, thank you notes for purchases, small about us sections on your eBay listings, etc.







For the newcomer, this may not be the most viable option. The costs of marketing and the time and effort it requires to build a reliable, high-functioning, secure website may be daunting, especially if the capital available is only enough for shipping supplies and products. Most entrepreneurs going this route will be required to hire several contractors to handle each little detail, from website design, to shopping cart setup, to writing unique product descriptions and taking unique images of the products. Once all of that is paid for, there is still the consideration of how to market the website, another costly venture on its own. It can quickly become a money pit, and for the budding ecommerce guru, it’s often a difficult task to tackle right away.







Still, if a business is to thrive and become more than just a few people packing boxes and listing items for sale, it will be paramount that a website and brand is eventually developed. A dedicated website (or group of websites) is a great way to create a user experience that simply cannot be had with any of these other channels. A shop that focuses specifically on gaming laptops, for example, can be much more detailed and in depth than any Amazon listing. The specific audiences for these types of sites can be targeted through marketing efforts, and if done well, the sales come in without all of the percentage fees charged by other channels.







The good news here is that you can integrate some of your other channels into your website. For example, it is easy to use a service like Shopify, mentioned above, as the backbone to your website. There will be costs involved, but often these can be less worrisome and less demanding in terms of cost than setting everything up with the help of multiple contractors. More importantly, there is someone to fall back on in the event that something goes wrong. This is often the wisest choice when creating a dedicated ecommerce website.







Many others…







There are many other outlets to make sales. For people selling used goods, sites like Craigslist and Facebook are great for one-time sales of an item. For the ecommerce retailer looking to buy in bulk and turn a larger profit, these sites may not be that practical, but can still be used to garner some exposure.







When deciding where to sell products in the smaller marketplaces, consider what types of items are generally selling in each of them. If a seller primarily focuses on electronics, it’s probably not ideal to sell through a channel that primarily sees women’s fashion, for example. Making sure each of the smaller channels you discover are serving a specific purpose is a sure way to make the time and effort of expanding into new online territory worthwhile.







Ultimately, starting at the top is the way to go. Sales through Amazon and eBay are very likely to be a main source of profit until there is some brand name recognition for what your company can offer.







Steady



The purpose of explaining a multi-channel approach is not to push sellers into getting in too deep all at once. Taking a steady and methodical approach to expanding throughout the different retail outlets available to sellers will insure you can avoid burnout. Look at it this way: it’s better to do your best on 1 or 2 channels than blast through setting up 10 channels all at once and be too overwhelmed to function well. If you start cutting corners or rushing through things, it will be obvious when your sales aren’t all they could be.







Slow and steady wins the race. Amazon and eBay now, your own site and other potential markets as time and sanity allows.










Chapter 4. What to Sell




One of the most difficult parts of ecommerce is deciding where to focus the money and energy. What type of products are going to sell well? What actual products does one choose once they’ve decided to focus on a specific niche?







With channels like Amazon and eBay, it is completely possible to take on a myriad of products that are inherently unrelated and sell them and be profitable. As briefly mentioned earlier, a vast majority of sales through these channels happen as a result of searching for a product, finding a good price from a safe seller, and buying it.







However, with a dedicated website for ecommerce, it is often smarter to create a specialized focus on a specific type of product, even if that is something as a broad as “electronics” or “fashion.” Likewise, a laser focused store can also tend to garner repeat buyers, especially if the shopping experience is unique within that niche. Making the decision on what to sell can be the make or break for many people’s success.







In this chapter, we’ll cover some common categories, their popularity, and try to help get the gears turning as you decide your place in the world of ecommerce.







Used goods vs. new goods



Many sellers focus almost exclusively on used items. In many cases, this means collector items, but it can also branch off into electronics, clothes, media, video games, home goods, etc. The positive of selling used goods is that they can often be found cheaply through yard sales, estate sales, Craigslist and Facebook ads, etc. The downside is that your inventory will depend largely on what you just-so-happen to find. Likewise, it is sometimes more difficult to predict the return on investment when shopping and purchasing on the fly. That said, if you happen to have a hobby or interest that you know a lot about, such as retro video games for example, you can often turn a hefty profit while focusing on something you love.







However, selling used goods is often not as scalable as selling new goods, which can often be bought in bulk and given steep retail markups. Where used goods can be a mixed bag, it is generally much easier to gauge the potential profit and return on investment with a new product that can be bought in mass quantities. If the market is there for the item, it is possible to sell hundreds of the same thing, meaning only one listing per channel for that item, rather than a listing for each and every item being sold, as is common when selling used goods. This means less time, money, and effort going into creating attractive product images, videos, and descriptions. Still, the initial investment of 500 new products compared to a handful of used products is often going to be steep. Both used and new items are worth selling, but where a seller focuses depends on the market they expect to reach.







Top 5 Categories



There are many categories you can focus on. Below is a little bit of information concerning the top five categories that ecommerce retailers focus on when looking for the types of products and specific products they are going to begin selling.







#1. Apparel



For the first time in history, clothing and other apparel took the #1 spot for most-sold category in terms of online sales. Clinching $63 billion in online sales during 2015, it’s apparent that shoppers are now willing to buy clothes before trying them on. If you have a passion for fashion, selling apparel may be one of the best places to start your new venture.







#2. Consumer Electronics



Consumer electronics, such as computers, tablets, and phones, come in a relatively close second to apparel. Of all online sales in 2015 year, consumer electronics accounted for $57 billion alone. The profit margin on certain items is much higher in this category than others. If you’re tech savvy, this may be the category for you.







#3. Auto Parts and Related Items



For those passionate about all things automotive, the ecommerce sales for 2015 were $36 billion dollars. While this is dramatic decrease from categories #1 and #2, the competition tends to be a little smaller because it requires specialized knowledge to sell well in this category. If you come from an automotive background, it may be time to work on making a break from your old job and working for yourself in a field you’re already knowledgeable about.







#4. Media



Books, movies, and music top the list at number four with $28 billion in ecommerce sales during 2015. Entertainment is widespread, and the market is still ripe for the picking as new material comes out. The difficulty with this category is sourcing new goods at a price low enough to produce a large profit. An added bonus to selling media is that it’s typically easy to ship compared to larger items.







#5. Furniture and home furnishings



In 2015, sales of furniture and home furnishings online totaled over $27 billion. While the logistics of shipping furniture and home furnishings can be complicated for a beginner, it is possible to work with drop shippers and manufacturers for direct shipments.







Other Options



There are a vast array of other options, including toys and hobbies, foodstuffs, and office supplies. Ultimately, focusing on a single category, whether large or small, is going to make it easier to market your store. Of all other categories, ecommerce sales totaled more than $100 billion in 2015. So the possibilities tend to be open.







If it’s possible, try to sell something you are passionate and knowledgeable about. Not only will this make it an easier experience for you, but it will help you give your customers the best service possible.








Chapter 5. Buying Goods to Sell




There are a lot of ways to procure the goods you will sell. The most obvious approach is to work with a wholesaler or manufacturer. This requires quite a bit of capital, but there are options with wholesalers to spend less than a fortune for some goods, which should be enough to get you started selling through popular marketplaces like Amazon or eBay. We’ll briefly discuss how to find some wholesalers, but ultimately, you’ll want to do your own research to make sure they work for your needs.







Buying Used Goods



Auctions



Often overlooked, auction houses, estate sale auctions, and even storage locker auctions can be a great source of products when you’re open to selling used goods one at a time, especially collectables and antiques. While you may still require quite a bit of capital to get a good lot, if you’re frugal and wait for the chance, you can eventually procure a great deal. In some cases, you may even find something you didn’t expect. It can be a gamble, though, and getting caught up in the action of the auction can cause some people to overspend.







Garage sales, estate sales, flea markets



Garage sales, estate sales, and flea markets can be hit or miss, but often these are a great place to find old collectibles, media, furniture, and almost anything you can imagine. The best part about these sources is that it doesn’t always require a lot of capital upfront. Often media can be bought for pennies on the dollar. Even slightly used electronics can be much cheaper. The downsides are that you aren’t always guaranteed to buy working electronics, there’s a lot of competition in some local areas, and you may have to spend so much time cleaning items up that it eats away at time needed for more important work.







Craigslist and Facebook Ads



One popular method of finding products is to put up ads on your local Craigslist or local trade/buy/sell groups on Facebook. You mention the types of products you are looking for, and people respond with offers or showing you what they have for you to make an offer. While this can sometimes catch flak from other local resellers and collectors, it often bears great deals. Just be prepared to deal with some shady and jealous people.







Buying New Goods



Buying new goods in bulk can be pricey, but it is often more reliable and less work than shopping for used goods and hoping everything is good enough to sell. As mentioned, they are also simpler to list since you will be selling multiples of one product rather than selling products one at a time, a new listing for each one.







There are a lot of sources for buying wholesale. For our purposes, let’s discuss one very obvious option and the resource you need to find an option that truly works for you.







Alibaba Network



The Alibaba network is primarily a network of Asian wholesalers, retailers, and service providers. Sites within this network, such as
 
AliExpress.com

 , offer a wide variety of electronics, video games, home goods, clothing, and everything anyone could possibly want. Typically there will be discounts for the more you buy, and you can contact sellers directly for customized orders and questions.







Keep in mind with the Alibaba network, buyers are often shopping Chinese-produced goods. This includes bootleg products at times, and due diligence is a must. On the plus side, Alibaba’s support services are in place to protect the buyer in the case of any fraudulent activities. Their feedback system is also intuitive and makes it simple to weed out bad sellers.







With overseas shopping, shipping times can be a bit long, but typically shipping prices aren’t as daunting as one might expect, often even included in the price.







Buying wholesale from sites like Aliexpress is as simple as finding a product you believe you can sell and purchasing it in bulk using a credit card. They’re 100% secure, and again, they have support services in place in case things go wrong.







To check if a product might be profitable, it is often possible to find the same products on eBay and check the prices they’ve sold for, how often they’ve sold, and what types of listings are currently active. Not every cheap product is ideal, but after enough research, it is possible to find something that hasn’t already been bought and sold by everyone and their sister through the major retail channels.







Unlike many other channels that sell wholesale goods in bulk, Alibaba does not have any type of annual fee. This does not mean they should be your only source, but for the beginner with a fixed amount of money to get things started, it may be better to spend it on product than on a membership fee to a service you may or may not use regularly. It is this reason alone that Alibaba and Aliexpress get a specific mention.







Finding Other Wholesalers



As mentioned, there are many wholesalers that have membership sites. Part of how they make their money is charging an annual or monthly fee. While it can often be discouraging to pay a fee before seeing any prices or any goods in hand, it is often best to source your items from multiple wholesalers. It is likely that you will eventually need one of these services to find the next great item for sale. However, not all wholesalers charge a membership fee, but consider that those not charging a fee are likely to have more people buying their products, meaning the market is more likely to be saturated with that item already.







The good news is that it’s not that difficult to find a wholesaler website. The site Wholesale Central,
 
http://www.wholesalecentral.com/

 , provides a huge list of items for wholesale from more than 1,000 reputable wholesalers. Everything is broken down into categories to make it easy to track down exactly the type of items you are intending to sell. Using this as a starting point, you will find a mix of wholesalers that charge a fee and wholesalers that don’t charge a fee.







Tips and Advice



It is important to remember that just because an item is available for cheap doesn’t mean it will be profitable. When searching for a wholesaler and wholesale items, there are a few things to keep in mind that will help steer you away from generating a loss.







1. Location can change the price.
 This is especially true when working with U.S. wholesalers that have to charge higher rates than overseas wholesalers. Often the cost of freight alone can raise the price per unit, dropping your profit margins. Trying to source from regional wholesalers may be the best method, especially when purchasing much larger items such as furniture or home goods.







2. Volume discounts.
 The more you buy, generally the cheaper it will be per unit. While this means an increased risk of being overstocked, it also means that successful items will produce a much higher return on investment. However, as a new ecommerce business, it may be difficult to justify buying 1,000 of any one item, and for the time being, it may be important to focus on wholesalers willing to sell smaller lots, even if that means the price per unit is a little higher.







3. Due diligence is key.
 Once you find a wholesaler, it is important to take a few moments to do a few searches about their company. Try to find reviews, check their status with the Better Business Bureau, and attempt to compare their prices with other wholesalers. Putting time into due diligence can save you from a catastrophic error down the road. It is imperative that you always put a little extra time into research.







4. Ask questions.
 If you’re unsure about anything at all, try to contact the wholesaler and ask questions. While you have them on the line, check about volume discounts, how they handle returns, their general delivery times, etc. The more you know, the better you will be prepared to handle any challenges that come your way.







5. Keep an eye open for new opportunities.
 One of the most difficult parts of ecommerce is staying ahead of the game. If you are only selling products that are already widely available, your profits will reflect this, as you’ll have to price very competitively. However, if you can find a product with only a few sellers, it is possible to take advantage of the honeymoon period before a lot of other ecommerce retailers begin to purchase and sell the item as well.







Additionally, be sure to go to trade shows, talk to people if you go to auctions, find like-minded individuals. The knowledge shared from one entrepreneur to another can be all the difference in the world. Just remember: when someone helps you out, you shouldn’t be above helping out someone else in the future. They are your competition, but that doesn’t mean you can’t work together to help everyone thrive better. Keeping an ear to the ground is one surefire way to keep improving.










Chapter 6. Selling Your Products




We’ve already discussed some of the obvious places to source products and sell them, but there is a lot more to selling than knowing where to sell. The advice in this chapter is generalized to work for most channels, including your own dedicated website.







Listings



When putting together your listings, it is best to create the best possible user experience. While the internet has revolutionized the way consumers research products, the use of persuasive language and intriguing postings has not become obsolete. Take into account the following considerations when listing your items for sale.







Pricing



In a perfect situation, you will always be able to offer a lower price than every other competitor using the same channel. This isn’t always realistic, though. However, pricing an item fairly compared to the market is pivotal to making a large number of sales. Having a great reputation, fast shipping, or other perks may justify higher pricing for some buyers, but generally consumers shopping online are looking for the best possible deal.







Photographs



Having a decent DSLR camera is going to be a huge asset when you prepare to list your items. While some items bought from wholesalers may have decent stock photography available, it is still better to take the time to setup a photo shoot for your items if you have the resources available.







You will want a clean white background for taking multiple shoots of each item from varying angles, especially when it is an item with a lot of small details.







For the more advance photographer, and especially for larger items, it is ideal to set a stage for the item to shine. A piece of furniture is easier to sell when it is given the context of being in a well-organized and attractive home, for example. You should still offer plain images, but an attractive listing photograph of the item in action will help encourage buyers to commit much better than a stock photo.







If you are not a great photographer, there are free beginner courses to be found on YouTube, Udemy.com, and all over the web. Likewise, many junior colleges offer photography crash courses for a relatively low price. Take advantage of these resources and step up your photography game. The time and care that goes into a great photograph for a listing will not be lost on buyers.







Video



When it makes sense, a demonstration video for a product can encourage more sales. A quick no-nonsense guide on using an item, the many benefits, etc. can draw in a potential buyer and help them commit. This isn’t easy to do well, but if you work on it, your presentations will get better with time.







Descriptions



The better your descriptions, the more trust you can instill in new buyers. The time and care that goes into a great product description is just as important as the time and care that goes into unique and helpful photographs.







Writing a compelling description can be difficult for some people, but it can make all the difference to your customers and the way the items are indexed on search engines like Google and comparison shopping websites like PriceGrabber.







When selling through your own website(s), it is imperative that you do not simply copy and paste the description offered the wholesaler. In terms of search engine optimization, using content that is already available on the internet tends to send your website’s search results further down the list, making it harder for potential customers to find your listings, store, etc. Instead, write unique content that exemplifies the great product you have for sale. If your writing or editing skills are weak, it may be advantageous to pay a freelancer writer or editor to help clean up your listings and ensure the written content is not already online.







In addition to ensuring you have unique content, it is important to consider how search engines work. They take a keyword or keyphrase and search their index for websites that are trustworthy, relevant, and display unique content. For the sake of your own website especially, taking the time to do some keyword research can be the difference between your website getting traffic and getting lost in the mix.







Keyword research can be a tricky subject. A generalized method of research is to use Google’s Adword’s Keyword Planner, a free service intended to help build Adword ads based on the amount of searches and competition a keyword receives. Using this tool, you can search for relevant keywords, see how many searches per month are being conducted, and even take into account how many people are spending money to promote these keywords. Whether or not you purchase ads, this information can help you integrate keywords into your descriptions that will boost your position on Google, Bing, etc. For many ecommerce retailers, it is a good idea to hire an SEO (search engine optimization) specialist. Often this will be the same person that can write compelling product descriptions.







Advertising



Adwords, Bing Ads



On the subject of keywords and Adwords, sellers of more expensive items may find it advantageous to use services like Adwords or Bing Ads. These ads display on Google, Bing, or Yahoo. Using the keywords you’ve researched, you bid on ad space. The higher the bid, the higher the position your website will appear on the sponsored results within Google, Bing, or Yahoo. It is not always necessary to pay for top positioning, but when you find a keyword with low competition, top position bids are possible without spending an arm and a leg. This type of advertising works best for dedicated website channels, even if you also sell through Amazon, eBay, etc.







Printouts



Another easy method of advertising is simply including small printouts with any of the orders that ship. Sometimes a purchase will be made through eBay or Amazon, and the use of a small printout can point the consumer toward your online store by showing them a few items for sale. The major perk for any conversions here is that profits are typically going to be better since the fees are significantly less per sale. If the prices are right, it can turn a one-time costumer into a return costumer.







Social Media



Social media can be a great tool or a great waste of time. Too many online marketers simply dump links to their products or affiliate products and expect results. This doesn’t work. The online presence for your business needs to be more than simple advertising. It must cater to specific demographics, offer relevant information to them, and lead them to solutions for common problems or desires. Entertaining your customers doesn’t hurt either. Offering a customer this type of interactive and useful content for free can lead to them sharing the content, buying your products, and leading others to buy these products as well.







When it is time to finally promote a product, the images and video you’ve already created come in handy and don’t require any additional work. Like the many channels available to sell goods, there are many social networks worth investing time in, including Facebook, Twitter, and Instagram. Additionally, many of these services offer sponsored postings that are directly related to potential customer’s interests and demographics.







Taking on a social media marketing campaign can be difficult and time consuming. Slow and steady wins the race here: organically building a business’ online reputation and presence works much better than simply paying a company to have people to like your page. Don’t be fooled by promises of thousands of likes or sharing your post to a handful of other pages. These things tend to not produce results.







Blogs and Website Content



When taking the route of creating a dedicated website for your ecommerce business, it is important to create content beyond simple product listings. Having a blog or articles on your website is a perfect way to draw in traffic through search engines and referrals. Some example include:







1. Top 10 lists.
 Take a topic or category of product and create a list of the best of the best. Even if you don’t sell the product yourself, you can use an affiliate link to the product and gain a small commission if it sells. If you do sell the product, you can easily link to your own sales channels throughout the article.







2. In-depth reviews.
 If there is a great product, there needs to be in-depth reviews of the product. This is another situation where those product demonstration videos can come in handy. Additionally, discussing a product honestly can give the buyer realistic expectations, helps to index your website within search engines, and provides more reasons for people to view your website in general.







3. Comparisons.
 When there are two products that are similar but each have their pros and cons, writing an article comparing the two products is a great way to draw in traffic for either of the products or similar items.







4. Customer reviews!
 One of the best things you can implement on your dedicated website and through your sales channel is to encourage customers to leave reviews of products. If the product stands up, the reviews will reflect this and ultimately past customers will help sell the item to new customers in this manner. To help encourage reviews, you can leave a small note inside each package asking both for feedback on your business and the items they’ve purchased. While most people may ignore these, a handful of reviews can go a long way.







Coupons



Coupons can be a great way to encourage new traffic on your website. Anytime you create a promo code or a coupon, it can be distributed to the many online coupon, hot deals, and freebie websites simply by email them. Coupon codes can also be given away to customers through social media, e-mail lists, and within packages.







The Multi-Channel Approach



It has its own chapter, but it cannot be stressed enough. One of the best ways to get products and companies seen is to take advantage of the many channels available for sales. While the fees can be hefty, the safety and familiarity of sites like Amazon and eBay brings in a lot more buyers than any other method.














Chapter 7. The Logistics of Shipping




After all the hard work it takes to create an ecommerce store, setup all the sales channels, purchasing products, and creating killer content to sell the products, the logistics of shipping become a reality. For a high sales ecommerce business, this can quickly become difficult to manage in a timely and orderly fashion.







Packaging



There are two obvious routes to take when considering packaging details. One, you use generic boxes that are cheap but sturdy and basic packing supplies like bubble wrap and peanuts. Two, you go the route of customized packaging. Customized packaging helps to establish a brand, and when a business is built around a brand, it tends to retain more customers if that brand has a lot to offer in terms of meeting the needs of the demographics it caters to. Packaging can be the difference from being any other Amazon or eBay seller to being a distinct entity in your niche.







All packages should be placed in appropriately sized boxes or padded mailers. Using a box that is too large or too small sends the wrong message and can be a waste of materials and cost. Additionally, everything should always be well protected. It is the seller’s obligation to get an item to the buyer safely, and in most cases, the USPS or other carriers will not be held responsible past the insurance purchased, if any insurance has been purchased.







Shipping



There are a few considerations with shipping. For a business doing high volume, most carriers offer a type of business account that allows for daily pickups and reduced rates. Check with your USPS, UPS, FedEx, or other carriers and see what they offer and recommend.







The amount you charge for shipping and handling can sometimes be the difference between making a sale and losing a sale. With smaller items especially, offering free shipping, even if it’s actually just built into the cost, is an easy way to convince buyers to choose your product over someone with a similar or identical product. For larger items that are difficult to ship free, it is sometimes advantageous to offer free shipping over a certain amount, such as $99 or $199. This works on two levels. One, it still allows you to advertise free shipping, and two, it encourage people to throw in extra items to meet these required spending limits.







Another option is to charge by weight. This real-time type of calculation is possible with your own ecommerce website and certain channels, such as eBay. However, Amazon often incorporates a flat rate “shipping credit” for items based on their category. In these instances, you may sometimes need to raise the price to meet the actual costs of shipping and packaging materials.







When Shipping Is Too Much Work



For those that cannot handle the workload involved in shipping a large number of items, there are a few options that many ecommerce entrepreneurs choose to use.







Drop Shipping



Drop shipping is the process by why a manufacturer or wholesaler ships the item for you. In this case, you aren’t keeping an inventory on hand, but the additional costs may eat into your profits. Additionally, should there be a problem with shipment, it is still your responsibility to make things right. The entrepreneur paying for drop shipping is still the point of contact, the customer service representative, and the business making the actual sales. The profit margins for drop shipping can often be lower than simply shipping items yourself, however it often requires less of an investment upfront. At the same time, it means you lose control over pricing the cost of shipping.







Fulfillment Centers



Amazon offers a “Fulfilled by Amazon” option. This is essentially drop shipping except the seller ships their item in bulk to Amazon, and when an order is placed, someone in the Amazon warehouse locates the item, packages it, and ships it. Much like drop shipping, the fees mean that profit margins are much lower, but unlike drop shipping, the initial cost per unit is still as low as possible. One huge advantage is that shipping rates are generally lower than ecommerce businesses with much smaller amounts of goods to ship, meaning your customers save money, making it easier for them to justify the purchase.







Hire an Employee



Of course, if a business is growing steadily and the workload is too much for a single person or the small team that started the company to manage, it may be time to bring in some extra hands to help with certain aspects, such as shipping and handling. This may very well be the best option when shipping is too much to handle with the resources currently available.







Ship Fast and Frequently



Fast shipping does not go unnoticed. A buyer that receives their item soon is a lot more likely to remember to leave you a positive review. Since many sales channels include feedback systems that make note of shipping speed and expected delivery dates, it is crucial that shipments go out and reach their destinations on time.














Chapter 8. Measure Your Success




Keeping good books, tracking sales of specific items, and A/B testing advertising strategies is important stuff. Overlooking what is working and what isn’t can be the difference between turning a good profit and bankrupting a business before it even gets off the ground.







Keep Records



When keeping records, make sure to record every detail, including the cost per unit, the sales price, the fees paid to other companies, the cost of shipping and packaging materials, and the final profit. Take inventory of each sale, and it will become clear what items are selling well and which items either need better marketing or aren’t appealing to consumers.







Investing in QuickBooks or setting up your own database or spreadsheet will become endlessly useful to you if you keep it up to date. While it means a lot of additional administrative work, having the data to analyze means you can make the next step in an intelligent and logical manner.







A/B Testing



A/B testing is a popular advertising technique where a product is promoted through two separate ads. By measuring each ad, and noting how they are different, the approach moving forward can be better honed to produce results. Likewise, using A/B testing for pricing with shipping or free shipping also helps to determine the best possible outcomes. This can be applied to many portions of a business; if there’s any doubt which method is best but it’s possible to try both, then trying both is a great way to determine how to truly create the most seamless experience possible for buyers to find and purchase your products.







Research Your Business



Once your business has taken off and started to get customers, it is a good idea to occasionally take the time to scour the internet for anything about your business you can find. This includes reviews on Amazon, feedback on eBay, blog posts that may mention your website, etc. By taking an inventory of how the internet perceives your business, you can better understand your strengths and weaknesses. With this type of knowledge, improvements aren’t quite a shot in the dark anymore. Your online presence is everything, especially when stepping outside the comfort of Amazon, eBay, and other established marketplaces.














Keep Learning and Keep Improving




Ecommerce can be a lot of work. It is not for people that want to sit back and watch the cash fly in, but it is for those that want to take charge of what they sell, how they sell it, and who they want to sell to. The trick to keeping alive within all the competition is to always keep learning and improving however you can.







One important thing to consider is the competition. Take note of those ecommerce giants, and then take note of ecommerce entrepreneurs that appear to be doing extremely well for themselves. Without directly copying them, emulate the work ethics and techniques they appear to be using. Learn from the successes of others as much as possible.







Take what you know and learn more. Then take that and improve upon your successes and failures. Not everything you try is going to work, but determination will pay off in the long run. And of course, always continue your research for new products, modern advertising techniques, and every detail that can make your business one of the greats.







Thank you so much for reading this guide. May you use your newfound knowledge to better your life and leave the 9-5 rat race for much more rewarding work as your own boss.

















Shopify: How to Build Your Online Store



Raman Shahi









Copyright  2016 by Raman Shahi. All rights reserved.









Table of Contents








Chapter 1. What You Need





Chapter 2: Legal Considerations and Regulations





Chapter 3: Determining Your Products, Customers, and Competition





Chapter 4. Sourcing Your Inventory





Chapter 5. Your Shopify Store





Chapter 6. Selling Your Products





Chapter 7. Marketing Your Shop















Chapter 1. What You Need








Thank you for taking the time to invest in yourself! Taking the plunge and opening an online store can be a lot of work. This book helps make that process much easier by walking you through the required steps to setup a Shopify store that’s ready to bring in customers and sales.



Like everything in life, it is not as simple as showing up. Hard work and perseverance are the keys to your success. Having an insider’s understanding of the Shopify system from the get-go is sure to give you an advantage and remove some of the difficult learning curve involved in setting your store up. In the first chapter, we will cover everything you and your business need before starting your ecommerce adventure with Shopify, and in subsequent chapters we’ll unravel the secrets of setting up your shop, listing your products for sale, and marketing them to the appropriate audiences. Good luck!







Time



Running your own business is not a part-time job. It doesn’t matter if you already have a 9 to 5 and have to stay employed to make ends meet while you setup your own ventures. So you must ask yourself: Do I have the time on my hands to handle hours of work every day? Can I make the commitment to take care of shipments, customer service, and actively market my products while building new listings, revising my marketing approaches, and making sure everything is up-to-date? Having the time required to take on a second job is a must if you can’t afford to make this your only job.







Money



One major reason small business owners fail is because they expect to make enough in profit to cover their bills and their business right away. It quickly becomes apparent that profits aren’t always ideal, and in order to keep growing the business until the profits are at a sustainable level, a business owner must be able to invest their profits back into the business. If you do not have enough money to cover your personal financial obligations while investing in your business, you may find yourself without a business altogether.



Likewise, if you have little to no money to invest in the initial setup and inventory, it may be time to do some fundraising first. It may not take a lot to get started, but having some type of investment source, even if that’s your savings account or selling off your possessions, is crucial.







Courage



You are considering taking a risk. With risks come rewards, but with risk also comes the possibility of failure. Are you prepared to potentially fail? More importantly, are you prepared to potentially KILL IT and MAKE A TON OF MONEY!?







Motivation



What drives you to open your own store? Do you have a product already? Do you want to leave your 9 to 5, be your own boss, and make your own living? No matter the reason, motivation is a must. A simple “let’s see what happens” is not going to cut it. What drives you is what fuels the brain and heart behind your business. Without motivation, you will fail or, at best, survive on dumb luck alone.







Basic Computer Skills



Since you most likely bought this book through Amazon’s Kindle store, I’m going to assume you have a decent amount of computer skills. You don’t need to be a hacker or even a web designer, though. As long as you have the basic ability to navigate user-friendly user interfaces like Shopify, you should be prepared.







An Online Shop with Shopify



That’s what we’re going to discuss at length in this book. For our purposes, Shopify is one of the best solutions for an online store. Shopify offers many benefits over other potential options, including low costs and headache-free setup.



One major consideration is that website design costs and initial setup of an online shop is often in the thousands of dollars between design, debugging, security, etc. You can have a clean, easily maintained store with Shopify for significantly less than you would expect to pay for all the help required when creating your own online store and website. Additionally, Shopify has a support crew that ensures their services don’t go down, the software remains fluid and easy to use, and the software is tweaked as time goes on to make for the best possible experience for you and your customer. If they do go down for any reason, there’s a whole team around to work on fixing any problems. Without hiring many employees (usually implausible as an ecommerce startup), it is obvious that having the Shopify team behind your shop is a huge advantage.



Shopify is a trusted website. Not only with sellers, but also with buyers. Their security efforts are some of the best in the ecommerce world today, ensuring you aren’t breaking any laws concerning the requirements of safely protecting the identities of your customers.



Shopify is also designed specifically to help improve your search engine optimization (SEO), or your ability to be found when searching through Google, Yahoo, Bing, etc. Their helpful setup ensures that your SEO efforts don’t go to waste.



Similarly, they offer analytics that accurately track the amount of sales and visitors to your store and blog. This is so extensive that it even explains which keywords people typed in to find your store, how long they have stayed on your site, and how much they have interacted. This type of superior analytic data makes it possible to track what is working and what isn’t working with your marketing efforts.



Shopify is an obvious choice for budding ecommerce entrepreneurs looking to get started without a huge investment or the headache of setting up their own hosting and website. This book will help you put all the pieces together so the process is as simple as possible. Read on if you’re ready to learn how to use Shopify to build your online store.










Chapter 2: Legal Considerations and Regulations








Before we go into the meat of this guide, how to build your Shopify store, its best that we stop for a moment and discuss some legal considerations of opening an online store. This is boring stuff, but it could save you a lot of legal troubles in the future if you consider them now rather than when there’s a problem.







Sales Taxes



For an online business, you do not have to charge any sales tax for sales made UNLESS the sale was made in the same state the business is located in. For this purpose, it is considered doing business within the state, and therefore you are expected to charge sales tax.







Income Taxes



For entrepreneurs and business owners, gone are the days of the fat tax return every year. Instead, you’ll be expected to pay income taxes (since they’re not automatically withheld from your earnings). The good news here is that you can also start keeping tabs on all of your work-related expenses to help reduce the overall cost of taxes, and for a fledgling ecommerce setup, those are probably pretty significant compared to the profits. The easiest way to make sure you’re not blindsided by your taxes is to keep a certain percentage to the side every month, which can then be used to pay off taxes. Any excess can be put back into the business or treated as a personal bonus. For some self-employed individuals and business owners, it proves helpful to handle taxes on a quarterly basis. Decide this with your accountant or tax professional.







Shipping Regulations



Learn about shipping rules and regulations from the carrier you plan to do your business with, and be sure to avoid shipping anything illegally. Learn about the difference types of mail, such as First-Class, Parcel, and Media. First-class is anything under 16oz, and can be paid for using a stamp. Parcel (and Priority) is ideal for larger items. If you’re selling any type of media that does not include advertisements, Media mail may be the cheapest way to get it to your customer. However, it is also one of the slowest methods. Do not ship anything that does not qualify as ad-free media as Media mail. The USPS is legally allowed to check that the contents fit within the regulations and can charge you or your customer additional shipping in the event of fraudulent mailing.







Employment Regulations



Take time to learn about your federal and state employment laws before trying to hire anyone to help with your growing business, especially if they are going to work with you person to person rather than over the internet. For the work you can have handled online, hiring contractors is a good way to avoid the potential pitfalls of hiring an actual employee.







Only Sell Legitimate Products



It can be tempting to buy knock-off products from China and the flea markets to resell in your store, but this is illegal. Many people will be able to tell you’re selling fakes, and it will hurt your overall business and brand. Likewise, it is up to you to put in the due diligence required to determine if something is a legitimate product or a knock-off. Counterfeit products are flooding the ecommerce world, but these sellers (at least in the USA) tend to get called out by whistleblowing customers.







Business License



Not all online businesses require a business license, but this can change from state to state. Be sure to take the time to determine if this is something that will be required of you to operate under a name other than your own. For many of us, we are able to operate a store without opening a proper “business.” In this case, we’re considered “sole proprietors” and generally don’t hire any actual employees.







The Takeaway



These regulations are in place for good reason. Having at least a general knowledge of how each works, especially income taxes, is a vital part of making sure you’re not blindsided down the road. Take the time to do some additional research, especially with your state laws governing business. Now let’s get back to the meat of this book!










Chapter 3: Determining Your Products, Customers, and Competition








Before you make the effort to setup your Shopify account, it is important to start with some basic research and determine what type of inventory best suits your new venture. For many of you, the types of products you wish to sell may already be obvious to you, but for others, it is more about the selling than the products themselves. In this chapter, we’ll discuss how to choose the best products for your success.







Pick Something You’re Passionate About



If you’re heavily involved in any hobbies or activities, the most obvious path to go down is choosing the types of products you’re already very familiar with. The more you know about the products you choose, the easier it will be for you to pick the correct items to stock your shelfs. Keep in mind, though, that not every hobby and interest is popular enough on its own to justify a store dedicated solely to it and related items. Still, it goes to reason that the more you know about the products you’re going to sell, and the market you’re going to sell them to, the better off you’ll be. Not only are you less likely to burn out, but you already have a wealth of information to get started with your marketing approach.







Identify a Problem, Provide the Solution



There are endless number of problems, some serious and some not-so-serious. These problems need a solution. Being the provider of a solution is a surefire way to help your store be successful. For some, the problem will be something obvious that applies to a vast majority of potential customers. For others, the product may solve a problem the customer didn’t know they needed to solve until they learned about the product. In both scenarios, identifying the problem and providing the solution is key to making sales, writing compelling descriptions and content, and locking down happy, repeat customers.







Branding



Part of creating a successful ecommerce business is branding your store. To do this, it is important that you remain vigilant about what your brand stands for, what it offers, and how it goes through great lengths to provide the best possible solutions to people’s needs or wants. For this reason, it is important that everything about your store relays the message that you belong in the niche you’ve decided to target. Opening a store targeted at high tech items and then trying to sell unrelated clothing items too, for example, means you’re going off the brand you’ve tried to create for yourself. This will not be lost on potential customers. If you’ll sell me just anything, I am more likely to go to Ebay or Amazon.







Determine if the Market is Large Enough



Once you have decided on the type of products you want to sell, and what your brand and niche will be, it is a good time to step back and consider the market. While you don’t want to sell unrelated items, if your initial ideas appear to be too specific, it may be imperative to increase your product line to include related items. If you’re thinking of opening a cell phone case store, for example, perhaps it should be expanded to include tablet cases, peripherals, and other related goodies.



If the niche you’re interested in simply seems too small and there isn’t a lot of room for expansion, it may be time to reconsider and move onto another idea. One mistake often made by budding entrepreneurs is the idea that small niche markets are the only choice for them in today’s market. The major categories may seem saturated, but the truth is that large markets contain the most customers and the most possibility for growth, whereas smaller niche markets can only get as big as the small handful of consumers that want such products.



You’re probably wondering how to research the size and possibilities of a market. Let’s cover that quickly. A quick step is to use the Small Business Administration website at FedStats.gov. A better step is to use the tools that Google provides to see what type of competition exists. Using their Keyword Planner, it possible to see how many people are searching for any given keyword or keyphrase. With this tool, we also learn how much competition these keywords and keyphrases have, as in how difficult and expensive it might be to pay for Google AdWords ads. A highly competitive keyword with a small amount of searches suggests too many competitors and not enough potential customers. On the other hand, a low amount of competition and a high amount of searches suggests a niche ripe for the plucking. This may be difficult to find, so just because there is competition doesn’t mean it’s not worthwhile. Once again, more customers means more opportunities for growth once you’ve got your feet on the ground.







Identify the Demographics and Competitors



This one is important. Once you’ve locked down a good category or niche to work within to create your brand, your shop, and choose your product line, it is important to consider who exactly is interested in what you have to offer. Taking the time to learn about your potential customer base is essential for reaching them appropriately and keeping them hooked until the sale. Some larger categories may have varying demographics, while smaller niches may cater to a very specific type of person.



Demographics can be broken down into age, gender, level of education, household size, level of income, paternity, and much, much more. If you sell children’s clothing, your demographic is clearly going to be mothers (and probably slightly less-so fathers, unless you’re specifically creating a shop for cool father-approved clothing).



Luckily, if you’ve truly discovered a problem and solution, it’s likely that you have your demographic in mind already. If you don’t, one of the most common methods of discovering more about a demographic related to a certain type of product is to setup an online survey. This can be done with sites like MTurk.com and SurveyMonkey.com, both of which offer solutions for collecting data. Learn which age groups, genders, socio-economic statuses, and other factors play into interest in your type of products. While this isn’t always perfect, it is a great way to begin the process.



When mining this data from real people, take the opportunity to ask about competitors and how they are addressing the solution to a problem or desire. Learning who the competition is and how their customers perceive them can be an essential advantage. Learning about your competition directly from the consumer is the best way to get a leg up on them and fill in the blanks that they’re missing.



Once you’ve identified your demographic and competition, you should have a clearer idea of how to brand and market your new ecommerce venture. You’re only one more step away from actually starting up your Shopify store and beginning your road to financial freedom… sourcing your products.










Chapter 4. Sourcing Your Inventory








We’re almost ready to begin. This is the last step before we actually begin setting up your brand new Shopify store. This step is crucial. Without inventory there cannot be sales, and without sales there cannot be profit. You’ve already taken the time to identify the type of products you plan to sell and the customers that you’re going to target with your marketing and branding, and now you just need to figure out the best possible source for these products. There are many options here.







Option 1: Build It Yourself



If you have a product that you have produced yourself and that’s your reason for opening a shop, then this part is probably finished for you already. It might be time to just move on to the next step. If you have a product you want made but don’t have the tools to manufacture it as you prefer, it may be time to start seeking out a manufacturing partner. This is much easier said than done, unless you’re putting together a digital product.







Option 2: Wholesalers



Unfortunately, it is not very common for a small business to be able to work directly with a manufacturer. Instead, they rely on B2B (business-to-business) companies known as wholesalers. Wholesalers purchase huge amounts of products from manufacturers, mark them up, and sell them in smaller lots to retailers, who then mark the price up once again.



Finding wholesalers can be difficult. The trick is to locate the major players within your state, region, or country and attempt to work with them. Alternatively, there are Chinese wholesalers that list their very cheap goods online in stores like
 
AliExpress.com

 . The more you are willing to purchase, the better deal they are going to give you per unit. If you’re looking for other marketplaces, using an online directory like Wholesale Central.



Outside of the internet, a great way to meet the people in your area that handle wholesale is to start attending trade shows. Trade shows are all about products you can sell. The great benefit of taking the time to meet the people you want to work with face to face is that you can start to build a lasting relationship. As you build a trusted relationship with your wholesalers and providers, it is possible to work out better deals, get insider information, and even take advantage of the knowledge they have about the products and potential customers. Networking is key when you’re trying to do more than simply go online and order a product in bulk to sell.







Option 3: Digital Products



One method of selling online is to sell digital products online. The great thing about digital products is that shipping is no longer a concern, products can be produced at relatively low costs, and it is possible to have products produced for you by contractors rather than full-fledged companies or employees. For the purpose of this guide, we will assume you are going to sell physical goods, as the logistics involved can be very different. Still, for digital products, the same basic concepts can be put into place.







Once You Have Products



Whether you’ve bought them or simply decided on what you will buy, having some products in mind and ready to be ordered means that you’re just steps away from opening up shop. You have your demographic, your product, an idea behind your brand, and what’s left is to setup all the technical aspects before moving forward with marketing. Let’s get your shop started!










Chapter 5. Your Shopify Store








You are finally ready to start setting up your shop on Shopify. The remainder of this book will guide you through the process with tips, tricks, and explanations to make the process as simple as possible for a first-timer. We must begin by considering which type of plan you wish to use with Shopify.







Choose a Shopify Plan



Shopify offers four basic plans for sellers. Each of these plans have their benefits, and deciding which one is right or you is imperative to keeping your costs low and being able to reach the amount of customers you have lined up at the door. Let’s discuss each.







1. Lite Shopify - $9 per month



The “lite” plan does not come with an online store built in. Instead, it offers a point of sales interface for simplifying the checkout process and handling of orders. For most people opening up their own store, this “lite” option is not ideal. The lack of store hosting translates into a lot of upfront costs with webhosting, website design, and website management. As such, I strongly suggest you consider spending a bit more on one of the following plans.







2. Basic Shopify - $29 per month



The “basic” package includes all the basic features you would require to open an online store. This includes the ability to list an unlimited amount of products and host an unlimited amount of files for your webstore. Additionally, it includes use of a website and blog, fraud security, 24/7 support, and the ability to create discount codes and manually generated orders for customized buying experiences. There can be up to two staff accounts on the “basic” plan, meaning if you have only a couple employees, this may be more than enough.



With the “basic” plan, all credit card charges incur a 2.9% + $0.30 fee. Additionally, any outside use of transaction completion may incur an additional 2% charge. When printing shipping labels through their service, you will receive an average discount of roughly $0.49 cents. But if you want better savings per transaction and shipping label, and have the sales figures to support it, it may be better to consider upgrading; you can always upgrade later, of course.







3. Shopify - $79 per month



“Shopify” is the standard package for businesses. It offers everything you get from the “Basic” package, plus a handful of other perks. These perks include the ability to generate gift card codes, professional reporting of your sales and profits, and the ability for customers to recover any abandoned checkout items they may have left standing without ordering during their last visit. Additionally, the standard Shopify package also allows for up to five staff accounts, meaning more employees can have access to the shop without all using the same accounts.



Additionally, the price per credit card transaction is reduced to 2.6% + $0.30. On a similar note, the transaction fee for outside payment gateways drops from 2% to only 1%. Average savings for shipping labels printed through their service jumps up by a dime to $0.59, which truly adds up if you’re handling a lot of sales.







4. Advanced Shopify - $299 per month



The final choice you have is an “Advanced” Shopify account. This plan provides everything you get from the standard package, but it also adds some additional services for larger businesses. This is not ideal for startups, but if your business takes off and becomes difficult to manage with the standard package, it may be well worth the extra change.



In addition to all the features mentioned before, the advanced plan also offers more advanced reporting to help keep your books straight and analyze the usefulness of your marketing and which products are selling. More importantly, “Advanced” comes with real-time shipping services that make life a whole lot easier for those that need to ship on a constant basis. The amount of staff accounts jumps up to 15, which should be more than enough even for a very large ecommerce store.



For credit card transactions, the fee drops to 2.4% + $0.30. For any sales handled throughout external payment gateways, the fee becomes only 0.5% per sale, which adds up quickly if you’re the type of seller that would require the advanced account. Additionally, average savings for shipping labels becomes $0.78 cents per package. If you’re selling the type of bulk that allows for the “Advanced” Shopify plan, these savings could be huge.







Picking What’s Best for You



For most first-timers, a “Basic” plan is enough to get your foot in the door. In the event that the additional savings would be more than the additional costs, it’s probably time to upgrade to the next tier. If you are simply moving an already established store from one service to another, pick the plan that best represents your current sales figures.







The Shopify Interface



Now that you’ve selected which plan works best for you, it’s time to get started with the ACTUAL SETUP of your shop! You should be excited by now if you weren’t already.



The first step is to sign up for an account at Shopify.com. The process is simple and Shopify will walk you right through it. You will be able to change the name of your store later, so if you’re still working the kinks out of your branding, it’s okay. You won’t be stuck with anything you can’t use.



Once you’ve signed up, your store is already in existence! Let’s take some time to discuss what your shop interface offers you in terms of control and usability.







Search



The search bar serves as your lifeline to everything regarding your store, from products to specific customer data. Using this to navigate through your data is a surefire way to find exactly what you need when you need it.







Home



The “Home” button takes you back to the first page of your Shopify interface.







Orders



The “Orders” page is where you’ll go when you need to take a look at the orders that have been placed. Here you will be able to send custom invoices, track orders that have been placed, and take a look at the products that customers have placed in their carts but didn’t buy, giving you critical information into what is working and what isn’t.







Products



On the “Products” page, you’ll be able to view, edit, and add products. Additionally, reporting will be handled through this page, allow you to see what has happened within your store, which products are selling, and a myriad of other information. Take advantage of the reporting features when planning to expand or adjust your business. For those plans that allow for gift cards, those will be handled here as well.







Customers



The “Customers” tab is an infinitely useful tool. It shows you everything you could possibly want to know about the people that have bought your products. Using this page, you’ll be able to see everything a single customer has ordered in the past, and it will sometimes even include a picture of them should you ever have reason to meet customers face to face.







Reports



Aside from the reporting on the “Products” page, Shopify offers a section dedicated entirely to reports. These reports are generated based on your needs, and can be customized to include whatever pertinent information you are looking for. Data that Shopify builds into the these reports includes payment methods, tax information, analysis of shopping habits, sales per hour or month or per customer, what devices customers are using to view your online store, where visitors have come from to find your shop, and even where your customers are located. Taking advantage of these reporting tools is key to building an effective marketing strategy, revamping or repricing products and their descriptions, and keeping tabs on the financials of your business.







Discounts



Additionally on your interface, you will have access to the “Discounts” page. Here, you will be able to setup discount codes for customers. These discount codes can be vital for an effective marketing campaign. Discounts can be handled in either percentage amounts or dollar amounts, whichever works best for you. Additionally, there is the availability of creating free shipping discounts. Discount codes can be limited to a certain amount of customers and even have set expiration dates. Just make sure to disclose all of the conditions of a discount code when distributing it in your marketing efforts.







Online Store



The final page is the “Online Store” page. Here you will be able to launch your store, setup your design themes, setup your domain names to link to your store, manage how the blog is integrated, and much more. This page is crucial for making sure everything is in place just how you want it.



Within this page you will also find “Apps,” which are basically widgets that can be used to expand the scope of your website. Many of these are available free of charge, though some cost a small amount to use. Taking advantage of apps may come into play as you continue to grow your ecommerce store.



Additionally, this is where you’ll find the “Settings” page. This is where you can adjust the name of your store, adjust payment details, and even how to handle considerations such as sales tax and shipping options.



And that’s it! Take a few moments to explore your Shopify interface and get used to all of the things we’ve discussed here. It should all be fairly self-explanatory, but you can always reference this text again in a pinch. Now it’s time to add some products!










Chapter 6. Selling Your Products








You are finally ready to start adding products to your shop! Hopefully you have at least one thing on hang to follow along with. If not, try setting up a dummy item and deleting it rather than publishing it.







Adding Products to Your Shop



Step 1. Start a New Product



From the homepage of your shop interface, click on “Products.” On this page should be an easily visible button that says, “Add Product.” This leads you to a page that’s setup much like many other blogs or website posting interfaces.







Step 2. Add a Title



Here you will enter a product title. If your product is available in many different variations, whether that’s simply sizes, colors, or upgrades, it is important to remember not to include this information as part of your title. We will cover that later.







Step 3. Add a Description



Enter your product description below the title. Be sure to use your SEO knowledge to beef this up in a way that it is easily searched by search engines. The most important things about your description are that it is complete, well-written, and gives the potential buyer incentive to purchase. Remember when we talked about finding a problem and offering the solution? Now is your time to explain that solution.







Step 4. Add Images



Following the description, you will be able to add images. It cannot be stressed enough that well-photographed products will always sell better than products with no images or poor quality images. Using more than one image is ideal, especially if there are different colors, sizes, or other variations of the same product. In this section, you can also add what is called “alternative text” for the image, which displays if the image doesn’t work for some reason. Additionally, this small bit of text typically appears in a small bubble if you hold the mouse cursor over it for a moment. It is intelligent to use this text to your advantage, as it can help with your search engine optimization efforts.







Step 5. Setup Visibility



Now that you have a product title, description, and images, you will notice to the right that there are options concerning “visibility,” which is how you setup your product’s visibility to potential customers. You can choose where you want the product to been seen in your store and what date it will begin sales on. If you have a product coming out soon, setting the date ahead is a good way to make sure it goes live once it’s available. If you already have the product, the date would be whatever day you entered the product into your shop.







Step 6. Adjust Organization



Additionally, the “organization” section will help you place your product into the proper category it belongs in. You can use organization tool to organize items by vendor, type of item, color, or any criteria. It is wise to include vendor information because that makes it easier to go back and order from them again should the product sell out. This can also be used to simplify consignment or split profit types of sales where you’ll need to manually handle accounting to figure out who gets paid what after profits are in.







Step 7. Add to Collections



Following the organization section is the “collections” section. In this section, you can add your product to a collection. This helps customers find it within the scope of similar products (either by design or functionality), and encourages potential buyers to look at more products in the same collection after they’ve clicked on or purchased a product listed as being part of the collection. This is useful, especially if you have a large amount of products that are similar or somehow connected to one another.







Step 8. Price Your Item



Next, you’ll be able to determine a price for your item. Shopify has a “compare at” feature that allows you to put the list price of an item alongside the price you’re selling it for. This shows why your prices are better than buying full retail. This is optional, and can be used to create the illusion of sales. Likewise, you have the option in this section to select “charge sales tax.” This will charge tax regardless of location of the customer, so use it only if you intend to charge everyone and not just customers from the same state as your ecommerce business.







Step 9. Tracking Information



The next two bits of information on the form are a SKU and a barcode. A “SKU” is an inventory tracking number that allows you to keep tabs on your inventory. The barcode is a standard barcode. In the event that you don’t need or have these numbers, this section is optional.







Step 10. Shipping



Finally, we’re at the shipping section, which allows you to enter the weight and size of the package for your product, making it easy for Shopify to calculate actual shipping charges at checkout. This ensures the customer pays the proper amount for shipping and helps to setup potential taxes/fees/tariffs required during international shipping. More on shipping later.







Step 11. Variations



Finally, we’ve reached the “variants” section. In this section, you will input all the many styles, colors, or other variations with the product being listed. If you haven’t already, you should be sure that you’ve added an image for each variation. This is perfect for setting up color and size variations for clothing, storage capacity variations for gadgets, and upgraded packages for products that can sometimes come with extras if requested.







Step 12. SEO Review



The very last portion of the product listing is the “SEO Viewer,” which helps you review items such as the text that would appear on the web browser tab, your description, and even allow additional settings to help improve SEO. Search engine optimization is a HUGE part of making sure your products are visible, so this is not a step worth skipping.







Step 13. Sell!



That’s it, your product is now live or setup to go live on the date you determined during the visibility step. Now all you have to do is repeat those same steps over for each of the products you have available. In no time, you will have a stocked shop that’s ready to sell.



At this point, you will have access to inventory tracking, your collection settings, and the ability to generate gift cards if you have the type of Shopify account that allows for gift cards.



But once you make a sale, you have to follow through and ensure that the product reaches the customer safely.







Shipping



Shipping may be one of the largest concerns of ecommerce superstars. It takes a lot of time to package materials, secure your product, and get those products to the delivery men. For those without full-time jobs and lots of sales, it is easy to have your USPS mailman pick up packages. When possible, it is ideal to have multiple options for shipping. This encourages more shoppers to buy your product, especially if it is something they need quickly and you are able to offer an expedited service.



Ultimately, you have a wide range of shipping options available to you. Picking the best ones is all about keeping the product and customer in mind. For books and music CDs, for example, it may be best to send Media mail because it is cheaper, especially with very heavy books. For products that ship for under 16oz, it is ideal to offer a first-class option through USPS. For larger objects, you may find that it is smarter, cheaper, and more reliable to ship through other couriers, such as UPS or FedEx. If you can, providing options for all of these services is the best course of action, allowing customers to choose what they prefer.



When determining how to charge shipping, there are four main approaches that work well with Shopify. Let’s discuss what each offers and how to set them up.







Manual Shipping



With “manual shipping,” you setup a fixed price. With this set rate, you may use any shipping services you prefer (unless you advertise otherwise). Unlike other options, this makes it very simple to cover costs of packing materials, handling, etc. Keep in mind that a customer may realize the shipping is overpriced. For many, over charging on shipping is a deal breaker.



Likewise, should you setup a manual shipping price that’s below the actual cost of shipping, you’re simply eating away at your profit. You cannot change this price after an order is already placed.



However, if you are charging specific handling fees and/or all of your products are roughly the same in shape, size, weight, etc., then this may be the easiest option to handle. If you offer local delivery, this is where you would setup a delivery fee as well.



To setup manual shipping, navigate to the “Settings” menu and select “Shipping.” From here, in the shipping zones section, you’ll have two basic options: “domestic” and “everywhere else.” You will set a shipping price for sales in your country with “domestic” and the shipping price for international orders with “everywhere else.” You can also setup variants on shipping based on item weights and size.







Shopify USPS Shipping



Most Shopify shop owners are going to use USPS. When selling a myriad of items of all difference sizes and weights, this is probably your best choice. Not only does USPS have a deal with Shopify that allows for reduced shipping rates, but it automatically calculates the price for customers based on actual size and weight of an item. This means everyone gets charge fairly.



With this option, when a customer purchases an item, it will give them multiple shipping options via USPS’ offerings. They can choose which one best fits their needs, and then you are expected to package this item according to their selection. For customers, this clarity of pricing is appreciated.



The amount you save per label depends upon the type of Shopify account you have decided to purchase. You can go back to the beginning of this chapter for another look at the differences between each plan. Remember, you can always upgrade your plan later.



To setup USPS shipping, you need to first navigate to the “Settings” menu and select “Shipping.” There should be settings at the top related to printers; it is vital you use this. The labels will only print on recognized printers. From there, you can setup types of packages you send out, including mailers or boxes, as long with some size considerations. On the same page, you’ll see options for Drop Shipping and Fulfillment, which we’ll discuss in just a moment.







UPS/FedEx Calculated Shipping



Another option is similar to the USPS Shipping, only it works for UPS and/or FedEx instead. Using the weight and dimensions you provide and the customer’s location, it calculates the appropriate shipping price for the customer at check out. However, this is only available with Shopify Unlimited, so it is not going to work for the vast majority of new ecommerce entrepreneurs.



You will be able to activate carrier calculated shipping only once you’ve upgraded to the Unlimited plan. Once you do, the settings for it will be in the “Settings” menu and under “Shipping,” near the bottom of the page. They will walk you through the process of connecting Shopify and these carriers.







Dropshipping and Fulfillment Services



The final method you can use for shipping your goods is called “dropshipping.” Dropshipping is when you sell a product and have the producer or wholesaler ship the item to the customer for you. In this method, you will get charged a certain fee per shipment, which adds to the overall cost of the product and reduces your earnings. However, it means you aren’t packing boxes day in and day out while trying to build your business, handle customers, and find the next best item to sell. To make the most of this type of system, it is ideal to create a “free shipping” option that is determined on a certain price. In turn, the larger orders can justify the additional costs from the product’s provider.



A fulfilment service typically holds onto the stock you’ve provided them and then ships it when required. Unlike dropshipping, this typically still requires you to own the product already.



As mentioned before, on the “Settings” menu and under the “Shipping” page, there will be options to setup a dropshipping or fulfilment services. With Amazon, Rakuten, and Shipwire, these are easily integrated without any additional work really needed. For other setups, you will have to provide an email address to transfer the customer data to the appropriate channels for shipping. This is easily done, and makes for quick work of having someone else take care of your shipping.







Always Ship on Time!



Unless it can absolutely not be avoided, try to make shipments quickly. Customers are buying a product that they want now, so unless it’s a preorder, getting it to them in a reasonable amount of time has a lot to do with their happiness. This will reflect itself in return customers, good reviews, and a smaller amount of customer service tickets/calls.







Payment Solutions



Now that you’ve listed a product and setup your shipping options, the next step is to setup the method in which customers can pay you. There are many payment options available through Shopify, one of many reasons they’re a great solution to ecommerce sites. It is wise to allow for as many of these as you possibly can, as they give customers the option to choose the method that best suits their needs and comfortability. You can setup payment solutions by going to the gear icon and selecting “Payments.” Let’s discuss the payment options available.







Shopify Payments



Topping the list is “Shopify Payments.” This is the simplest method, but it is not going to work for customers internationally. Folks from any location other than the USA, UK, Canada, and Australia will not be able to pay you with this method. However, for those that do fit the criteria, Shopify payments is beneficial in that it does not require any third-party involvement and helps keep the costs lower. Accepting all major credit cards, all PCI fees are included, and there are no additional costs other than those laid out in your Shopify plan (note that the fee per transaction varies depending on which level of Shopify you have chosen to use).



You can delegate Shopify to send you a notice any time a payment is received. Choosing this will generate emails anytime you receive an order. For those selling a large amount of products, this may become overwhelming in your inbox if you are not using an email specifically for this cause.



Additionally, with Shopify Payments, there are security measures you can require at checkout, such as CVV and zip code verification. With CVV security, it will require that customers provide the three-digit security code on the back of credit cards. With zip code verification, Shopify will require that the data entered matches the data on the card. Note that neither of these protections are available for shoppers in Australia.



The last bit you’ll need to setup is the store data, such as the store and address. This will be added to any invoices or billing statements sent to customers. Additionally, in this section you’ll setup the type of currency your shop is based on (USD, AUD, GBP, etc.) and link your bank account so you can receive your payments.







PayPal



You can also add the option for payments to be made via PayPal. In order to do this, you will need to have a merchant account with PayPal. A personal account will not suffice. One benefit is that you do not need to setup a merchant account until a payment has actually been made to you, giving you time if you want to set it up now and finish the process later through PayPal.



It is highly recommended that you allow PayPal payments because the vast majority of online shoppers are using PayPal, are comfortable with PayPal thanks to their protection services, and are more likely to purchase from sites that take PayPal than those only taking credit cards.







Amazon Payments



In addition to Spotify and PayPal payments, Amazon Payments is also an acceptable payment method. For the uninitiated, Amazon Payments uses the information attached to an already created Amazon account, making it as easy, safe, and reliable as your customers have come to expect from Amazon. The only countries that have Amazon Payments are Germany, United Kingdom, and the United States, so it is not a perfect solution on its own, but as an additional option, it may help a few buyers feel more comfortable ordering from your online store.







Other Payment Methods



Having Shopify and PayPal is more than adequate, but for those that wish to offer the most in payments, there are well over 70 alternative payment methods available to add to your store based largely on which countries you are selling to. For USA sellers, some obvious choices are Dwolla and BitCoin. You may also arrange for manual payments, but most sellers will not need this method (this includes money orders, checks, and COD).



Now that your payments are setup, it’s time to move on to a quick discussion of your customization options. We’re done with everything in the back of the house, but the front of the house is still just a generic Shopify page. It is now time to change that.







Shopify Themes



Shopify comes with a wealth of tools that allow you to take their basic design and really amp it up and make it appropriately fit your needs, your brand, and your customers. In this chapter we will cover some customization options to make your ecommerce site truly your own.



The first thing you can do to help shed a better light on your website is to take advantage of the Shopify catalog of themes. Much like blogs and other online web building tools, Shopify allows the use of themes to quickly change the appearance of your site without a vast knowledge of graphic or website design skills. Within their online catalog of themes, many of are free to use, but some of will cost a bit. These “premium” themes are a nice touch since fewer site owners are likely to be using them.



Many factors go into deciding on which theme to use, including the amount of products you have, the branding behind your store and company, and how much you are willing to spend. You have basically four different approaches you can take with your Shopify theme, and we’ll discuss each below.







Free Themes



For those with a small budget or a small store, free themes should suffice. Before you get worried, Spotify has ensured that all of their themes are up-to-date with mobile and desktop devices. These free themes are included as part of the price, and are not poorly designed themes from twenty years ago that no longer work the way they should with today’s technology.







Premium Themes



The premium themes can cost anywhere from $100 to $180. These more exclusive themes may be ideal for your situation. If you’re unsure, you can always search both the premium and free themes at the same time, and pick the best one for your needs either way.







Shopify Theme Customization



Some themes may be a great fit for you but require some minor adjustments to make sure they fit your brand or expectations perfectly. For this reason, Shopify offers theme customization for both their free and premium themes. Using these customizations sometimes requires very little technical knowledge, but other times it may require some small understanding of just how something like a theme works within a website. This is especially true when attempting to adjust graphics and web design elements.







Custom Web Design



The last option is one often only done by those with the knowledge or money and time: custom web design. A great web designer can create a Shopify theme just for your brand, making the site 100% unique in appearance and layout. This option is great for very specific stores, high-end sales, etc. The great thing is that for anyone with web design experience, Shopify offers instructions how to generate a working theme. It will still require web design knowledge, but the odds and ends are already worked out. If you do not have any web design skills, you can always hire a contractor to create a Shopify-ready theme for you instead. The great thing about customization in this capacity is that it allows for far greater control over each little piece of how your website and content is displayed. Just note that hiring a very good web designer is not always cheap.







Setup Complete!



Now that you have items for sale, your website is looking spiffy, and you’ve settled how you plan to handle all the shipping requirements and restraints, it’s time to make that final push toward a successful store. It will be a lot of work, but now is the time to get your marketing campaign started on the right foot.










Chapter 7. Marketing Your Shop








Now that you’ve put in so much money, time, and effort to create a store, you have to double down even harder and start to work out the logistics and enticements required to get customers to come, to buy, and to come back again in the future. This can be difficult, and it is marketing where most entrepreneurs fail with their new retail businesses.







Sticking to a Niche



You may remember we discussed earlier that it is often ideal to find a small category of products to promote through your website rather than simply trying to sell anything and everything. While it is totally possible to offer either of these shopping experiences, niche stores and services have a tendency to be easier and cheaper to market. For that reason, let me say again that it is highly advised that you find a niche rather than simply selling whatever seems profitable at the time. This niche can be very laser targeted or broad, like simply “fashion.” Either way, taking advantage of this sales method helps with your marketing in tremendous ways.



In very specific niches, you may be one of very few providers of a service or product that your demographic can go to. This is an ideal situation because it makes you more visible and it also helps you set prices up that are easier to make a profit on. It is much easier in these situations to become a leading expert in the field. Likewise, the costs involved with driving traffic to your shop are dramatically less. Even within a broad niche, your marketing efforts can focus on more specific niches (and keywords). For example if you sold jewelry, one of the niches you approach could be gold earrings.



It is important to remember that just because there are few providers, that doesn’t mean that a niche is worthwhile. The ideal situation is a niche with a few providers but plenty of potential customers.







Marketing a Niche Store



Marketing a specific niche is going to be a lot easier than marketing something broad. Even if your store ultimately expands beyond your niche, it is ideal to have one or more small niches within those categories and to give them a lot of focus.



The first step you should take is to make sure you’re writing great product descriptions and picking products as much on quality as on price. One of the few reasons that people decide to order from a specialty website that may be slightly more expensive than Amazon or other popular retailers is because these websites give off the impression (sometimes rightfully so) that they are experts in their field. You should be giving this impression too.



Past product descriptions, it’s important to take advantage of the blog feature that Shopify has built in. By writing articles, showing videos, using images, and interacting whenever possible, you’re not only building a body of text that is getting indexed by search engines, but you’re creating the appearance of knowledge and personality for your shop. If you need help writing, you can always hire a contractor on sites like
 
Upwork.com

 .



Besides the blog, it is a great idea to join online communities related to your niche and taking an active role in them. Do not simply spam these communities. This will lead you nowhere. On the other hand, if you are able to answer questions, interact with respect, and show that you are an expert on an area, something as simple as a link in your profile or within your “signature” at the bottom of all your replies can lead more traffic to your website, traffic that already knows you’re knowledgeable and helpful.



As you’ve probably guessed by now, this can be a lot of work. Bringing in contract help is a good way to solve some of it, but it is important to keep tabs on how these people are representing your company. A poorly written post or a spammy comment can easily turn people away.







Take Advantage of Social Media



Social media is a great way to connect to customers and potential customers, as well as other experts in whatever field you have decided to focus on. It is important again to remember that simply spamming people is not a valid or useful way to promote your website, brand, store, etc. Instead, you will need to be building relationships with your potential customers (potential friends!).



Within the realm of your own pages, groups, followers, etc., it is important to remember that solving a problem by offering solutions is paramount. For social media, the problems you solve are not done by saying, “Only $59.99!” You need to legitimately offer solutions without asking for any money. The better the content you put out, whether it’s a comment or a post, the more likely you are to secure the types of customers you need as fans, who will be able to discover for themselves just how great your products are. The occasional product endorsement is fine, but buying/selling is not the ultimate goal of using social media.



When possible, be sure to use graphics. Images tend to catch the eye, and if that image happens to be a product in use, all the better. Text-only posts are far less likely to get read.



Share your well-written reviews and blog posts. A review, unlike a product description, is a constructive consideration of a product and the expectations it brings. Be honest with reviews. The more you’re honest, the more that comes across to potential buyers/followers.



Short and sweet is better than long posts. You want to grab people’s attention, give them great content on the fly, and then see them off happily. Be sure that you are posting relatively consistently. Posting once every few months and then posting every day for a week isn’t going to work well. Two or three times a week is fine. And, don’t be afraid of hashtags. Yes, they’re silly, but one or two at the end of a sentence can help people find your content on social media better.



Be sure to use social media links throughout your store. Every product page should be easily shared to any of the major social media channels. Shopify makes this easy with their apps and user-friendly interface, so it shouldn’t be a huge issue to make sure you’re covering all your bases. Be sure the same is happening with your blog.



Much like we discussed before, be sure to join in on social media groups and communities related to your niche. Don’t try to take these over and definitely don’t go in with the intention of spamming. Instead, build a relationship with the group. In return, you will find small opportunities to promote your business in an earnest way that doesn’t drive people away.



Lastly, build your own Facebook page. Use it to give out discounts, great advice, fun videos, great images, and truly build relationships with the demographic you’re all about. If you are truly passionate about the products and the niche you’ve chosen, this should all be very easy. It will, of course, be time consuming.







Sales



One great thing about the holidays is all the sales. Taking the effort to redecorate your Shopify store and offer some great holiday sales is a surefire way to pick up on some extra cash around the busiest time of year. Online shopping is only growing, and by taking advantage of the usual sales times throughout the year, you can cash in on some of that profit as well. The biggest part of having a great sale is to be sure everything is prepared ahead of time. Trying to scrounge together a sale that’s profitable and displayed well throughout your store is going to be hard if you do it two weeks before Christmas. Take an upcoming sale as an opportunity to revamp your product descriptions.







Newsletter



Aside from your social media presence and your blog, it may be a good idea to provide an opt-in newsletter. In exchange for people opting-in, you can provide them with a discount code or free shipping code. These newsletters can then be used to promote other sales, coupons, and discounts later. Much like social media, it is important that these are not simply overbearing spam. While a newsletter allows for a bit more on the side of sales talk, it is still important to treat it like you’re trying to stay connected to your loyal customers rather than trying to push new product on them. Insomuch, it is really advised not to send out a newsletter more than once a week, and sometimes less is even better.







Reviews and Free Samples



If you provide the type of product that can be sampled in small quantities, it may be smart to offer some free samples in exchange for reviews. Having reviews on your products helps customers make a decision. If a product is great and it gets great reviews, you are far more likely to sell it than a product without any type of endorsement other than the seller’s product blurb.







Ear to the Ground



Lastly, one of the biggest mistakes in marketing is not keeping an ear to the ground. By being heavily involved in the communities, forums, social media groups, etc., involved in your niche or category of sales, you will start to pick up on what is trending and what is probably about to start trending. Not only does this mean you will be better prepared to find new products that will fit your demographic, but it will also give you a head’s up on which marketing techniques others in the industry are using effectively. By taking the time to keep involved and try to learn along the way, you ensure that you continue to grow as an ecommerce guru!









Thank You!







Thank you for taking the time to learn about creating your best Shopify store possible. By taking the advice in this book and putting in some hard work, you will be able to break free of the 9-5 grind and begin your own financial adventure. Be proud of yourself for taking the time to learn, grow, and conquer Shopify, ecommerce, and marketing. Without your willingness to do the hard work, you would just be another person working for another boss, possibly a number of bosses. Instead, you’re taking the brave route, and for that, I commend you! You are in charge of your own destiny, and I wish you the best results possible.
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Introduction








If you’re tired of working a nine-to-five job and are looking for an opportunity to start working for yourself from home, then you have probably looked into the concept of selling on Amazon. While you could sell on Amazon and handle all of your orders personally, taking advantage of Amazon’s Fulfillment by Amazon program has many perks and benefits that allow you to grow your business faster and reach higher profit margins than doing it alone. Of those perks, the most desirable one is that Amazon can handle all of the time-consuming work of packaging and shipping your goods to buyers, along with customer service and handling returns. This allows you more time to focus on finding great products that people will want to buy, and ultimately, more time to do the things you truly love to do.



In this guide, I will cover the process of working with Fulfillment by Amazon (FBA) from start to finish. By the end of this book, you will be able to begin your own online business with Amazon as the storefront and working the warehouse operations for you. Since not everyone has a lot of money starting out to invest in great products in bulk, we will cover how to easily get started by selling the items around your house that you no longer need or want. In doing this, you will familiarize yourself with the FBA system and the methods by which you can best monetize your new venture and work toward leaving that “real job” forever.



Of course, for those with money to invest or a product already lined up, the same steps can be applied to create your new income stream on the fast track. For those that want to expand past the introductory method of selling what you already have, we will also discuss the various ways to source new products, expand your inventory, and get the most out of your experience as a seller that utilizes this great service from Amazon.



Thank you for your purchase of this book. I am confident that with the knowledge you’ll learn here and a little bit of hard work and self-motivation, you’ll be making an income from home sooner than you might think. Read on to get started!










Chapter #1: Understanding Amazon’s Success








Chances are you’re fairly familiar with Amazon from the perspective of a buyer. They sell goods from a multitude of companies, including individuals who list their own items, and offer everything from digital products like music and ebooks to physical products like home goods, toys, video games, and almost anything you can possibly think of ordering.



As the name might suggest, Amazon is huge much like the body of water that it’s named after. Every single month they average more than 65 million buyers. That’s 65 million customers all spending money through one interface, on one website, every single month. A large part of their success has been marketing and fulfilling those marketing promises, such as secure shopping, comparably low prices, and perks like free shipping for orders that qualify. In addition, Amazon has such a large array of items that it can almost virtually replace the need to ever leave the home to shop.



The largest reason Amazon is successful is because they are customer-centric. They cater to the buyer. As businessmen have always said, “The customer is always right.” Amazon has lived by this motto while still going out of their way to improve the seller’s experience as well.







Why You Should Use Amazon as a Seller



While being a buyer-oriented online shopping experience means that the buyer is almost always going to be able to get the upper-hand in disputes and other exchanges, it is still of the utmost importance to realize that Amazon is often the best possible place to sell your goods online. This is true for a couple reasons.



Firstly, Amazon has locked down the concept of the all-encompassing online shopping portal, and taking advantage of its many ways to produce an income is well documented and relatively easy compared to creating an online store or other online service from scratch. Their one-stop shopping experience provides more than you can provide on your own website, and unless you’re ready to invest millions of dollars and years of hard work, it’s unlikely that you’ll be able to effectively compete with them on your own.



Secondly, the costs of getting started are minimal when compared to setting up your own online sales channels. While it may be tempting to try to avoid Amazon’s fees, the truth is that a higher sales volume on Amazon and the initial cost of startup and maintaining a seller presence is much more expensive than these fees will typically be. Even if you are going to start an online store yourself, not having an Amazon presence means lost opportunities to reach the largest number of buyers in the world. Since the costs are lower to start with Amazon, it’s obviously the best choice to start here and work on expanding later if that is your goal.







New and Used



One great advantage of Amazon, for both buyers and sellers, is that they not only list items that are brand new, but they also list items that are in various conditions. Having the option to sell used (and sometimes even rare) items through a safe and secure platform like Amazon means that nearly anything can be sold or bought through the same platform. While the ability to price the items you sell (and see everyone else’s pricing) means more competition, this isn’t as huge of a concern as one might think. We’ll talk about that more later.







Customer Involvement



Another great thing about Amazon is that with a large amount of customers comes a huge amount of people that are interacting with the website past the point of purchase. This extends past simply writing reviews, but these reviews are of the utmost importance.



Traditionally, a person would go into a store, look at a product, possibly get to handle it for a few moments, and then have to decide if the price tag fit their expectations and limited knowledge of the item. This not only takes a lot of time, but the results are lackluster at best. There are very few ways to decide if a $1,000 laptop is worth $500 more than the $500 laptop sitting directly next to it. This is especially true if their technical specs are relatively similar. The internet has improved this through the use of customer reviewers. When it comes to customer reviews, Amazon tends to have the most reviews available per product when compared to other sites. This is true because they have a huge customer base, but it is also true because Amazon actively encourages members to take the time to let others know if they were happy with a product or not.



This translates into more sales for products that review well with purchasers. Where a dedicated website for selling products may be able to provide a really well written review from the content creators, the huge amount of customers willing to post reviews on Amazon can sometimes lead to HUNDREDS of opinions on a product. Similarly, when a product is bought a lot, it is hoisted to the top of the best seller lists that Amazon generates based on automated algorithms. As a seller, this means that if you are looking to pick up products that are highly desirable, it is easy for you to determine what products (or at least what type of products) are being sold regularly. This customer involvement and automated calculations done by Amazon allows you some detailed insight into the market(s) you are most likely to venture into.



Next, let’s discuss the difference between selling on Amazon and selling on Amazon using their Fulfillment by Amazon services.










Chapter #2: Fulfillment by Amazon (FBA)








Fulfillment by Amazon (FBA) is almost exactly what you might expect. Using this service, you are able to send them a several items bunched into large shipments. They will then ship out these items as customers order them. One of the large hurdles that ecommerce entrepreneurs face is the logistics involved in packaging and shipping their items while trying to maintain the business aspects of their new venture.







More “Warehouse” Space



For large-scale sellers that want to work from home, the issue of warehouse space becomes an apparent thorn in their side. You simply cannot stock hundreds of items when your living space doesn’t allow for it, and even if it does, it may make living there a bit uncomfortable. With FBA, this is no longer a huge concern since you will be able to ship all of your items to them in large packages, and they will store the items for you until sales are made. This means that your home isn’t cluttered.







Less Manual Labor



Perhaps more importantly, the task of selling products, packaging products, and shipping products is very, very time-consuming. This is especially true for those working alone. To combat this, the solution is a service like FBA. When an item is sold, they take your products, package them in Amazon packaging, and ship them to the customer for you. This saved time and workload means you can focus more on expanding the business and less on packing boxes and making trips to the post office or other carriers.







Fast and Free Shipping



One of the great perks of Fulfillment by Amazon is that items packaged and shipped by Amazon are going to qualify for their free shipping promotions. Currently, this promotion requires that customers purchase at least $49 of qualifying products. This often leads to additional sales. What that means for a seller is that those that handle their own shipping individually will often be passed up by the buyer attempting to purchase an add-on item to bump up the order total to allow for free shipping.



With the introduction of Amazon Prime, a yearly subscription service that allows many freebies and perks for shoppers, items that are fulfilled by Amazon also qualify for free shipping regardless of the order total. This means that Prime members are more likely to purchase items that are provided by those sellers using FBA to facilitate the shipping of their products. Additionally, Amazon has worked out deals with the United States Post Office to ensure that Prime members receive their items within 2-3 days if the order is a product that is fulfilled by Amazon. Once again, this means more sales for those using FBA, especially as the membership for Prime continues to grow.



The free shipping and quick shipping benefits of Prime membership, and even non-Prime orders, also means that customers are sometimes willing to pay a little bit more for a product, which can translate into higher earnings even if you’re not the lowest possible price available on Amazon at the moment.



Because a large number of sellers on Amazon have yet to take advantage of the FBA program, this also means that you have a slight advantage since the competition you’re facing is going to be significantly less than that of a seller fulfilling their own orders.



Put simply, FBA can easily translate into making more sales than handling shipments on your own will, and as the Prime program continues to grow, this is only expected to become even better for FBA members.







Sit Back and Relax



Another great perk of taking advantage of FBA is that you really don’t need to be working at all to be earning money on the products you have already had shipped to the fulfillment center. In a traditional ecommerce setup where the seller is also the shipper, the seller cannot take long periods of time away from work since they cannot avoid the need to package and ship items. It doesn’t matter if you’re on vacation, sleep too late in the day to go to the post office, or if you prefer to spend your time at the bowling alley instead. As you’re sitting around enjoying a cold beverage and a good meal, Amazon is selling and shipping your products on your behalf. For those that wish to setup multiple income streams or are still working a “real job,” this means that you’re effectively still earning so long as there are still products at the Amazon warehouse that are selling. Doesn’t that sound nice?







General Overview of Fees and Costs



Of course, if this all sounds too good to be true, then perhaps it’s time we delve into the least positive part of Amazon’s FBA program: the costs involved.



The good news is that it’s not quite as expensive as you might expect, if you do things correctly. To get an understanding of the fees it may be best to discuss the difference between selling on Amazon and using FBA to fulfill those orders.







Fulfilling Orders Yourself



There are two types of fees incurred when fulfilling orders on your own. These are the “referral fee” and the “variable closing cost.” For most categories, the referral fee is 15%, although this sometimes is as low as 8% for categories like home computers and photography equipment. The variable closing fee is typically going to be $1.35 for any media items (movies, books, video games), and a charge of $0.45 cents plus $0.05 cents per pound for other products.



These fees are based on your selling price only and not the shipping credit you are paid when a customer pays for their order. (These shipping credits are typically a fixed rate.) Let’s use a $10 book as an example.



$10 for the item



+ $3.99 shipping credit



- $1.50 “referral fee”



- $1.35 “variable closing cost”



= $11.14 deposited into the seller’s account.



Note that if you use Amazon’s shipping labels to purchase and print shipping, this will be deducted from your account total. The good news is that with small, cheap to ship items, you get to keep any of the change from the shipping credit. The bad news is that sometimes items will cost more to ship than the shipping credit.







Using Fulfillment by Amazon



The referral fee still applies to orders handled through FBA. Shipping credits no longer apply, and there are other costs involved. In addition to the referral fee, FBA has fee structures that will vary depending on what you choose.



For those using the standard “Individual” plan, fees include pick and pack, weight handling, and storage. For storage fees, these will vary by time of year. Weight fees come in both a standard fare and a higher fare for “oversized” items. The pick and pack fee is generally a fixed rate at $0.99 per item, though some categories, such as clothing, may incur an additional fee.



Because these fees are sometimes updated, it is better to get an idea of the costs by visiting the Amazon page that covers them. You can find those at
 
http://goo.gl/5u9bSd

 .



The point is that the fees end up being much higher than those when selling and fulfilling your own orders. To combat this, there is also a “Pro” plan that only cost $39.99 per month. When selling a large enough, this is far cheaper than paying the $0.99 per item fee. This is ideal if you are selling more than 40 items per month, which should definitely be your goal. While referral and final closing costs still apply, you are also able to set your own shipping costs, offer special promotions, and reach better placement within the search results for your product listings. While shipping fees don’t apply to FBA members, the other benefits are still worth the costs.







What the Fees Mean For Sellers



I realize that you may be scratching your head at this point. If you take an example product that’s less than $20 or so, you’ll find yourself probably paying more in fees than you are making in final profits. As the amount of products you are able to stock and sell increases, this will work itself out and those meager earnings can quickly become small parts of substantial earnings. As we previously discussed, using FBA helps you to move more products quicker due to the many perks that Prime members enjoy and the many perks you receive by having your item fulfilled by Amazon. Like all retail situations, the reality is often that the profit per item isn’t going to be insanely high and that moving items in large quantities is the key to success.



To gain better knowledge on the nature of fees and how that translates to the products you have, make sure to bookmark the website
 
http://salecalc.com

 . This website will calculate fees based on what you’ve paid for an item, the cost of shipping, Amazon’s fees, the category, etc. It is highly intuitive and also provides sales/fees calculators for several other online retail marketplaces that you may branch out into someday. They do a good job keeping up with current fee rates, but make sure to check that it is up-to-date when you use it.



Taking these fees into account, it’s important to remember that they will change during certain seasons. In general, fees are going to be much higher around the holidays. The good news here is that if you have good products, your sales also tend to go up quite a bit during this period, and that more than makes up for the difference. The key is to stock products people want at competitive prices.



Now that you’ve been introduced to the FBA program to some extent, let’s dig deeper and get you started!










Chapter #3: Your First Sales








One of the hardest parts of making decent earnings with online retail is picking the products you will be selling. For many, this can simply be things they find around their homes, at yard sales, garage sales, auctions, thrift stores, and other opportunities that arise. For others, especially those hoping to move in bulk, it is often better to find a reliable wholesale source. We will discuss that later in the book. For now, I want you to consider getting your toes wet first.







Sell Your Used Goods First



Before you go out and buy 1,000 beanie-babies to resell through Amazon’s FBA program, let’s take the time to get your toes wet and simultaneously declutter your home. Like most of us, I’m sure you have quite a bit of stuff in your house that you no longer need or want. This is a great opportunity to make some extra money while learning how FBA works. So dig out your closets, cupboards, storage spaces, etc., and set aside items that are in decent condition but are no longer any use to you. These are going to become your first shipments to Amazon. It is very easy to get started with just movies, video games, and books. Media items are great because they tend to sell well, the fees related to weight are low, and they are hard to really damage during a shipment.



From there, you’ll want to make sure all your items are clean, in working condition, and that you’ve found a box large enough to ship your entire pile to Amazon. Since you’re starting with items you already own, the profit is going to 100% even if it is a low profit. This is a great way to learn the ins and outs without making a huge purchasing mistake first.



To value your items, it is really as simple as making a list of everything you have, and checking each item against what is currently available on Amazon. Consider shipping as part of the overall price (customers will!), and write down the lowest price each item is available for on Amazon from other FBA sellers. (There will be a Fulfillmeny by Amazon logo telling you who the other FBA sellers are).



Using this list of items and prices, you should see that some items are simply not worth selling on Amazon. If you take a video game and look it up on Amazon to find that there are 10 sellers selling it for $0.01 in Like New condition, it’s safe to say you can put that back on your shelf or donate it to a thrift store. There are other ways you could exchange them, such as used book/music/game stores, but most owners at these places are not going to give you much in return. However, even a lot of small $2-5 items are worth listing as you’re getting your toes wet or if you are able to move a large enough quantity of items with high enough profits to justify the $40 per month that it costs to have a Pro Merchant account. Remember that you can use
 
http://salecalc.com

 to get a better idea of what your items will ultimately bring you after all costs and fees are paid.







Setting Up Your FBA Account



Now that you have a pile of items and the prices you want to sell them for, it’s time to actually get started on your adventure down the Fulfilment by Amazon road. Pick the first of these items you want to list, as you’ll need an item to list to sign up as a seller.



If you have an Amazon account already, and you probably do, you can use this as your account for both selling and buying. Don’t worry if you have a funny username. You will be prompted to choose a display name during sign up for a seller’s account. If you don’t have an Amazon account, now is the time to get one. Luckily, the process is simple and doesn’t require much in the way of a tutorial.



Once logged into your account, you can click on your “My Account” link, which is typically going to be near the top right of the page. From this page, select “My Other Accounts.” You should see a “Seller Account” link within the list; click on this and it will take you to the page with directions to setup a seller account on Amazon.



You will be prompted to sign up as an individual or a professional seller. We briefly discussed the paid, “Pro” program. For now, it probably suffices to use the “free” seller’s account. You will likely want to upgrade later as your business begins to really take off, and we’ll cover this in a later chapter.



The next step is to list an item. Yes, you list an item before even finishing the rest of your seller’s account signup. This should be fairly simple for you. You’ll be asked what category you want to list an item in, and you’ll be able to look your item up. If it is already for sale on Amazon, and it probably is, you should be able to select it from a list with thumbnails. Find the one that matches your product as close as possible. From here, you’ll be asked to note the condition of the item. From the condition drop down menu, you can choose New, Like New, Very Good, Good, Fair, Poor, etc. Be honest about this. We’ll discuss the different types of conditions you can choose shortly.



On the follow page, you’ll be asked for a price. You should have this ready on your list. Next is your shipping method. Here you will be able to click, “I want Amazon to ship and provide customer service for my items if they sell.” You will also be able to click a box saying that you want Amazon to remember this preference for new listings to come. There’s no reason you can’t sell and ship some of your items yourself and have Amazon handle others, though. Click the “continue” button, and Amazon will once again ask you to log into your account for security purposes.



The next page is where you will get to setup a display name. These will be displayed next to the listings that belong to your products, and the name should be something professional and approachable. You cannot have a display name that someone else has already used, so you may have to get a bit creative.



Accept the terms of agreement, and then let Amazon walk you through adding in your financial information, such as credit card. If you already have any credit or debit cards associated with your account, you will be able to select these from a menu. If not, you’ll have to add a new card. Once this is done, you will be requested to verify your identify over the telephone by inputting your number and clicking “Call now!” You should get a phone call within a minute, and a verification number should appear on the screen. This number will be given over the phone to the automated system, and after a short minute on the phone, you should be allowed to continue with your setup on Amazon as a seller. (NOTE: This financial information is for YOU to make payments to AMAZON in the event that your seller account goes in the negative or you sign up for other services. It is NOT the setup for getting payments. We will cover that later.)



The next step is to review your listing and approve it. Because you’ve opted for Fulfillment by Amazon, your item will not go up for sale immediately. Instead you’ll be asked to agree to Amazon’s terms of services once more and then prompted to “Get started with Fulfillment by Amazon.” This will bring you through a number of video tutorials that you can watch. I advise that you take the time to watch them at some point, even if you don’t do so right away.



At the bottom, you will be able to click a button that says, “Send items to Amazon.” You will not immediately have to ship anything to them, but it will ask if you want to ship “stickerless” items or “Stickered” items. “Stickered” inventory consists of used items that will require a sticker barcode generated by Amazon to be sold through the FBA program. You can pay Amazon to sticker your items for you if you wish, but keep in mind that this raises your costs. “Stickerless” items must be new items that have a product barcode on them. “Stickerless” items are “co-mingled” with the same items from other sellers. Because these items are all brand new, Amazon can simply store them together and ship any of them out regardless of the actual seller, which in turn means less storage costs. You may want to take advantage of this down the road, just be sure not to apply it to your used items. That won’t work. We will cover stickering in more detail later, so keep this concept in mind.



From here, you’ll be asked once again if you want your item to be fulfilled by Amazon. Allow this, and on the following page do not click “convert” or “convert and send.” You will do this later, once you’ve stocked your inventory and prepped your shipment. Your item(s) will simply sit in your inventory as inactive until you’re ready.



Your seller account is technically ready to go. The next step is listing the rest of your products.







Listing Products



The one part FBA won’t cover for you is listing all of your items. You still have to take the time to build each listing, write a brief description, add images if you choose, and add a price. The process is simple, but it can be time consuming if you’re selling a lot of items individually (rather than in large quantities).



First, pull up your list of items (whether it’s on paper or in Excel) and start from the top. I suggest having a column in your list that helps you realize what has been listed already and what hasn’t, just in case you aren’t able to list all items in one sitting. The easiest method to find your product is probably to type the product name in the search bar at Amazon.com, and find the product that best fits the item you’re selling. From here, you should see a “Have one to sell?” link at the top-left area of the page.



Alternatively, you can use the inventory section on your seller’s dashboard by selecting the link that reads, “Add a Listing” under the “Inventory” menu. The search engine that appears here will allow you to attempt to find what you’re selling. If the product has some sort of identification number, this is the ideal method to find what you are selling. This is especially common on books with ISBNs and barcodes. Some items will not have an identification number or any type of barcode, though, and you’ll have to simply try your best to find the one that matches your product. Keep in mind that you have a small description box where you can add notes should you place a product in a listing that isn’t a 100% perfect match, especially if color is the only difference. Try to always disclose this information.



On the following page, you’ll be prompted to input text regarding almost all the information on the product that you could possibly need to include. The form is easy and simple to follow, and it takes no time to setup your listings. The only reason it is time consuming is because you’re going to be selling hundreds of items and making killer profits in no time. Let’s discuss some of the fields.







SKU:



One of the fields will be for an “SKU.” This number is intended to help with keeping your inventory in order. It is highly advised that you create a SKU for everything, especially items that you need to sticker later. Because Amazon creates SKUs randomly if you don’t do so manually, letting them handle the SKUs themselves is almost always going to be a headache since the stickers don’t always print in the correct order of how you’ve organized them. I would use a five-digit code and start your first product off as 00001 and move forward from there. Keep a note about which number you last used, as SKUs cannot be repeated, and the next time you list items, you’ll want to start where you left off to help keep everything proficiently organized.







Condition:



The next item is a drop down menu that lets you pick the condition of your item. There are several types of conditions to choose from.



NEW –
 An item that has never been used whatsoever. For items that come sealed, this means the item is still sealed. For items that don’t come sealed, this means absolutely perfect condition. If it comes in a box, the box should be included.



USED – LIKE NEW –
 In near-perfect condition. Should be as a new looking as an item that’s never been used.



USED – VERY GOOD –
 Clean items with only very minimal wear.



USED – GOOD –
 For items that have scuffing or small imperfections, the “Good” condition is ample. Any imperfections should be purely cosmetic. An item must function 100% to be considered in “GOOD” condition.



USED – ACCEPTABLE –
 Clearly not in the best of condition but still fully functional, such as a used text book with highlighter in it.



With all of these conditions, you’ll be able to leave a note regarding condition and any other details you may wish to portray. Try to be thorough and honest when choosing conditions and leaving notes. A simple note saying, “Highlighted text, but fully readable,” is suitable.



It’s important to understand that people are willing to buy things in less-than-perfect condition if they still work well, so lying about this isn’t really helpful anyway. On the other hand, if an item is poorly categorized within these conditions or the notes suggest something that isn’t true, you are more likely to see items being returned or your seller account getting poor feedback from buyers.



You will see that some sellers simply use the same bit of text on the condition note over and over. While this is a great way to cut back on time-consuming tasks, it is often misleading and not helpful to the potential customer. Take the time to write these in. It only takes a few seconds to determine the quality of your product.







Price:



The next part should be easy, but that isn’t always the case. You should have already put together a list of prices when sorting and valuing your items. Remember, the number you should write down is the lowest available price from another Fulfilled by Amazon seller. In this section, Amazon will provide you with the lowest price for your item. There is the option to “MATCH” these low prices. Never. Ever. Use. This.



The problem with using price matching to price items is that the cheapest one available for your item could be a destroyed mess where yours is practically new. Additionally, you must remember that those selling FBA are your direct competition, not every seller on Amazon. So it really pays to go to the product listings and see what the competition actually looks like. There’s no reason you need to sell your Like New item for less than an item covered in dirt and grime, or something far worse.



Instead, you should be pricing your items based on their condition and what you believe people will pay for it. The lowest price isn’t always the item that sells, and sometimes we cannot sell items as cheap as other providers without losing money. In the end, you can always adjust your price later if it seems like an item might sell better at a different price point. On the same note, pushing for the lowest price is likely only going to force other sellers to lower their prices, driving down the perceived value of your item even further.



If you have a rare or expensive item, don’t be tempted to way undercut the only other listing. If there’s a listing for a rare item priced at $200, listing yours at $100 only works to drive down the market value. Instead, you should price competitively without undercutting the value of the item; anything else is just counter-productive. Some rare items may be worth a lot but only have a limited number of interested buyers. In these scenarios, you may just have to wait for the item to finally sell or consider another selling method.



Again, keep in mind that your competition isn’t as broad as a seller that isn’t using Fulfillment by Amazon. Because you’re allowing them to ship your items, shoppers with Prime membership perks and those looking to score free shipping on orders over $49 are more likely to buy your items even if they aren’t quite as cheap as the lowest available in the same condition. Use this to your advantage when pricing, because your most direct competition is only other listings that are using FBA.



When it’s possible, being the only seller that is working through Fulfillment by Amazon is going to be a great advantage. Some people will even take the time to locate popular items without any sellers using FBA, and because they can offer the perks that others aren’t offering, that item can usually sell quicker and for a little more money.



Keep in mind that it doesn’t matter too much if the product is cheaper on another website. Your competition is within Amazon, not with the entire world wide web. So even if you find the same product for half the cost, if the lowest on Amazon is higher, you can still price within that range. You might even considered buying the item from another site if it’s cheap enough for you to make a profit.



Setting the price can be the easiest or the hardest part of working for yourself through FBA, and it’s important not to be lazy and simply list at the lowest possible at all times.







Quantity:



The next item on your product listing form is the quantity of the item you are selling. Even if you have multiples of the same items and the condition is not the same, Amazon will require you to list them together. This is unfortunate because it makes it difficult to be totally transparent and almost forces you to list a like new item as something less than like new.







Restock Date:



Unless you intend to restock the same items over and over, leave this field blank. This is only useful if you restock on a regular basis.







Other Fields



There are other fields sometimes related to the category. For example, a book listing will allow you to add in information concerning the country of publication. These should all be self-explanatory or easily searched when you’re unsure. Often, you will/can simply ignore these optional questions either way.







Shipping Method:



Lastly, you will enter the shipping method you wish to use. There will be an option for having Amazon fulfill the order. This is what you will likely check.







Images:



Likely we’ve already passed this section, but one thing worth noting is that if there are no stock images available (and even if there are), it may be a good idea to add images to your listing or even submit them to the main listing so the item doesn’t have a “no image shown” icon. This is important because images help buyers make a connection with a product before they purchase it. Most people don’t want to purchase an item they can’t see. If you have the patience and time, or if you only stock a handful of items, you may want to invest in the effort of taking photographs for all of your listings. These can greatly help to increase sales.







Save and Finish



Once everything is entered, you will click on “Save and Finish” to complete your listing. You will be given the option to “Send Inventory” or “Go Back.” You will want to click “Send Inventory.”







Add to Shipment



Following submitting your first product, you will be asked to confirm your address and add your item to a shipment. Since you don’t have a shipment setup yet, your option will be to “Create a New Shipment.” Click this and start a shipment. As you continue to list products, you will have the option to join them into an existing shipment in many cases. In some cases, you may not be able to do this and will be required to open a new shipment.



Take a moment to understand this faucet of FBA. Not all items can be sent to the same fulfillment center at once. As such, as you create shipments, you may be forced to ship several different bundles of items to multiple locations.



In your inventory, you may notice that there is a four-digit code next to your items. This code represents the fulfillment center appropriate for the item. Since not all items go to the same fulfillment centers, you may be working on shipping several boxes at once. Try to make sure you’re keeping this stuff organized correctly. Do not completely pack your items yet, as we’ll need to add the SKU stickers first. It is wise, however, to place them in a box to get an idea of the total weight of your package. Write down this weight when you’re finished.



After listing your last item and choosing to add it to a shipment or create a new shipment, you will have the option to “Save and Continue” on this same page. Do this only once you’ve listed all your items! If you need to list another item, click the “Home” link and repeat the process above. Otherwise, you may be wasting money shipping small packages when you could send out only a few large ones and help keep down your operation costs, or have to deal with the headache of canceling and adjusting.







Packaging and Shipping



Now that you’ve setup your shipments and you’re nearly ready to ship, let’s discuss your options. You have two methods of shipping: you handle it yourself, or you use Amazon’s courier of choice, UPS, through the Amazon website. If you’re going to handle it yourself, I assume you know how to do this and have already setup discounted shipping methods on your own. If you don’t have a discounted shipping methods readily available, you’ll probably want to use Amazon’s method.



If you’re going have Amazon help facilitate the shipping, they’ll provide you with discounts, and the shipping speed is going to be much quicker than most slightly cheaper methods, such as USPS media mail when you’re only shipping qualified items.



Before following through on purchasing shipping, you’ll want to make sure to have boxes, bubble wrap, peanuts, a measuring tape, and shipping tape to get your boxes together. You’ll also need a decent printer and small printable sticker labels for stickering purposes (I suggest Avery 5160 labels). More on stickering very soon.



You’ll also want to learn the best methods of cleaning your products before shipping. This will obviously vary between products, and taking the time to research the best method can save you from potentially ruining your own goods. Don’t ship dirty goods out.







SKU Stickers



Now that your items are clean and ready to be packaged, the last step before you do that is applying the SKU stickers. As discussed before, you should have manually numbered your items in a way that makes them easy to process (00001, 00002, etc).



Go to your seller account and click “Manage FBA Shipments” (you’ll find this beneath the inventory link). On this page you will be able to see all the shipments you have started to build. This queue will break items up into their appropriate shipments, and next to each selection you should be able to click a link reading “Work on Shipment.” Pick the box you’re ready to ship, and this will take you to the page to handle your shipment. Put your Avery (or similar) labels into the printer, and as Amazon walks you through the process, you’ll be prompted to print out the SKU stickers. You will be able to download the labels as a PDF and print them if you’re using the correct size labels. For some printers, it is important to ensure that the “scaling” is set to “none” rather than “fit to printable area.”



Now that you have your labels, you will place these individual stickers on each of the items, ideally over the barcode area. Repeat this process until you’ve finished all items in the box. Do not finish closing and sealing the box yet. We’ll want to add a packing slip first. Once finished, move on to the next page.







Packing Slip, Box Label, and Shipping Label



Next you’ll be prompted to select the carrier you wish to ship with. Again, UPS is suggested here since they have a discount deal worked out with Amazon and tend to be cheaper with heavier packages anyway. Select this and press “Continue.”



Here you will be able to print the packing slip. Tape this on your box or use a sticky label if you have one handy. Clear packing slip covers are also available and will adhere to the box with the paper inside the slip cover. I suggest printing a second one and including inside the box as well, just to be safe. Click “continue” to move forward.



Next, you will be able to print out a label based on the weight and size of your box. Input the weight and dimension, and be sure to click the box allowing Amazon to deduct the cost of shipping from your seller’s account. Note that your seller’s account can go in the negative. This is fine for the time being, and Amazon will only bill you if this amount remains outstanding for an extended period of time.



Pressing next, you will be prompted to print a “Box Label,” which is to be taped to the outside of the box. You can now purchase and print your shipping label, which will be taped to the box as well. This box can be dropped off at a UPS location or you can schedule a pickup on
 
http://UPS.com

 . Sometimes, pickup charges may apply. Repeat this entire process for all of your shipments to each of the FBA fulfillment centers, if you’re ready to ship them.



IMPORTANT: You only have 24 hours to void your label and receive your money back if you’ve made a mistake or want to halt shipping for any reason.







Wait and Reap



Now that you have shipped off your box, all you have to do is wait. UPS generally takes about five business days or less to get the packages to their destinations. Once there, they will be scanned as received, and shortly afterwards your items will actually be for sale on Amazon.com! Finally, after all that, you’ll start making some money.














Chapter #4: Managing Your Seller Account








We’ve walked through the steps involved in setting up listings and your shipments, and you should be somewhat familiar with your seller dashboard, but let’s take the time to explain some of the features and tools it provides that we haven’t covered before. This is by no means exhaustive, but will set you on the right path to using the information provided to the best of your ability.







Menu



The menu across the top of the seller dashboard holds links to most of the important parts of your seller account. Let’s discuss each briefly to give you an idea of what you’re working with.







Inventory



Under the inventory tab, which you should be familiar with already, you can view your inventory or add new items. The “Inventory Planning” link will take you to a page that helps you understand your storage costs and inventory available at Amazon fulfillment centers. It is a good idea to check this if an item has been listed for a long time. At some point, it may not be worth keeping the product stocked or you may want to drop the price to help move it so it’s not racking up a large storage fee.







Orders



Since you’re using Fulfillment by Amazon, the sections under this menu item are not that useful to you. Amazon will be handling the orders and returns of your items, so there’s almost no need to ever use this section unless you decide to process/fulfill some orders on your own. There’s no reason you can’t do this and use FBA, but it usually doesn’t make sense to do so unless it’s a very heavy or large item that demands a lot of money and attention.







Payments



Under the “Reports” column, you’ll see an option to view your “Payments.” As your products sell and your account accumulates funds, this page will tell you when to expect payments and what to expect in terms of funds. Keep in mind that if you ship another shipment to Amazon for fulfillment, you will most likely be using these funds to cover the cost of shipping. You can use the dropdown menu to select the date range if you ever need access to old payments.







Performance



This menu heading has a lot of pages under it, but all of them relate to your performance as a seller. For most FBA sellers, this is going to bode well since Amazon won’t be shipping items late, usually ships items packed very well, and handles most of the day-to-day part of your business. Still, it may be worth taking the time to check out your feedback and see if there is anything you can do to improve how things are handled on your end. For example, if people are complaining that the condition didn’t match the descriptions, you may need to revisit how you describe your items.







Setting Up Your Bank Account



Now that we’ve listed items and shipped them to Amazon for fulfillment, it’s time to ensure that all of our financial information is in line. I highly suggest you do this sooner than later, otherwise any payments due to you may be delayed.



You will need to have two key pieces of data ready when setting up your account for payments to be made. These are your bank account number and your bank’s routing number.



Your bank account number can usually be found on the bottom of your check, on your statement, or on the online banking portal for your bank. If you’re really not sure what you’re looking for, then go into your bank and ask them for your account number.



Your bank’s routing number is always going to be a 9-digit code, and it can generally be found on a check, by searching the internet for “MyBank routing number” (replace “MyBank” with the name of your bank), or by asking at your local branch. Some banks use multiple routing numbers, so be sure to find the one intended for electronic transfers.



Once you have the routing number and your bank account number, go to your seller’s dashboard and place your cursor over the “Settings” link to the far right of the page. From the dropdown menu that appears, you will select “Account Information.”



You should see several links on this page, but toward the top will be a section for “Payment Information,” and under this category you will see “Deposit Methods,” which you will click. The rest should be self-explanatory now that you have your banking information.







Income Taxes



You may need to pay income taxes on your earnings. If you haven’t input this information, you will likely be receiving a notification at the top of seller dashboard telling you that they need your tax information.



The link that’s attached to this notification leads you to a page where you will fill out the information required for a 1099K. Current regulations on taxes only require that Amazon sends you a 1099K if you’ve made more than $20,000 in sales AND have had over 200 transactions. If you meet those qualifiers, Amazon sends tax forms around tax time, and you’ll be required to input this income and pay your taxes on your profits. Having a good CPA may be beneficial and help you save money if you’re selling in large quantities.



You can forego inputting your tax information if you’re only selling your personal, used items. This is because it can be assumed that you’re only selling at a loss. If it is your intention to quickly expand to selling new items at a profit, you should go ahead and enter this information. If you forego inputting your tax information now, Amazon will force you to do so once you’ve sold 50 items.







Allow International Shipping



Amazon defaults to sell and ship only in the USA for US sellers. However, you can setup your account to allow for international shipping. The best thing about the FBA Export program is that Amazon handles all those headachy customs and regulations that confuse many new shippers. Unfortunately, Amazon limits the number of categories that are approved for the Export program. To sign up for FBA Export, follow this link:
 
http://goo.gl/EYJ4bj

 .



International sales can help you sell items quicker, and the downsides are minimal since Amazon charges the additional costs to the buyer.



You will be required to upload a copy of your signature, so if you don’t have access to a scanner to make a digital copy of this, you may want to find someone that is willing to help you before you start to sign up for FBA Export. You should get a scanner, though.







Explore Your Dashboard



While we’ve covered some of the major areas of interest, take the time to explore other portions of your seller dashboard as well. Amazon’s setup is mostly intuitive and user-friendly, so it shouldn’t take you long at all to become more than proficient with every tool at your disposal. As you build your business, the reporting and customer satisfaction data will be of the utmost importance for you to understand what is working and what isn’t working for your FBA-based business.










Chapter #5: The Big Leagues with a Pro Merchant Account








At this stage, you should have a pretty good grasp on how FBA and Amazon Seller Central works. You’ve already setup your inventory and shipped an order, and you’ve taken the time to learn how to use the tools and information provided by Amazon. The next step is to take everything to the next level and really make a business out of FBA instead of just decluttering your home.



Now that you know how to sell, you should pretty quickly start selling more than 40 items per month. As we discussed before, for those selling more than 40 items, it is wise to sign up for a Pro Merchant Account, which costs $40 per month but eliminates some of the fees involved, thus saving you on fees and netting you a better profit per unit sold. Since you’ll be selling a large number of units per month, the earnings difference can be pretty significant.







Upgrading



To upgrade from “Individual” to “Professional,” navigate to the Seller Account Information page by going to your dashboard, placing your cursor over the “Settings” link on the right-hand side, and clicking “Account Information.”



On this page, you will see “Your Services” on the left-hand side. Under this it should say “Sell on Amazon (Individual).” There will be a “Manage” link next to the “Your Services” heading. Click this, and you’ll be taken to a page that displays the information about which services you’re currently using. Near the top should be confirmation that you are currently an “Individual” seller, and within this section there should be a link for you to “Upgrade.” Simply follow the form, and you’ll be signed up in no time.







The Perks



The perks of going to a Professional Merchant account is that you are no longer charged that $0.99 cent fee per item sold, your listing tools have extra options, you can create a “storefront” instead of simply selling within the listings (the usefulness of this is debatable), and now your FBA account will be allowed to sell through other online retailers besides Amazon. Lastly, if you happen to have any items worth over $10,000, you’ll be allowed to list these. I’m not sure that’s the best way to sell an item over $10,000, but more options can’t be a bad thing.



You will immediately notice a difference in your seller’s dashboard following the upgrade. These include several new areas under the “Manage Inventory” menu item, including “Uploading Multiple Items,” which allows you to batch submit your inventory in bulk through the use of their templates rather than listing them individually. This can save you a lot of time if you have a large number of products.



You will also be able to suggest/create product pages on Amazon now! This can be great if you have very rare or very new items that are otherwise not seen on Amazon, or if you source locally crafted items. If you don’t have anything like this, don’t worry about it.



Another great feature is that you’ll now have access to the Amazon Selling Coach, found on the main page of your dashboard, which will give you suggestions to improve the way you sell, list, and manage your inventory and profits. It gives you detailed information on which items you have currently listed that may require additional bits of information to make them easier to sell.



The most impressive feature may be the “Fulfillment” section that is linked below the Amazon Selling Coach on the main page of the seller dashboard. Here, you’ll be able to generate reports otherwise unavailable to you, including information on sales, returns, and even the history of your inventory. This gives you detailed information on which products are sitting on the shelves for a long time and which are selling quickly.







Making the Most of Pro Merchant Status



Don’t let all these new tools and reports go to waste. Taking the time now and then to review what is working, what isn’t, what is suggested by Amazon, and learning as much as possible from this information is a huge key to your success. As your fees are reduced and profits soar, the better understanding you have of what is happening with your FBA inventory, the better you can prepare to stock and source new inventory, which we’ll discuss next.










Chapter #6: Sourcing More Inventory








If you don’t already have a large amount of inventory on hand, or you’ve already sold a large portion of what you did have on-hand, it may be time that you begin seeking out new products. There are many outlets for finding them.







Local Shopping



Sourcing items locally can be an excellent way to find products cheaply, especially if you’re happy to sell used goods. To find products locally, you can go quite a few routes. This includes garage sales, yard sales, flea markets, estate sales, auctions, and thrift stores. One avenue many new sellers fail to consider is liquidation sales at popular retailers, such as winter items being sold at deep discounts as winter is ending. If you scour your area for these types of sales, you can take the time to check the price locally against the price on Amazon. Using
 
Salecalc.com

 on your smart phone as you look for these products is a quick way to determine if they are going to be worth purchasing for resale.



Take time to look through liquidation-specific stores, such as Big Lots. These can often have items for relatively cheap in store that still sells for much higher online. Keep in mind that these are often items that didn’t sell well in other stores, so it may not always be in your best interest. Do some research and try to determine for yourself if you believe these items will sell. Not every risk taken will pay back in full, but if you’re vigilant and take your time to do some research, enough of them will be worth the risk to make up for those that lead to a loss.



Sites like Craigslist, local Facebook buy/sell/trade groups, and the classifieds can also bring in good leads locally, but practice safety when dealing with strangers over the internet and meeting them in person. Always, always, always meet in a public place where there will be too many people around for anyone to try anything fishy.



Lastly, let your friends and family know that you’re in the business of selling new and used goods on Amazon and trying to build a business out of it. You may be surprised to find that they are willing to sell to you cheap enough to make a decent profit in exchange for some quick cash for items they no longer want.



While local shopping may be the fun way to stock your store, it can also be extremely time-consuming, and some days you may come home empty handed after a grueling search for great products. If that isn’t working for you, or if you want even more products, the next thing to do is take to the internet.







Online Shopping



Shopping online is often a much easier resource when searching for new products. The obvious method is to buy in bulk and sell each item individually. If you were processing all these items yourself, you can imagine that the logistics and time involved may be overwhelming. Luckily for you, using the FBA program means that you will send these all in a single shipment and Amazon will do all the time-consuming heavy lifting.



To find wholesale lots to buy, there are several resources that may be of interest to you:



The most obvious one is eBay, which has a lot more wholesale lots than most people care to notice. In the scenario of auctions, you can sometimes get large lots for a steal. You can also sometimes find poorly listed lots that don’t get picked up well in searches. If you know of some types of items you are having a good time selling, you can use a misspellings search for eBay auctions at
 
http://www.typobay.com/

 .



Take the time to look through retail stores online. These will often have a clearance section, and you’d be surprised how often you can find an item on clearance that is still selling for a lot more on Amazon. Take advantage of this.



Outside of eBay and retailer clearance, take a look at sites like
 
Liquidation.com

 , which has a huge amount of items you can buy at liquidation prices.



If you’re willing to wait a long time to receive new product and don’t mind shopping from manufacturers in Asia, then websites like
 
AliExpress.com

 are an amazing resource for cheap goods. Be mindful that some of the items on sites like this may be knockoffs, though. You do not want to sell knockoffs of popular items as if they were the real thing. This is not only illegal, but it will compromise your Amazon account. Make sure to take the time to read the reviews available and compare the item pictures with those on Amazon or other sources.



On a related note, other online wholesale sites are a great resource for products. Try sites like
 
http://wholesalecentral.com

 and
 
http://getthatwholesale.com

 for your wholesale needs. Some wholesalers may require that you have an actual business that is registered.







Is It Worth the Effort?



When researching a potential new product, there are a handful of things you need to consider. First, does this product offer enough of a profit margin to meet my expectations? You’ll have to take the time to determine the value and return on investment. Second, is this product selling on Amazon enough to warrant stocking more of them? And how many FBA sellers are selling this item? Remember, FBA sellers are going to be your direct competition. If no FBA sellers are selling a product, it’s more likely that you can sell it easily at a higher price than those not using FBA.



When researching a product, make sure to also research the manufacturer and the wholesaler. If the wholesaler won’t work with an individual (or a small business owner if you’ve setup a business), then it’s not worth taking the time to research the product further unless you find a better source for it. Likewise, if an item is cheap and looks like it can be sold for far more, make sure that the item actually sells well on Amazon. While a $50 shipment of 100 mousepads with smiley faces may seem like a good idea at first glance, if the sales ranking is so low that it’s virtually not selling, it’s really useless to you to stock such an unwanted item. That’s a $50 loss that could be racking up even more fees for storage rather than turning you a profit.







Keep an Eye Open



One truth about being a full-time FBA seller is that you’ll always want to be paying attention to what deals you can find and where you can piece together your next profit-making shipments. Taking the time to use multiple methods, doing market research, and always looking for the next big thing is going to be half of your job if you want to source great products that sell easily and bring a healthy profit.










Chapter #7: Putting It All Together








You should be excited by now, and you should also have a working knowledge of how you’re going to take Fulfillment by Amazon by the horns and turn it into a highly profitable business. There will be ups and downs and a lot of learning to do along the way, but you’ve got this!



Below I’ve given you a checklist of knowledge you should have. If any of these items cannot be checked off, take the time to go back and read about them in this book or research them further. If you can check off most of these items, you should be well on your way to financial freedom.







1. I have an Amazon account.



2. I have signed up for a Seller’s account and have signed up for FBA.



3. I have learned to list my items for FBA.



4. I understand how to handle the SKU numbers and stickering of my products.



5. I understand how to sort my products depending on where they will be shipped for Fulfillment by Amazon. I understand that I need to have a packing slip and a box label for each shipment.



6. I have sorted through my unwanted items and created listings for each of them, ensuring that they are setup for shipment to a fulfillment center.



7. I understand how to ship my package to Amazon.



8. My Seller account is fully setup for me to receive payment and tax forms.



9. I understand how to calculate the worth of an item and what my profits will be using the FBA program.



10. I understand how to source new items locally and online.



11. I am comfortable using the seller’s dashboard.



12. I am motivated to work hard and expand my business.
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 Introduction



Are you looking for a dependable internet business? Want to make some extra cash through the web? These piece of guide is a gold mine to you as it instructs you how to earn money at home with no expenses. Many people try purchasing every program available online to make some cash, and some have bought good and other bad.



The success largely depends on the persistent. Many have spent time searching for internet success, and they eventually start figuring things out. Most people who believe in getting rich quickly slogan have failed miserably. The key for you to achieve is starting as a small business person and slowly learn the basic of earning in large quantities. From there you can upgrade your business.



The use of special keyword tools



Different techniques are used by brilliant marketers to conduct keyword research to identify the title to write. The keywords that you choose should be able to outwit your competitors. Below is a popular keyword suggesting tool.



The Google keyword toolbox



This tool is mostly available for use. It is a tool box that is mainly used by webmasters to search for keyword suggestions.



How does the tool work?



The application operates in an easy way. Type in the word or the phrase and then press the search button. The tool then lists the similar words and how often the words were searched. It also gives other related terms. Smart webmasters use this tool to know the competition and study the demand as the tool has a column of the most value product that is searched in a month time.



Getting new keyword suggestions using the tool.



The tool is flexible and gives you a choice to enter one or both in a box that appears; a word or a phrase, or the URL of one of your page or of your website as long as the it is related to the line of your work.



Things to try out:



To have a precise and enhanced result, you may expand your search to get more ideas. You may click show all the categories and try getting new ideas from the list that appear. However, the main area that you had filtered earlier will remain highlighted.



It is also possible to customize the boxes that appear to appear in your search results.



Utilizing the tool to get related terms



After entering the word or the URL another set of keywords appear below the main box. The sets contain synonyms that are related to your keyword and words set to the main word that was searched.



For example, if you search for a nutshell like "shop" it will bring a group of ideas such as shopping list, shopping cart. Both of the combined set of words contain the word you searched.











The pros of using this tool



	
Allow you to fine tune your search by advancing your search through mobile search.


	
It helps you star the keywords ideas you like and find even fresher ones.


	
It is an original tool that provides you with the relevant ideas.


	
You can download the keywords that you have starred.


	
It can use a combination of words to give a relevant keyword.
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 Market competitions



Whether you like it or not competition is real. As a marketer, you should expect negative results when you search the engines. Therefore don't give up easily. You may decide to take an action that will drastically improve the results. The main way of improving your results is by using the correct keywords.



Marketers who have failed miserably is because they choose to use the wrong set of keywords. When they fail, they try using other methods trying to generate traffic to their product. Keywords significantly influence the position you have in the market. Along with the other methods that help to produce traffic to your website, keywords are a time saver.



Benefits of keyword research



Analysing keywords should be the first step in the market platform. It is a less complicated and rather a straightforward process. It requires less capital, less energy, neither does it require you to be a professional in SEO.



The guide is to assist you on how to use keywords to generate more web traffic to your website and also to help you rank higher in the search engine. The use of keywords in the right way will enable you to become friendly with the search engine, and it will minimise the cost.



The importance of generating traffic using the search engine.



The search engine will not generate you money, but it has three mains ways in which it helps you get to the customers:



	
The search engines make majority of the web traffic


	
The traffic that is produced by the search engine has the targeted audience.


	
It is a costless way of generating traffic.





Search engine traffic is at times referred to as organic traffic. Little effort is required to maintain the organic traffic. The use of cash words (discussed later) will attract more leads in the ranking. Thus, cash words will maintain your position in the ranking of the search engines while you focus your attention in prospering your business.



Maintain a position in Google benefits both you and the search engine. Due to this reason;



Google can generate results that are relevant to the people searches. In fact, Google is the leading search engines that collect the highest number of relevant results.



Google can be trusted to produce relevant sites.



Google will make your site appear at the top of any search provided you have used the correct keywords. This high ranking will expose your product or services to the targeted people.



In other words, we can say it is a double benefit.



Let's focus on keyword searching and how to use cloud network to generate organic traffic.



Keyword research is an important aspect that may help to make lead to your marketing website. In other terms, keyword search is determining the primary word or phrase that your customers use when they are searching a product that is related to you in marketing areas. The keywords will give you a grasp of what is popular, and it will encourage you to generate new ideas that are likely to give you the type of feedback that you need.



In the market, there is a famous quote "discover what people desire, then provide it to them." Do you think there is anybody who will show you how to go about it? The secret is by use of the keywords.



Therefore, if you want to have the best results and rank higher, conduct a keyword search before the content that you want to post. By being able to integrate the words or phrase in your content the higher the chance you get to rank high, and people will be able to get to your content easily.



Keyword evaluation



The best way to a keyword research is by evaluating the words or phrase that you use and those of your competitors. The following should be the primary key value that should be in your thought when conducting a keyword research:



	
The search volumes keywords about your niche


	
The long tail keywords about your main area.





Despite the above two techniques being commonly used, they are not reliable in generating the organic traffic needed.



The search volume keywords



Many marketers use words to conduct their keywords. They may be one word or two words. This approach is beneficial and affordable one. However, the rate of conversion is low. Few people have been able to utilise this keyword search method and rank top but maintain the position is usually a struggle as everyone is eying on them.



Long-tail keywords



This method of keyword searches in important in search engine optimization. It is used by people who know what they are looking for. There is the use of more accurate words; more than three words. However, the methods also contain some drawbacks as the resultant traffic is little. Also, it can be costly as you have to keep generating such long keywords to maintain your ranking position.



Use of cash words to perform keyword search



Cash words is a grand technique that is used by marketers as a way of increasing the conversion rate and also generating traffic to their marketing sites. The term cash words refer to the most specific word that is almost searched by all the marketers but is only used by few sites.



Benefits of using cash word



	
You will be ranked high within the search engines at a faster rate.


	
Minimum effort is required to make you reach the top.


	
You site will be consistent on the top of the search engines.


	
The traffic will be high throughout.
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 Clickbank keyword research technique



Competition



The main idea in handling the competition is by using a large volume of keyword searches. The greater the volume of the keyword search having the lowest competition between sites will bring you profit. However, you should have in mind that when marketing you should focus to identify the keywords that are most likely to generate money to your marketing site. How do you do this? A very simple answer is that you when you place the keyword in the search box you should able to rate the keyword quality. The keyword may be weak, right or even a money maker keyword.



How to use cash word on your site.



The first step to identify the cash word in your site is typing the general word or phrase from your website. The search will give multiple lists of keywords. As we have said earlier, some searches will provide keywords that are related to the word and also a list of sets of words that have been used combined with the word.



So if you intend to have a keyword that is cash making in your site, follow the following:



You a phrase match. As a marketer, it is important to use a word that describes what your niche contains. Many marketers, however, use phrases that are unique thus limiting their search of keywords. Use a phrase that matches the niche you focuses on. This technique will increase organic results for the keywords that are cash making.



Another thing that you should practice in your niche is using advanced option. The options will help you distinguish the quality of the keywords. If you have typed in a phrase or a word and the results that appears are a hundred of keywords, then filter out keywords that have been searched by less than 500 people worldwide.



Have in mind that you are marketing to individual that are in different parts of the world. Therefore, it is very unwise to conduct a keyword search based on the nation you are in. Take in considerations that you are in the United States and you are focusing on generating keywords that are mostly searched in your local of even the neighbouring state that will not be logical. If you want to rank top in the search engines, just remember that the world has competitors.



Discover your website cash word



The competition is real, and you should be able to recognise your competitors. For example, a word phrase "flower drawings" was searched in the Google keyword search tool and the resulting keywords showed that there were over 12 thousand sites that are competing for the keyword. The search revealed that the phrase gets over 6 thousand searches in a month.



Basing your skills on the above analogy it is easier to say that you have already you have discovered the cash word. Therefore, you can use the word and integrate it be part your title. For example, you can come up with the title flower drawing using a pencil, or even more creative titles. By just using the cash word in your title to market you content it likely that you are going to be ranked top in the search engines within a very short time. This will significantly increase the traffic of your site. Using the cash word is a better way to ensure that you have a constant website visitor and that you remain at the top of the search engine.



However, all is not done! Cash words are not the only keywords that will make your site rank higher and remain top of the organic search. Other words can be said to be doing fairly good when comparing how many times they are searched in a month. As a marketer willing to thrive your business at a higher level, you should also concentrate on these moderately searched words to keep your position at the top.
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 How to use a wordtracker to conduct a keyword research



Wordtracker is an important tool that familiar with most of the e-commerce owners and also the web content providers. It helps in producing content that is reliable to the visitors and also content that will make your site rank higher in the search engines.



Here is what wordtracker can do:



	
It provides you with the phrase that is used in most searches.


	
Analyse the type of the buyer and what they are interested in by checking the quality they use.


	
They plan PPC campaigns. They target more keywords that are likely to bring more money to your site.


	
The analyse competitors based on the most keyword searches.


	
They build backlink to your site.


	
They assist in search engine optimization by giving you the new keyword that will generate traffic to your website.





How the word tracker works



The wordtracker simplify search engine optimization by providing keywords that will benefit your site. It gives you the most popular keywords that commonly search in most of the search engines such as Google.



The Internet has become a major platform that is utilised by marketers to expand their businesses. Therefore, SEO has become a must to these marketers as a way of increasing the web traffic to their customers. The wordtracker help the marketers by evaluating the keywords that are commonly used in the search engines. It an easy procedure you should know about.



The first step as a marketer should be coming up with a list of keywords that you intend to use on your website. Then you evaluate the keywords by looking at the keywords that are most likely to be searched by the buyers when they are looking for your product or service. Then save the most likely search words for checking in the wordtracker. Sign up to the wordtracker page so as to gain a free chance to use the tool (https://freekeywords.wordtracker.com/users/sign_up). Then enter the words you hard selected and then submit.



Afresh bring hundreds of results. Then as a marketer, your target should be on the most popular keywords that have the lowest number of searches. The listing provided by the tracker high-quality in such a way that it arrange the keyword according to the most popular and top ranked keywords and how many times the words was searched.



The wordtracker enables you to dig dipper for keywords that are of high value. You can refine your list by adding new keyword ideas and also removing some in the list you had prepared earlier.



Using wordtracker to increase conversion traffic and cut off the keyword list.



By using a wordtracker, you can have an idea of what a buyer is looking for. Most keywords usually reveal what the customer is looking for. Webmasters uses this tool to come up with keywords that disclose the information of their sites to the buyers. But before using these keywords, it is important to analyse the customers' interest and what they intend to get when they conduct a search.



Customers are interpreted in two ways based on the type of question that they ask the search engines;



Some buyers want to know. These clients will be seen typing words like "how" "what" "which" paraphrasing what they are looking for into questions.



Other customers know what they are looking for, and they use a different tactic when typing in the search engines.



Thinking like the buyer.



Before starting the keyword, you should think like the searcher. By this, I mean that you should think as if you are the one intending to buy the product. What keywords would you type? Having this in mind will enable you to choose the keywords that are likely to generate traffic to your website.



Think of related terms



After using the wordtracker tool and it has given the list of keywords, think widely and come up with the relevant terms of the keywords. Do you choose the keyword based on the volume? The answer to this question is no. The traffic to be directed to your site will not be built on the search volume but the keywords used.



By now you already have got a list of keywords that will help you to come up with the right content for your business, and it will reduce the cost of traffic building.



How to prioritize keywords after research



Let's look at getting the finest keywords for your site. While doing the prioritization of keywords, it is not all about using the keywords that will generate traffic to your website. As a webmaster, it is a role to choose the keywords that will be clearly understood by your buyer. Also, your keyword will also be boosted by product thus choose keywords that correlate to the product you are trying to reach to the buyers. In prioritization, you should come up with, content that is driven by your keywords.
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 Using samurai paid tools in keyword research.



The amount of keyword present in content has become an important issue in SEO. Content quality is determined by the number of keywords present. Many marketers use the available tools to check the quality of the keywords and get the density in the content they are providing to the buyers. The most used tool is the Google Keyword tool box as it is free.



However, the free tools are suitable for use in sites that are search engine friendly. These tools provide few information regarding the keywords used in content. However for sites that have repeatedly had problems in getting rank in the search engine, the samurai tool will work ideal for you. This samurai tool will assist you to look at the keywords in a new angle that may be ignored by the free tools.



An overview of the tool



The samurai tool has a significant advantage when compared to the free tools;



	
Gives more information on the keywords





As discussed before the free tools provide less information on many keywords used. In contrary, the samurai tool offers additional information on the keyword helping the marketer to analyse the keywords in a new angle. It also gives a general idea about the value of the keyword.



	
Compatibility with search engines





The samurai tool relies on several search engines so as to come up with the most valuable keywords. These are a good way to help the marketers to analyse the keywords and choose the suitable ones for your content.



	
Graphical representation of data





Many marketers can agree that graphs are easy to comprehend. The paid tools thus give reports inform a graph. This presentation provides the marketers time to interact with the graph and determine the increase and decrease in the use of a keyword.



	
It is a time saver.





The tools save time that could have been used to filter keywords further by providing the most valuable keywords compared to the free tools. It has more advanced options compare to the free Google tool.



	
Reliable





You can depend on the instrument as a marketer. Samurai tool as we have said earlier can obtain information from various sources, and it is also able to give further details than the free tools.



	
Best in marketing





The paid tools are more used in the market as they help discover the best keywords in the market which will help you as a marketer to produce high quality services or product by choosing the keywords that are money making.



Extra features of market samurai



The market samurai gives you additional modules after signing in.



Keyword research:
 Don't be surprised we are on the same word again. Remember you need to use the correct keywords in your site for you to have a friendly correlation with the search engine. When you click the generate keywords button on the samurai market the samurai tool will find the relevant keywords of the word that you feed in.



Also, offer an advanced option to filter your words based on positive keywords, negative keywords, traffic generated and much more. The tool will also help you to analyse each keyword based on SEO content and Adwords.











Keyword rivalry
 : The market samurai will examine the keywords and list them according to how they follow the elements of SEO.



Rank Tracker
 : The Samurai tool tracks the keywords that you use on your site and ranks you in the search engines.



Monetization
 : It finds products and services and market them in the Amazon, clicks bank and paydot.



Find content
 : The Samurai tool can find keywords from other ebooks and journals that are related to your product or service. You may then use the content on your site.



Publish content
 : It writes content, schedule and publishes content in your wordpress.



Promotion
 : The tool build backlinks in sites and blogs that have the keywords that are related to your products. This advertisement will improve site rankings.







Distinguishing between paid and free traffic in marketing



After you feed a keyword in the search engine, the results will be shown in two ways



The organic result is one way that the search engine may produce the results. These are also referred to as natural outcomes and are retrieved by the search engine algorithms. However, the algorithm is influenced by the site content and also the backlinks that are connected your site.



Pay per click is another method that the search uses to show the results. This advertising refers to the utilization of the internet to advertise business and help increase the conversion rate and traffic to a site.



Differentiating between the search organic traffic (SEO) and the paid per click (PPC) traffic.



Are you wondering which the best method to use is? Well both traffic generating approaches have advantages and disadvantages as we shall see below;



The PPC traffic



Google has a come up with a system that helps generate income to most business website. This system is referred to as AdWords. These AdWords are the effective systems that generate more revenue in many marketing sites.



Adwords is the fastest way to have internet traffic on your website. Immediately you place an ad you are assured that it will be a showed as results when a keyword is searched. However, it should be done correctly so as not to interfere with the budget.



The interesting part of using AdWords is that you are in control of your budget. You can set your daily or monthly budget avoiding unexpected expenditures.



The disadvantage of using AdWords is that it has a cost. The fee depends on the keyword you choose. The most competitive keywords are more expensive and they limit your budget when compared to the less competitive methods.



Another disfavour of the use of AdWords is the amount of traffic you get on your website is restricted to the budget. If the budget per day or month is exhausted, then you have to wait until the following until the cycle starts.



The PPC methods depend on budget. If you're willing to get more traffic, then you must pay for it. This method however still maintains your organic search results.



What are the questions that you should ask when choosing the PPC method?



Am I looking for immediate traffic? Is my site new in the market? What types of keywords am I using? Long-tailed keywords?



The SEO method



The main benefit is that SEO is free thus it is the best method to use in the in a long term.



The organic results are more likely to get clicked on than the PPC. The people who will click on your organic results are liable to be interested in your product. Thus, will lead to increased conversion rate to your marketing site.



SEO is a method that requires patience. It may use up to 6 months for you to get high traffic and conversions but its worth it as you will use less cash.



Demerits of using the SEO traffic



Don't expect to get immediate traffic to your marketing site.



It time consuming and requires more effort to be successful. It may take you more than 6 months for you to get top ranked.



Recommended for use



Having understood both the advantages and disadvantages of both method, the central question that you are asking is the best method to use in your marketing site.



For long term project, it better to use the SEO method as it has the lowest amount needed investment. If your site that requires immediate traffic for a given time then I would recommend the PPC method.



Using long tail keywords to connect with the buyers



For you to gain traffic to your website using the long tail keywords, you have to find the right long tail keywords. How do you go about that?



It can only be possible through research. As mentioned earlier, long tail keywords are long and precise. They are a combined set of keywords that are likely to be used by the visitors while buying. They are usually 3-6 words or even more.



The webmasters can utilise these long tail keywords as a way to communicate with a the consumers who are likely to buy service or products. That is, you are likely to get to the buyers who are looking for your product.



To differentiate between keywords and long tail keywords, let's look briefly at the following example. Typing a keyword search as "photography" will be competitive and will bring a rather competitive keyword that will bring almost million of result. Consider the long tail keyword "Outside Alaska wildlife photographs." The search of search keywords will narrow the search results. Do You get it?



From the look, the long tail keywords will bring you little traffic than the short tail keywords, but the traffic generated by the long tail is more precise and brings potential buyers of your product or services.
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 Choosing the right domain name



Selecting a domain name for your product or services business site is of important. The webmasters can proof to you that the domain name that you choose will affect your ranks in the search engine.



The search engine usually focuses on the keywords that you decide to use in your URL. Have in mind that the name is also the URL. Below are some steps you should follow to establish a successive domain name.



	
Extensions





The first thing that you have to do is choose whether the domain name will have a .com, a .net or a .ca extension.



	
Keywords





Try to incorporate some of your main keywords in the name. 2-3 keywords will be more useful. For example www.keyword+keyword+keyword.com. You may separate the keywords using a hyphen or choose not to. Using hyphen has its advantage as it allows the search engines to recognise the keywords this bringing better organic results.



However, the disadvantage of the hyphen is that some people may forget the hyphens while typing the domain name.



Why you should have your domain name




 
 Brand building; using your domain name you can reinforce the brand value by creating awareness to the people. It will encourage the visitor to return to your site and also spread your site to friends.




 
 Portability; suppose you want to shift to a new Webhost? Having your domain name will allow you to move to a new host and still move with the traffic you had in the previous Webhost. If you are sharing a domain name, you have to start a fresh to build a new domain and also create new traffic to your site.




 
 Unique marketing strategy; having a domain name is a strategy in marketing as you will enjoy the benefits of marketing alone. If you are sharing a domain name, other companies will also appreciate your effort of marketing.



The bottom line is that choice of the keywords you use in the domain name will affect the traffic on your site. The domain name you choose should help you get free search engine traffic which is very crucial for any business success.
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 Using keywords to create title for your ClickBank market



Whether you like it or not the keywords you brand in your title will affect your sales and rankings in the search engines. It doesn't matter the niche you are in but choosing the correct keyword to your title will help your site rank high.



The main secret does a research of the keyword and finds competitive pages. After you identify the pages, create backlinks and utilise the pay per click method as a way to generate traffic to your sites.



Do not fear cash making keywords. Just think smart.



Clickbank can be said to be an online market that connects the affiliate marketers to the product. Any marketer should begin at this platform and then Clickbank help you to create high optimized keywords that will lead traffic to your website.



Many marketers see a product in the ClickBank market, and they build keywords, and then they start promoting the product through SEO. This is a fair way to start earning.
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