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    THE ONLY 

THING THE 

WALMART 

MARKETPLACE 

IS MISSING? 

YOUR PRODUCTS.

“
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INTRODUCTION

By any standard, the Walmart 
Marketplace is already hugely 
successful. 

With 85 million monthly visitors and 
the No. 3 spot among ecommerce 
properties, Walmart.com has proven 
its viability. Now, with a revamped 
Marketplace and a promising outlook 
for the future, Walmart should be on 
every online seller’s mind.

If you, as an online merchant, are 
considering selling on the Walmart 
Marketplace, there’s plenty to be 
excited about. 

The first thing to note is Walmart’s 

commitment to its sellers, as 
demonstrated by the painstaking 
efforts the company has taken 
over the past year to improve its 
SellerCenter. Second, Walmart 
has a broad and loyal customer 
base. Finally -- and maybe more 
importantly -- it’s growing. So much 
so, that in 2016 Walmart.com saw a 
42% spike in unique monthly visitors. 
That means more shoppers, more 
sales and a continued success for 
sellers.

The only thing the Walmart 
Marketplace is missing? Your 
products. 

Now let’s talk about changing that. 
This white paper will highlight a 
variety of reasons why it pays to 
sell your products on the Walmart 
Marketplace.

•  #3 IN ECOMMERCE
• 85M MONTHLY VISITORS 
•  42% UP IN TRAFFIC (2016)

WALMART STATS
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The Walmart marketplace launched in 
2009, but it wasn’t until last year that 
the retail giant put its full force behind 
growing that marketplace. Since then, 
it has become the fastest-growing 
online marketplace in terms of seller 
revenue.
 
Walmart plans to keep this 
momentum going. This long-term 
commitment is a tried-and-true 
formula for long-term growth – both 
for Walmart itself and individual 
merchants.
 
Here are just a few of ways that the 
retailer has doubled-down on growing 
its online presence.
 
Infrastructure investment. According 
to a recent report by Reuters, the 
retail giant has invested heavily in 
“new distribution facilities dedicated 
to filling ecommerce orders” and “an 
in-house technology platform that 
has boosted its capacity to process 
and analyze data.” Why? They wanted 
to be ready to handle the expansion 
of third-party merchants – in other 
words, you!

Improved product data. Walmart 
recently signed a deal with product 
image and data exchange company 
ItemMaster. This gives them access to 
product photos and videos of 82,000 
items from 1,700 manufacturers. They 

will be able to populate their online 
marketplace with more accurate and 
thorough data, so customers will be 
able to more easily find what they 
need.

Increased inventory. This is 
perhaps the most telling statistic of 
how serious Walmart is about its 
marketplace. The expansion of third-
party merchants is already happening 
– and fast. 

Last holiday season, there were eight 
million items available through their 
online store. This year, it’s nearly 
three times as many at a staggering 23 
million.
 
Since the marketplace is still gaining 
its footing, you may find it easier 
to carve out a niche there than on 
Amazon, while still benefitting from 
a large customer base. On Amazon, 
you are competing with millions of 
other third-party merchants, but there 
are currently only a few thousand on 
Walmart.
 
In other words, it is a much smaller 
pond to establish your reputation in. 
By getting into the game now, you’ll 
have a chance to take advantage 
of long-term growth as Walmart 
continues its commitment to its 
marketplace.

WALMART IS INVESTING IN ITS  
THIRD-PARTY SELLERS.



Why It Pays To Sell On Walmart 04

The big question everyone is asking: 
Can Walmart take Amazon down?
 
Only time will tell. But whether or 
not Walmart is able to bump Amazon 
from its spot as the top online 
marketplace, most experts believe 
that Walmart will be quite successful 
in growing its market share of online 
retail business.
 
If you’re looking at the big picture 
and a longer timeline, Walmart has a 
number of advantages that make it 
serious competition for Amazon.
 
NETWORK OF PHYSICAL STORES
 
The sheer size of Walmart makes 
it a powerful contender in any new 
endeavor. With over 5,000 stores 
and 150 distribution centers in the 
United States alone, 70% of the U.S. 
lives within five miles of a Walmart 
store.

 
This network of physical locations 
is a huge benefit when competing 
against the “instant gratification” 
services provided by Amazon Prime 
and Prime Now. Walmart already has 
warehouses, inventory, and pick-up 
locations close to most consumers.
 
According to Moody’s Vice President 
Charles O’Shea, this means that 
“Walmart is much better placed to 
catch up to Amazon online than 
Amazon is to catch up to Walmart 
in brick-and-mortar, and as a result, 
Walmart will remain the most 
powerful retailer in the world.”
 
Walmart could eventually be the go-to 
spot for online shoppers, and retailers 
already on the site will have a huge 
advantage over those just starting out.
 
Walmart may also open up this vast 
fulfillment network to third-party 

WALMART WILL SUCCEED ONLINE.

70% OF THE U.S.  LIVES 
WITHIN 5 MILES OF A 

WALMART STORE
“
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It’s not just that Walmart serves 
millions and millions of customers 
every week. The people who shop 
there are also some of the most loyal 
in the retail business; Walmart had the 
highest level of consumer engagement 
in the Discount Retailer category in 
2015.
 
Recently, they’ve rolled out more 
programs to further increase this 
attachment to Walmart, attract the 
loyalty of more tech-savvy customers, 
and move loyal brick-and-mortar 

customers to digital.
 
WALMART PAY
 
Midway through 2015, their app 
Walmart Pay had already reached 22 
million active users. There are two 
main reasons for this.
 
1. Convenience. Walmart Pay lets you 
scan items and pay using your phone 
– without ever getting out your wallet 
or going through checkout. Receipts 
are also stored in your phone, making 

WALMART’S LOYAL CUSTOMERS ARE BEING 
ENCOURAGED TO MOVE ONLINE.

merchants in a program similar 
to Fulfilment by Amazon (FBA), 
enabling your business to directly 
take advantage of its shipping and 
customer service.
 
HISTORY OF INNOVATION
 
Of course, Walmart is still behind 
Amazon in terms of online sales right 
now. So why do experts believe that 
they could close the gap?
 
Walmart has a long history of 
innovation with logistics, such as using 
algorithms and forecasting systems to 
help with inventory management. This 
experience will serve them well as they 
work to find better ways to deliver 

product offerings and shipments to 
their customers.
 
EXISTING CUSTOMER BASE
 
Their enormous customer base is 
another big part of this equation. 
According to their corporate website, 
“260 million customers visit our more 
than 11,500 stores under 63 banners 
in 28 countries and ecommerce sites 
in 11 countries each week.”
 
Walmart is promoting its marketplace 
to its huge existing audience, 
encouraging more of them to look 
there before Amazon or other online 
marketplaces.
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returns easier.
 
2. Turning offline behaviors into 
online habits. Savings Catcher has 
the ability to scan Walmart receipts, 
compare prices to other retailers, and 
offer eGift cards for any differences 
found. Not only did it stop people 
from needing to read other retailers’ 
ads and bring them into the store, the 
fact that they are offered an eGift card 
encourages online shopping.
 
They are priming customers to think 
about traditional Walmart transactions 
in terms of online shopping. And 
they are drawing in more tech-savvy 
customers by associating the Walmart 
brand with innovation and technology.
 
3-2-1 BENEFITS
 
Another new loyalty program also 
preferences buying things online.

 
3-2-1 Save offers Walmart credit card 
holders a percentage back on all sorts 
of purchases, but the biggest discount 
– 3% – is reserved for products bought 
through the website. This even 
includes in-store pickup items.
 
This encourages their current 
customers to take a serious look at 
their online offerings, where they will 
find not only products from Walmart 
but also third-party merchants like 
you.
 
TRICKLE-DOWN LOYALTY
 
You benefit from associating your 
brand with Walmart’s established 
reputation. More loyal customers 
mean more repeat purchases. It also 
means built-in trust when you are just 
getting started.

•  260M CUSTOMERS 
•  11 .5K STORES GLOBALLY 
•  28 COUNTRIES SERVED

WALMART STATS
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Walmart is currently the third most 
popular retail website in the world. 
And it is creeping up on eBay, trailing 
by only six million monthly visitors.
 
THE NUMBERS
 
Monthly traffic to Walmart.com is 
about 85 million visitors, and the 
website operates in 11 different 
countries. Moreover, in 2016, the 
average unique visitors each month 
grew by almost 42% when compared 
to 2015.
 
Of course, visits are one thing, and 
sales are another. So how is Walmart 
doing in online sales? In 2015, they 
racked up $12.5 billion in items sold 
online – that’s 3% of Walmart’s overall 
sales. Three percent may not sound 
like a lot, but when that 3% equates 
to 12.5 billion, it just reveals how truly 
enormous Walmart’s yearly brick-and-
mortar sales are.
 
Plus, Walmart can tout another pretty 
impressive statistic: 5% of Walmart.
com customers carried out a paid 
transaction on the site in the same 
visit in 2015. That’s almost double the 
average U.S. ecommerce conversion 
rate of 3%. Simply put, when 
customers visit the site, they are more 
likely to be further down the sales 
funnel and ready to purchase.

 
MOBILE SHOPPING
 
Walmart made a number of moves 
in 2016 to better position them for 
mobile success.
 
The biggest of these was their 
purchase of Jet.com. Not only did 
this acquisition give them immediate 
access to a huge number of new 
online customers in specific markets 
and demographics, it also provided 
them with improved analytics 
capabilities.
 
Beyond Jet, Walmart experimented 
with mobile delivery and mobile-
exclusive deals, and they added 
Visa Checkout and other mobile pay 
platforms to their existing offerings.
 
Speaking of existing offerings, two 
mentioned above expanded in 2016. 
Walmart Pay become available in more 
areas and Savings Catcher allowed 
many stores to discontinue their 
practice of price-matching using paper 
ads, saving time both for customers 
and employees.
 
THE ONLINE PUSH
 
The company hasn’t been shy about 
making a push to increase its online 
business.

WALMART’S ONLINE BUSINESS HAS 
ALREADY FOUND SUCCESS.
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Starting with just six merchants in 
2014, Walmart opened the floodgates 
to grow that number to more than 
1,000 sellers by September of 2016.
 
In an effort to be more competitive 
this past holiday season, Boomerang 
Commerce reported that Walmart.com 
offered 66% of the 600 most popular 
toys on Amazon and 68% of the 
most popular consumer electronics 
products. Just a year earlier, those 
numbers were 46% and 51%, 
respectively.
 
Additionally, they made a big play for 
last-minute Christmas shoppers by 

announcing that people could order 
items on Walmart.com as late as 6 
p.m. on December 23 and pick them 
up at the Walmart Supercenter of their 
choice anytime on Christmas Eve.
 
Sellers on Walmart’s marketplace 
report that those holiday efforts paid 
off.
 
Jason Boyce of sports e-retailer 
Dazadi Inc. says that his company’s 
sales went up 70% year-over-year in 
November. And on Cyber Monday in 
2016, the sales of Jam Paper were up 
55% over 2015. And these are just two 
examples.

•  $12.5B IN ONLINE SALES
• 3% OF TOTAL SALES
• 5% CONVERSION RATE

WALMART STATS
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If you are currently writing off Walmart 
because its customers don’t seem like 
a fit for your product offerings, keep 
an eye on changes to its customer 
demographics in 2017 and beyond.
 
HIGHER INCOME BRACKETS
 
According to stats from 2015, the 
average Walmart shopper was a white, 
50-year-old female with an annual 
household income of $53,125. This 
fits squarely with their image as a no-
nonsense discount retailer aimed at 
the broadest market possible.
 
These core shoppers are unlikely to 
go away, and recently Walmart has 
embraced plans to reach out to people 
in a higher income bracket as well. 
Specifically, they have “abandoned 
plans for new stores in lower-income 
areas,” announced the closure of 154 
stores across the United States, and 
shifted their focus to opening stores in 
wealthier areas.
 
BUSY PROFESSIONALS, WORKING 
PARENTS, AND STAY-AT-HOME 
MOMS
 
They aren’t ignoring what’s working 

– just rethinking it.  For example, 
groceries are the most popular 
products at Walmart’s brick-and-
mortar locations. In fact, Walmart is 
actually the country’s number one 
grocery store.
 
So the company is looking at ways to 
translate this success into the online 
and mobile arena.
 
One initiative that they have instituted 
in a number of locations across the US 
is curbside grocery pickup. The idea 
is that customers place their grocery 
order online, select a pickup time, 
then head to the store after receiving 
a call confirming that their order is 
ready for pickup.
 
A smaller number of locations even 
offer grocery delivery for online 
orders. Their system also saves past 
orders, so you can easily reorder past 
items without having to search for 
them again.
 
By offering an alternative to in-
store grocery shopping, Walmart 
is appealing to a different, busier 
group of consumers, such as busy 
professionals, working parents, and 

WALMART’S CUSTOMER BASE IS 
CHANGING RAPIDLY.
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stay-at-home moms. They will benefit 
from the convenience of being able to 
do their shopping from the comfort of 
home instead of having to deal with 
lines, parking, and other potential in-
store frustrations.
 
YOUNGER, MORE TECH-SAVVY 
CUSTOMERS
 
Many clothing retailers, such as 
Macy’s & Target, had trouble in the 
apparel category this past year, but 
Walmart’s apparel business is strong. 

This is likely both due to their product 
offerings and branding. Customers go 
to Walmart for affordable basics, and 
that demand continues to be high.
 
Since their brand is associated with 
providing practical, useful products 
and services, this positions Walmart 
well to be a leader in providing instant 
gratification services, such as fast 
online delivery and an expansive 
online product catalog, which are 
more appealing to younger, more 
tech-savvy customers.

WALMART HAS EMBRACED PLANS TO 

REACH OUT TO PEOPLE IN A HIGHER 

INCOME BRACKET.“



CONTACT US
(866) 340-6619 contact@godatafeed.com

GETTING STARTED

Walmart.com could be the next big 
source of sales for your products. 
But in order to put the Walmart 
Marketplace to work for your 
business, you’ll need to follow 
Walmart’s policies and procedures for 
third-party sellers. 

That’s where GoDataFeed comes in. 

As a preferred Walmart integration 
partner, our software streamlines how 
you publish products on the Walmart 
Marketplace, modify content to meet 
Walmart’s specifications, optimize 
product listings, sync orders to your 
ecommerce platform and manage 
refunds. 

Talk to one of our ecommerce 
experts today to devise a Walmart 
product feed strategy and to get a 
personalized demo.

1. Become an approved seller
2. Set up your Walmart account
3. Build your feed (we can help)
4. Publish products and test orders
5. Go live and start selling!

HOW TO START  
SELLING ON 
WALMART

mailto:contact%40godatafeed.com?subject=Walmart%20-%20Getting%20Started
http://www.godatafeed.com/request-live-demo?utm_source=white+paper&utm_medium=resources&campaign=why+it+pays+to+sell+on+walmart

