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INTRODUCTION

A simple 6-step guide to creating an eCommerce store.

This eBook was inspired by a love of eCommerce, and a desire to help others succeed in this 

rapidly growing, massive field. It was written in the hopes of helping as many people as possible to 

quit their job and follow their dreams. Whether your dream is to own an eCommerce store, travel 

the world, become a writer or an artist, or just spend less time working.

Ecommerce can help you because it’s such an easy, low-cost way to start your own business. It can 

give you the financial freedom to pursue life’s greatest goals. Don’t get me wrong – it’s not a 

magical pill to solve all of life’s problems. It will take a lot of work, time, and effort to make it work 

and there’s a chance you might not get big enough to quit your job. But if you put in the effort, I 

guarantee this guide will help you build a profitable store in the least possible time.

Ecommerce web sales totaled $341.7 billion in 2015. This is the sixth year 

in a row that U.S. eCommerce sales have grown near or above 15%.
Source

This guide is written for the absolute beginner; someone who has perhaps never heard of Shopify or 

a dropshipper. However, it is also great as a reference guide for those more advanced in the 

ways of eCommerce. Don’t let our beginner mindset fool you in to thinking the content isn’t 

advanced.

In this guide, we hope to teach you:

• How to select a great product to get started. You can’t just sell any random item. Some are 

easier than others. We’ll show you what a good product looks like, and even give you a way to 

find a product to sell in under 10 minutes.

• How to pick a name and incorporate your business. Picking a business name is an arduous 

process. We’ll make sure you do everything legally, and avoid getting sued.

• How to find a supplier to partner up with. There are plenty of “wholesale” suppliers out there 

looking to steal your money. We’ll show you how to avoid the con artists and find a great 

supplier who won’t let you down.

• How to create and grow your first online store. Creating your first store is only the first

fourth step. We’ll show you how to market your store using social media, email, and content. 

Then we’ll show you how to reach the pinnacle of eCommerce through omnichannel selling.

This is the sixth year in a row that U.S. e-commerce sales have grown near or above 15%.
https://www.facebook.com/channelape
twitter.com/channelape
https://www.linkedin.com/company/4985254?trk=tyah&trkInfo=clickedVertical%3Acompany%2CclickedEntityId%3A4985254%2Cidx%3A1-1-1%2CtarId%3A1463079274260%2Ctas%3Achannelape


Abraham Lincoln: 16th President of the United States. Pretty 

smart guy. Here’s a quote to start you off.

Things may come to those who wait, but only things 

left by those who hustle.

Abraham Lincoln“

https://www.facebook.com/channelape
twitter.com/channelape
https://www.linkedin.com/company/4985254?trk=tyah&trkInfo=clickedVertical%3Acompany%2CclickedEntityId%3A4985254%2Cidx%3A1-1-1%2CtarId%3A1463079274260%2Ctas%3Achannelape


FINDING A PRODUCT 

TO SELL ON YOUR 

STORE

STEP ONE



How to Find a Great 

Product to Sell

What to know and what to avoid.

With literally hundreds of thousands of products to choose from, how do 

you know where to start or what to look for?

Before talking about what makes a good or bad product, let’s talk about the 

6 product opportunity types you can choose from.

1. Finding Opportunities Using Keywords

2. Searching Amazon for Low Competition, High Profit Margin Items

3. Helping Customers Solve a Pain Point

4. Selling to Consumer Passions

5. Selling Your OWN Passion

6. Identifying an Opportunity Gap

After determining which opportunity is right for you, the next step is to find a 

product to sell.

It can’t just be any product, however – some are much easier to sell than 

others.

On page X, there is a checklist of what makes an easy to sell online 

product. While hunting for products, keep this checklist handy.



Keyword research (using Google’s Keyword Planner) is an easy way to reveal 

trending, highly popular products. Use Shopify’s beginner's guide to keyword research

to understand how it works.

In order to find products to sell, put the name of the product you’re considering 

in Google keyword planner, then check the results. Look for low competition and 

high search volume.

Example:

"gifts for gamers" gets 2,900 

searches every month, with only a 

medium level of competition. This is 

a good (not great) opportunity.

Always look for low competition.

The keyword "cool gifts for gamers" 

has low competition, but also only has 140 searches per month. But, it is an 

opportunity to rank first in Google for a “buy-ready” keyword. Likely the people 

searching that term are prepared to buy whatever they find. It’s also a long-tail 

keyword.

The majority of opportunity to rank on Google is in long-tail keywords. The longer, the 

better, as long as people are searching for it.

Example of a Long-Tail Keyword

Think about it – when you searched for “best smartphone” were you ready to buy? You 

were probably doing some research first. Then when you found the one you wanted, 

you probably searched for “best deals on the Samsung Galaxy S7”, and were 

prepared to buy.

Finding Opportunities

Using Keywords

Look for high search volume and low competition.

https://adwords.google.com/KeywordPlanner
https://www.shopify.com/blog/14207073-the-beginners-guide-to-keyword-research-for-ecommerce
http://blog.hubspot.com/marketing/definition-long-tail-keyword-100-words-sr
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22142751/Keywords.png


Searching Amazon for 

Product Opportunities

Look for low competition, high margin products.

What's the world's largest search engine, where everyone that searches for something wants to buy it? 

You guessed it - Amazon.

If people are searching for something on Amazon, 9 times out of 10 they want to either buy it or are 

comparing prices before they buy.

Amazon is the gold standard for all that is eCommerce today, and they are a great way to find product 

ideas. The key here is to look for items that rank high in the Amazon Best Sellers.

Look for top products with few reviews (less than 50). Anything less than 4.5 stars is beatable.

From their Best Sellers page, find a category that interests you on the left side. Typically, you'll want to 

avoid these categories in order to avoid competition with big brand names:

That's not to say you can't try them - they may 

simply be more difficult than the others.

Let's do an example. I'll choose Pet Supplies 

as my category. (See image on left)

From here we can choose Dogs, Cats, Fish, 

etc. Go as deep into the categories as possible 

to find those niche products.

My mom owns a bird, so let's go with that. Then 

we'll dig deeper into Cages & Accessories -> 

Bird Swings.

Appliances Appstore Books Clothing

Electronics Gift Cards Grocery and 

Gourmet Food

Kindle Store

MP3 Downloads Magazines Movies and TV Music

Prime Pantry Shows Software Video Games

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22143934/ABS-Pet.png
http://www.amazon.com/Best-Sellers/zgbs


The first bird swing has a mere 33 reviews. Excellent; getting more than 33 reviews is fairly easy. It 

has mostly good reviews, but some of them complain it is cheaply made, so we have an opportunity 

to improve it. Doing so would also allow us to charge a higher price.

Finally, if we scroll down the page to look at the Amazon Best Sellers Rank, it ranks #1,700 in the Pet 

Supplies category. We want to shoot for lower than 5,000 in Best Sellers Rank, so this is pretty 

good.

However, when we look at the other bird swings on the best seller page, their Bestseller Rank is 

significantly lower (high numbers are bad), with the next being #8,000. This could be a bad product to 

pursue.

Let’s review. When searching for a product using Amazon, look at:

•Competition - you don't want to fight big, well-established brands. Stick to a niche.

•Number and Quality of Reviews - Low # of reviews (less than 50) is easy to beat. Bad quality gives 

you things to improve, good quality gives you things to add.

•Amazon Best Sellers Rank - Look for a rank lower than 5,000, and try to find a category with 

multiple items in that range.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22144340/Bird-Swing.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22144504/Product-Details.png


Helping Customers 

Solve a Pain Point

Invent something to solve people’s problems.

Have you ever thought to yourself, "I wish someone would invent a way to make this easier! How 

has this not been done yet?!“ (You can find out what people on Quora wish would be invented.)

That's something people say all across the world, every single day. As human beings, we seek to 

avoid pain and go towards pleasure. We'll never have 0 pain and 100% pleasure, so there will 

always be problems to solve - you just need to keep your eyes open.

Think about the things you do on a daily basis that could be made much easier if someone would 

just invent a way. Better yet, ask your friends and family if they've ever felt that way about 

anything. You'd be amazed at the plethora of ideas you might get.

The only problem with this method is that you will have to actually invent something. You 

can't just find a supplier who already sells it. That would involve finding a supplier who sells 

something similar, and seeing if they will work with you to invent the product you're envisioning.

While this book doesn’t cover finding a supplier to invent new products, there are other guides that 

do.

https://www.quora.com/What-do-you-wish-someone-would-invent
https://www.shopify.com/blog/13975985-how-to-find-a-manufacturer-or-supplier-for-your-product-idea
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22145103/mtxlr.jpg


Selling to

Consumer Passions

Look for low competition, high margin products.

Have you ever been scrolling through Facebook, when an ad popped up of a shirt with your 

favorite movie on it? Replace that item with whatever you're passionate about - a pug necklace, a 

cat sweater, a video game hoodie, an amazing fishing lure.

Did you buy it? Did you have the urge to buy it?

That's because businesses know that people who are really passionate about something 

have a high tendency to splurge on items they see that align with that passion.

I started my first eCommerce business selling anime merchandise and jewelry imported from 

China. I had an interest in Anime, but not nearly as much as my customers did. It just happened 

to work for me. I went after my customer's passion, not my own.

How do you find out what consumers are passionate about?

Social media. Especially Reddit.

These two sub-reddits are great for finding things people really want:

1. Shut Up and Take My Money

2. Reddit, What is One Product Under $20 That You Recommend Everyone To Buy?

Beyond that, Facebook, Twitter and Pinterest also have a lot to say.

Just go to those sites, and start searching for things 

people might be passionate about. Everything 

from clothing to jewelry, animals, hobbies like golf or 

gaming, music, movies, you name it.

Once you have it narrowed down, you can use Amazon to 

see what's out there and check to see how those products 

rank compared to the criteria mentioned in the Amazon section 

of this article.

I guarantee you this pug shirt made someone a lot of money.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22084810/pug-shirt.jpg
https://www.reddit.com/r/shutupandtakemymoney
https://www.reddit.com/r/AskReddit/comments/1pa9dg/reddit_what_is_one_product_under_20_that_you/


Selling Your

OWN Passion

Your favorite hobby could make you a lot of money.

What are YOU passionate about? If you're passionate about it, chances are 

someone else is too!

Are you a gamer? Golfer? Do you ski? Movie buff? What's that thing that you can 

talk about endlessly, and you've bought stupid things related to it on more than one 

occasion?

That might be a great opportunity to find a product to sell. Once you have some 

ideas, use the methods in the last few sections to find specific products in that niche. 

Search for it on Amazon, eBay, or AliBaba (or AliExpress, which is more for 

consumers than big business).

The cat niche is real…

http://amazon.com/
http://ebay.com/
http://alibaba.com/
http://aliexpress.com/


Identifying an

Opportunity Gap

Your favorite hobby could make you a lot of money.

This method can be particularly lucrative, if done right.

Look at products already on the market, and see where they could be changed 

or enhanced to provide a better experience it's current consumers are missing. 

To do this, read reviews of products on Amazon or eBay, and seeing what people are 

complaining about or wish the product had.

A perfect example of this would be the Hipe shower radio. They noticed people were 

complaining that most of the current shower radios didn't have rechargeable batteries 

- so they made one with rechargeable batteries!

http://www.amazon.com/Ivation-Waterproof-Bluetooth-Handsfree-speakerphone/dp/B005Z3GINK
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/22084712/hipe-shower-radio.png


Final Tips for

Choosing a Good Product

Here’s a few things to keep in mind during your search.

When looking at products, there are a few things you need to think about:

• If you're going to sell stuff with copyright logos, like a Pokémon shirt, you must be 

approved to sell them by the company with the copyright. Don't let yourself get in a lawsuit. 

Get a reseller license. (Contact the company whose products you want to sell.)

• Factor in shipping costs and your potential profit margin. You'll want to keep a healthy 

margin of at least 50-75%. Shipping, marketing, and other hidden costs really eat in to that.

• Don't try to compete with big brands. Unless you have a serious plan to differentiate your 

product to be amazing, you'll never catch up to them. Even then, they might steal your idea and 

out-advertise and undercut you.

• Only sell items that aren't easily breakable, aren't too expensive ($25-150 is a good 

range), and are small, light, and easy to ship when you're getting started. The less risk the 

better. 

This is a lot to take in, and seems like a lot of work. Isn't there an 

easier way?

Why yes, there is!

ChannelApe has partnered up with a multitude of suppliers, all of which have the ability to drop-ship 

and have a data feed to automatically add their products to your store, images and all. You'll never 

have to manually update data. 

You’ll have your very own online store up and running in mere hours!

Plus, if you ever decide to sell on multiple channels (like Amazon, eBay, or Jet.com), we can push 

your products on to every channel instantly at the press of a button.

We make the painstaking process of choosing a product and finding a supplier quick and easy, so 

you can focus on the fun parts of business.

If you're ready to get started, go through our 6-step process to selling online now.

https://www.channelape.com/overview/wp-admin/post.php?post=1498&action=edit
https://www.channelape.com/overview/get-started-selling-online-drop-shipping/?utm_source=eBook%20Finding%20a%20Product%20%2B%20Supplier&utm_medium=eBook&utm_campaign=eBook%20Product%20%2B%20Supplier


CHOOSING A 

BUSINESS NAME & 

INCORPORATING 

YOUR BUSINESS

STEP TWO



Tips for Choosing 

Your Business Name
Pick a good name now, rather than trying to change it later.

Use the following tips as a checklist for your name. It’s OK if it doesn’t hit every one, but the more 

the better.

Tip #1: Don't rush

The biggest mistake many people make is jumping on the first name they come up with and 

running with it, because they don't want to waste time thinking about a name.

Huge mistake; re-branding, while do-able, is a huge pain in the arse. You want to try your best to 

get it right the first time around. That's why we have this guide, though, isn't it?

Your business name is something that will stick with you forever. It speaks to who you are, what 

you do, and what you stand for. It shows your visitors the "soul" of your company, so to speak.

Rushing in to it could mean making a mistake, like limiting yourself to a certain product category or 

geographic location. It could mean people mistaking your name to mean something crude or 

offensive. At least take a few days to think it over.

Tip #2: Think About Your Audience - Not Yourself, Friends or Family

Your business name should resonate with the people you're planning on selling to. Unless your 

friends or family happen to be your ideal customer, you don't want their opinion on the name.

In fact, just don't involve them in the decision unless you've nailed it down to 2 or 3 names, all of 

which you know resonate with your audience based on research you've done.

A better choice, however, would be to create a survey and ask your target audience directly. Of 

course, this involves a little leg work and potentially some extra cash, but we'll get in to that later.

Tip #3: Make it Short and Easy to Spell

Try to keep your business name under 15 characters. This doesn't necessarily help your SEO, but 

Moz found that websites shorter than 15 characters have a much lower rate of misspellings, which 

means more traffic to you when the URL is spelled correctly.

https://moz.com/learn/seo/domain


The name should also be easy to spell. 

For example, try to avoid using a K when a word is spelled with a C. This isn't necessarily for 

Google (although it will slightly help them index you). It is so your potential visitors aren't 

misspelling your URL.

Oh, and no stupid puns. Sorry guys and gals, as clever as you think a name might be, it probably 

isn't. Unless you happened to strike gold with an amazing pun, just avoid them altogether.

Tip #4: You Don't Have to Be Descriptive of Your Industry - Just Don't Be Descriptive of 

Another Industry

If your business sells books, you don't have to have books in the business name.

Amazon.com isn't theeverythingstore.com (although they've been called that). Google isn't 

searchengine.com. Your name doesn't have to describe exactly what you do.

That said, if you do get a keyword in your URL, it will help you to rank higher in Google. So if you 

can manage it, it's worth it.

Just don't describe another industry in your name. Don't call your book store "sockstore.com". 

This sounds obvious, but you'd be surprised at the amount of people that try to create puns and fail 

hard like this.

Tip #5: Don't Limit Yourself to a Certain Product Category or Geographic Location

I had this problem when I was naming my Etsy store. I originally wanted to call it Beautiful Bottles, 

but that name sort of limited me to selling bottles of some kind. While I started with bottles, I knew 

I'd be expanding. So instead I came up with the name The Eco Touch (Eco as in Eco-friendly). This 

allowed me more freedom over my product line.

Side Note: Don't use "Inc" in your business name unless you're actually incorporated. 

http://www.smosh.com/smosh-pit/photos/21-pun-business-names-so-bad-theyre-good
https://www.etsy.com/shop/theecotouch
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/26194643/Carls-Pain-in-the-Glass1.png


How to Find & 

Choose a Name
Pick a good name now, rather than trying to change it later.

Step 1: Research Your Audience and Create a List of Keywords

As we discussed in the tips previously, your business name should speak to your target audience. 

But do you know who your target audience is?

Before you come up with a name, use this guide from Shopify to come up with some potential buyer 

personas.

Once you've figured out who you're marketing to, find out some keywords you think they 

would type in when they shop for your product. If you chose your product based off keyword 

research, you should already have this list. If not, it's a good idea to start one.

To find keywords, use Google’s Keyword Planner. Pick a few products you're selling and type in the 

product names, synonyms, and things related to your products to find some of the most searched 

keywords. Take note of them, as we will consider using them in our business name.

Try to come up with words that evoke an emotional response. For example, Bold Socks really 

makes a statement - the word bold, to me, evokes emotions of being very forward, standing out, and 

unafraid of judgement. Here’s a list of strong emotional words.

If you want some ideas of strong vs. weak business names, check this out.

https://www.shopify.com/blog/15275657-how-to-build-buyer-personas-for-better-marketing
https://adwords.google.com/ko/KeywordPlanner/Home?__u=9404030821&__c=3977762101&authuser=0
https://www.boldsocks.com/
http://hammadsiddiqui.blogspot.com/2012/07/a-list-of-positive-and-strong-words.html
http://thenextweb.com/entrepreneur/2012/04/22/before-naming-your-startup-read-this/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/26195233/Keyword-Research.jpg


Step 2: Put Those Keywords in BustAName and Compile a Potential Names List

Now that you have some keywords related to what you're selling, and some keywords that speak to 

you emotionally, head over to Bust A Name.

I love Bust A Name because not only does it combine keywords to create unique, interesting 

business names - it also tells you whether or not the URL for that name is available.

Keep in mind; 80% or more 

of what Bust A Name gives 

you will be duds. After all, 

it is a random name 

generator. However, you 

should still get a fair 

amount of decent names 

if you entered enough 

keywords. If not, try 

throwing some more in.

Work through this list and 

keep a few potential 

names and their URL's. 

Try to hit at least 10 

possibilities. Don't worry, 

we're going to whittle it 

down.

Step 3: Check Them Against the Tips in the Last Section

Now that you have a good list, check them against the tips I gave you in the last section. Throw out 

any of them that violate multiple items. If you think your name is awesome, but it violates one of the 

tips, hang on to it - you may still be able to use it.

From there, throw out all but 3-5 potential names. Now we're going to do some testing!

Step 4: Survey Your Target Audience

This step is for the data-driven 

diehards that want the absolute 

best business name. It's certainly 

not required, but it can help you if 

you're unsure and don't mind 

taking a few extra steps.

The easiest way to do this is to 

create a poll on Twitter, asking 

your followers to vote on their 

favorite name. Of course, this 

presumes you have a Twitter 

following. If you don’t, you can use

Facebook groups.

http://www.bustaname.com/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/26200409/Twitter-Poll.jpg
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/26195705/bust-a-name.jpg


For example:

Let's say ChannelApe isn't named yet. We want to decide between 5 names. Our main target market 

is most likely people who have a store on Shopify and want to expand their store to sell on multiple 

channels, like Amazon or eBay.

We could go to the Shopify Experts group on Facebook and ask them to vote on the poll. 

Keep in mind, however, not solicit them when you do this. Just be honest, and they'll most likely give 

you positive feedback.

Say something like, 

"Hey guys, I'm starting an XYZ business and I'm really having a hard time picking the name. I'm not 

trying to spam you to buy stuff from me, I just want to know what the XYZ community prefers as a 

business name. I'm trying to decide between X, Y, and Z names. I have a poll on Twitter to decide 

the name: yourtwitterlinkhere.com. If you'd rather not vote on Twitter, I don't mind a direct message 

or comment instead. Thanks! -Bill“

You might also want to give them something in return, like a free item or coupon when you open.

Let that run for a while and see what happens. Hopefully, if you asked enough people, you get a 

good idea of which one to choose. If not, going with the one you feel is best isn't the worst decision, 

since they're likely all pretty good names.

https://www.facebook.com/groups/shopifyentrepreneurs/


Making Your 

New Name Legal

The last thing you want is a lawsuit. Do it the right way.

Step 5: File Your Name

If you're serious about your business and want to make sure you can keep your hard-won name, 

you're going to want to file it with your state.

You have 3 choices to do this:

1. File a Doing Business As (DBA)

2. Incorporate Your Business

3. File for a Trademark

File a DBA

A DBA means you have a Sole Proprietorship (this is the default business type if you don't 

incorporate your business with the state), and you want to "do business as" a name other than your 

own personal name. You also have to file a DBA when you do have an incorporated business, but 

want to "do business as" another name than your corporations name.

To learn more about this process, check out the Small Business Administration's page.

*Keep in mind, if you run your business as a sole proprietorship, you assume all the risks. Your 

assets are not protected. This isn't to say you can't do it - just be careful.

Incorporate Your Business

If you don't want to risk your personal assets, you'll want to incorporate your business. The types of 

incorporations in the U.S. include:

• LLC

• C Corporation

• S Corporation

Incorporating will also ensure your business name legally. Typically newbies file as an LLC. 

However, in order to choose the best type for your business, I highly recommend consulting with a 

lawyer. I'm not a lawyer and can't give you legal advice.

File for a Trademark

The third way to register your name legally to ensure no one steals it is to trademark it. To 

trademark your name, go through this article. You likely won’t need to, but it’s here in case.

https://en.wikipedia.org/wiki/Sole_proprietorship
https://www.sba.gov/starting-business/choose-register-your-business/register-your-business-name
https://en.wikipedia.org/wiki/Limited_liability_company
https://en.wikipedia.org/wiki/C_corporation
https://en.wikipedia.org/wiki/S_corporation
http://guides.wsj.com/small-business/starting-a-business/how-to-trademark-a-company-name/


FINDING A SUPPLIER 

TO DROPSHIP YOUR 

PRODUCTS

STEP THREE



Good vs. Bad Suppliers

Avoiding the scammers and finding a solid partner.

What is dropshipping?
Dropshipping means your supplier will ship your products directly to your customer any time you get 

an order. This frees up your time to focus on growing your business, rather than packing and 

shipping tons of orders.

Typically, the trade-off is a lower profit margin. However, the increase in sales volume and the 

reduced stress of business automation is well worth that cost, in my opinion.

First of all you need to figure out which kind of supplier you want. There are three "types":

• A manufacturer, who you can use to create your own custom product.

• A wholesaler through which you can purchase already created products and brands for resale.

• A dropshipper who sells already existing products or brands, and will ship directly to your 

customer.

This guide is strictly for dropshippers, as they are the easiest to work with to start an eCommerce

store. If you're interested in one of the other two, check out Shopify's guide to finding a 

manufacturer.

How to Spot Fake Drop Shippers
No one wants to be scammed. Unfortunately, in the online world, there are some shady companies 

trying to take your money. However, don't let that scare you - they are usually pretty easy to spot 

and are 100% avoidable.

There are 2 simple ways to filter out the garbage:

1. Avoid Ongoing Fees

If a supplier is trying to get you to pay a monthly fee just to do business with them, they are likely not 

trustworthy. Just say no thank you, and move on.

(Keep in mind supplier directories will have a membership fee, which we will discuss later. This is 

normal.)

2. Avoid Suppliers Who Ship to the Public

Any legitimate wholesale supplier is going to require an application process in order for you to 

purchase from them. Any wholesaler selling to the public at "wholesale prices" is just a retailer 

scamming people in to thinking they're getting a deal.

(Dropshippers will ship to the public, however they will only do so through a legitimate business. 

Anyone off the streets can’t just contact them and buy direct.)

https://www.shopify.com/blog/13975985-how-to-find-a-manufacturer-or-supplier-for-your-product-idea


That said, there are two fees which are totally normal to come across:

Per-Order (Not Pre-Order) Fees

Many legitimate drop shippers will charge a $2-5 per-order fee. This is no cause for alarm - these 

fees are typical. They are necessary because smaller orders from small business sellers like 

yourself are often more costly to pack and ship than larger orders.

Minimum Order Sizes

Most drop shippers have what's called a "minimum order size" or "minimum order quantity" (MOQ). 

This is to weed out any buyers who are looking for very small orders which are going to waste their 

time.

Note: The example above is from Alibaba. While it's possible to find vendors from here willing to 

dropship, it is MUCH more difficult than the methods outlined below. For that reason, I won't be 

covering this method. If you truly want to learn this more difficult process, check 

out startupbros.com.

That said, what do you do if your average order size is only $50, and they have a minimum order 

size of $400? Don't worry, you (hopefully) won't have to purchase a $400 order.

To get around this, most suppliers will allow you to pre-pay the $400. That way, as you get the 

orders through your store, the items are already paid for, and the supplier knows you're in it for the 

long haul. (That doesn’t mean you need to hold the inventory – they will still dropship it for you.)

Of course, don't be afraid to try and negotiate a smaller minimum order size! They are just looking 

for good business, they're not strictly by the rules all the time. If you work with them, they'll likely 

work with you.

What to Know Before Picking Up the Phone
Before you actually pick up the phone and dial the suppliers number (which you always should -

calling is much better than email because it allows you to determine their legitimacy and expertise, 

which I'll talk about later), there are a few things to know.

Already Have Your Legal Business Set Up

In order for any legitimate manufacturer to take you seriously, you must already have a legal 

business. Whether that means incorporating or filing a DBA (Doing Business As), you need to have 

done that already. If you haven’t done this yet, go back and do it now.

http://alibaba.com/
http://startupbros.com/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/29093320/moq.png


You're Probably One of Hundreds

What I mean by that is, these people are used to taking phone calls every day from people with 

"AMAZING business ideas!" They have probably heard it all. You don't have any kind of reputation 

with them, so don't expect them to just do business with you without any hassle.

Be definitive about your plans, and if you need special accommodations (like asking a supplier to 

drop ship when they normally don't), be sure to have a good explanation of why you need it.

Say things like, "I will be opening my store front on June 13th." Do NOT say, "I'm thinking about 

opening a business soon." If you want to be taken seriously, you have to show them you are a 

serious contender, with a plan in place.

Pro Tip: Write a list of questions before you call them, so you know exactly what to say. Not only 

will this help you to show them you're serious, it will also keep you from missing important details 

and make the conversation much easier.

What a Good Supplier Looks Like
As a dropshipping business, your supplier is the person shipping your customer's packages. They 

will determine whether your customers get their products on time, whether the package arrives in 

one piece, and how the customer handles returns. On top of that, they have to be your backbone 

support if you have any questions about the products... So you better make damn sure you're 

working with a great supplier.

Great suppliers will:

Have Expert Knowledge in Their Industry

Especially if you don't have a ton of knowledge about the products you're selling, you'll want to make 

sure you can count on calling your supplier with questions. Have a few questions about the product 

for your initial call to sort of test them on their knowledge.

Have Dedicated Support Reps to Help You

The best drop shippers will assign you a single support rep who is knowledgeable in their industry 

that can answer all your questions. Not having a rep to help you through the process means longer 

wait times to have problems addressed, and thus potentially angry customers.

Be Organized and Efficient

This is hard to tell from the initial phone call, but hopefully your supplier will be efficient in getting 

your orders out on time and in one piece. Placing a few initial test orders may help you to see their 

process. You might also get a good feel for organization based on the personality of the rep you talk 

to, as well as the way they follow-up with you.

When you do place a test order, make note of:

• How long the item takes to be shipped from date of purchase.

• How long the shipping actually takes.

• How quickly they give you tracking information.

• How well the item is packed and presented.



Give You a Data Feed

A data feed is essentially a continuous, automatic update to your product inventory data from your 

supplier (things like high-quality pictures, product titles, descriptions, variants like color or size, price, 

etc.) This one is particularly important if you're going to be selling a large number of different 

products or product variants.

Even if you only have 5 products which come in 5 colors, that's 25 different product listings. Imagine 

updating 25 products per day any time your supplier changes something. That's at least an hour a 

day, maybe more. Now imagine you have 100, or 1000 products. You can see how this process 

quickly becomes tedious.

With a product data feed, your listings will be added, updated, or deleted automatically whenever 

your supplier makes a change. That frees you to focus on marketing and growing your business.

The feed will typically come in an XML or CSV file, but there are tons of different types. If you want 

to know more, or already have a data feed, check out our how-to guide to adding a data feed to your 

store.

Be Centrally Located

This is more of a bonus than a necessity, but certainly still important. The closer to the center of the 

U.S. (or whichever country you live in), the quicker orders will arrive no matter where they are 

placed.

Ideally, you want orders to arrive no later than 2-3 business days after the purchase, as that's the 

minimum people have come to expect when shopping online.

Better yet, you might luck out and find a supplier with multiple warehouses!

Be Able to Take Orders Via Email

Another bonus; you'd be surprised at the number of people who may want to order from you through 

email. Not a deal-breaker, but still nice to have.

https://www.channelape.com/overview/ecommerce/how-to-import-a-data-feed-from-supplier/


Finding a Supplier

How to find and contact the best suppliers.
Now that you understand what to expect, it's time to start researching. There are several methods to find 

good suppliers:

Contact the Manufacturer of the Product Your Want to Sell

This is the easiest way to find great suppliers. Since you know the product you want to sell, just look up 

the manufacturers of your product and give them a call. They should be able to give you a list of 

wholesalers who you can then contact. They might even be able to tell you which ones dropship. Voila!

Just Google It

Come on, you knew it was coming. Google is like the overseer of the information world.

That said, it's still not going to be easy. Most wholesalers suck at marketing and SEO. You might have to 

dig through 4 pages or more before you find the good ones. Just be wary of the things I mentioned in the 

first section about spotting phonies.

Here are two tips to help you find the gold nuggets among the Google garbage:

1. Don't stop at "[Product] Wholesaler"

Try using other synonyms like “distributor,” “reseller,” “bulk,” “warehouse” and “supplier.”

2. Horrible Websites Don't Mean Horrible Suppliers

Even if their website looks atrocious, don't count them out. They may still be excellent, just judge them by 

the other criteria I mentioned.

"Steal" the Competition's Suppliers

OK, it may be a little dirty. But it works.

Order something from one of your competitors who you think is drop shipping, and Google the return 

address it comes from. Simple as 1, 2, 3.

Go to a Trade Show

If you can find a trade show for your product niche or industry, it's worth checking out. They often have a 

huge amount of suppliers and wholesalers you can network with. The downside is the cost and time 

involvement. But hey - if you can't find one the other ways, it's worth a shot!

Besides, you'll probably meet some cool people and learn a lot about your niche. So even if you don't go 

to find a wholesaler, you may want to go to brush up on your industry knowledge.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/29094744/google-it.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/29095429/google-synonyms.png


Supplier Directories

If you've been looking for a supplier for a while, you may have heard of supplier directories. You may 

also be wondering... Are they worth the money?

If you haven't heard of a supplier directory, they are essentially big databases full of suppliers from 

almost every industry and niche imaginable. Typically, they charge a membership fee that can range 

anywhere from from to $60/month to $200/year.

While using a directory can save you lots of time and they claim to screen their wholesalers 

before adding them to the list, they certainly aren't necessary if you're willing to put in your due 

diligence. Besides, you should still compare the wholesalers you find on them to the above criteria, 

as it's possible for bad apples to slip through.

That said, here are 3 of the largest wholesale directories on the web:

Worldwide Brands

Price: $299 for Lifetime Access

# of Suppliers: Thousands

These guys are one of the biggest and oldest directories out there. While the $299 fee is a bit pricey, 

it does get you access for life. If you think you'll be using a directory on multiple occasions, it might 

be worth the investment.

SaleHoo

Price: $67/Year

# of Suppliers: 8,000

At $67 annually, this is one of the most affordable directories on the web. Plus you can make a one 

time payment then cancel your membership if you don't need to continue using it past your initial 

search.

They are mainly directed at sellers on eBay or Amazon, but that's not necessarily a bad thing. 

Eventually you'll probably want to sell on multiple channels anyway.

Wholesale Central

Price: Free!

# of Suppliers: 1,600

If it's free, it's for me, right? It may be worth using this directory regardless of whether you think you'll 

need one or not since it won't cost you anything.

Keep in mind, though - while they claim to have a screening process for their vendors, they might not 

catch all the bad ones. So feel free to use them, just do your homework before making a decision.

http://www.worldwidebrands.com/
salehoo.com
http://www.wholesalecentral.com/


The Easy Way 

to Find a Supplier
Save time and energy using our widget.

Ahh, the easy way! Who doesn't like when things are easy?

If you don't feel like doing all this research and calling and stressful work, don't fret - ChannelApe has 

done the work for you!

We've partnered with select dropship ready suppliers in over a dozen product categories. All you 

have to do is head to our 6-Step Widget for Starting an eCommerce Business!

All you have to do is:

1. Choose the product category you want to sell.

2. Choose one of our trusted suppliers from that category.

3. Sign up for our 14-day free trial.  

https://www.channelape.com/overview/get-started-selling-online-drop-shipping/?utm_source=eBook%20Finding%20a%20Product%20%2B%20Supplier&utm_medium=eBook&utm_campaign=eBook%20Product%20%2B%20Supplier
https://www.channelape.com/overview/get-started-selling-online-drop-shipping/
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Creating a 

Shopify Account
Shopify is the world’s largest eCommerce 

webstore Builder, with over 200,000 users.

Head over to Shopify and sign up for their 14-day free trial.

Enter your store name, which you should have already chosen in the business name section of this 

guide. Then just an email address and password.

The email address can be changed once you create your store, so don't worry about it being 

something@yourwebsite.com for now, it can just be your personal email. I'll cover setting up an email 

at your domain in the next section.

You should now see a screen like this:

Once you've created your account and have a store set up, you'll want to buy a custom domain.

http://shopify.com/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02174614/Shopify-Trial.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02175143/HomeScreen.png


Buy a Custom Domain

Right now, your store URL will be "yourstore.myshopify.com". We don't want that.

If you're serious about creating a profitable store (which I'm assuming you are, or you wouldn't be 

reading this), you need to buy a custom domain.

Head over to the "Online Store" tab on the left sidebar.

From here, choose the "Domains" tab.

Click "Buy new domain" and this window will pop up. Type in the URL you came up with 

using BustAName. It should be available. Trust me, it’s well worth the $13.

Setup Your Settings
Before you get in to the fun design part (I think it's fun, at least), there are a few things in the settings 

you'll want to configure.

General

The general settings just has your address, time zone, legal business name, etc.

Remember when I said you can change your email to your unique domain email? This is where you 

do it.

If you'd like an info@yourstore.com email address (or whatever@yourstore.com), the easiest way is 

through Google Apps for $5/month. The first month is free.

Also make sure you enter your legal business name.

https://www.channelape.com/overview/ecommerce/choose-business-name/
https://apps.google.com/intx/en_us/gmailforwork/?utm_source=google&utm_medium=cpc&utm_campaign=na-us-en-gmail-bkws-gafw-trial-e&utm_term=google apps email&KWID=43700007880944873
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02175454/Online-Store.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02175555/Domain.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03155123/General-Settings.png


Payments

Here you can choose the various ways people can pay for their stuff on your store. While there are 

tons of ways you can set up if you know how, I recommend just setting up Shopify Payments for 

credit cards, and PayPal.

Of course, in order to take PayPal payments, you need a PayPal account, so if you haven't made 

one already, do so now.

The other payment option that may be important is Amazon payments. I'll talk about this more when I 

get in to the multi-channel selling portion of the guide, but for now you can leave it alone. Unless you 

already sell on Amazon, of course!

Checkout

Here I would switch accounts from off to optional, so you can start collecting that valuable customer 

data (emails, addresses, phone numbers, oh my!)

I'd also change it to customer agrees to promotional emails by default. This will help build your all-

important email list!

Further down you can generate Terms of Service, Privacy Agreements, etc. This is important, so 

generate them - but make sure you have the correct legal business name and contact email! If 

you don't, you'll have to manually adjust those pieces when they appear in the documents, which is a 

pain. Other than that, change what you want on this page.

Shipping

Woo, shipping! Go all the way down to the bottom and you'll find a button to add a dropshipping 

service. This takes you to a page with a few apps. I recommend ignoring the ones Shopify 

recommends and getting an app called ShipStation. Set up your account with them, and you'll be 

good to go.

Taxes

As I mentioned before, I'm not a tax professional and can't give you advice on taxes. Take a look 

at Shopify's guide.

Notifications

Here you can customize the automatic emails your customer receives when they buy an item, among 

other things. Shopify does this automatically but they are pretty robotic, so you might want to put 

some personal flair in there.

Online Store

I know, we skipped a few. That's because the three we skipped don't really need to be messed with 

before opening your store.

Under online store, you can set up the all-powerful meta description. I’ll explain this in more detail in 

the products section of creating your store, but this is for SEO (Search Engine Optimization) 

purposes. Basically, it is how your page will show up in Google search results.

This is also the page where you turn off your store password and open it up to the public! Wait until 

you're done, though!

http://paypal.com/
https://apps.shopify.com/shipstation
https://www.shopify.com/blog/16889288-8-steps-to-prepare-your-online-business-for-tax-time


Choosing & Customizing

a Shopify Store Theme
Having a great looking website is important!

Choose Your Theme
The Shopify Theme Store has tons of themes (which are pre-built website layouts so you don’t need 

to do any coding) - some are free, others go for anywhere from $50-$180.

You really don't need a paid theme if you're not ready to make the investment. There are tons of free 

themes that work great. Shopify has a list of some great responsive free themes.

Personally, I love the Vintage and Music themes because they are very minimalistic and the most 

important stuff is above the fold (meaning user's don't have to scroll down the page to see them). 

They also have an optimized look for mobile, which is becoming more and more important.

Customize Your Theme
Once you've chosen a theme, the next step is to customize it to fit your liking.

You can change the colors, the font, add a logo, you name it. To do all this, go to your Themes 

tab under the Online Store tab. From here, click the "Customize theme" button.

Play around with the theme editor as much as you'd like. You can always undo it if you mess 

something up, so don't worry about ruining anything.

If you don't want to go through this process, or aren't sure how to make the website look good, we 

can build the website for you. Just email jmd@channelape.com and let us know you read the guide 

and would like a website built.

https://themes.shopify.com/?sortby=popular
https://www.shopify.com/blog/16136300-13-stunning-responsive-shopify-themes
https://themes.shopify.com/themes/minimal/styles/vintage
https://themes.shopify.com/themes/minimal/styles/music
http://www.huffingtonpost.com/ian-mills/5-reasons-you-absolutely-_b_5122485.html
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02181925/Music-Theme.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02181930/Vintage-Theme.png
mailto:jmd@channelape.com
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/02185458/Theme-Editor.png


You're probably going to want to create a custom logo for your website as well.

I could write a whole article on just this process, but for now I'll keep it short and give you some 

outside resources.

DesignBuddy did a great data analysis on the top brands in the U.S. and their logo designs. They 

found that:

• 95% of the world’s top brand’s logos use one or two colors

• 41% of the brands use stylized type as their logo

• 93% are simple enough to be recognized at smaller sizes

So stick to two colors max and keep it simple. Take the ChannelApe logo, for example:

We only use two colors (red and blue) and it can be recognized at any size. It can also be used 

with or without the name, and fits most designs.

Here are some free design tools:

1. Shopify's Online Logo Creation Tool

2. Logo Generator by Spaces

3. Hipster Logo Generator

If you don't have confidence in your design skills, you can also head over to Fiverr to pay $5 (usually 

no more than $50) for a great, custom made logo.

http://designbuddy.com/
https://www.shopify.com/tools/logo-maker
https://gospaces.com/tools/logo-generator
http://www.hipsterlogogenerator.com/
https://www.fiverr.com/search/gigs?acmpl=1&utf8=%E2%9C%93&search_in=category&source=guest-homepage&locale=en&query=logo+design&category=3&sub_category=49&page=1
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/04/05171327/ca-logo-190x190.png


Uploading 

Your Products
What good is a webstore with nothing to sell?

Alright, so you've created your store, made it look pretty, and even got a custom domain name and 

logo. Now the real fun begins. This is where the bulk of the work comes in.

Note: If your supplier gave you a data feed, or you want to find out how to skip this process and get 

a data feed, jump right to the next section.

Head over to the Products section of your Shopify dashboard. 

Click the "Add a product" button in the top right. You'll now see this screen:

There are more details to fill out when you scroll down, but for now we'll stick with the upper half of 

the page.

1. Product Title

This is the title of your product that your visitors will see. For example, if you sell bicycle helmets, 

you might just call it "Bicycle Helmet" or "Boy's Bicycle Helmet" or "Red Dragon Bicycle Helmet".

Typically, you'll want to try to be as descriptive of the item with the title as possible without making it 

too wordy. Here's a nice guide to giving your products a great title.

Keep in mind if you have multiple variants of the same product (like color, size, etc.), there is a 

variant section as well which we will cover in the second half of the page.

https://aytm.com/blog/research-junction/how-to-name-a-product-10-tips-for-product-naming-success/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03111813/Products.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03111718/Product-Upload.jpg


2. Product Description

This description will show up on the product page for your customers. If you have a dropshipper, they 

should have given you the product description, but you may still want to write your own.

You'll probably want to include some things about the item, such as:

• What it's made out of.

• Who it's for.

• What size and color it is (if you don't have variants).

• The benefits to your customer.

Try to create a more emotional description as opposed to just describing the product. For more tips 

on writing great product descriptions, check out Shopify's guide.

3. Product Images

Ahh yes, product images. Possibly the single most important piece of the product page to drive 

sales. Hopefully your dropshipper has provided you with plenty of high-quality images at all angles of 

the product. Better yet, they'll give you a 360 video or something more interactive.

If they didn't give you the greatest images, you may have to take them yourself. Don't worry - you 

don't need a super expensive fancy camera to take good images. All you need is a decent smart 

phone, some lights, and a white backdrop.

Shopify has yet another great guide on how to capture amazing product photographs from your 

home, if that's the route you decide to take.

4. Product Type

Simple enough, this is just the "type" of product it is.

The example they give is "Shirt", but you could also categorize it as a polo, long-sleeve shirt, v-neck, 

etc. Try to keep these types consistent, as it will make the products easier to categorize when you 

start selling tons of different items.

5. Product Vendor

This is the vendor you purchase the product from. You can put your suppliers name here (not 

recommended), or you can put the brand's name here (Ex: Nike), or you can just put your business 

name here. The brand name probably makes the most sense, and again makes things easier to 

categorize.

6. Product Collections

Here is where you can make your own "bins" of products. You can have a collection for t-shirts, 

certain brands, certain sizes, colors, images... you name it! You just have to make the collections on 

the actual "Collections" tab on the dashboard. You can't do it from the products page itself.

Keep in mind customers will see these and be able to browse your different collections, so try to 

make them with the consumer in mind. Also, you can make collections for sale items which is pretty 

helpful!

That's it for the first chunk - let's look at the next set of fields.

https://www.shopify.com/blog/8211159-9-simple-ways-to-write-product-descriptions-that-sell
https://www.shopify.com/blog/12206313-the-ultimate-diy-guide-to-beautiful-product-photography


1. Pricing

This is the price your customers will pay for the item (excluding shipping). You'll probably want to 

leave the "Charge taxes on this product" box checked. While Shopify handles the taxes for the state 

you signed up your account in, it's still a good idea to know how to handle taxes. For a better 

understanding on this, check out this guide. Also, check out Shopify's article about sales tax.

2. Compare at price

This price will be shown to consumers with a slash through it, next to your 

regular price.

You can use this to increase sales using a psychological trick called the comparison bias (sometimes 

called the framing effect or comparison effect). Basically, when a customer sees a higher price, then 

the lower price, it seems like a better deal, so they’re more likely to buy.

3. Stock Keeping Unit (SKU)

The SKU is the number above the barcode on your product. It is NOT the 

barcode number.

Hopefully your supplier has provided you with the SKU's and UPC's for all 

your products. If not, well... good luck. You're going to need to use Google 

to find them, and that's not fun.

4. Barcode (ISBN, UPC, etc.)

This is just the number under the barcode, just as is shown in the image above.

5. Inventory Policy

This field has two options: Track or don't track.

If you want to track inventory yourself (have fun!), leave it at don't track. Otherwise, allow Shopify to 

automatically track inventory for you, and set the number to the number of products available.

If you're dropshipping, keeping track of inventory is going to be pretty tough since you never really 

know how many items your supplier has on hand at any given time. You'll have to be on top of their 

inventory levels to monitor anytime an item goes out of stock, then manually update your store. If you 

don't keep up on it, you'll have angry customers on your hand in no time and this will hurt sales and 

reputation. Obviously, this is a huge pain in the derrière. That's why data feeds are so important. 

6. Tags

Tags are another way to help you categorize items, as well as to help people find the right products 

when they search your store via the search box.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03115704/Adding-Products-2.jpg
https://www.shopify.com/blog/16889288-8-steps-to-prepare-your-online-business-for-tax-time
https://www.shopify.com/blog/16480780-should-you-be-charging-sales-tax-on-your-online-store
https://www.userlike.com/en/blog/2016/04/11/website-content-psychological-bias
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03120557/Compare-at-price.png


1. Weight

Here's how much the product weighs (including the shipping box and packing). Based on the 

shipping settings you set up, this will determine the customer's shipping cost.

2. HS Tariff Code

I actually had no idea what this was until I started writing this guide, because I'd never used it before.

Apparently, it stands for Harmonized System Tariff code.

It's basically the code the U.S. puts on certain products to determine import/export fees. Hopefully, 

your supplier will also "supply" you with these codes (see what I did there?).

If not, Shopify has a link right there to look up the codes.

3. Variants

Finally, after all this talk, we've made it to the variants section!

Here is where you'll enter different colors, sizes, types, etc. of the same product so people can 

choose which variant of your product they would like.

For example, if you have a shirt that comes in all the shirt sizes S through XXXL, each of those 

would be a variant. Further, if you have different colors that also come in those sizes, you would need 

a variant of each color and each size. So if you have 3 colors, that would mean 21 different variants!

Again, big pain in the posterior. Again, skip to the data feed section to skip all this nonsense.

Once you begin adding variants, further information is needed:

It will ask you for a price, SKU, Barcode, and Inventory Quantity for each item (if you chose to have 

Shopify track inventory for you). You need to fill these out for each item.

If you add multiple variant types (like size and color), the system will automatically create a variant 

for each size and color (like large red, large blue, small red, small blue, etc.)

https://hts.usitc.gov/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03122157/Adding-Products-3.jpg
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03123242/Variants.png


If you want to add more details (like compare at price or weight) to the variants, you can do so by first 

saving the product page after the variants have been created, then editing the individual options.

4. Search Engine Listing Preview

FINALLY, we have the search engine listing preview.

This is important for your pages SEO (Search Engine Optimization). Basically, it will help people find 

your products on Google.

What you change here is what people will see when they find your product on Google.

These are examples of meta descriptions you see when you search Google.

The Page Title is the blue text at the top.

The Meta Description is the paragraph beneath the URL and title.

The URL and Handle is the green link below the title.

Again, I could write an entire article on setting up your product page for SEO (which I may in the 

future, if enough people ask me about it), but for now check out another of Shopify's excellent 

guides.

I hope you're still with me! If not, that's OK. Don't worry - the next section makes this entire 

section on adding products mere background knowledge.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03123848/Variants-Individual-Edit.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/03124153/Google-Meta-Description.png
https://docs.shopify.com/manual/products/promoting-marketing/seo


Uploading Your Products…

With a Data Feed
Forget manually entering all that stuff. Do it the easy way.

So by now you've probably either realized manual product data entry is a waste of time, or you 

already have a data feed to get started with. Either way, let me share the easy way to inventory data 

management.

Did your supplier give you an XML or CSV file?

If he did, you could simply upload it to your Shopify store. However, the formatting may be incorrect 

and have to be changed, and it may not come out right. Even if the format is correct, you will still 

have to manually update it any time your supplier changes their product data.

We already have an article about how to set up a data feed with your supplier. However, you can 

skip straight to using ChannelApe for free for 14 days to instantly and automatically add and update 

your data.

https://www.channelape.com/overview/ecommerce/new-feature-xmlcsv-inventory-file-sync-shopify/
https://www.channelape.com/overview/pricing/?utm_source=eBook%20free%20trial&utm_medium=eBook&utm_campaign=eBook%20Free%20Trial
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GROWING YOUR NEW 

ONLINE STORE

STEP FIVE



Using Social Media

To Grow Your Store
Social media is an inexpensive way to increase sales.

You've come so far! You've picked the product you want to sell, found an awesome business 

name and a great supplier, and finished setting up your Shopify store.

But now what?

It's time to grow your new eCommerce store through marketing and networking!

Your first sale might come to you with little to no effort. The second one might, too.

But if you really want to quit your day job and run this store full time, you're going to need to 

bring in targeted traffic with an interest in purchasing - easier said than done.

Of the many ways to market your new store, this how-to guide is going to focus on 3:

1. Social Media

• Facebook

• Everything Else

2. Email

3. Content

Social Media
With so many social media sites out there, which should you be using?

The answer is definitely not "all of them". That would be far too time consuming and difficult to 

manage for a small one man startup, even with tools like Buffer or HootSuite.

So how do you choose? The answer: It depends on your audience.

*To find out your target market, I highly recommend you create a buyer persona.

Regardless of which sites you think your customers will be using, I highly recommend creating a 

Facebook account. Facebook has the highest number of user's and engagement by far.

When creating your social profiles, keep them consistent. Use the same branding 

methods and logos.

https://www.channelape.com/overview/wp-admin/post.php?post=1981&action=edit#social
https://www.channelape.com/overview/wp-admin/post.php?post=1981&action=edit#facebook
https://www.channelape.com/overview/wp-admin/post.php?post=1981&action=edit#else
https://www.channelape.com/overview/wp-admin/post.php?post=1981&action=edit#email
https://www.channelape.com/overview/wp-admin/post.php?post=1981&action=edit#content
http://buffer.com/
http://hootsuite.com/
http://blog.hubspot.com/blog/tabid/6307/bid/33491/Everything-Marketers-Need-to-Research-Create-Detailed-Buyer-Personas-Template.aspx
http://www.pewinternet.org/2015/08/19/the-demographics-of-social-media-users/
https://www.entrepreneur.com/article/77408


Paid

Facebook Strategies
Facebook has 1.23 billion active users.

Facebook is huge because over 70% of the entire U.S. adult population is using it. That makes 

prime web real estate for marketing to your target audience. If you're audience isn't on Facebook, 

you probably need to pick a new product.

First, go ahead and follow HubSpot's guide to creating a Facebook Business Page.

If you want an easy way to create profile pictures, banners, ads, and headers for all your 

social media pages, check out Canva. It's a free image editor/creation tool, and it's awesome.

Setting Up Facebook Pixels

Facebook "Pixels" are short snippets of code you place on your website to track the results of your 

paid advertising campaigns.

They used to be a major headache to install, but Shopify recently made it very easy. Check out this 

video on how to do it (the first 1:40 is showing how to install it, the rest is showing how to get rid of 

old code if you've previously installed it).

Using Facebook Paid Ads to Grow Your Store

Paid advertising is the main way to grow your fan base on Facebook and increase traffic to your 

website, especially when you're first starting out.

To create your first ad, head over to the business page manager. Select your new business page 

(which you made following HubSpots’s guide), and it will take you to your new dashboard.

http://blog.hubspot.com/blog/tabid/6307/bid/5492/How-to-Create-a-Facebook-Business-Page-in-5-Simple-Steps-With-Video.aspx#sm.0001utjjdr8hvf0zrmb2e5yjo7y00
http://canva.com/
https://www.facebook.com/business/a/facebook-pixel?campaign_id=591093537698314&placement=broad&creative=75326470352&keyword=+facebook++pixel&extra_1=2c198f3b-087e-4a57-a43c-a33a351c0dfc
https://youtu.be/2RwbXnAv67o
https://business.facebook.com/select/?next=https%3A%2F%2Fbusiness.facebook.com%2F
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10114819/fb-art.jpg
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09145916/BusinessManagerFB.png


Click on "Ads Manager" in the menu on the left hand side. It will take you to this screen:

Now click the "+ Create Campaign" button.

Facebook gives you tons of options to 

choose from. For now, ignore all but the 

"Send People to Your Website" or "Boost 

Your Posts" options.

A boosted post is simply a post already on 

your Facebook business page that 

everyone can see, which you want to be 

seen by more people. It can still send 

people to your website if it contains a link to

your website.

The send people to your website option allows you to create a "hidden" post. Basically, only the 

people you are advertising to will see it - it won't show up directly on your Facebook business page. 

This is useful if you want to promote offers to new customers, but not to existing ones (such as 10% 

off your first order, etc.).

Once you choose your goal, name your campaign. This will show up under the "Campaign Name" 

column in the ads manager pictured above. Your customers won't see this - it's strictly for your own 

organizational purposes. I normally name mine based on the offer (i.e. "50% Off Shirt Sale 5/1/16-

5/8/16).

The next step is to create your target audience. This is the most important step of your entire 

campaign, and will determine it's success or failure more than any other variable.

Targeting can be extremely complicated, and I'm not going to write an entire guide for sake of saving 

time and space. Besides, Digital Marketer already has an amazing Ultimate Guide to Facebook 

Marketing.

Once you have a very clearly defined audience (you should spend most of your time defining your 

audience), the next step is choosing where your ad will be seen, aka placements.

I recommend leaving this alone for now. See how well each 

placement fares after a few days of testing (I'll cover testing later), 

then you can start removing low performers.

Finally, we have the budget. The minimum budget I recommend 

is $5 per day.

You can leave the rest of the settings alone. Just name your ad 

set (similar to campaign name, this is behind the scenes). I just 

name after the audience (i.e. "20-30 year olds that like video 

games").

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09150055/2016-05-09-15_00_06-Ads-Manager.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09150219/CreateCampaign.png
http://www.digitalmarketer.com/facebook-advertising-targeting-options-social/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09161436/Placements.png


Creating the Ad Image

In the previous section I linked to a website called Canva. They have a free Facebook ad template 

you can use to create your first ad.

Just click the Facebook Ad all 

the way on the left. If you need 

some inspiration for designs, 

head over to AdEspresso.

Search for your product, then scroll down to see your results.

Try to look for ads that have a large amount of likes, comments, and shares (i.e. engagement) 

relative to the rest. These are the top performers, and the ones you should try to mirror.

Some Tips For Creating Good Ads:

• Keep the image under 20% text - this is one of Facebook's rules, and is unavoidable. Upload 

your image to Facebook's Grid Tool to ensure it meets this requirement.

• Keep the ad copy short, sweet, and engaging. Say things like "Free Shipping", "20% Off", or 

"BOGO". Make the offer apparent, and give them a strong reason to click. Also, remind them to 

share and comment, if you have enough space.

• Try to use a Call-to-Action (CTA). This is the 

text telling them to click. Some of the best 

performing ads have "buttons" on them saying 

"Shop Now" or something similar to get them to 

click. For example, take a look at Netflix's Ad. The 

big red "Join Free for a Month" button is their CTA.

If you need more inspiration, check out Hubspot's

Example's of Facebook Ads that Work.

http://canva.com/
https://adespresso.com/academy/ads-examples/
https://www.facebook.com/ads/tools/text_overlay
http://blog.hubspot.com/blog/tabid/6307/bid/33319/10-Examples-of-Facebook-Ads-That-Actually-Work-And-Why.aspx#sm.0001utjjdr8hvf0zrmb2e5yjo7y00
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09162312/FB-Ad-Template.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09162743/TshirtAdExamples.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09163148/TshirtExamples.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09193937/CTA-Example.png


Once you've created your ad and uploaded it, it's time to finish up some final settings. Enter the 
website URL you want to lead viewers to (this should be a product page or a collection, depending on 
your ad).

You'll then need to enter a headline and body text for the ad. To learn how to write a good 
headline that gets clicks, read AdEspresso's headline guide.

For the call to action (optional) setting, you'll likely want to choose "Shop Now", but it really 
depends on your offer.

Finally, expand the advanced options setting (it's really not that advanced). The news feed link 
description is the text within the post.

The text in the red box is the news feed link description, the 

yellow box is the headline, and the green box is the text.

The display link is the "juice.clubw.com" under it all - you 

only need to worry about this if your landing page link is long 

and unsightly. (A landing page is the page on your website 

you'll be sending visitors to when they click on the ad.)

URL parameters are there to help you keep track of which 

links are getting clicks. For example, if you enter something 

like "key1=value1", your URL will change to 

"www.yoururl.com/key1=value1". It just adds that text on the 

end so you know which link they clicked in both your FB 

pixel as well as Google Analytics.

Note: If you don't have Google Analytics installed, I highly recommend you get it. Shopify has a 

guide to setting it up.

For pixel tracking, make sure you've installed your FB pixel as I mentioned before, then choose 

your generic pixel for now. Once you have a better understanding of FB pixels, you can start to track 

specific conversions to help you understand your audience better, but that's a bit more complex.

Congratulations, you've created your first Facebook ad!

Now just let it run for at least 3 days (this is roughly how long it takes FB to optimize your ad to the 

best possible audience). After 3 days, take a look at your ads performance.

Go back to the Ad's Manager page from your business manager. Look at the reach and the clicks to 

have a better understanding of how your ad is performing. A good benchmark is somewhere around a 

0.5-3% click rate, depending on the placement. 1% is a good goal for news feed ads, while .5% is 

good for banner ads and 3% is good for multi-product ads.

That's all for Facebook paid ads! If you have any questions feel free to contact us. (Use the chat 

bubble in the bottom right.)

https://adespresso.com/academy/blog/11-formulas-strategies-write-irresistible-ad-headlines/
http://analytics.google.com/
https://help.shopify.com/manual/reports-and-analytics/google-analytics/google-analytics-setup
https://help.shopify.com/themes/customization/order-status/add-conversion-tracking-to-thank-you-page
channelape.com
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/09194948/Showing-Headline-Text-Newsfeed-Description.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10091423/AdsManagerResults.png


General

Facebook Strategies
Additional tips to help you grow your Facebook page.

General Facebook Tips

As far as non-paid FB use goes; you'll want to be posting at least once a day at a minimum. Twice 

a day might work better for you. Use a tool like Buffer to schedule your posts to make it easier for 

you.

You'll want to share slightly longer posts (up to 300 characters) as opposed to Twitter's 140 

character limit. Visual is almost always better, so try to use a lot of images. Quotes also seem to 

get tons of shares if you can find good ones that resonate with your audience.

Also, always engage with your audience. If they comment, comment back. If they message you, 

message them back. Share user-generated content whenever it's available. This goes for all social 

media.

HubSpot has a few essential tips for engaging users on your FB page.

http://buffer.com/
https://www.channelape.com/overview/apps/watch-wholesalers/
http://blog.hubspot.com/marketing/how-to-create-facebook-business-page-ht#sm.00000c91u60xrmeyqsokznhci477o
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10114819/fb-art.jpg


Social Media

Strategies
Tips on using the most popular social media sites.

You may be wondering; What about Twitter, Instagram, Pinterest, Snapchat, Music.ly, and every 

other social media site with potential customers waiting to be corralled into my store?

Pick one or two social media sites besides Facebook to become active on, at most. Until you hire a 

social media manager, you're not going to have time to grow more than 2-3 (remember we're 

including FB) social media pages. It takes a lot of time and effort to make them successful.

If you're unsure which social media platforms to use, check out Buffer's guide to choosing your 

social network.

I am going to take a look at the 3 biggest social media platforms for marketers next to Facebook: 

Twitter, Instagram, and Pinterest.

Twitter
Twitter is a place for quick little snippets of content with a half-life of about 14 minutes. That 

means you will need to post a lot to be noticed; likely anywhere from 5-10 posts a day at a minimum. 

(Again, use Buffer or Hootsuite to schedule posts!)

You can also use a tool like Archie to automate some of the repetitive tasks (like commenting on 

industry specific posts, liking those posts, retweeting, following, unfollowing, etc.).

Social Media Examiner has an excellent guide on how to use Twitter for business marketing.

To grow your Twitter following, one of the best ways is the follow/unfollow method.

Paid Twitter Advertising

I won't go in-depth in Twitter advertising because I am not an expert on it (yet!) like I am with 

Facebook Ads. For help creating a Twitter ad campaign, check out this guide.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10093335/TwitterLogo.png
https://blog.bufferapp.com/how-to-choose-a-social-network
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10093154/Socialmedia-pm.png
http://twitter.com/
http://buffer.com/
http://hootsuite.com/
https://www.archie.co/
http://www.socialmediaexaminer.com/how-to-use-twitter-for-business-and-marketing/
https://foundrmag.com/how-to-get-more-twitter-followers/
http://blog.hubspot.com/agency/guide-twitter-advertising#sm.00000c91u60xrmeyqsokznhci477o


Instagram
Instagram is an amazing platform for any business that is highly visual. It seems to work really well 

for those selling supplements and workout plans (Hello, Europa Sports!), just as an example.

If you think you'd enjoy taking pictures of your products being used, your behind-the-scenes work, or 

anything else related to your business, it's definitely worth a try.

Similar to Archie, you can use Instagress to automate some of the menial tasks to grow your fan 

base.

HootSuite has a nice beginner's guide to using Instagram for business.

Paid Instagram Advertising

Social Media Examiner has a great guide to paid Instagram marketing.

Pinterest
Pinterest is the last social media platform I will cover. Basically, it is a bulletin board for everything on 

the internet. "Pins" (similar to other social media site's "posts") are basically snippets of a website or 

images that have been "pinned" to this online bulletin board for anyone to view.

Pinterest is great for marketers because pins, unlike posts, have an incredibly long half-life (i.e. the 

time they are seen and engaged with) measured in weeks and months rather than mere minutes 

or hours.

Check out this guide to getting started on Pinterest, if you think Pinterest is right for your business..

Paid Advertising on Pinterest

Check out this guide to getting started with "promoted pins" (similar to boosted posts on FB).

If you're interested in using any of the other social media platforms for your business, check 

out the blog at social media examiner. They have guides to every social media site out there 

that are worth creating an account on.

http://instagram.com/
https://www.channelape.com/overview/suppliers/grow-sales-europa-sports/
http://instagress.com/
https://blog.hootsuite.com/how-to-use-instagram-for-business/
http://www.socialmediaexaminer.com/how-to-advertise-on-instagram-a-complete-instagram-ads-guide/
http://pinterest.com/
https://www.postplanner.com/how-to-use-pinterest-for-business-beginner-guide/
http://www.socialmediaexaminer.com/use-pinterest-promoted-pins/
http://www.socialmediaexaminer.com/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10093430/InstagramLogo.jpg
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10093535/PinterestLogo.png


Email

Marketing
How to grow and market to an email list.

Email is likely to be your #1 marketing machine (once you grow a list). It is practically free and has 

higher conversion rates (meaning more people click on an email and buy) than any form of paid 

advertising.

If you're not using email marketing, your missing out on your biggest customer base.

Throughout your time advertising and selling, you should slowly begin to build a solid list of emails.

If you set up the settings correctly on your Shopify store (as I covered in the previous article), you 

should automatically be capturing your customer's email address at checkout.

I highly recommend you subscribe to an email marketing platform like MailChimp, Aweber, 

or Active Campaign in order to keep track of your email list and send marketing emails.

MailChimp is the easiest to get started, but Active Campaign has the most functionality once you get 

used to using it and have a large email list to market to. Which you pick depends on whether you want 

ease of use or the best for the job.

KissMetrics has a great beginner's guide to email marketing. I recommend you read through it so you 

have a better understanding of the importance of email marketing, as well as how to get started using 

it.

You can use Canva, just as you did for social media, to create great images and ads to place in your 

emails.

http://www.inc.com/peter-roesler/top-5-reasons-why-email-marketing-is-still-works.html
https://www.channelape.com/overview/ecommerce/create-shopify-store/
http://mailchimp.com/
http://aweber.com/
http://activecampaign.com/
https://blog.kissmetrics.com/beginners-guide-email-marketing/
http://canva.com/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10093702/EmailMarketing.png
https://www.channelape.com/overview/wp-admin/mailchimp.com
https://www.channelape.com/overview/wp-admin/aweber.com
https://www.channelape.com/overview/wp-admin/activecampaign.com


Content

Marketing
Creating valuable content to grow a loyal following.

Social media and email may get customers to your store, but content will keep them 

there. Content will also keep them coming back, which means more recurring sales. If you don't 

have content, you can just scrap the other methods.

Don't get me wrong - you will probably still get sales if you don't have content, and you might even 

get some repeat customers. However, the best way to stand out from competitors is through 

your content. Once people find a competitor who gives them content when you don't, they'll leave in 

a heartbeat.

What kind of content?

That depends on your audience and your product.

This guide is an example of content. We've produced it in the hopes of getting more traffic and more 

newsletter subscribers, as well as to help our visitors.

Content could come in the form of:

• Blog Posts

• How-to guides

• Industry news

• New product releases

• New website features

• Product reviews

• List articles

• eBooks

• Writing a book doesn't have to be that hard! It can be as short as 3-5 pages and still be 

considered an "eBook"

• Here's a guide to creating your first eBook

• Infographics

• LinkedIn found that infographics are shared up to 3 times as much as other posts

• You can use Canva to create infographics as well

• Videos

• Video is highly engaging and, if done right, is an 

easy way to get traffic, shares, and sales

• Here is a guide to creating an explainer video

• Memes

• Memes (funny images with text over them) are 

great because they make people laugh and 

laughs = shares

• They are better for social media than your blog

• Use the Meme Creator to easily make great 

memes

http://www.fastcodesign.com/3024538/evidence/why-we-love-top-10-lists
http://blog.hubspot.com/marketing/how-to-create-ebooks-free-templates-ht#sm.0001utjjdr8hvf0zrmb2e5yjo7y00
https://blog.slideshare.net/2013/09/11/infographics-are-more-viral
https://designschool.canva.com/blog/create-infographics/
https://www.quicksprout.com/2012/08/13/how-to-create-an-explainer-video-that-converts/
https://memegenerator.net/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10140056/Funniest-Meme-Of-All-Time-15.png


This list is definitely not extensive - there are so many types of content out there it would be almost 

impossible to list them all.

With so many types, how do you choose which content to use?

Use the buyer persona you created at the beginning of this guide. It will help you decide what types 

of content your audience will resonate with.

I also recommend creating a content calendar.  A content calendar is basically a schedule of  the 

when, where, how, why, and what of your  content.

Content Examples:

If you're selling sports supplements, you may want to write content about the benefits of the 

supplements, or compare supplements, or health and fitness tips, recipes, etc. For example, one of 

our clients, Steel Wall Supplements, created a blog post about the top 6 shoulder exercises for 

strength.

If you're selling drones/quadcopters, you might stream live video of your drone flying around, 

capturing amazing scenery. I personally love this video.

If you're selling washers and driers, write content about how to properly wash your clothes, or 

different wash cycles that most people don't know about, or how-to guides to repairing them.

Don't be afraid to get creative. Whatever your selling, there is probably plenty of content to back it up. 

Unless you're selling socks or something like that. But even then...

If you need help coming up with content, check out QuickSprout's list of 15 types of content that get 

results and why.

http://blog.hubspot.com/marketing/create-robust-editorial-calendar-ht#sm.0001utjjdr8hvf0zrmb2e5yjo7y00
https://www.channelape.com/overview/suppliers/grow-sales-europa-sports/
http://www.steelwallsupplements.com/blogs/news/84417476-top-6-shoulder-exercises-to-gain-muscle
https://www.channelape.com/overview/case-studies/skybirdyne/
https://vimeo.com/74765076
http://sockdrawer.com/blog/
https://www.quicksprout.com/2014/04/14/how-these-15-types-of-content-will-drive-you-more-traffic/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/10105401/shoulderexercises.png
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Why Sell on

Multiple Channels?
Channels like Amazon and eBay can increase your sales.

What do Amazon, eBay, Etsy, Rakuten, and Jet have in common?

They all have millions of eyeballs viewing them every day, looking for something to buy.

Don’t you want to tap into that power? Why settle for one, when you can have them all?

The question is no longer, "Should I sell on Amazon or eBay?“

The question is, "How can I sell on Amazon and eBay, and on my own webstore, Etsy, Rakuten, and 

Jet?“

The answer: Multichannel and omnichannel selling using an inventory data management software.

What are Multichannel and Omnichannel selling?

Multichannel selling simply means selling your products on multiple channels, such as Amazon, 

eBay, and your webstore.

Omnichannel selling is taking multichannel a step further and selling on all available channels.

The secret to growth and scaling

an eCommerce store is omnichannel selling.

Sellers who sell on multiple sales channels see 

a 190% increase in sales on average.

If that’s not a good enough reason to sell on multiple 

channels, I don’t know what is. Why aren’t more people

Doing it, if it works so well?

Because it’s not easy. The biggest hurdle is inventory

data management. Trying to keep your inventory

up-to-date across 2, 3, or even 4 different channels is

a nightmare. 

That’s where ChannelApe comes in. We help store owners manage all this data and ensure it is always 

up-to-date. We also give you one platform to manage your orders.

https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11135735/Revenue-Single-vs.-Multichannel.jpg


The easiest way to scale a business with 

less headache and more profit is automation.

Inventory data management software, like ChannelApe, moves your product data from your supplier 

to one centralized location and automates the process.

From there, you can put "rules" on your data in order to manage how it's sent to each marketplace.

For example, you may want your data to go from your supplier to your website exactly as it is. 

However, you may want to lower your prices on Amazon in order to compete with the other listings.

With ChannelApe, you can easily apply those changes to your data before sending it to it's respective 

marketplace. It looks like this:

ChannelApe is a place for centralized inventory management. Compare it to a warehouse; you ship 

your inventory to a centralized location before splitting it and sending it out across the world. Same 

concept, but instead of physical inventory, it's inventory data.

It's the product images, descriptions, titles, tags, quantities, variations, and vendor information.

If you understand the importance of inventory data management automation and are ready to 

incorporate it in your business, try our 14-day free trial now.

https://app.channelape.com/user/create
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11142129/Supplier.jpg


How to Sell on

Multiple Channels
ChannelApe automates the process.

Once you've decided multi-channel selling is right for you, there are a few relatively easy steps to 

follow to get started.

Step 1: Open accounts on all the marketplaces you want to sell on
Once you've decided which marketplaces you want to sell on, you'll need to open an account on all 

of their websites.

If you've followed the steps earlier in this guide, you should have your legal business already set 

up. You'll need it in order to register for an account on most marketplaces.

Note: The names are linked to the application pages - just click on it and get started. Also, keep in 

mind that ChannelApe is so far only integrated with Amazon, so we recommend sticking with it for 

now until you get the hang of it and are ready to move into other channels. By that time, we should 

have the integrations ready.

Amazon

In order to create an Amazon account, you'll need your legal business name and tax ID. You should 

have gotten your tax ID when you incorporated your business. If you didn't, you can apply for 

one here.

Make sure you actually take the time to read over (or at least skim) their seller agreement. Not 

complying could easily get your store banned from selling on Amazon, which we don't want.

https://www.channelape.com/overview/ecommerce/how-to-choose-which-e-commerce-marketplace-suits-your-business/
http://www.amazon.com/b?ie=UTF8&node=12766669011
https://www.irs.gov/Businesses/Small-Businesses-&-Self-Employed/Apply-for-an-Employer-Identification-Number-(EIN)-Online
https://sellercentral.amazon.com/gp/seller/registration/participationAgreement.html?itemID=1791&language=en_US
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11175907/AmazonApplication.png


eBay

To sell on eBay, you first have to create a seller account. Once you've done that, have a credit card on file, and 
are verified through PayPal, you can create an eBay store where customers can go to view our products.
If you have any questions about selling on eBay, check out their help page - it's full of useful information. Also 
be sure to read their rules for sellers page, just as you read the sales agreement on Amazon.

Jet is fairly new to the eCommerce game, but is already giving Amazon and eBay a run for their 

money.

As always, be sure to read their seller agreement before getting started. It's painful to sit and read 

through all these, but you'll be glad you did down the road.

Jet.com

Etsy

Etsy is unique compared to the other selling platforms listed so far. It's market is mainly for 

people selling handmade goods, vintage items at least 20 years old, or crafting supplies.

While you can certainly try to sell your manufactured goods on Etsy, and it may work for a little 

while, you'll likely eventually be taken down. I would only use Etsy if you use a manufacturer that is 

approved by them. They have an application process you can go through.

http://www.ebay.com/sell/start
http://www.ebay.com/sell/start
http://cgi6.ebay.com/ws/eBayISAPI.dll?StorefrontLogin
http://pages.ebay.com/help/sell/selling-basics.html
http://pages.ebay.com/help/sell/policies.html
https://partner.jet.com/terms
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11180652/2016-05-11-18_06_24-Sign-in-or-Register-_-eBay.png
https://partner.jet.com/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11181929/2016-05-11-18_19_06-Jet-Partner-Portal.png
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11182736/2016-05-11-18_24_19-Learn-How-to-Sell-on-Etsy.png
https://www.etsy.com/sell
https://www.etsy.com/help/article/4644


Rakuten

Step 3: Sit back and watch the profits come in (don't forget to fulfill orders!)
Pretty soon you'll start to see orders coming in from all your new marketplaces.

ChannelApe will take care of your inventory data and quantities to ensure nothing is sold when out of 

stock, but you still need to fulfill the orders and make sure your dropshipper is sending them out.

Give yourself a pat on the back, you did it! You're now an 

omnichannel seller, and soon we'll rule the world together! At 

least, the world of eCommerce!

Step 2: Upload your product data to all your new marketplaces
Now that you have a seller account with your chosen sales channels, it's time to get your product 

listings up and start making sales.

As I eluded to earlier, the easiest way to do this is by using ChannelApe. If you're ready to start 

scaling your eCommerce store and sell on multiple marketplaces, sign up for our free 14-day trial 

now.

Rakuten, formerly buy.com, is Amazon's 

Japanese counterpart. While not quite as 

popular in the U.S, it does have some traffic.

However, from what I've seen and heard 

about it, it's not faring very well right now.

Feel free to give it a try, but the $99 quarterly 

subscription ($33/month) is a little 

outrageous when combined with all the fees 

and commissions they take when you make 

a sale.

Overall, I'd personally stay away from using it 

until you have a substantial income on the 

other marketplaces and just want to test it.

http://www.rakuten.com/sell/
https://www.channelape.com/overview/pricing/
https://s3.amazonaws.com/ca-wordpress-media/overview/wp-content/uploads/2016/05/11183233/2016-05-11-18_32_04-Rakuten.png


Closing Remarks 

& Useful Resources

Congratulations on opening your new store!

Opening an eCommerce store, while one of the easiest ways to open a full-blown 

business, is certainly not easy in itself. It takes a lot of time and effort. However, you’ve 

gone all the way and are now the proud owner of a new store. I wish you the best of 

luck on your new venture!

Here are some blogs to help you along your journey:

• The Shopify Blog & Forum – Shopify has an amazing list of resources.

• A Better Lemonade Stand – Richard shares his best for eCommerce.

• eCommerceFuel – The online blog for an awesome conference.

• KissMetrics – All about marketing & A/B split testing.

• PracticalEcommerce – Tips and tricks for the eCommerce store owner.

• Buffer’s Blog – Social media tips & tricks.

• SocialMediaExaminer – The ultimate blog for social media marketing.

If you prefer to listen to your material rather than read it, here is an extensive list of 

podcasts for eCommerce entrepreneurs. If you like books, here are 25 must-reads.

Finally, here are some tools to help you along the way:

• Canva – Image creation for all of the things.

• Buckets – Organize your task list. Put them into “buckets” like to-do or on-hold.

• Fiverr – Get almost anything done for $5, from design to copy to video creation.

• Evernote – Keep track of all your notes in one app, connected to the cloud.

• LastPass – Store all your passwords for everything. Best app ever.

• UnBounce – Easily create landing pages for any offer.

• Unsplash – Free gorgeous stock photos.

• Buffer – Schedule social media posts to free your time for other things.

• Feedly – Follow all your favorite blogs in one place.

• Mint – Keep track of your finances, both personal and business.

Thanks for reading – good luck!

https://www.shopify.com/blog/15275657-how-to-build-buyer-personas-for-better-marketing
https://ecommerce.shopify.com/forums
http://www.abetterlemonadestand.com/
http://www.ecommercefuel.com/blog/
https://blog.kissmetrics.com/
http://www.practicalecommerce.com/
https://blog.bufferapp.com/
socialmediaexaminer.com
https://www.shopify.com/blog/15043473-9-essential-podcasts-every-ecommerce-entrepreneur-should-subscribe-to
http://blog.lemonstand.com/25-must-read-books-for-every-ecommerce-entrepreneur/
canva.com
https://www.buckets.co/
https://www.fiverr.com/
http://www.evernote.com/
https://lastpass.com/
http://unbounce.com/
https://unsplash.com/
buffer.com
http://feedly.com/
mint.com
https://www.facebook.com/channelape
twitter.com/channelape
https://www.linkedin.com/company/4985254?trk=tyah&trkInfo=clickedVertical%3Acompany%2CclickedEntityId%3A4985254%2Cidx%3A1-1-1%2CtarId%3A1463079274260%2Ctas%3Achannelape


AUTOMATE YOUR INVENTORY

ChannelApe would now like to offer you a 14-day 

free trial of full inventory automation. Take the 

headaches out of running your new store and 

grow your profits with ease.

SIGN UP FOR FREE

https://www.channelape.com/overview/pricing/?utm_source=eBook&utm_medium=eBook&utm_campaign=eBook%20Ending
https://www.facebook.com/channelape
twitter.com/channelape
https://www.linkedin.com/company/4985254?trk=tyah&trkInfo=clickedVertical%3Acompany%2CclickedEntityId%3A4985254%2Cidx%3A1-1-1%2CtarId%3A1463079274260%2Ctas%3Achannelape

