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Preface


In just a few short years, Etsy® has become the largest and most successful online community for artists, crafters, artisans, and other creative people who want to showcase and sell their work. With little or no previous business experience, and absolutely no programming or website design skills, just about anyone can create a customized Etsy® shop, populate it with listings for their products, and then sell them to buyers throughout the world. Best of all, the startup costs for launching this type of business are extremely low.


Whether you’re looking to earn some extra money from a hobby you already have a passion for or you have a specialized art/craft-related skill to create high-quality products others will want to buy, Etsy® offers the opportunity to transform your passion, hobby, and/or unique skill into a moneymaking business venture.


While some people open an Etsy® shop with the idea of making a little bit of extra money, others have discovered how to grow their Etsy®-based business into a highly profitable, full-time career. Whatever your personal goals, Start Your Own Etsy® Business will help you discover what it takes to become an Etsy® seller and walk you through the process of creating, managing, marketing, and advertising your own Etsy® shop. You’ll also be provided with many proven strategies that will help you become successful and avoid common pitfalls.


Start Your Own Etsy® Business is not endorsed or licensed by Etsy®, Inc., so it’s able to provide information from a variety of different sources, including a handful of independent, successful, and well-established Etsy® sellers, who share their exclusive insight, tips, and advice throughout this book.


As you’ll discover, Start Your Own Etsy® Business is written for creative entrepreneurs who have an idea for products/items to sell on Etsy® but who aren’t necessarily tech-savvy. It’s ideal for people first getting started as an Etsy® seller, as well as for current Etsy® shop operators who want to expand or grow their business to make it more successful and profitable.


What This Book Offers


Start Your Own Etsy® Business is an easy-to-understand, nontechnical, and comprehensive “how-to” guide that will help you become an Etsy® seller and create and manage a successful Etsy® shop that showcases and sells your products. Keep in mind, this is an unofficial book that is not licensed or endorsed by Etsy®, so it’s able to provide honest and reliable information based on extensive research and the actual experiences of successful Etsy® sellers.


This book will teach you how to:


       [image: ][image: ]     Properly set up your business


       [image: ][image: ]     Best utilize the Etsy® platform


       [image: ][image: ]     Set up, design, and customize your own Etsy® shop


       [image: ][image: ]     Provide tips for creating attention-getting product listings and professional-looking product photography


       [image: ][image: ]     Manage your shop from your internet-connected computer or mobile device


       [image: ][image: ]     Pinpoint your target audience


       [image: ][image: ]     Develop a viable advertising and marketing strategy for your shop


       [image: ][image: ]     Handle order fulfillment in a time- and cost-effective way


       [image: ][image: ]     Properly interact with your prospective and paying customers and always offer top-notch customer service


       [image: ][image: ]     Earn high ratings and reviews from your customers and establish yourself as a credible seller within the Etsy® community


       [image: ][image: ]     Grow your business and manage your business finances


       [image: ][image: ]     Learn about third-party services and resources that will help you operate a successful business
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Starting at the end of Chapter 2, “Online Business Operators Must Juggle Many Responsibilities,” you’ll discover an exclusive, in-depth interview with an established and successful Etsy® seller.






 





What truly sets this book apart, however, is that it also offers in-depth and exclusive interviews with already successful Etsy® sellers who share their advice, opinions, tips, and firsthand experiences that will help you avoid common mistakes and achieve your true potential as a seller. By reading this book, you will immediately benefit from others with extensive experience using the Etsy® platform in order to make money.









CHAPTER 1


Discover What Etsy® Has to Offer


Are you an amateur or professional artisan, crafter, artist, or a person who likes to create stuff? Have you pursued your creative passion as a hobby but believe you’re ready to take it to the next level, share your creations with the world, and possibly earn some extra revenue by doing this? Have you given away your creations to friends or family members as gifts, often getting told that your work is good enough to sell?


Maybe you’ve become so passionate about a craft that you’ve wound up with an extensive inventory of the items you’ve created but you have nothing to do with these items once they’re completed.


If you’ve answered “yes” to any of these questions or scenarios but you don’t know where to begin when it comes to selling your creations and you have no experience whatsoever operating a business, much less designing and managing an ecommerce website, then you might just have stumbled on the perfect solution—Etsy®!


In a nutshell, Etsy® is a global, online-based community and marketplace where creative entrepreneurs just like you are able to easily sell just about anything they make or curate. The Etsy® platform was established in 2005 and since then, it has grown and evolved into what it’s become today.


According to Etsy®, as of mid-2017, the company provides an online home to more than 1.8 million sellers (including crafters and artisans). Unlike other services that allow sellers to showcase one listing for one item at a time, Etsy® provides all the tools necessary to create and manage an online shop, within which a seller can showcase and sell as many items as they’d like.
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Etsy® is a global marketplace for artisans, crafters, and curators of specialty vintage items. Popular product categories featured on Etsy® include: Clothing and Accessories, Jewelry, Craft Supplies & Tools, Weddings, Entertainment, Home & Living, Kids & Baby, and Vintage. While just about anything that’s handmade or crafted can be sold online through Etsy®, the service also permits certain types of vintage or antique items to be sold.


Etsy® is a continuously growing and evolving marketplace that’s comprised of sellers (shop operators), as well as buyers (customers). For the seller, which could very well be you in the near future, the service provides virtually all the tools and resources needed to create and manage a successful online-based business. However, once your business is established, tools are also provided to help you successfully sell your items in the real world and accept credit and debit card payments from your customers when you showcase your creations in person, at craft fairs for example.


Etsy® is a platform that promotes what it refers to as “Creative Entrepreneurship,” which means that it allows people who hand make or craft items, for example, to sell their wares within their own online-based shop that’s hosted on the Etsy® online-based platform.






 





Thus, at any given time, the Etsy®® platform showcases in excess of 45 million items for sale and attracts an audience of more than 27.1 million active buyers who enjoy exploring the service from their computer’s web browser, or using the proprietary Etsy® mobile app from their smartphone or tablet, to seek out new treasures to acquire for themselves, their home, their pet(s), their upcoming special event, or as unique gifts.


Etsy® has become the most successful platform of its kind, and in 2016, generated in excess of $2.84 billion in gross merchandise sales, because it allows its sellers to reach customers from all over the world and provides powerful tools for building and managing a shop online, yet has extremely low startup costs and requires no technical or website design skill whatsoever. As for its steady growth, in the third quarter of 2016, for example, Etsy®’s total revenue was $87.6 million, which was up 33.3 percent over the same three-month period in 2015.


What It Means to Be an Etsy® Seller


An Etsy® seller can be a crafter, painter, jewelry maker, artisan, sculptor, clothing maker, or curator of vintage items who wants to establish their own online shop on the Etsy® platform to showcase and sell their items. In other words, it’s a vast online (virtual) mall that’s comprised of many individually owned and operated shops. Unlike a mall in the real world, none of the shops hosted by Etsy® are chains, franchises, or operated by massive corporations. Each shop is operated by an independent “creative entrepreneur.”


While Etsy® has an established and vast audience of active buyers, sellers are encouraged to do their own marketing and advertising in order to drive potential buyers from outside of the Etsy® buyer community to their shop.


Every Etsy® shop has its own unique website address (URL), as well as its own inventory of items, brand, identity, appearance, content, and shopping cart, allowing customers to make online purchases using their credit card, debit card, or a popular electronic payment service (such as PayPal or Apple Pay).


Once a seller decides what they want to sell within their shop, and then identifies their target audience, that seller has the ability to use Etsy®’s tools to customize their shop and populate it with descriptions and photos of their items. Through their Etsy® shop, a seller can also tell their unique story and develop an identifiable brand that will appeal to their target customers.
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Throughout this book, the term Etsy® shop and Etsy® store are used interchangeably. Both refer to the customized online presence a seller creates on the Etsy® online platform to showcase and sell their items.
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Etsy® offers a turnkey solution for creating and managing an online shop from which you can sell your goods and accept credit or debit card payments from your customers. You don’t need to acquire a separate credit card merchant account (typically obtained from a bank or financial institution so you can accept credit card payments) or custom-program a website from scratch to get started.


As a turnkey solution, Etsy® walks you step-by-step through the shop creation process, prompting you to provide the information that’s needed, such as your company name, company logo, company description, text-based product listings, and your product photos. Everything is done online via your computer’s web browser, and no programming, technical know-how, or website design skills are needed.


If you know how to surf the web and use a word processor, you have much of the technical skill needed to create and manage an Etsy® shop.


Once your Etsy® shop is established, Etsy® provides many of the tools needed to promote and market your business through online advertising on Etsy®, as well as for making it so your shop and products can be found when Etsy® buyers perform searches while visiting the Etsy® service. Online advertising is highly targeted marketing that you pay for.


Etsy®’s search engine optimization (SEO) tools make it easy for Etsy®’s established buyer community to find your products and shop. That’s why it’s so important that your shop’s text, tags, headings/titles, and other content contain appropriate keywords. These keywords get matched with the search words a prospective customer uses, and when appropriate, your business or product appears within a buyer’s search results.


How to utilize these SEO tools is explained later, but it’s important to understand that all advertising and marketing you do will drive traffic to your shop, and these activities are your responsibility as a seller. Beyond the advertising and SEO optimization you may opt to do directly with Etsy®, there are many opportunities to use social media services (Facebook, Twitter, Instagram, Pinterest, YouTube, etc.), as well as traditional search engine and/or website paid advertising, in order to market, advertise, and promote your Etsy® shop (your online-based business).


Through your advertising and marketing efforts, your goal is to drive as much traffic to your online shop as possible. Then, your main objective is to convert traffic (visitors to your shop) into paying customers. It’s important to understand that only a small percentage of traffic to your shop will become paying customers, so as an online business operator, one of your ongoing objectives should be to constantly improve this conversion rate.


To improve your conversion rate (the number of visitors to your shop versus the number of people who make a purchase), you’ll want to target a niche audience with your marketing and advertising and then address that audience’s wants, needs, and concerns directly with the content that’s showcased within your shop.


When you create and launch an Etsy® shop, you become a seller (someone who runs an online-based business using the Etsy® platform to host it). The people who shop on Etsy®, and ultimately become paying customers, are referred to as buyers.


For each item you choose to sell within your Etsy® shop, it will be necessary to create a product listing for that item and then provide professional-quality product photography with each listing to showcase each item visually. Your product listings and product photography are sales tools you will use to promote and ultimately sell your products. However, the additional content you add to your Etsy® shop will also help you build a positive reputation, gain credibility, and tell your unique story.






 





It’s important to understand that when you, as a seller, launch your own Etsy®-based shop, in reality what you’re doing is launching your own business, and you will need to take on all the responsibilities that being a business owner entails. Thus, the more you understand about business topics such as inventory management, customer service, bookkeeping, sales, advertising, and marketing, the bigger advantage you’ll have right from the start.


Are You Prepared to Run Your Own Business?


While some Etsy® sellers have all the working business knowledge they need from day one, most take a “learn-as-they-go” approach. They keep their online-based business small at first and then slowly grow their business over time as their knowledge and skill set grow along with demand for their product(s).


Whatever business knowledge you already have will be put to good use from the start. The additional knowledge you acquire from this book and from other resources will prove invaluable. However, you’ll also benefit from the firsthand experience you obtain as a business owner as you begin operating your own online business via Etsy®.


Three Key Concepts You Need to Understand Right Away


If you decide to become a seller and create your own Etsy® shop, the following are three key concepts you need to understand right from the start:


       1.    No online business is a get-rich-quick scheme. It will likely take weeks or months before you get your first sales and even longer before your business generates a profit. How long it will take to generate a steady profit is different for every Etsy® seller, based on a variety of criteria, which we’ll explore shortly.


       2.    When you create and launch an Etsy® shop, you’re launching a legitimate business and need to run it as such, even if you’re doing this as a hobby on a part-time basis to make money. Start with a strong business foundation on which you can more easily build.


       3.    To be successful, you need to develop a thorough understanding of your product(s) and why customers will want or need what you’re selling. It’s equally essential that you develop a good understanding of your niche target audience.


These concepts will be explained in much more detail throughout this book, but for now, it’s important that you proceed with a basic understanding to determine whether or not what you hope to sell on Etsy® offers a viable business opportunity.
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Simply creating and launching an Etsy® shop will not guarantee a steady flow of traffic to your shop, nor will it guarantee sales. One of the skills you’ll need to become proficient at is marketing and advertising your business on an ongoing basis to drive a steady flow of traffic to your shop. Many Etsy® sellers rely heavily on social media and paid online advertising to drive traffic to their shop.






 





Develop Realistic Expectations


First, operating an Etsy® business is not a get-rich-quick scheme. While you can establish your online business in a few hours, realistically, it could take weeks or even months before you make your first sale and even longer to begin generating a steady profit.


The majority of Etsy® sellers start their online business on a part-time basis. Over time, however, some develop the ability to grow their business and make it a full-time career that becomes extremely profitable. It’s absolutely essential that you begin this journey with realistic expectations, which this book will help you establish right from the start.
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Launching any business, online or brick-and-mortar, requires time, effort, and at least some startup capital. While it might take only a few hours or a few days to create your Etsy® shop and populate it with product listings, this is only the first step.


Managing your shop, marketing, advertising, customer service, creating inventory, and order fulfillment are among your ongoing responsibilities that will require time and resources. Make sure you understand what running even a small online-based business entails, and only proceed if you’re willing and able to make the ongoing time and financial commitment that’s necessary to achieve success.






 





Establish Your Business Correctly from Day One


The second concept you need to understand right from the start is that as a business operator, it’s important that you establish your business correctly and understand what this entails. As a business operator, you are responsible to register your business with the local, state, and/or federal government and establish it as a legal entity.


It’s then your responsibility to do proper bookkeeping (on an ongoing basis), keep track of all your income and expenses, manage your inventory, communicate in a positive and professional way with your potential and existing customers, take steps to earn a profit, and pay taxes on your income. However, this is just the beginning.


As a business owner, you will be continuously juggling many different responsibilities, so it’s important that you understand what these responsibilities are and set everything up correctly from day one so the foundation for your business is strong. With a strong foundation, you’ll face fewer obstacles and challenges caused by common mistakes that first-time business operators often make, such as incorrectly filing state and federal tax returns or neglecting to file in a timely manner.


Being a detail-oriented and well-organized person who is good at multitasking and manageing your time will also serve you well once you become an Etsy® seller and start operating your online business.


According to Etsy®’s research published online in 2016, approximately 46 percent of all Etsy® sellers have applied for and acquired a business tax ID, and 41 percent have opened a business bank account. Theoretically, these percentages should both be 100 percent, which is why this book highly recommends that you establish and manage your Etsy® business as a legitimate and legal business entity to avoid tax or financial complications in the future.
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Many of the most successful Etsy® sellers pinpoint a very targeted niche audience for their product(s), which makes it much easier to find buyers who have a want or need for what you’re offering. Depending on what you’re selling, you may discover several unique and separate niche audiences to target.






 





Know Your Products and Your Niche Target Audience


The third essential concept you need to understand is that you, as the business operator, need to sell items that people want or need. If no demand exists, and you can’t create a demand, you won’t generate any sales. So, in addition to understanding your product(s) and knowing how to differentiate them in the competitive marketplace, you also must understand who your target audience is and create a plan to successfully reach this audience and drive them to your shop.


The more you know and understand about your target audience and their habits, the easier it will be to sell your products to them, reach them with your marketing message, and develop an online presence on Etsy® that caters to this audience.
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One of the biggest mistakes new Etsy® sellers make is assuming their product(s) will appeal to the mass market (absolutely everyone), and then trying to market their shop and items to everyone. This is a daunting and almost impossible task that will often cause you to waste your limited resources trying to reach people who in reality don’t want or need what you’re selling.






 





Know the Importance of Ratings and Reviews


As on most popular online services (including Amazon, eBay, and iTunes, for example), buyers on Etsy® rely heavily on the ratings and reviews a seller has earned from its past customers. Once a buyer makes a purchase, they have the opportunity, using between one and five stars, to rate the seller and the product(s) they’ve purchased. They’re also able to write a detailed review of the seller and product.


All ratings and reviews a seller receives are automatically displayed as part of their Etsy® shop. A seller with consistently good ratings and reviews earns almost instant credibility with prospective customers, while bad ratings and reviews will actually drive potential business away. Many Etsy® buyers refer to a product and seller’s ratings and reviews before making their purchases. For sellers, maintaining top-notch ratings and reviews, as you’ll quickly discover, is essential. Learning how to build the reputation of your Etsy®-based business is one of the skills you’ll learn later in this book.


Who Is a Typical Etsy® Seller?


One of the truly great things about Etsy® is that it offers a viable business opportunity to just about everyone who has something unique, creative, and/or handcrafted to sell. The barriers to entry for this type of business are very small, and the initial time commitment and startup capital is much lower than what’s required to launch most other types of business ventures.


That being said, according to Etsy®’s own research, approximately 86 percent of all Etsy® sellers are female, and they’re “twice as likely to be young adults (under the age of 35) as other U.S. business owners.”


For example, many successful Etsy® sellers are stay-at-home mothers or students, as well as people who pursue this as a part-time business opportunity to generate a second income that allows them to set their own hours and be their own boss.


According to research published by Etsy®, more than half of the Etsy® sellers who create and launch their own Etsy® shop have never sold their goods before, either online or in the real world. About 70 percent of sellers operate their business on a part-time basis and are able to use the revenue earned to cover at least 15 percent or more of their household expenses. For the remaining 30 percent of sellers, operating their Etsy® shop represents their full-time occupation, and some have become extremely successful pursuing this opportunity.
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A few notable statistics that Etsy® has published about its U.S. sellers indicate that the median age of a seller is 39, 86 percent are female, 56 percent have a college degree (or higher level of education), the median household income is $56,180, and 39 percent of sellers live in rural areas.


Even if you don’t fit into any of these statistics, understand that Etsy® sellers come from all walks of life, all ethnic backgrounds, and all educational backgrounds, for example. What all share is a passion for whatever craft or artisanal skill they possess.






 





What’s great about operating an Etsy® shop is that it can be run from home, and most choose to sell items they create using a skill set that’s self-taught. Because the cost of entry is so low, most Etsy® sellers are able to successfully launch their business using their own savings. Etsy® reports that less than 1 percent of first-time sellers need to acquire some type of loan from a bank or financial institution to get started.


Furthermore, once an Etsy®-based business is established, the majority of sellers are able to manage their business on their own and from their home. Those who do require additional help often seek advice and assistance from unpaid friends and family members. Only about 5 percent of Etsy® sellers take advantage of paid help on an ongoing basis. Others hire freelancers with specialized skills and experience only when some specific type of assistance is needed.


Running a Business Requires Your Time


One concept that can’t be stressed enough as you get started with your business is that becoming an Etsy® seller and shop operator will take time and resources. If you already have a full-time job and family responsibilities, you’ll need to find time each and every day to handle the responsibilities associated with your Etsy® business.


Again, depending on your business and how popular it becomes, the time commitment might be just a few minutes, or one or two hours per day, or a few days per week. However, you could wind up needing to dedicate three to five hours per day (or more), to handle all your new business-related responsibilities.


Out of all the time you dedicate to running your Etsy® business, be aware that on average, Etsy® sellers spend about half this time making whatever it is they’ll be selling.


You’ll also need to spend additional time handling tasks such as inventory management, marketing/advertising, communicating with potential and existing customers, handling bookkeeping and accounting tasks, fulfilling and shipping your orders, and actually managing the Etsy® shop.


Some of the Etsy® shop management-related responsibilities will include writing and updating your product listings, managing the overall appearance and other content within the shop, taking or acquiring professional-quality product photography, and handling search engine optimization tasks that will help buyers find your shop.


How much time you need to dedicate to each of these tasks will depend a lot on your personal skill set and existing experience, as well as the type of business you’ll be operating, what you’re selling, and how successful and popular your business becomes. You’ll learn from this book how to successfully handle the majority of these tasks, plus discover additional resources that will help you acquire or develop the skills you will ultimately need.
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While only a small percentage of Etsy® shop operators hire paid help on an ongoing basis, if you don’t possess all the skills and knowledge you’ll need to get the business up and running correctly, you may need to hire freelance help initially so that everything is done correctly.


Depending on your business, you might want to or need to hire a freelance graphic designer/artist to create your company logo, a photographer to take your professional-quality product shots, an accountant to help you establish your business entity and set up your bookkeeping system (and then file your tax returns each year), and/or someone with online marketing experience to help you develop and implement a successful paid advertising and marketing campaign right from the start.


Depending on your business, you may also require the services of a lawyer to help you file trademarks, copyrights, or patents to protect your work and intellectual properties, although by using tools and services found online, you may be able to learn how to handle these tasks on your own.


For example, as a lower cost alternative to hiring a lawyer, you could use an online, fee-based service such as LegalZoom.com (www.legalzoom.com), to help you incorporate or establish your own legal business entity, plus file your own copyright, trademark, and/or patent applications, as needed.


Help you need can come from an unpaid friend or family member, or you may want to or need to hire someone on a freelance basis to assist you with specific tasks. These freelancers can be paid by the hour, or on a project-by-project basis, and can be found through word-of-mouth or from online services such as Upwork (www.upwork.com).


Depending on your needs, like many successful Etsy® sellers, you may also tap the talents of paid or unpaid college interns as a low-cost way to obtain specialized assistance or guidance in areas where you lack some of the necessary specialized knowledge, skill, or experience.


Early on, as you define your business and create your business plan, think about what skills, knowledge, and experience you already possess and what areas of running a business you don’t yet have that’s needed to achieve success. Then, determine how you can find and tap into the resources you need when you need them.


Instead of waiting until you run into a problem or make costly mistakes before you seek the help you need, consider determining your needs and acquiring the necessary assistance right from the start. This approach can ultimately save you time, money, and a lot of aggravation.









Every Successful Etsy® Business Starts with a Great Idea and Planning


Regardless of what you opt to sell on Etsy®, chances are you’ll encounter a lot of competition—not just from other Etsy® sellers, but from other online and real-world business operators. Learning how to deal with your competition, set yourself and your product(s) apart, and provide a superior shopping experience for your customers are what will ultimately allow you to achieve success.


It all starts, however, with a passion for what you want to do as well as a good idea. Think carefully about what you want to sell through Etsy®. Is it something that you’ll be making yourself? What do your product(s) offer that’s innovative, unique, or that somehow sets it apart from similar products already on the market?


If you’ll be selling your handcrafted jewelry, for example, what makes your jewelry line different from all the other handcrafted jewelry that’s already being sold on Etsy® or the jewelry that customers can readily purchase from retail jewelry shops and department stores, for example?


It’s important for you to analyze your product(s) carefully and consider what makes them special. Next, think about the amount of time it takes for you to create each product and exactly what your cost of goods will be. Next, calculate how much money you want to earn for your time, plus consider all the operating expenses you’ll have for your business.


Dollars and Sense


Now, it’s time to crunch some numbers. Based on the value of your time (whether it’s $5, $10, or $50 per hour, for example), and your cost of goods to create the item(s) you’ll be selling, how much will you need to charge per item to just break even?


How much will you need to charge to earn a profit after covering all your business expenses, including your Etsy® listing fees, product photography costs, product packaging costs, advertising/marketing expenses, and the acquisition of equipment you’ll need, for example?


Consider what your competition is currently charging for similar products. Can you price your items in a competitive way? If you’re forced to charge more for your items than your competition, can you justify the added cost, and will you be able to convince your customers to pay a premium price for what you’ll be offering?


Based on what you perceive to be the demand from the niche target audience(s) you identify for your product(s), will you be able to generate enough sales each month to cover your costs and time, plus generate a profit?


As you begin to address these questions, consider developing a formal business plan.


The All-Important Business Plan


Your business plan should clearly define your company objectives, describe your products, outline all your costs and expenses, and describe how you’ll operate your business.




 






[image: ][image: ]    What to Include in Your Business Plan






A business plan is a written document that forces you to create a long-term plan for your venture and consider a wide range of factors that will contribute to its success or demise. A business plan will help you understand your strengths and weaknesses as a business operator and predict what challenges, expenses, and responsibilities you will likely encounter as your business grows.


Creating a business plan forces you to:


              [image: ][image: ]  Analyze the viability of your product idea(s)


              [image: ][image: ]  Identify your target audience(s)


              [image: ][image: ]  Examine your competition


              [image: ][image: ]  Predict demand for your products


              [image: ][image: ]  Calculate your anticipated business-related expenses


              [image: ][image: ]  Determine what equipment and supplies you’ll need


              [image: ][image: ]  Analyze what skills, knowledge, and experience you already have, and identify what additional skills or knowledge you’ll need to acquire (or the type of professionals you’ll need to hire on a freelance basis) to help you properly establish and run your business, starting from day one


              [image: ][image: ]  Create a preliminary marketing and advertising plan


              [image: ][image: ]  Make financial projections


              [image: ][image: ]  Create a master to-do list that needs to be completed as you set up the business


 


The more time and effort you put into the creation of your business plan upfront, the better prepared you’ll be when it comes to handling a wide range of business tasks and overcoming any challenges or unexpected obstacles you may encounter. A business plan can also help you develop realistic expectations for your business.






 





Because you probably won’t be seeking a formal business loan or investors, your business plan does not have to be as thorough or detailed as a typical business plan might otherwise need to be. However, it should be created in a way that provides you with a roadmap to follow so you understand your short- and long-term objectives.


To help you draft a business plan, you can acquire specialized software. There are also countless online guides and templates that you can use to speed up the business plan creation process. For example, starting at $19.95 per month, LivePlan (www.liveplan.com) offers more than 500 business plan templates and guides you step-by-step through the business plan writing process.


Free resources for creating a business plan are also provided online by the U.S. Small Business Administration (www.sba.gov/starting-business/write-your-business-plan). Here, not only will you find a text-based tutorial for creating a business plan, you can also watch an instructional video and take advantage of free, interactive tools.


Figure out Which Product(s) You’ll Be Selling


Based on what you plan to sell, does your product fit nicely onto the Etsy® platform? Will you be able to use the tools and resources offered by Etsy® to create and establish an Etsy® shop that will allow you to properly showcase and sell your items?


The best way to determine this is to go online, visit Etsy®, and invest time exploring the service. Visit a handful of Etsy® shops, make a few purchases, interact with a few sellers, and research who your competition on Etsy® might be.


As you explore the Etsy® platform, consider how you’ll populate and customize your shop. Think about how you’ll use the tools available to you to develop and promote your company’s unique brand, and think about how your product descriptions, product photos, company logo, and other content will be displayed. Will the shop you want to establish properly cater to your target audience?


Regardless of what you’ll be selling on Etsy®, you will not have to reinvent the wheel, so to speak, when creating your shop. Take advantage of the tools and resources Etsy® offers to help you create and manage your shop using tools and techniques that have been proven to be successful.
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After reading this book, read the online-based Etsy® Seller Handbook (www.Etsy.com/seller-handbook), which explains how to utilize all the tools and resources Etsy® offers to help you achieve success as a seller. From Etsy®’s website, you’ll also discover blog posts, articles, user forums, free video webinars, and an interactive Help Center, all of which are designed to help Etsy® sellers achieve success.









Start with a Passion


If you ask any super successful business leader how they achieved their success, chances are they’ll respond by saying, “I’ve always had a true passion for my work.” The same is definitely true among Etsy® sellers, as you’ll discover by reading the interviews that are featured at the end of each of this book’s chapters (starting with Chapter 2).


To achieve long-term success operating an Etsy® shop, start with a passion for being a crafter, artist, artisan, or curator for whatever it is you’ll be selling. It’s important that you truly love making whatever it is you’ll be selling because when your business becomes successful, a lot of your time will ultimately be spent creating or making your inventory on an ongoing basis.


Next, make sure you have a passion for becoming an entrepreneur. This means that you have the drive, dedication, and willingness to invest your time, resources, and effort toward building and managing your own successful business.


As an entrepreneur operating a shop on Etsy®, you work for yourself—not for Etsy®. There’s nobody to tell you what to do, force you to meet deadlines, or make sure you handle all your business responsibilities correctly. While not every task you’re responsible to handle will be fun, it’s important that you don’t hedge your responsibilities or take shortcuts.


The good news is while you’re operating your own online Etsy® business, you’re never alone. There’s an entire team at Etsy® that’s willing and able to assist you, plus there’s a vast and ever-growing community of Etsy® sellers that you can learn from and communicate with.


In fact, it’s the tools and resources that Etsy® offers to sellers, as well as the established community of sellers and buyers that exist on the platform, that set Etsy® apart from its competition and make it an ideal place for many artisans, crafters, and artists, for example, to establish their business in the form of an Etsy® shop.


Without a passion for whatever it is you’ll be selling, as well as a passion for operating your own business, you’ll find it very difficult to motivate yourself day after day to handle your responsibilities as a business owner and maintain a positive attitude, especially when interacting with your prospective and existing customers.


So, before you proceed any further, ask yourself two simple questions. First, “Do I truly love creating whatever it is I will be selling?” And second, “Will I love sharing my talent and work with prospective customers, sharing my story, and enticing these people to buy my products?”


If you answered “yes” to these two questions, then you’re already a really good candidate to become one of the next successful sellers on Etsy®! However, if you answered “no” to either or both of these questions, do some serious soul searching and reevaluate your goals prior to committing yourself to establishing your own business.
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To compete directly with Etsy®, Amazon has established a service called Amazon Handmade (www.amazon.com/handmade), which is separate from the main Amazon.com shopping service. Using the familiar Amazon interface, Amazon Handmade also allows artisans, crafters, and artists to establish their own online shop to sell their creations.









There are Other Places for Sellers to Sell


Without a doubt, Etsy® has become the world’s largest and most successful online community and platform for “creative entrepreneurs” to sell their goods through their own online shop. Etsy® is not, however, your only option for selling your goods online.


As an independent business operator, crafter, artisan, or artist, you always have the option to create and manage your own stand-alone ecommerce website (which is a website that allows you to sell items online, as opposed to just convey information to website visitors).


If you choose to create and manage your own online business via your own website, there are many online turnkey solutions that offer the tools you need to create and manage a website. To find these services, enter the search phrase “ecommerce turnkey solution” using any search engine, such as Yahoo! or Google.


You’ll discover services from companies such as Google, Yahoo!, Amazon, eBay, GoDaddy, Intuit, Shopify, Big Commerce, Wix, Volusion, and countless others that offer tools and resources for building an ecommerce website without needing to possess any graphic design or website programming skills.


Established online services such as Amazon and eBay also allow independent sellers to showcase and sell items online, but these services don’t cater to specifically crafters, artists, or artisans.


Some Etsy® sellers have previously either sold their goods in person at local craft shows or have already established limited distribution by selling their items through local consignment shops or retail shops. If this is the case for you, there’s no need to stop these endeavors if they’ve been successful for you.


In fact, you’ll probably discover that having a presence on Etsy® allows you to attract customers whom you have met at craft shows, for example, but who didn’t make a purchase during the show itself. By promoting your Etsy® shop at craft shows and other such events, you’re able to drive future traffic to your online shop.


Etsy® now offers tools for making in-person credit or debit card sales in a way that integrates seamlessly with your Etsy® shop when it comes to inventory management and finances, for example. To learn more about these tools and resources, visit www.Etsy.com/reader.


Without having to learn any website programming or graphic design skills, what you’ll discover is that Etsy®’s easy-to-use services and tools cater to all sellers, regardless of how established and experienced they already are as businesspeople.
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Other Etsy® competitors you might want to look into before choosing Etsy® to host your shop include: DaWanda (www.dawanda.com), Bonanza (www.bonanza.com/sell_products_online), Zibbet (www.zibbet.com/sell), or iCraft Gifts (www.icraftgifts.com/sell.php).


Each service offers its own collection of tools and resources for sellers and charges its own set of fees. Choose a service that’s competitively priced, offers the tools and resources you will find the most useful, and that will allow you to showcase your products in the best possible way.
















CHAPTER 2


The Many Responsibilities of Online Business Operators


Being a business operator comes with a broad range of responsibilities, the majority of which are common to all businesses, but some will be specific to what you plan to sell on Etsy®.


Once you decide to create an Etsy® shop, one of your first steps should be to establish yourself as a legal business entity. Etsy® allows you to set up a shop and begin selling items by classifying your activity as a “hobby.” However, once you begin earning money, if you’re based in the United States, the U.S. government expects you to pay taxes on that income.
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Much of what’s included in this chapter will help you establish a strong foundation for your business, which, along with an established plan, will help you move forward in a more organized way, avoid common pitfalls and mistakes, and ultimately save you time, money, and aggravation in the future.









Establishing Yourself as a Legal Business Entity


If you’re based within the United States, refer to the Internal Revenue Service’s website (www.irs.gov/uac/business-or-hobby-answer-has-implications-for-deductions) to determine when and if you need to establish yourself as a legal business entity or classify your income from selling items on Etsy® as a hobby. You can (and should) also consult with a business lawyer or accountant.


The following information from the IRS’s website provides the necessary guidelines:


In order to make this determination, taxpayers should consider the following factors:


       [image: ][image: ]     Does the time and effort put into the activity indicate an intention to make a profit?


       [image: ][image: ]     Does the taxpayer depend on income from the activity?


       [image: ][image: ]     If there are losses, are they due to circumstances beyond the taxpayer’s control, or did they occur in the startup phase of the business?


       [image: ][image: ]     Has the taxpayer changed methods of operation to improve profitability?


       [image: ][image: ]     Does the taxpayer or his/her advisors have the knowledge needed to carry on the activity as a successful business?


       [image: ][image: ]     Has the taxpayer made a profit in similar activities in the past?


       [image: ][image: ]     Does the activity make a profit in some years?


       [image: ][image: ]     Can the taxpayer expect to make a profit in the future from the appreciation of assets used in the activity?
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Keep in mind, once your business begins earning a profit (or generates significant losses) if you misrepresent your earnings or losses on your tax returns, you could be subject to costly penalties and interest.






 





The IRS presumes that an activity is carried on for profit if it makes a profit during at least three of the last five tax years, including the current year.
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As a business owner in the United States, there are multiple options for establishing your business as a legal entity. The most appropriate option to choose will depend on the type of business you will be operating. Each has its own tax requirements and legal ramifications.


For the majority of Etsy® sellers, a DBA is the fastest and easiest option, at least to get started. However, you should consult with a business lawyer or accountant to see if establishing your business as an LLC (limited liability corporation), S-Corporation, C-Corporation, nonprofit, or LP (limited partnership), for example, might serve you better in the long run.






 





The easiest type of business entity to set up within the United States is called a DBA (Doing Business As). As long as you are the sole proprietor of the business, you can register your business as a DBA using your company’s name by filling out a few forms and paying a small fee to your state. The basic requirements for establishing a DBA, the cost, and what forms must be completed vary by state. However, the process is very inexpensive and quick.


Once you establish your business, it will ultimately be necessary to obtain a Tax Identification Number (TIN) from the IRS. Depending on the type of business entity you establish, the process for doing this varies, but part of the process involves completing the SS-4 Form from the IRS (www.irs.gov/pub/irs-pdf/fss4.pdf). If you will be operating your business as a DBA, you will be reporting business income on your individual tax return and can typically use your Social Security number as your Tax ID number.


After you have established your business as a legal entity and have acquired a TIN, you are able to open a business bank account with any bank or financial institution. You will also find it easier when you set up accounts with your suppliers and will be able to purchase supplies at wholesale prices for creating whatever it is you’ll be selling on Etsy®.


Figure Out What Skills You Still Need to Acquire


As an Etsy® seller, chances are you will be making items and then selling them online through your Etsy® shop and perhaps in person at craft fairs. You might even establish retail distribution for your items through retail boutiques or consignment shops, for example.


In addition to mastering the skills needed to create whatever it is you’ll be selling, running an Etsy® business will require you to become proficient in other areas as well. If you don’t have the necessary skills, at least initially, consider working with people who do so you can get your business up and running in the most efficient way possible without making costly and time-consuming mistakes.


The following sections discuss some of the basic skills and knowledge that you’ll want to have as you begin running your Etsy® business. They are presented in alphabetical order—not in their order of importance.
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There are many online-based services that, for a small fee (in addition to your state’s filing fees), allow you to complete and file your DBA forms with the appropriate government agency. For example, there’s SimpleFilings (www.simplefilings.com/state-dba/home.php), GovSimplified (www.taxid-gov.us), and Legalzoom (www.legalzoom.com/business/business-formation/dba-overview.html).






 





Basic Accounting and Bookkeeping


It’s important that you keep track of your expenses, income, and all other finances pertaining to your business. Ideally, you should begin utilizing accounting and bookkeeping software, such as QuickBooks (https://quickbooks.intuit.com/smallbusiness) on your PC or Mac to do this on an ongoing basis. Once all your financial information is recorded in QuickBooks, you can easily supply this data to an accountant when it comes to preparing your tax returns.


Customer Service


Regardless of what you’re selling, you will need to interact with your potential and paying customers. This communication will often be via email but could be on the phone as well. If you’re selling items at a crafts fair, in-person interaction is required. Understanding how to interact with your customers in a professional, polite, and nonconfrontational way is essential, especially if something goes wrong and a customer becomes dissatisfied with their shopping experience or your product(s).


Inventory Management


When you’re selling items to customers, it’s important that you maintain proper inventory so you never wind up in a back-order situation and force paying customers to wait an extended period to receive their purchases. This will result in lost sales and unhappy customers. Once a customer places an order, they expect it to ship almost immediately unless it is a custom item. Failure to meet shipping expectations will result in you receiving a poor rating and review or the loss of a customer who will simply cancel their order and shop elsewhere.




 






[image: ][image: ]    Good Customer Service Means Making Exceptions to Your Rules






When establishing your Etsy® shop, you’ll want to clearly spell out any warranties or guarantees that you offer, your shipping policy, order fulfillment timeline, as well as your return or exchange policy. All this information should be prominently displayed. However, there will be times when you need to bend the rules due to a customer’s extenuating circumstances.


Offering superior and personalized customer service is not just important, but absolutely essential when someone needs to return or exchange an item. For example, if you have a 15-day return policy but someone contacts you 18 days after receiving their item, explains that they were traveling on a business trip and still needs to return the item for a refund or exchange, as the business operator, you’ll want to bend the rules and allow for the late return or exchange.


You might respond to the request by saying, “Our company policy is that we only accept returns or changes within 15 days; however, this one time, I am willing to make an exception due to your extenuating circumstances. Please return the product for a refund, or let me know which item you’d like to exchange it for.”


Providing top-notch customer service also requires you to respond to customer questions within hours, not days or weeks; fulfill incoming orders quickly; and include a personalized thank-you note, for example, within the packaging when you ship each order.


As a small-business operator, one of your goals should be to humanize your business. Always provide your prospective and paying customers with personalized and prompt attention.






 





Advertising Skills


Most Etsy® sellers agree that in addition to the traffic that’s organically driven to your shop as a result of buyers entering keywords or search phrases that are related to your business or products into the Etsy® search field, as a business operator, you need to market and promote your shop to your target (niche) audiences on an ongoing basis. Doing this will allow you to continuously drive traffic to your shop. Chapter 6, “Promoting and Marketing Your Etsy® Shop,” explains some of the popular and most effective paid advertising options.




 






[image: ][image: ]    Many Inventory Management Tools Are Available






Whether you sell one item or several hundred items, your inventory management system should allow you to accurately keep track of information such as what’s in stock, what’s on order, what needs to be made, and what your projected inventory needs will be in the weeks and months ahead.


In addition to the inventory management tools offered online by Etsy®, there are third-party software applications you can use to handle inventory management. For example, the QuickBooks business accounting software offers inventory management tools, including QuickBooks Point of Sale (www.intuitpayments.com/seg/brand/all/qb-pointofsale).


Depending on the size of your business and the number of products you sell, additional software tools available to you include: EcomDash Inventory Tracking Software (www.ecomdash.com/inventory-management), Fishbowl Small Business Inventory (www.fishbowlinventory.com/articles/inventory-management/small-business-inventory-software), and JumpStock™ Inventory Management (www.jumptech.com/products/jumpstock).


To find additional inventory management software applications and mobile apps, enter the search phrase “Inventory Management Software for Etsy®” or “Inventory Management Software for Small Business,” using any search engine, such as Yahoo! or Google.


Another less costly option is to acquire a Microsoft Excel template that’s designed for inventory management. In fact, you’ll even find some available online that are designed specifically for Etsy® sellers. Two of these include Indzara (www.Etsy.com/listing/235377094/retail-inventory-and-sales-manager-excel) and ReferenceSystems (www.Etsy.com/listing/208599426/stock-inventory-tracking-customer-vendor).






 





Photography Skills


When you operate an online business and sell products online, your customers cannot touch, smell, or interact with your items. Instead, they must rely on your written product descriptions and your product photos when making their purchasing decision. That being said, displaying crystal-clear, professional-quality, and extremely detailed product photos within your Etsy® shop is absolutely essential. There is a direct correlation between having high-quality, detailed images and making sales. You’ll learn more about product photography from Chapter 5, “Creating Your Product Listings and Product Photography,” but for now, understand that if you don’t have the photography skill and equipment needed to take your own product shots, you will need to solicit the help of a semi-professional or professional photographer.
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Paid advertising can be done in the real world, using newspaper or magazine ads, for example. However, a more cost-effective way to target your audience is through the use of paid online advertising. Learning how to create and manage online ad campaigns that generate results is a skill unto itself and one that you’ll definitely want to acquire early on.


Some of your online advertising options include: Etsy® advertising (www.Etsy.com/help/article/49716927767); Facebook advertising (www.facebook.com/business); and Google AdWords advertising (www.google.com/AdWords), all of which are explained in Chapter 6.






 





Social Media Skills


Paid online advertising is a proven way to drive highly targeted traffic to your Etsy® shop. However, this costs money. In addition to, or instead of, relying on paid ads, consider establishing a presence for your business on popular social media services, including Facebook, Twitter, Instagram, Pinterest, and/or YouTube. Using social media is free, but it does require a significant time commitment to build an online audience and populate your social media accounts with fresh and informative content on an ongoing basis. Refer to Chapter 6 for more information about how to use social media as a powerful marketing tool.


Writing Skills


Writing is an important skill when operating any online business. As you establish and then manage your Etsy® shop, you will need to write clear, concise, detailed, informative, and attention-getting product descriptions, as well as compose and share information about you and your company. Explain your company’s various policies and tell a compelling story about your brand. Thus, it’s essential that anything you publish be clearly written, customized for your target audience, and free of spelling and grammatical errors. Writing skills are also needed to compose product manuals (if applicable), promotional newsletters or blog posts, and for generating personalized correspondence with your potential and paying customers.




 






[image: ][image: ]    Professional-Quality Product Photos Are Essential






One of the biggest mistakes first-time Etsy® sellers often make is establishing their shop and populating it with great products, but showcasing those products using poor-quality, badly lit, blurry, or unprofessional-looking product photography. Doing this is a guaranteed way to demonstrate a lack of professionalism and dedication to your business, tarnish your credibility, and drive potential customers away from making a purchase.


Invest the time and money that’s needed to acquire the best product photography possible, and then showcase each of your products from multiple angles or perspectives, using up to five detailed product photos.


As you’ll learn from Chapter 5, there are two main types of product photos. An image can showcase just your product with a simple background (typically white), or it can be a lifestyle photo that shows your product being used or worn in the real world, for example. As an Etsy® seller, you’ll probably want to use both types of product shots to properly showcase your items.









Running a Business Takes Time


As mentioned in Chapter 1, make sure you have enough time in your schedule to take on the responsibilities of operating an Etsy® business, even on a part-time basis. This is especially true if you already have a full-time job and family responsibilities.


It will take time to initially establish your Etsy® shop and get it up and running, and then on an ongoing basis you will need to invest time each day to manage the business. It takes time to respond to customer and potential customer inquiries, fulfill and ship orders, manage your shop, promote your business, and handle all the related tasks. All this is in addition to the time required to create your handcrafted inventory.


Plus, until your business becomes established and begins receiving orders, you may need to put in weeks or months of hard work before earning any money. How much time you will need to invest in your business will vary greatly, based on a wide range of factors. However, before you get started, make sure you develop realistic expectations and understand the time investment that’s required.
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If you don’t have the necessary writing skills, consider hiring a freelance writer to create your text-based content for you. At the very least, find someone who is capable of proofreading your work before you publish it online. You can hire a professional editor or proofreader from a service such as Upwork (www.upwork.com).






 











[image: ][image: ]    How to Acquire the Skills You Need






If you don’t yet possess some of the skills needed to successfully operate your Etsy® business, you have a few options. You can learn as you go but run the risk of making potentially costly and time-consuming mistakes, or you can begin learning the necessary skills by participating in online or real-world classes, watching instructional videos, reading how-to books, and taking advantage of the free resources on Etsy® including the Etsy® Seller Handbook (www.Etsy.com/seller-handbook).


Plenty of free instructional videos are available from YouTube (www.YouTube.com), while free online classes covering a wide range of business topics are available from Apple’s iTunes U service (www.apple.com/education/itunes-u). Open Culture (www.openculture.com/business_free_courses) offers more than 150 free online classes on small-business subjects.


There are also countless universities that offer online business classes that you can take at your own pace, as well as low-cost, in-person adult education classes that are taught in many cities across America.


Another option is to hire freelancers with specialized skills who can help you get your business established. You will need to pay freelancers by the hour, or on a project-by-project basis, to assist you with specific and specialized tasks. However, if you have friends or family members with specific skills, consider asking for their assistance on a volunteer basis, or contact a local college or university to see if you can utilize unpaid interns to help you accomplish certain tasks.


You should not have to spend a fortune to acquire the knowledge or assistance you need, especially when you’re first establishing your business.






 





Make sure the responsibilities of operating your Etsy® shop will not infringe on your ability to meet your full-time job responsibilities, and that your family understands that you will need to make some sacrifices that may involve spending less time with them to run your business.


Most Etsy® sellers are able to adapt to the time demands required to operate their shop without making too many sacrifices in other areas of their life. However, it could take you some time to develop the time management skills and discipline needed to successfully juggle all your new responsibilities efficiently.


One way you can maximize your time is to use scheduling software on your computer or mobile device. Preplan, as much as possible, how you’ll allocate your time each day. Develop a schedule for meeting each of your responsibilities. If you’re not tech-savvy, consider using a printed planner/calendar from a company such as Day-Timer (www.daytimer.com), Levenger (www.levenger.com), or FranklinCovey (https://franklinplanner.fcorgp.com/store).


Some Etsy® sellers respond to their incoming customer inquiries at designated times throughout the day. They then have a time allocated each day to fill and ship new orders, as well as time set aside each week to create their inventory, update their shop content, and handle other specific tasks.
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The more organized you are in predicting and planning what you need to accomplish each day or week, the easier time you’ll have juggling your personal, work, and Etsy® shop responsibilities.









Acquiring the Equipment and Supplies You Will Need


Every business requires some basic equipment to operate. At the very least, you will need a reliable computer with a high-speed internet connection. While everything you need to create and manage your Etsy® shop is online and accessible using your favorite web browser, you’ll also likely need specialized software to handle word processing, spreadsheets, inventory control, and bookkeeping, for example.


In addition, you’ll likely need basic office equipment, such as a printer, scanner, fax machine, and telephone, as well as filing cabinets and a desk. As for office supplies, business cards and company letterhead will be necessary, along with whatever other supplies are needed on a day-to-day basis.
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Consider investing in business and liability insurance right from the start. If you’re running your business from home, your homeowner’s or renter’s insurance will not cover any damage or loss to any business equipment, supplies, or inventory. Plus, if something goes wrong with the product you sell, having liability insurance can help protect you financially against lawsuits from damage or injuries caused by your products.


Consult with any local insurance agent to discuss your needs as a small business or homebased business operator, and make sure you acquire ample insurance coverage. Insurance must be acquired before something bad happens and you need to file a claim, so plan accordingly.






 





As an online business operator who’s selling products that need to be shipped, you’ll need to designate an area that’s stocked with all the appropriately sized boxes, packing tape, package scale, postage machine, and other shipping materials.


You may also find it useful to have a smartphone and tablet so you can respond to calls, email messages, and manage your social media accounts, for example, from virtually anywhere. Plus, you’ll need whatever equipment and supplies are required to create whatever it is you’ll be selling.
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Handmadeology (www.handmadeology.com/category/Etsy®-tips) is an online, independent source of Etsy®-related news, tips for sellers, and other useful information. Check out their list of Top 100 Home & Living Etsy® Sellers—2016 at www.handmadeology.com/top-100-home-living-Etsy-sellers-2016. By visiting some of the shops operated by these top sellers, you can study what makes them more successful than their competition.









Learn from Experienced Etsy® Sellers


Etsy® offers a plethora of free online resources to help sellers become successful. These include:


       [image: ][image: ]     The Seller Handbook (www.Etsy.com/seller-handbook)


       [image: ][image: ]     Etsy®’s online Help Center (www.Etsy.com/help)


       [image: ][image: ]     Etsy®’s Community Forums (www.Etsy.com/forums)


       [image: ][image: ]     Etsy®’s Online Labs/instructional videos (www.Etsy.com/community/online-labs)


One of the best ways to become a successful Etsy® seller is to learn directly from the experiences of already successful Etsy® sellers. You can do this by reaching out to friends or family who have their own Etsy® shops, by contacting Etsy® sellers directly, and by reading the interviews featured in this book, starting with Dorene Nowatzke, the proprietor of an Etsy® shop called Columbia Fragrance Company.


Meet Dorene Nowatzke, Proprietor of Columbia Fragrance Company


Scented candles are popular, which is why there are countless retail chains, online shops, mass-market retailers, and individual artisans that create and sell them. Despite extensive competition, both online and in the real world, those who are able to somehow differentiate themselves in the marketplace, offer something unique, and/or define and target a niche audience with their products are typically able to achieve success selling online.


Dorene Nowatzke, who created a company called Columbia Fragrance (www.Etsy.com/shop/ColumbiaFragrance), is one example of this (shown in Figure 2–1).Through her Etsy® shop, she offers hand-poured candles and boutique home fragrances (in the form of melts, wickless candles for fragrance warmers, diffuser oils, and fragrance mists). One thing that differentiates her products from the competition is the unique selection of proprietary fragrances that she’s developed.


“I have always been a creative person.” recalls Nowatzke. “Over the years, I have done knitting, crochet, and other crafts. One year for Christmas, I decided I wanted to hand make candles for my coworkers. My husband asked if I had ever poured candles before, and I of course said, ‘No, what does that matter?’ I went to a local craft shop and bought a kit. I enjoyed doing this, kept pouring more and more candles, and wound up giving them away as presents for multiple holidays. It wasn’t long, however, before I wound up with too many candles. I didn’t know what to do with them all.”


Combining her abundance of candle creations and some free time, at her friend’s suggestion, she decided to start her own business in 2011. “At that point, I created at Etsy® shop, but it took a bit of time to get everything up and running. Back then, I was purely a hobbyist crafter who wanted to sell the large collection of candles I had created. Early on, I didn’t put too much effort into the business aspect of the Etsy® shop. Eventually, someone I knew, who was also an Etsy® seller, asked me, ‘Do you want to just continue making candles, or do you want to earn some money?’ I stopped to think about what I was doing and how I was doing it. I determined that if I were going to run an Etsy® shop to sell my candles, I wanted to pursue it in a way that would allow me to make money,” she adds.




[image: FIGURE 2–1: Columbia Fragrance’s Etsy® Shop]





FIGURE 2–1: Columbia Fragrance’s Etsy® Shop


Based on her newfound focus, Nowatzke tweaked her business model, changed her business’ name to Columbia Fragrance, and began to focus on doing business-oriented tasks such as marketing and cost analysis. She states, “I needed to reduce my costs and figure out how to make the numbers work so I could pursue my passion and make money in the process. Back in 2011, Etsy® was known primarily as a crafter’s marketplace. I knew of the service’s existence and decided to look into it, along with other services. After reviewing what multiple platforms like Etsy® actually offered to sellers, I felt like Etsy® was the best platform for me.”


Advice for Defining Your Audience and Identity


Knowing that she wanted to sell higher-end, hand-poured candles, Nowatzke needed to clearly define her target audience. “My target customers are predominately females who are in their early 20s to upper 40s, who like to spend some money gifting to themselves,” she says. “My candles are not cheap. My products are something that customers are going to splurge a bit for, particularly if they’re looking for a specific and unique scent.


“It was about three years ago that my Etsy® shop went from being a hobby to a more serious business. I had introduced a new scent, called ‘Green Clover and Aloe.’ One day, I had someone email me and ask if it was the same scent that’s used within one of the popular Walt Disney World resorts. I responded that I didn’t know, but I asked her to let me know once she received her order. She stated it was a perfect match. More and more customers responded that the scent reminded them of their stay at Walt Disney World. I ultimately wound up changing the name of the scent to “Walt’s Wonderful World.”


“More and more people found out about that one scent, and the product was picked up and featured within a popular blog. On the day the blog was published, I had an amazing number of sales. From that point, I developed relationships with blog writers who continue to this day to feature my products periodically. As a result of the success of ‘Walt’s Wonderful World,’ I developed a selection of other Disney-inspired scents,” added Nowatzke. “At this point, my target audience expanded to include fans of Disney who want to bring their Disney vacation memories home.”


At the time Nowatzke first started using Etsy®, she thought of the service as being like an online farmer’s market. “I thought it was a place that people with handcrafted goods sold their wares and where customers would come who were looking for those types of wares,” says Nowatzke. “I quickly learned that Etsy® was not as homely as I thought. I discovered that, at the time, about 80 percent of the sellers came from that simple, homespun crafts market and about 20 percent of the sellers were operating more serious, profit-oriented businesses. Etsy® offers a seller’s handbook, which offers good advice, but I initially thought that Etsy® was more of a community of sellers who were helping each other become successful. I really didn’t discover that community, however.”


She recalled that once she decided to launch an Etsy® business and take it seriously, she came up with the name for her business and then had it up and running within a week. She did very little upfront research and didn’t bother to think about what her brand was going to be or how she should showcase that brand.


“I was impetuous,” she explains. “There were a lot of starts, stops, and hiccups along the way. It wasn’t until two years later, in 2013, that I rebranded my Etsy® shop, changed its name, and went from a more homespun crafty approach to more of an upscale boutique approach.”


In terms of the “boutique approach,” Nowatzke says that this included multiple changes in the way she operated her business. “My original company name was De-lites by Dory. I felt that was too homespun. It had a farmer’s market feel, and that’s an image I no longer wanted to convey. I did not want my shop to be a Country Candle shop that has scents like ‘Apple Cinnamon Pie.’ I wanted my products to be seen and appreciated for being more of an artisan candle or boutique candle that offered a more unique and contemporary scent. Not everyone likes a country candle, but they still want a home fragrance. This is how I decided to differentiate my candles.”


It was also at this time that Nowatzke hired a designer to help her develop a company logo, product labels, and an overall brand for her business. Her goal was to change the way her products were visualized and perceived by her prospective customers. “Because I hired graphic designers who were my friends, I received discounted pricing, so this represented a minimal cost,” she explains. “The time-consuming part was reshooting all my products with the new logo and branding. Once the changes were made, things started to happen pretty quickly. Within a few months, I experienced a 50 percent increase in sales, and this trend has continued.”


For her product photography, Nowatzke does some of it herself but also works with a professional photographer. “For my core product shots that have a white background, I do those myself in-house. For the lifestyle product shots, I work with a photographer.


“Having really good product photography showcased throughout your Etsy® shop is imperative,” she adds. “Without good shots, customers cannot get a good understanding of what they’re buying. If a photo is out of focus or does not represent the product well, you won’t sell products. As a seller, if you want to play with the big boys, your shop has to appear as professional looking as theirs, which means showcasing the highest quality photos possible.”


For less than a $50 investment, Nowatzke purchased a light box which is used to take product photos. She also invested in a good-quality digital camera, although she also gets good results with the camera that’s built into her smartphone.


Today, Columbia Fragrance is operated as a legitimate business venture, but it’s not something that Nowatzke manages on a full-time basis. In the past year, her business has grown to the point where she’s reached her current capacity to manage it because she also maintains a full-time job. “In the near future, I will need to either pursue this business on a full-time basis or hire employees to help run it. It took me about five years to reach this point,” she says.


Finding the Right Approach


Nowatzke believes she took a very impulsive approach to launching her business early on. Looking back, if she were to do this again, knowing what she knows now, the advice she’d offer is simply, “slow down.”


She explains, “I would take up to six months, if needed, to clearly define my product, define my brand, and pinpoint my target customers. I would also refine my product and acquire professional-quality product photos right from the start. I have learned that planning and research are essential.”


Today, Nowatzke has learned how to multitask so she’s able to make her candles and operate her business simultaneously. For example, while wax is melting or cooling, she can pre-process new orders or package finished items for shipping. “Creating and selling hand-poured candles really allows me to maximize my time. These days, I create candles three to four times per week, and the majority of my time is spent processing and shipping orders, as well as doing the other required back-office type of work,” she adds.


One way Nowatzke has differentiated her products and added to their perceived value is by focusing a lot of time, research, and effort perfecting a customer’s unboxing experience. Knowing that many of her customers are buying her candles as a gift to themselves, she ships all orders nicely packaged in a way that involves an unboxing experience that replicates the customer unwrapping a gift. Her goal is to make the customer feel special each and every time they receive and open their order. These activities fall into what she refers to as offering a “boutique shopping experience” for her customers, which is how she’s now branded her business.


To ensure her candles remain unique and special, Nowatzke continuously invests time doing research about current fragrance trends. “If my research shows that people want water-related scents, I introduce rain-inspired fragrances, for example. I also try to be a trendsetter by offering a new twist to certain scents or products. To help generate repeat business, I formed a successful customer loyalty club and reward my customers based on how much they spend. For example, for every $100 someone spends, they receive a $10 gift certificate toward a future purchase. I want my customers to come back.


“Because my products are consumables, each time someone needs a new candle, I want them to come back to my Etsy® shop to explore what new seasonal scents I am offering or to replenish their supply of candles that feature the scents they already love,” she adds. “With each order, I include a packing slip, business card, and loyalty club card, and I place all of this in a nice envelope as an upscale touch.”


Her passion for candle making involves Nowatzke spending a lot of time developing and experimenting with new scents as well as candle colors. “The appearance of the product is as important as its scent. Because of my research and reputation, any time I put out a new product, my existing customers are willing to try it because they trust me. I release new scents and products every season, which keeps my inventory and selection fresh. I also release special scents for the holidays and special scents that cater to my Disney fans.


“At the same time I release new products, I am always reevaluating my product line and getting rid of products that are not selling. At least once per year, I get rid of the bottom 10 percent of items that are not selling well, based on sales. I do not allow my personal attachment to a fragrance or product to hinder this. I always have the option to relaunch a scent or product later. I try really hard to establish a balance between new products and getting rid of poorly selling products. Plus, I occasionally release specific scents or items for a very limited time,” says Nowatzke.


For the people who just enjoy crafting and choose to sell their creations on Etsy® as a hobby, Nowatzke believes this is definitely a viable option. However, for the sellers who want to make money from their Etsy® shop, she discovered that taking a serious business approach and doing business tasks like a cost analysis, will help ensure that whatever is being sold earns a profit based on the cost of materials and the artisan’s time investment that’s needed to make the product.


“Even for sellers that opt to charge higher prices for premium goods, they still need to price their products competitively. However, as long as you can justify what you opt to charge, never be afraid to raise your prices. Potential customers will respect your pricing and be willing to pay a fair market price for a top quality, handmade product,” adds Nowatzke.


Additional advice she offers to first-time sellers is that they should properly stock their Etsy® shop with a selection of products. “Etsy® is a virtual mall. If within your shop you only have three things, people might not visit your shop to see what you’re offering. If your shop is visually attractive and offers a selection of products, you’re more apt to draw customers in. At any given time, my Etsy® shop has at least 100 products available. Also, when populating your shop using Etsy®’s tools, use all of the categories that you can to make it easier for potential customers to find you. Focus on search engine optimization when choosing your keywords and tags, and when writing your product titles, as well as your product descriptions. What you say in the first paragraph or first sentence or two of every product listing is important for drawing in a potential customer and getting their attention,” she says.


Using unique and creative product and scent names is all part of Nowatzke’s branding efforts. “I try to create product and scent names that are clever. This is an important extension of my brand. Sometimes, scent or product names somehow relate to how I think or feel when using the candle. Other times, it somehow describes the scent, with the goal of kindling someone’s scent memory.


“In other words, they think of a scent and remember something meaningful or special from their past. The Disney fans love the Disney-inspired scents because they remind them of a happy time and a happy vacation that they experienced with their friend or family, for example. Until they create technology that allows people to smell a candle while shopping online, I need to rely on creative scent and product names to convey what my scents offer,” says Nowatzke.


Staying Visible Means Staying Relevant


Outside of using the search engine optimization (SEO) and marketing tools offered by the Etsy® platform, Nowatzke spends several hours per week managing her company’s Facebook page as well as doing direct email marketing to her existing customers. “I am a big fan of email marketing, and it is a very powerful business tool, if used correctly. I use MailChimp to manage my email marketing,” she adds.


Using email, she contacts her customers and people who have signed up for her email list just one time per week or once every two weeks. This includes sending out a monthly enewsletter. On other weeks, she’ll remind people about her loyalty club, offer tips for using her products, or send out an email promoting new scents or products.


“I try to target holidays or special days with flash sales that I promote through Facebook or email. For example, on ‘National Raspberry Ice Cream Day,’ I do a flash sale on all raspberry scented products. I do research about quirky holidays and then create sales around them throughout the year. Doing this allows me to showcase fragrances that I might not have promoted in a while,” explains Nowatzke.


Without hesitation, Nowatzke describes Etsy® as the “primary online marketplace for artisans.” She concludes, “If you’re going to sell your crafts or handmade products online, Etsy® is the place you should be to do this. Yes, there’s a lot of competition, but I am a firm believer that competition forces you to improve yourself, your business approach, and your products. Try to learn what you can from your competition. That being said, I have found Etsy® to be a very secure place to sell.


“As a seller, positive ratings and reviews from customers are very important. When a customer leaves a review saying that a scent smells exactly as they thought it should smell like, based on its name or product description, that type of feedback helps my reputation a lot. Positive reviews make customers feel more confident placing an order for an item they cannot smell for themselves prior to making a purchase. When a customer leaves a review, I always send them a thank-you note for their opinion. I also cut and paste text reviews directly into my product descriptions if a review helps to describe a particular fragrance, for example.


“To be successful, a seller really needs to be aware of what their brand represents, and who their target customer is. Sellers who run an Etsy® shop need to find creative ways to differentiate themselves from their competition. I have tried purchasing paid ads on Etsy® to promote my shop and products, and they did work. Due to demand for my products, paid advertising is not something I have had to do too often.


“Six years ago, I never would have thought I’d be where I am today in terms of the success of Columbia Fragrance. I am very grateful to my customers. I am so proud that I have been able to see my business grow and have learned so much during each step of this journey. In fact, I never stop learning.”


Additional Thoughts


Even if you’re launching an Etsy® shop to sell products you create as part of what you define as your hobby, as soon as your shop goes online, in reality, you will be operating a legitimate small business. Thus, it’s important that you always handle yourself in a professional manner as you juggle the various responsibilities that operating a small business entails. Now that you have a general idea about what’ll be required of you, let’s focus a bit on what launching your business might cost. That’s the focus of the next chapter.









CHAPTER 3


Calculating Your Costs and Setting Your Prices


Prior to reading this book, you probably already had some idea about what it is you want to sell on Etsy®. Before going through the effort of setting up your shop and opening for business, invest some time, research, and effort into five things:


       1.    Determine what exactly you want to sell.


       2.    Calculate how much money you’ll need to invest in equipment and supplies to get started.


       3.    Develop relationships with suppliers, manufacturers, and other services you will need to create and package your product(s).


       4.    Determine how much you’ll sell your product(s) for, taking into account all the costs associated with creating/manufacturing your items, how much you want/need to be paid for your time, your business operation expenses and overhead, and how much profit you want to earn per item sold.


       5.    Start building and managing your product inventory.


Whether you opt to sell your items through your Etsy® shop, craft fairs, retail shops, or your own website, it’s important to first figure out if there is a demand for your product(s) from a large enough group of people. This will help you forecast whether or not your business will be profitable. After calculating all of your expenses, you should be able to create, market, and sell your product(s) at a price point that customers are willing to pay and that’s competitive with your competition in the existing marketplace.


Define Your Product Offering


Based on your skill set and interests, chances are you already have a good idea about what you want to create and sell online through your Etsy® shop. Now it is time to define your initial product offerings. What are the main items you plan to sell, and what colors, designs, sizes, and other related options will you offer to your customers?


Once you figure this out for your main product(s), start brainstorming about additional but related products you can simultaneously offer. For example, if you plan to knit sweaters, consider offering matching hats, mittens, and scarves to be sold separately. If you plan to sell handcrafted silver or gold necklaces, consider offering matching earrings and/or bracelets to give your customers additional optionsand perhaps generate larger sales when your customers purchase multiple items as bundles.


Based on the size, design, and color options you plan to offer for each product, think about what your inventory requirements will be, how long it will take you to create each item, and how you’ll showcase and promote each option within your Etsy® shop. For example, if you handcraft a silver bracelet but also sell a version in 24k gold with a slightly different design, that would be considered a separate product. However, if you offer the same product in three different sizes (i.e., small, medium, and large), that would be a customer-selectable option offered within each single product listing on Etsy®.
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If you plan to offer multiple products that target a vastly different audience, consider setting up separate Etsy® shops, with each one focusing on just one target audience. Then within each shop, only offer related items you know will be of direct interest to that audience.






 





Use the worksheet shown in Figure 3–1 to help you define what products you’ll offer within your Etsy® shop. Each item that will ultimately be a separate product listing within your Etsy® shop should be listed separately.
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FIGURE 3–1: Product Worksheet


Define each of your products.


As you summarize each of the products, think about your target customers and consider what additional, but related, products they might want. Also consider what their motivation is for buying your product(s) and what potential objections or concerns they might have that might keep them from placing an order.


Define Your Audience


As you determine who your primary target audience will be for your Etsy® shop and your product offerings, define that niche audience as narrowly and clearly as possible. How you define your audience can be based on a wide range of factors, or any combination of factors, including the following:


       [image: ][image: ]     Age


       [image: ][image: ]     Club or association memberships


       [image: ][image: ]     Education level


       [image: ][image: ]     Gender


       [image: ][image: ]     Geographic location


       [image: ][image: ]     Hobbies


       [image: ][image: ]     Income


       [image: ][image: ]     Interests


       [image: ][image: ]     Marital status


       [image: ][image: ]     Occupation


       [image: ][image: ]     Religion


       [image: ][image: ]     Residence type (house, apartment, condo, etc.)


       [image: ][image: ]     Sexual orientation


       [image: ][image: ]     Social media usage


       [image: ][image: ]     Spending habits


       [image: ][image: ]     Vehicle make and model that they drive


       [image: ][image: ]     Weight or other physical attributes


       [image: ][image: ]     Where and when they travel


       [image: ][image: ]     Where they work


       [image: ][image: ]     Any other factors you can clearly define
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According to Etsy®, two large groups of buyers on Etsy® are women who are recently engaged and planning their wedding, as well as women who are pregnant and expecting a child. Thus, these people are shopping for wedding-related items or unique (handmade) baby products for themselves or to give as gifts.






 





For example, you may determine that your target audience is comprised of women between the ages of 18 and 34, who live in a major city, earn at least $50,000 per year, and need to dress up for work each day, so they like to accessorize their outfits with handcrafted jewelry. Or, perhaps your primary target audience is comprised of women ages 24 to 34 who are engaged and planning their wedding.


Using this list, as well as any other factors you deem appropriate, write out one or two sentences that clearly define the primary target audience for your product(s). Then, repeat this process to define exactly who would comprise a secondary target audience for your product(s).


Ultimately, you’ll want to invest most of your marketing and advertising resources to reach your core target audience, but you can run separate advertising or marketing campaigns that specifically target your secondary audiences as well.


The more narrowly and clearly you define your target market, the more effective your ad campaigns will be, especially if you opt to use paid online advertising options such as Facebook or Google AdWords.
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Statistics show that the majority of Etsy® buyers are women who tend to find products using Etsy®’s built-in search field. Therefore, your shop should focus on this demographic and utilize Etsy®’s SEO tools. Keep in mind, however, that many Etsy® shops successfully cater to a male demographic. However, you may find it necessary to actively drive more of your own traffic to your shop by using paid ads or social media, for example, if your target audience does not closely fit those who already do some of their shopping on Etsy®.com.









Determine What Equipment You Need


When it comes to creating, making, or manufacturing whatever it is you’ll be selling, you will have the following four primary categories of costs associated with it:


       1.    Tools. This is the equipment that needs to be purchased once and that you will use repeatedly to create your products. For example, if you’ll be knitting and selling handmade sweaters, your tools will include an assortment of knitting needles and maybe a sewing machine. If you need to acquire expensive tools or machinery, consider buying this equipment used. Then, using profits you earn down the road, you can always upgrade your tools and equipment later.


       2.    Supplies/Materials. These are the raw materials required to create your products that you will continuously need to replenish. Being able to obtain your supplies and materials for the lowest price possible will definitely help your business become profitable faster and stay profitable in the future. This will require you to seek out and negotiate the best deals possible from wholesalers, distributors, suppliers, and/or manufacturers. If you’ll be knitting and selling handmade sweaters, your supplies include wool, buttons, and/or zippers, for example.


       3.    Packaging. This includes the additional materials needed to package your product(s) so they’re ready to showcase, sell, and ship to customers.


       4.    Shipping. This includes the cost of all shipping materials, including boxes, labels, stuffing, packing tape, postage, and anything else required to fulfill an order and ship your product(s) to your customers.
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Most crafters, artisans, and artists acquire their supplies and materials from a local crafts shop, such as Jo-Ann shops (www.joann.com) or Michaels (www.michaels.com); or they shop from an online retailer and pay retail prices for their tool and supply purchases. As a small-business operator, once you acquire a tax identification number and establish yourself as a business entity, you should seek out wholesale sellers or distributors for your tools, supplies, and materials and pay wholesale prices when you purchase what you need in quantity. This typically allows you to save 30 to 50 percent (compared to retail prices).









Choose the Right Materials and Supplies


Once you have determined exactly what product(s) you plan to create, build, make, or manufacture, carefully evaluate your step-by-step process for creating each product. Make a list of the tools and equipment you already have and what additional tools and equipment you need to purchase. The money needed to make these initial equipment/tool purchases will become part of the startup costs for your business.


Next, focus on establishing a comprehensive list of the materials and supplies you need to create your product(s). This will help you determine your cost of goods sold. You’ll want to determine how much of each item you need to create a single product that you’ll be selling. This will ultimately allow you to determine your raw materials cost for each item you create. Use Figure 3–2 on page 43 to help you gather the supply/material information you need.


When it comes to calculating costs, after determining your quantity needs for each raw material needed to create your product(s), it will likely be necessary to source some wholesalers or distributors so you can acquire what you need in bulk and pay wholesale prices.


Etsy® offers a variety of online tools designed to help sellers find and partner with manufacturers related to tools, supplies, and raw materials needed to create apparel and textiles, machining and fabrication, jewelry and metalsmithing, as well as printing. To explore these tools, discover valuable resources, as well as find leads for reputable manufacturers, wholesalers, distributors, and suppliers, visit: www.Etsy.com/manufacturing.
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FIGURE 3–2: Supplies/Materials List


Once you pinpoint a supplier, wholesaler, or manufacturer that sells exactly what you need, set up an account with that company or open a line of credit with each supplier. What you’ll discover is that the wholesale discount you receive when buying items in bulk will be determined by the quantity of each item you purchase. The more you purchase per order, the lower your cost will be.


Of course, before committing to working with a supplier, wholesaler, or manufacturer, you always want to discuss with them your immediate and long-term needs. Request samples to make sure the quality is good, and make sure that you’ll be able to obtain the quantity of each item you need within the desired time frame. This will require you to ask questions. Don’t just make decisions based on who offers you the lowest prices. After all, if you use poor quality materials to create your product, this will directly correlate with the quality of your finished product(s).
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The easiest way to find a wholesaler or distributor is to type what you’re looking for into an internet search engine, such as Yahoo! or Google. For example, if you need to purchase wool, type the search phrase, “wool wholesaler” or “yarn wholesaler.” When possible, you might consider buying your supplies/materials directly from the manufacturer, which may be located overseas.






 





Once you figure out your raw material/supply cost to create each product you will be selling, this cost will be used to help you formulate the wholesale and retail price that you’ll ultimately sell your product(s) for.
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To help you better navigate your way through the manufacturing processes, as well as learn the lingo needed to negotiate properly with manufacturers, wholesalers, distributors, and/or suppliers, Etsy® offers the Etsy® Manufacturing Glossary, which is a free, downloadable document that can be found online at: http://extfiles.Etsy®.com/mfg/Etsy®Manufacturing-Glossary.pdf.









Focus on Product Packaging


In many situations, simply creating an awesome product is not enough to be successful as an Etsy® seller or online business operator. You may also want or need to develop packaging for the product. Your product packaging needs will be dictated by the type of product you’re selling, as well as the image you want to convey to your customers. Typically, you want the product name, your company logo, and related information about the product to appear somewhere on your packaging, and you want the packaging to be visually attention-getting and appealing to your target customers in a way that best depicts your brand.


Determine what additional materials and supplies are needed to create the product packaging for each of the items you plan to sell, and calculate the cost associated with the packaging. Your packaging costs need to be added to your cost of goods.
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Etsy® offers an interactive Excel worksheet template that you can use to calculate your cost of goods sold. To download this free template, visit: http://extfiles.Etsy®.com/worksheets/Cost%20of%20Goods%20Sold%20Worksheet%202.xls.









Figure Out Your Shipping Requirements


Once one of your items is manufactured, built, created, or made and has been placed within its packaging, you now need to figure out what’s required to safely ship that item to your customers. Figure out what size shipping box you will need, and what stuffing will be placed in the box to prevent the product from damage, and then figure out what additional shipping supplies are required, such as a shipping label and packing tape.
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When seeking out wholesalers, suppliers, or manufacturers, always find at least two or three different sources for each item you need. Then, if one supplier runs out of the item, discontinues the item, or goes out of business, you can immediately turn to your backup supplier(s) to ensure you always have a source for the materials/supplies you require so you are able to continue to create, build, make, or manufacture your products.


By relying on just one supplier, you could find yourself unable to fill your orders and maintain your inventory if there are ever unforeseen hangups. This could potentially force you out of business or cause major delays that your customers will not appreciate.


Another drawback to relying on one supplier is that if that company dramatically raises their prices for the materials you need, your product manufacturing costs could skyrocket. As a result, your profit margin will diminish. It could become impossible for you to generate any profit whatsoever once you cover your cost of goods sold and other expenses.


When it comes to the manufacturing process for your product(s), one of the biggest challenges will be ensuring that you always have an ample supply of all materials and supplies you need on hand. Keep in mind that in some cases, one or more of your materials or supplies may need to be shipped from overseas, so it could take extra days or weeks to receive them once an order is placed. Thus, you will continuously need to predict your needs and place your orders accordingly, based on how quickly each supplier can fulfill your orders.






 





Next, determine the best options for shipping your product. You may discover the most cost-effective and efficient shipping method is the U.S. Post Office’s (USPS) Priority Mail service because fixed-rate boxes are offered in a variety of sizes for free. However, based on the size and weight of the packages you’ll be shipping, as well as the quantity of packages you’ll be shipping out each day, you may find that using UPS, FedEx, or another courier is more efficient and economical.
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When determining your shipping methods and the options you’ll offer to your customers, be sure to build in the extra costs for insurance and package tracking. Based on the value of the items you’ll be shipping, you may also want to require a signature on delivery. These services often cost extra but are absolutely necessary.






 





UPS, FedEx, and other couriers offer a variety of shipping options at different price points. For example, there’s overnight, second-day, third-day, and ground shipping options, which you may want to offer to your customers. In most cases, your customers will expect, or at least desire, that ground shipping and related handling fees be included in the retail price of your product, although most consumers are accustomed to having shipping and handling fees added to their order’s subtotal.


You might opt to offer free ground shipping but charge extra for overnight or second-day shipping. If a customer requests Priority Mail shipping, for example, they know that, in most cases, this means the shipping time will be two days. Thus, it’s important that you promptly fill and ship the order on the same day a customer places it or within the reasonable time frame that you promise.




 






tip




[image: ]






[image: ]




The Etsy® Seller Handbook offers multiple articles related to packaging and shipping items to your customers and explains how to set up your Etsy® shop to offer a variety of shipping options for your customers, based on the size, weight, and value of the product(s) you’ll be shipping. For more information visit: www.Etsy.com/seller-handbook/category/shipping.






 





If your manufacturing time is two to three weeks for made-to-order products, make sure the customer knows before they place their order. Then they need to add additional time to receive their order, based on the shipping method that’s selected.


Ultimately, you’ll probably want to offer a variety of shipping options to your customers and, when possible (based on what you’re selling), be able to fill orders and ship them out within 24 hours after each order is received.


Based on the shipping options you decide to offer, the USPS, UPS, FedEx, and most other couriers offer a variety of online, software, and/or mobile app tools that allow you to prepare and pay for shipments, easily request a package pickup, and at the same time keep track of your shipping-related expenses, track packages, and, if necessary, process an insurance claim.


Calculate and Set Your Product’s Retail Price


So far, this chapter has helped you calculate your one-time tool/equipment costs, your materials/supply costs, as well as your packaging and shipping costs. Knowing this information will help you set the wholesale and retail prices for whatever it is you’ll be selling.
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Etsy® offers a free Microsoft Excel template that will help you calculate and track your ongoing business expenses. To download this free template, visit: http://bit.ly/1SlRRA5.






 





However, you’ll also want to add in your additional costs of doing business—your overhead costs—such as your ongoing marketing and advertising expenses, insurance costs, and business operating costs (including your phone service, internet service, as well as office equipment and supplies).


Next, you need to determine how much you want to be paid for your time. Setting your “hourly rate” will be based on several factors, including:


       [image: ][image: ]     What you’re selling


       [image: ][image: ]     The uniqueness of your skill or expertise as an artist, crafter, or artisan


       [image: ][image: ]     How long it takes to create the product/item


       [image: ][image: ]     Your own sense of self-worth from a financial standpoint


       [image: ][image: ]     The affluence of your target audience and how much they’re willing to pay


Based on these factors, you may set your own hourly wage to be equal to your state’s minimum wage, or you could opt to pay yourself $10, $20, or more per hour. This wage will need to be calculated into the wholesale and retail price of your product.


The widely accepted formula for setting the wholesale and retail price for what you’ll be selling can be calculated by following these steps:


       1.    Calculate the cost of your materials/supplies per item you will be selling. For this example, let’s say your materials/supplies cost is $10 per item.


       2.    Amortize the fixed tool costs and overhead costs for your business and calculate what percentage needs to be covered per item you will be selling. For this example, let’s say this figure comes out to $15 per item. (Overhead costs include your Etsy® listing fees, Etsy® sales commissions, PayPal fees, advertising, office supplies, internet service fees, etc.)


       3.    Figure out how long it takes you to make each item. Then calculate the cost of your time, based on the hourly wage you set for yourself. For example, if each item takes you exactly two hours of time to create and you opt to pay yourself $10.00 per hour, the cost of your time per item is $20.


       4.    How much profit per item do you want/need to earn to keep your business afloat and stay happy? This profit markup amount should be realistic and acceptable by your customers. For this example, let’s say it’s $5 per item. Determine how much you want to earn per week, month, quarter, or annually. This will help you measure your success and provide you with the financial resources needed to continue operating and ultimately expand your business.


                   Add together the cost per item for steps one, two, three, and four. For this example, you’d add together $10 + $15 + $20 + $5, which is $50. This is your cost to create each item. To calculate your wholesale price, double your cost. For this example, your wholesale price would be $100.


                   To calculate your retail price (what you will sell your item for within your Etsy®-based shop to individual customers), double your wholesale price. Thus, for this example, your retail price would be $200. If you plan to include shipping and handling fees and offer this for free to your customers, add this cost to your retail price. Otherwise, list the shipping and handling fee separately and have Etsy® add this to the customer’s order subtotal when an order is placed. Likewise, your Etsy® shop can also be set up to calculate and charge sales tax, if applicable. Sales tax does not need to be built into your retail prices.
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You might decide to reinvest profits into your business to expand, buy new tools/equipment, or boost your advertising efforts.






 





Displayed more simply, here’s what the formulas looks like:


       [image: ][image: ]     Raw Material Cost + Labor Wages + Expenses + Desired Profit = Wholesale Price


       [image: ][image: ]     Wholesale Price x 2 = Retail Price


Depending on what you’re selling, demand for your product(s), your competition’s pricing, and other related factors, you may need to adjust the formula to calculate your retail pricing. Based on what you determine (through research and getting to know your target customers) what you’re able to charge, you may need to somehow reduce your manufacturing costs, spend less money on paid advertising, or lower your hourly wage a bit to stay competitive.


However, if you’re offering something that’s unique, rare, or that utilizes a specific skill or talent that few other people have, you’ll likely be able to charge a premium for your product(s), in which case you can increase your hourly wage, for example.


As a business operator, you’ll constantly need to re-evaluate your costs and determine ways to lower them while brainstorming ways to enhance the quality and/or perceived value of your product(s), which could allow you to increase your prices.


Ultimately, you will want to price your products fairly and competitively and in a way that allows you to generate at least a meager profit. Of course, you must also be able to negotiate the lowest prices possible for your tools, supplies, and materials and keep your other costs as low as possible, as this too will impact profitability for your business venture.


You can set any price for your items on Etsy®. However, if you want customers to buy what you’re selling, they need to believe your products are actually worth the price you’re charging. Ask yourself why a buyer should consider purchasing your product instead of the competition’s similar product.
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To help you calculate the ideal price for whatever it is you’ll be selling, Etsy® offers a free, downloadable, “How to Price Like a Pro” Microsoft Excel worksheet, which you’ll find online at: http://Etsy®.me/1h6YUf0.






 





Perhaps the answer is that you use better materials and the overall product quality is much higher. Maybe your product showcases more intricate or complex craftsmanship, or it offers additional features or functions that the competition’s products do not offer.


Whatever it is that is unique or special about your product and that can make it stand out from the competition must be detailed clearly within your product descriptions and, when applicable, showcased within your product photos. If you are able to increase the perceived value of your product, the customer won’t hesitate to spend a bit more for it. Thus, it becomes your job as a seller to promote your products in a way that clearly and prominently showcases what makes it special and what differentiates it from the competition.




 






[image: ][image: ]    When Dealing with Heavy Competition, Pay Even Closer Attention to Your Profit Margin






If you’re selling a product on Etsy® (or elsewhere) that’s very common and you have a lot of competition, chances are you’ll wind up in a price war and will need to undercut your competition to attract the attention of customers. Especially in a business that involves you investing your own time and effort into creating/manufacturing your own products, this is not a good situation to be in.


Your chances of achieving success and profitability increase dramatically if you’re able to separate yourself from your competition by offering something that’s unique, higher quality, or that your customers will be willing to pay extra for.


Being in a price war with your competition will result in you earning much lower profits and could ultimately lead to you operating your business at a loss, with little or no chance of ever earning a profit.






 





Never assume that your customers will automatically see what’s unique or special about your products or that the differentiating factors between your products and what the competition offers are obvious. Figure out what makes your products special, and promote this within your Etsy® shop, within your product listings, within your product photography, and when telling your seller/company story, for example.


Start Building Your Inventory in Preparation for Opening Your Business


Assuming you won’t be custom manufacturing each product, you’ll want to build up an initial inventory prior to opening your Etsy® shop. That way, you’ll be able to fill an order to your customers on the same day they trickle in (or within 24 hours of when you receive them).


Being able to fill orders promptly will help you earn high ratings and favorable reviews from your initial customers, which will prove extremely valuable when it comes to enhancing your credibility as a seller and boosting your business’s online reputation. As you’ll discover from the next chapter, every Etsy® shop displays when it was established, how many orders the seller has received to date, as well as the seller’s ratings and reviews. Especially if it’s obvious that you’re a new seller on Etsy® and that you’ve had just a few previous orders, being able to showcase the highest possible ratings and reviews from your initial customers becomes that much more important.
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As you begin creating your initial inventory, seek out ways you can streamline the manufacturing process, reduce your materials/supplies cost, and improve on the product so it becomes more attractive, valuable, or useful to your customers. During this time, you may also come up with ways to improve or modify the product, brainstorm ideas for additional products or come up with product add-ons that your customers will be interested in.









Consider Offering Product Bundles


Bundling products is a creative way to add perceived value to your products. If you have two, three, or four related items, in addition to selling them separately, also offer them as a discounted bundle. For example, if you sell sweaters, matching mittens, and matching scarves separately, add an additional product listing to your Etsy® shop that offers these three items together at a discounted price (say, 20 percent off, assuming this allows you to generate a profit). Your added cost to create a new product listing is a mere $0.20, so why not give product bundling a try?


Meet Kristen Berry, Proprietor of Miss Design Berry


Kristen Berry studied design in school and went on to land a job right out of college at a New York City advertising agency, where she worked as an art director. During her spare time, she started doing some freelance design work and ultimately learned about Etsy® as a way to potentially showcase and sell her work.


“I started my Etsy® business as a way to earn extra money creating logos and graphic designs for people,” explains Berry. “Ultimately, I fell into a wedding niche and began focusing on wedding-related graphic design, creating invitations, engagement announcements, and other wedding-related graphics and artwork. Over the next four years, I slowly grew my online business on Etsy® and ultimately left my full time job in 2015 to pursue running my Etsy®-based business on a full-time basis.”


Focusing on the wedding niche, Miss Design Berry (www.Etsy.com/shop/MissDesignBerryInc) offers personalized guest books, ornaments, wedding books, invitations, holiday cards, custom wrapping paper, and other items that showcase original wedding or holiday-themed artwork. Her Etsy® business has earned well over 2,500 five-star ratings and reviews and has generated more than 12,500 sales since it was established.


Since transforming Miss Design Berry (shown in Figure 3–3, page 52) into a full-time job, Kristen Berry has brought on one equity-holding business partner and has more than a dozen people working for her on a part-time basis. “We do maintain our own website [www.MissDesignBerry.com]; however, we maintain a strong presence on Etsy®,” says Berry.


She adds, “When I first decided to build my online business using the Etsy® platform, I discovered that becoming proficient using the service as a seller requires a bit of a learning curve. I spent a lot of time visiting the Etsy® forums and discovered insights from lots of other Etsy® sellers as I was creating my shop. There is a skill involved with creating product listings on Etsy®, for example, that will ultimately be seen by and attract the audience that you need to target for your products.”


Although there are other services online that offer similar functionality to Etsy®, Berry recalls that she chose Etsy® because it was the service she had heard the most about. “Over the years, I have looked at other services and have even tried a few of them, but I am most impressed with the features, functions, and tools that Etsy® offers to its sellers. I also like Etsy® because it has a vast, dedicated, and ever-growing customer base. I have looked into working with Amazon Handmade, but for some reason, I have not been approved as a seller on that service,” states Berry.




[image: FIGURE 3–3: The Miss Design Berry Storefront on Etsy®]





FIGURE 3–3: The Miss Design Berry Storefront on Etsy®


Initially, Berry didn’t focus her graphic design work on the wedding niche and instead offered services like custom logo design through her Etsy® shop. She ultimately discovered that wedding-related items are one of Etsy®’s biggest markets and began to focus her efforts on creating customized products that catered to this already established customer base. “People are always getting married and are willing to spend money on quality products for their wedding, she adds. “I have found that creating wedding-related graphics offers very satisfying work for me from a creative standpoint as well.”


When people first open an Etsy® shop, they expect to begin receiving sales almost immediately. This expectation is not realistic. “I went into this with few expectations and never would have guessed that within two years, this online-based business would become a full-time and profitable career for me. If anything, Etsy® has blown my initial expectations out of the water. Initially, I invested a few days to design and build my Etsy® shop, which I continue to fine-tune. Being a graphic designer, I was easily able to create my own professional-looking logo and banner, which I believe are key elements of an Etsy® shop,” says Berry.


“One piece of advice I can offer to new Etsy® sellers is that when they’re creating their shop, fill in every field that requests information. Don’t leave anything blank. Provide a logo, banner, business description, profile, profile image, detailed item descriptions, professional-looking photos, as well as anything else the service asks for as you’re building your shop. If a seller has neglected to supply an important piece of requested information, this can be detrimental to attracting customers and building their trust. It also shows you’re not fully invested in your own business.”


“The branding, imaging, color scheme, logo, photographs, and artwork you use to establish your business on Etsy® should nicely reflect you and your business and directly appeal to your target audience. It may take you some time to develop your brand identity, and as you’re getting started, it’s important that you maintain patience. It was at least one full month between the time I first launched my Etsy® shop and when I received my first order,” she recalls. “Even for the first year, I’d receive sales sporadically, maybe just one or two per week. Over time, the frequency and regularity of new orders increased.”


As recently as two years ago, Berry generated about $50,000 in sales through her Etsy® shop. One year ago, she generated $175,000 in sales and projected that in 2016 she’d generate more than $500,000 in sales. “Expect your shop to grow incrementally, she says. “However, there is a direct correlation between the amount of time you invest into your business and the amount of sales you’ll generate from it. If you treat your Etsy® business as a hobby, you’ll earn a hobby-size income. If you treat it like a full-time business, you could earn a respectable income from it. There is a direct correlation between your effort and the results you achieve.”


When you’re setting up your Etsy® shop, Berry recommends that you become fully conscious of how potential customers will view your online presence as well as what you’re selling. “It’s essential that you respond to customer inquiries immediately, advises Berry. “Don’t wait a day or two, for example.


For me, the biggest challenge setting up my Etsy® shop was to overcome the limitations Etsy® has when creating your product listings. You need to utilize their format in a way that best showcases whatever it is you’ll be selling. Invest whatever time is needed to become familiar with the tools available to you as a seller, and then discover how to work with those tools to best reach your target audience by showcasing what you’re selling in the most effective and compelling way possible,” says Berry.


These days, Berry spends 75 percent of her time handling the administrative responsibilities related to managing her Etsy® shop and the business as a whole. The other 25 percent of her time is spent doing design work. Most of her effort is spent running the business and juggling the different roles she needs to manage to maintain the business’s growth and success. “I would love to spend more time doing design and creative work, but I am very pleased with how the business has grown,” adds Berry.


To continuously build her business, Berry utilized paid online advertising on Pinterest, Instagram, and Facebook, as well as on several prominent wedding blogs. Berry explains, “We also do occasional online ad campaigns using other services, like Google AdWords. Plus, we participate in vendor wedding trade shows, but for my business, those don’t generate the same return as online advertising. Pinterest has an established member base of women who are getting engaged or who are recently engaged and who use the service as a wedding planning tool. This allows me to reach our target audience rather easily through paid advertising. Instagram is also a very visual platform, which is conducive to allowing us to showcase our work, which is very visual.”


Outside of paid advertising, Miss Berry Design does maintain a presence on the various social media services and encourages customer interaction through these services. However, Berry personally prefers to communicate with prospective and existing customers through direct email.


When it comes to setting her pricing on Etsy®, Berry never paid too much attention to what her competition online or in the real world was doing. Instead, she calculated how long it would take her to produce something, what the materials cost would be, and how much she wanted to be paid for her time. “Our prices tend to be higher than what our competition on Etsy® charges for similar products, but we really focus on offering superior customer service and top-quality products. I have found that many Etsy® sellers underprice whatever they’re selling and wind up earning about $2 per hour. I put a value on my time and set my prices accordingly,” she adds.


In terms of competition, Miss Design Berry has been forced to hire a lawyer to protect its trademarks and copyrights related to designs that have been stolen or blatantly copied. When she discovers a competitor who has stolen or copied one of her designs, she begins by contacting that person or company directly. When necessary, she turns the situation over to her attorney, although she has discovered that Etsy® offers tools for sellers who feel that their intellectual properties have been infringed.


“If I discover a situation that needs to be addressed, I contact the individual or company directly. If that doesn’t result in an adequate solution, I file a report with Etsy® via email. Only rarely do I ultimately need to work with my attorney to protect my trademarks, copyrights, or intellectual properties that have been infringed, but at times, this does become necessary. Obviously, once you involve an attorney, that costs money. I use all of the resources at my disposal to protect my artwork and designs,” says Berry. “I believe it is very important to be proactive in terms of protecting your work by filing the appropriate copyrights and trademarks, as applicable. This includes protecting your company name, slogan, and logo, as well as the work itself.”


Because Miss Design Berry now outsources work to other artists and utilizes photographers, website designers, and other professionals, Berry says she’s needed to become an expert negotiator. “One thing that many new Etsy® sellers don’t realize is how much work you need to put into your business to make it successful. As a result, people become frustrated with the experience. You need to be patient, have confidence in your business and products, and maintain persistent efforts. Also, do adequate research to develop the business-oriented skills you will need to operate your particular business and then properly promote it,” says Berry.


In terms of maintaining customer loyalty, Berry’s policy is that as long as her customers are showing her proper respect, she will do whatever is necessary to make them 100 percent happy. “As soon as a customer becomes abusive or stops treating us with respect, then we will either turn down their work or complete the work as quickly as possible and move on. I absolutely love the flexibility that running my own business offers. Running Miss Design Berry is both emotionally and financially rewarding for me. I love my job, and I work more hours per week than I should because I love what I am doing,” she concludes.


Additional Thoughts


The key to operating any successful business is to focus on the money. It’s essential that you keep close tabs on your manufacturing costs and all other expenses and then price your products accordingly to ensure you’re able to earn a profit. At the same time, you of course need to be cognizant of what your competition is doing so you’re able to remain competitive. Once you determine you have a great product to sell and establish a fair price for it, the next step is to establish yourself as a seller on Etsy® (and/or additional online selling platforms). That’s the focus of the next chapter.









CHAPTER 4


Establishing Yourself as an Etsy® Seller


Once you’ve come up with the perfect product(s) to sell on Etsy®, and after doing some number crunching, hopefully you’ve determined that you could sustain a viable business by offering your product selection(s) to the target audience you’ve identified. The next step is to establish a presence on Etsy®.


As you’ll discover later in the chapter, the actual steps to set up and open your Etsy® shop are relatively straightforward. However, developing your brand and drafting the content for your shop is what will take time, resources, and effort. Be sure to populate your shop in a way that targets your audience and allows you to best showcase the products you intend to sell.


Therefore, the first portion of this chapter is dedicated to the prep work you’ll need to do. Most of the work involves some research and writing drafts of all text that will ultimately be showcased and incorporated within your shop. So, before you go online to create your shop, there are a variety of important tasks you’ll want to complete first. These tasks include:


       [image: ][image: ]     Explore Etsy® as a buyer. Visit shops and assess what you like and don’t like about the approach various sellers take. This will help identify who your key competition might be. Try Etsy®’s search field and enter keywords or phrases that relate to what you plan to sell and see what similar products are currently being offered.


       [image: ][image: ]     Brainstorm a descriptive, attention-getting, and memorable name for your shop. Keep in mind that Etsy® displays shop names (and establishes a shop’s unique website address) by removing spaces from company names that are comprised of two or more words. Because many potential customers will learn about your shop from Etsy®’s search option, one approach some sellers adopt is to create a company name that relates directly to what they’re selling.


       [image: ][image: ]     Create a logo for your company. Once you’ve determined that your company name is available and does not violate anyone else’s trademarks or copyrights, create a logo. This will be displayed prominently in your Etsy® shop, as well as in all your advertising, marketing, product packaging, and other materials that your customers and potential customers will see. This includes your letterhead, business cards, and invoices, for example.


       [image: ][image: ]     Draft your product descriptions. After determining exactly what you’ll be selling and who you’ll be selling to, start drafting your product descriptions. Use an easy-to-read and upbeat style because it’s your text-based product descriptions that must capture the attention of potential customers and convince them to buy your product(s). Thus, you want each product description to explain exactly what the product is and what’s special about it, and answer basic questions such as why does the customer need it and what sets it apart from the competition. Focus on unique features or functions, for example.


       [image: ][image: ]     Take your product photos. Every product listing should include at least several product photos that are crystal clear, showcase the detail of your product, and look professional.


       [image: ][image: ]     Write your shop’s story. One of the important components of every Etsy® shop is the “About” section. It’s here that you can use text, photos, or links to videos to tell your story, share your inspiration, explain your philosophy, and humanize your business. More often than not, it’s your unique shop that will pique a potential customer’s interest and help convince them to become a paying customer. Your story should also be written in a clear, concise, and upbeat style, one that is free of spelling mistakes and grammatical errors.


       [image: ][image: ]     Establish your online presence and be ready to promote it within your Etsy® shop. Be prepared to share links to other places where you or your business are active on the internet. As you create your shop, you’ll be prompted to provide links and website addresses for your various social media accounts, blog, and/or website. This information all gets displayed under the “Around the Web” heading.


       [image: ][image: ]     Define your shop policies. Start drafting the text that will be displayed below your shop’s “Shop Policies” heading. This includes the types of payment you will accept, your shipping options and policies, your refund and exchange policies, as well as access to a company or product-related FAQ (Frequently Asked Questions) document that you, as the seller, can also compose and publish in conjunction with your shop. Be very clear about your various policies and eliminate any concerns a potential customer might have about buying your products.


       [image: ][image: ]     Think about search engine optimization (SEO) now. Provide Etsy® with a list of carefully selected words that perfectly and accurately describe your product(s) and what your company offers. The tags and wording you select are vitally important because they are displayed immediately below the name of your Etsy® shop and help drive traffic to your site.


       [image: ][image: ]     Promote yourself. Be prepared to showcase yourself as the Shop Owner (the artist, artisan, crafter, or curator who is responsible for the items being sold within the shop). In addition to telling your company’s story, use this as an opportunity to share your own personal story, philosophy, and values. At the same time, allow people visiting your shop to see what you look like by showcasing a really good photo of yourself within your shop.




 






[image: ][image: ]    Learn What You Can by Studying the Approach Other Sellers Take






As you study the Etsy® shops you visit as a buyer, pay attention to the interesting ways various sellers showcase their overall brand. Study how sellers tell their story, describe their products, depict their products in photos, explain their return policies and guarantees, capitalize on their positive ratings and reviews, and justify their pricing.


Also, pay attention to the seller’s use of color throughout their shop, as well as how the company’s logo (if applicable) is displayed and utilized as a tool for establishing the company’s brand.


When visiting various Etsy® shops as a buyer, if you don’t believe you’re part of a seller’s target audience, pretend you are and focus on how well the content of each shop you visit caters to your wants, needs, concerns, and interests as a buyer.


Through your own research, discover what approaches you believe work well, what approaches you dislike, and think about ways you’ll populate your own Etsy® shop with content that will capture the attention of your target audience and ultimately help you stand out from your competition.
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The focus of Chapter 5, “Creating Your Product Listings and Product Photography,” offers detailed information about how to create product descriptions that sell your products and how to best showcase your products within your shop using the highest-quality images possible.






 











[image: ][image: ]    Introduce Yourself to Your Audience






Placing your profile photo and personal details in the “About” section can be a powerful selling tool for your business. Use a profile photo that clearly showcases your face and depicts you smiling and appearing friendly. The photo could also depict you at work creating whatever it is you will be selling. Consider having a professional portrait taken. Don’t simply use a selfie you’ve taken on your smartphone. After all, it’s this photo that will help you establish a positive first impression with your potential customers.


Again, the information within your profile is one way you can humanize your business and share your personal story with potential buyers. As you tell your own story, be sure to:


              [image: ][image: ]  Introduce yourself to your audience and welcome them to your shop.


              [image: ][image: ]  Explain what inspires your work.


              [image: ][image: ]  Describe how you got started.


              [image: ][image: ]  Tell the reader what experience, training, and/or credentials you possess.


              [image: ][image: ]  Explain why you believe your product offerings are special.


              [image: ][image: ]  Invite people to read your blog or company newsletter, visit your personal website, and/or view online photo albums that showcase your work.


              [image: ][image: ]  Allow visitors to learn more about who you are as a person and where you come from (geographically, as well as philosophically). For example, if you are passionate about creating your products using only eco-friendly materials, don’t just state this. Explain how you developed this philosophy, why this approach is important to you personally, and how it impacts your work from a creative or artistic standpoint.


 


Of course, whatever information you opt to share should somehow be relevant to your work (or your approach to your work), as well as to your company and products. Remember, you’re not filling out a profile for an online dating site or trying to make friends with people who enjoy the same books or movies as you.


By conveying a compelling personal story that your target audience will easily relate to, you’re more apt to draw in your audience so they’ll be more inclined to purchase your items. Obviously, you want to avoid including anything that someone might find offensive or that might create an emotional rift between you and them. So avoid topics relating to religion or politics, for example, unless this information is directly relevant to what you’re selling.
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When asked to provide keywords and tags, don’t just type whatever comes to mind at that moment. Think carefully about the words you select based on what words you believe your target audience will type into a search field when looking for items similar to what you’ll be selling.






 





Until you have everything prepared properly and ready to publish, do not put your shop online. If you’re not totally satisfied with what will be the text elements displayed within your shop, go back and do some reworking or editing.


The process of creating and building an Etsy® shop is explained in the next section. This process involves answering a bunch of questions, providing specific types of information when asked, and importing photos and related content when prompted. As you move forward with this process, be sure to provide what information is requested in each of the appropriate fields.




 






[image: ][image: ]    Fine-Tune and Proofread Your Work






Invest the time needed to create multiple drafts, fine-tune your writing, experiment with different approaches, edit your work, and come up with phrasing that will appeal to your target audience. Then ask a handful of friends or family members who fit into your target audience’s demographic to review and critique your work.


Next, seriously consider hiring a professional proofreader or editor to review all the text that will appear within your shop. Explain to the editor or proofreader what you’re trying to accomplish and who your target audience is, and then allow them to fine-tune your work and correct all spelling and punctuation errors, plus make recommendations about your word choices, phrasing, and/or writing style.


Based on the initial success of your shop (or lack thereof) and what you learn by interacting with your potential and paying customers, you will likely discover the need to fine-tune, rewrite, or completely overhaul large portions of your text to properly convey your message and accurately describe your products.


Even the most skilled writers typically create multiple drafts of their work prior to publishing it, and then the final draft of that work is carefully reviewed by multiple editors and proofreaders. Because so much importance is placed on the various text elements that will appear within your Etsy® shop, and it’s this text that will play a major role in converting traffic to your shop into paying customers, you want the text to be perfect. What you say is as important as how you say it.


The words you use, the writing style you adopt, and the approach you take should be consistent with your brand, be easy to understand, appeal to your target audience, and convey all the vital information that a potential buyer will want or need without needing to spend too much time studying your text and trying to interpret what you meant when writing it. Do not rush the writing, editing, and proofreading process.









Start Building Your Brand by Creating a Logo


The purpose of a logo is to build instant visual brand/company recognition among your potential and paying customers. When displayed within your Etsy® shop, the logo can also be used to showcase your company name in a visual and attention-getting way. Thus, you want to put a lot of thought into the design and appearance of your logo.


Displayed prominently at the top of every Etsy® shop is the shop name, with all spaces taken out. So, the best way to showcase your company name and start establishing your brand on the main page of your Etsy® shop is to also display your company logo (as well as some carefully selected, professional-quality product photos).


While some company logos are simply graphic designs that do not display the company’s name (such as the AT&T or Apple logo), based on the way your logo will be displayed within your Etsy® shop, consider somehow including your company name as part of the graphic logo. Simply by browsing through a handful of established Etsy® shops, you will see examples of many different logos and how they’ve been used to help establish a brand or unique identity for the shop.
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When hiring a graphic artist to design your logo, make sure the price you agree to includes receiving a handful of initial design options and the ability to have one of the logo options further tweaked. Pay a flat fee for this. Do not pay a graphic artist by the hour.


You then want to receive the finished logo in digital form, saved in one or more common graphic file formats (.jpg, .tif, or .png). You also want it stated, in writing, that the work is 100 percent original and that in exchange for payment, you acquire all legal rights to the logo so you can file for trademark and copyright ownership, if you so choose (which is recommended).






 





Your logo can include your company name displayed in one or more visually interesting and attention-getting fonts. Plus it can (and probably should) include some type of graphic element. Based on your own preference and, more importantly, what you think your target audience will like, your logo can be displayed in full color, in a single solid color, or in black and white.


If you have little or no artistic skill and can’t create a professional-looking logo that you believe is capable of representing your company, consider hiring a professional graphic artist. Typically for a predetermined flat fee, you can describe your company and target audience to a graphic artist and then have that person create a handful of logo design options for you. Based on these options, you can have them tweak any of the choices and, once it’s perfect, they can provide you with a digital file that will allow you to upload the final logo directly into your Etsy® shop.


Using a freelance service such as Upwork (www.upwork.com), Freelancer.com (www.freelancer.com), DesignCrowd (www.designcrowd.com), Fiverr (www.fiverr.com), or 99Designs (www.99designs.com/projects), you can typically preview portfolios from many graphic artists, find the one you’d like to work with, and then hire them for a fixed price to create your logo.


If you have trouble finding an affordable graphic designer using one of the online services for finding and hiring freelancers, another approach is to contact a local college with a graphic design program and see if you can hire a student who is looking to build or expand their portfolio.
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If you display a full-color logo, or incorporate a single color into your logo, this will impact the color scheme and the visual aesthetic of the entire shop. Once you choose a color scheme or visual aesthetic, stick with it throughout your shop and use it to help you establish and promote your overall brand.






 





Other options are to contact and hire a local graphic design firm or use specialized software on your computer that’s designed to help nonartistic people design a company logo. To find, purchase, and download this type of software, within any internet search engine, use the search phrase, “logo design software.”


Remember, when someone first visits your Etsy® shop, views one of your product listings, or views your Shop Owner Profile, it’s probably your logo (as well as your product photography) that will attract their attention first. Make sure the logo allows you to establish a professional and positive first impression.
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To have an original, professional-looking logo created for your Etsy® shop (and your business), you should not need to spend more than $100. When deciding on a logo, be sure to put yourself into your target audience’s shoes and make decisions based on what will appeal to your target audience, even if this goes against what you like personally. If necessary, seek out advice and feedback from people who fit in your target audience (whom you also trust with providing you with their honest opinion) when choosing a final logo design.









Establish an Etsy® Seller Account and Initially Create Your Shop


While going through the steps to establish a shop on Etsy® may seem like an extremely important part of the process for launching your business, in reality, this process is no more or less important than the other steps that have been discussed thus far.


The preliminary steps, most of which should be completed before launching your business, include:


       [image: ][image: ]     Choose the best product(s) to sell that fit nicely on Etsy®.


       [image: ][image: ]     Find suppliers, distributors, manufacturers, or wholesalers to obtain the tools, supplies, and materials you will need to make whatever it is you’ll be selling.


       [image: ][image: ]     Establish yourself as a legal business entity with the government and then obtain a tax identification number.


       [image: ][image: ]     Identify your target audience.


       [image: ][image: ]     Determine some of the ways you’ll market and advertise your product(s) and shop to your target audience to drive traffic to the shop and generate sales.


       [image: ][image: ]     Explore other Etsy® shops to see what’s possible from a design and functionality standpoint.


       [image: ][image: ]     Draft the attention-getting, textual content that will appear within your shop.


       [image: ][image: ]     Take professional-quality photos to showcase your products in your shop.


       [image: ][image: ]     Create a logo for your business.




 






[image: ][image: ]    Consider Using the Official Etsy® Mobile Apps






You’ll typically find it easier to handle the majority of the steps for creating and populating your Etsy® shop if you perform them from your internet-enabled desktop or laptop computer using your favorite web browser. However, Etsy® also offers proprietary mobile apps for the iPhone, iPad, and all Android mobile devices that allow you to handle a growing number of these tasks remotely.


The features, functions, and capabilities built into the official Etsy® mobile apps are continuously expanding, so if you have access to a smartphone or tablet, you’ll likely discover that many of the tasks involved with creating and managing your Etsy® shop can be done from your mobile device as long as it’s connected to the internet.


To download and install the free Etsy® mobile app on your iPhone or iPad, launch the App Store and type “Etsy®” within the Search field. Start by downloading the official Etsy® app. You’ll also discover a second official app, called “Sell on Etsy®: Manage Your Shop” that’s specifically designed to help sellers manage their Etsy® shops. Be sure to download and install this additional free app as well.


One awesome feature of the Sell on Etsy® app is that you can attach the optional Etsy® Reader to your smartphone or tablet to process in-person credit/debit card sales through Etsy® and keep all your in-person sales information (at craft fairs, for example) linked with your Etsy® sales. To learn more about the free Etsy® Reader, visit: www.Etsy.com/reader.


If you’re an Android mobile device user, launch the Google Play Store, tap the App menu, and enter Etsy® in the search field.


In addition to the official Etsy® apps, Etsy® endorses a handful of optional third-party apps that can be useful for creating, managing, and operating your Etsy® shop. To learn more about these apps, which are available from the iOS App Store (iPhone/iPad) and/or Google Play App Store (Android), visit: www.Etsy.com/apps.









Getting Familiar with Etsy®’s Website


Once you’ve completed the prerequisite tasks just discussed and before you set up your Etsy® shop, it’s a good idea to get familiar with Etsy®’s website. To do so, launch your favorite web browser and visit www.Etsy.com (Figure 4–1, page 67).


The first screen you’ll see displays the heading, “Millions of shoppers can’t wait to see what you have in store” (Figure 4–2, page 67). This screen provides basic information about what it means to be a seller on Etsy®. It outlines some key benefits, such as the low seller fees, powerful tools, and the free support and educational tools that the Etsy® platform offers to sellers. Simply scroll down the page to review them.


Understand Etsy®’s Fees


Among your costs of doing business are the fees that you, as a seller, will need to pay Etsy®. Unlike other services that allow people to sell items online within their own online shop, Etsy® has no monthly fees and no monthly minimums. As an Etsy® seller, there is a listing fee of $0.20 for every product you opt to showcase within your shop. The next chapter focuses on how to create product listings.


Each listing within your shop stays active for up to four months or until your inventory of that item sells out. So, if you list and showcase one-of-a-kind items within your shop, each time one of those items sells, the listing is closed. However, if you maintain an inventory that includes a large quantity of a particular item, the listing for that item will need to be renewed repeatedly for it to remain active.


Once a customer purchases an item from your shop, as a seller, you pay Etsy® a 3.5 percent transaction fee (based on the selling price) as well as a 3 percent payment-processing fee and an additional $0.25 payment-processing fee.


As you populate your shop with items, the listing fee ($0.20 per item) gets paid upfront. The remaining 6 percent (transaction and payment processing commission combined) and the $0.25 payment processing fee are charged once a sale is made. Be sure to calculate these costs of doing business into your budget, especially when setting your pricing. All Etsy® fees are subject to change. Fees listed here were accurate as of mid-2017.


Setting Up Your Etsy® Account: Required Information


Now it’s time to register. Whether you’re a buyer or seller on Etsy®, you’ll need to create a free account to fully access the service. To do so, go to the Etsy® homepage, click the Register option near the top-right corner, and the “Register/Sign In” pop-up will appear (shown in Figure 4–3, page 68). You can also click the “Open Your Etsy® Shop” button to trigger that same pop-up. Be sure to click the “Register” tab.




[image: FIGURE 4–1: Etsy®’s Main Homepage]





FIGURE 4–1: Etsy®’s Main Homepage
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FIGURE 4–2: Useful Information about Becoming a Seller on Etsy®
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FIGURE 4–3: Creating Your Free Etsy® Account


Provide the information that’s requested from this Register pop-up window.


You then have the option to create your account using your Facebook or Google account information or to create one from scratch.


To create an Etsy® account from scratch, fill in the information request fields that are displayed within the Register pop-up window:


       [image: ][image: ]     First Name. Type your first name.


       [image: ][image: ]     Last Name. Type your last name.


       [image: ][image: ]     Gender. Options include: Female, Male, or Rather Not Say


       [image: ][image: ]     Email Address. Provide your email address.


       [image: ][image: ]     Password. Create a password for your account.


       [image: ][image: ]     Confirm Password. Re-enter the password to confirm it.


       [image: ][image: ]     Username. Create a unique username for your account. This username must not be already in use by any other Etsy® user. If you select a username that’s been taken, you’ll be prompted to select a different username.


If you want to subscribe to Etsy®’s digital newsletter, add a checkmark to the checkbox that corresponds with the option that says “I want to receive Etsy® Finds, an email newsletter of fresh trends and editors’ picks.”


Click the Register button to activate your Etsy® account. An email will be sent to the account you provided. Upon receipt, click the “Confirm Account” button to confirm your email address.


After signing into your Etsy® account and clicking the “Sell on Etsy®” bar, the Etsy® service will walk you through the shop creation process, which consists of the following five main steps:


       1.    Shop preferences


       2.    Name your shop


       3.    Stock your shop


       4.    How you’ll get paid


       5.    Set up billing


Take your time with each of these steps and be sure to provide accurate and complete information. If your shop’s content is complete per the instructions just provided (i.e., text, photos, logo, etc.), you’ll be able to complete each step rather quickly.


Step 1: Set Your Shop Preferences Options


From the Shop Preferences web browser screen (shown in Figure 4–4), select your primary language, country, and shop currency from displayed pull-down menus. Click on each option, one at a time, and make your selection.


For example, if you speak English and live in the United States, your selections should be, English, United States, and United States Dollar, respectively.




[image: FIGURE 4–4: Shop Preferences Screen]





FIGURE 4–4: Shop Preferences Screen


Choose your desired options.


For the question that asks, “Which of these best describes you?” select one of the displayed options. Click on the Save and Continue button that’s displayed near the very bottom-right corner of the page to proceed.


Step 2: Provide the Name of Your Shop


Here, it’s essential that you select a unique company/shop name that’s attention getting, that describes what your shop offers, and/or that somehow reflects your style as a seller (shown in Figure 4–5).


When it comes to creating a shop/company name, it can describe the product you’re selling, such as JasonRichPhotography or JewelryByJoanne, or it can also be a more abstract name (that incorporates an originally coined word or phrase). This second approach, however, doesn’t allow a new visitor to quickly understand what your shop offers.


Think carefully about your shop name. Make sure it will appeal to your target audience and is memorable as well as easy to spell. Because your shop name will be displayed with no spaces, use upper and lowercase letters to make it easier to read. For example, the shop name, “Jason Rich Photography,” will be displayed as “JasonRichPhotography.” This is much easier to read than, “jasonrichphotography” or “JASONRICHPHOTOGRAPHY.”
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Your company logo, which is a graphic file that you upload to be displayed in your shop, will ultimately be positioned alongside the displayed shop name, and the logo can showcase your shop name any way you see fit and include the use of graphics or color, for example.






 







[image: FIGURE 4–5: Name Your Shop Screen]





FIGURE 4–5: Name Your Shop Screen


Type your desired shop name. Do not include spaces.


Within the field provided, type your desired shop name. If a green and white graphic appears to the right of the field that says, “Available,” you’re free to proceed. Otherwise, you will be prompted to enter an alternate name. Click on the Save and Continue button that’s displayed in the lower-right corner of the screen to continue.


Step 3: Stock Your Shop


In this step, you create individual listings for each product you plan to sell in your Etsy® shop. To begin creating one listing at a time, click the “+ Add a Listing” option (shown in Figure 4–6). Keep in mind, a charge of $0.20 applies to each listing you create and publish.




 






[image: ][image: ]    Consider Your Shop Name Carefully






A shop name must be between four and 20 characters long, with no spaces, and should offer a combination of upper and lowercase letters. The shop name you select must also be unique. It cannot be the same as any other shop that already exists on Etsy®, and your shop name should not violate anyone else’s trademarks or copyrights. It’s also a good strategy to avoid using a shop name that’s extremely similar to another shop on Etsy®, or you could wind up confusing the buyers.


Even if the shop name is available for use on Etsy®, use an internet search engine, such as Google or Yahoo!, and enter the name you want to use. Make sure it’s not being used by a company operating outside of the Etsy® platform.


Next, visit the website for the United States Patent and Trademark Office (www.uspto.gov/trademark) and search the trademark database (www.uspto.gov/trademarks-application-process/search-trademark-database) to make sure no other business already owns the name you want to use.


Ultimately, you may want to register your company name as a copyright and/or trademark to protect your legal rights to that name in the future. You can file the appropriate forms entirely by yourself, hire a copyright or trademark attorney to handle this task for you, or use a fee-based online service, such as LegalZoom (www.legalzoom.com), as a less expensive alternative to a lawyer, to help you with the filing process.
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