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Top tips for running  an ecommerce business

1. Do you have a viable business? 

2. DIY or help from an agency?

3. Planning 

4. Brand & Design 

5. Building your site

6. Money issues

7. Compliance

8. Customer service

9. Getting visitors to your site

10. Maximising sales conversions



1) Do you have a viable business? 

Å What are you going to sell?

Å Whatôs your unique offering?

Å Who are your suppliers, do you have to hold stock or are you 
drop -shipping?

Å Do you already have experience selling this product?

Å What are your current routes to market?

Å Who are your competitors?

Å What are your targets for sales, costs & margins?

Å What website traffic and conversions do you need to achieve 
these targets?

Practice on eBay! 

If you can make money on eBay then you probably have a viable 

business modelJ



2) DIY or help from an agency?

Å Experience ï

Å Do you already have a shop (real or online)

Å Are you diversifying (product and/or route to market)

Å Which resource is in shortest supply ïtime or money?

Å If you can afford it - use an agency for the technical stuff 
i.e. building the site, driving traffic etc

Å If you have to do everything yourself then there will be a 
steep learning curve ïsetting up and selling online, then 
running the business ïtake advantage of all the free 
Business Link courses!

Focus on what you are best at 

ïget help for the rest!



3) Planning
Å DIY or agency ï

Å You may select an agency /consultant to help you through the whole process 
including the planning

Å Alternatively you need to educate yourself first and bring in an agency 
/consultant for specific tasks e.g. the website build or online marketing

Å Developing your business ï

Å Set your objectives and strategy to develop your business - including time 
scales and help required

Å Developing your ecommerce site

Å Do your research

Å Prepare a web development brief

Å Get a contract in writing (include technical specification, dates and ownership)

Å Developing your marketing plan - understand your sales funnel 

Å Sales targets and average order value, profitability on each product, cost per 
acquisition

Å Conversion rates on your site (and other methods such as email)

Å Traffic required to your site to achieve sales targets

Å Methods and cost of acquiring traffic

Å Marketing plan and budgets (online and offline)



Understanding your sales funnel 

Marketing technique

Number of times your ad is seen 
(impressions)

Number of visits to your site

Numbers of sales

Cost per sale 

(acquisition) <Profit

Example pay per 

click -

1 sale (1%)     

at £99

100 (5%) ñclick 
throughsò 

@15p = £15

2000 searches

Cost per 

acquisition 

£15

Profit
£20<

Numbers of enquiries



4) Brand & design

Å Develop your logo, brand and look

Å Who is your target audience?

Å What are your competitors doing?

Å What personality are you trying to project?

Å Develop your website design

Å First impressions count & effect conversions

Å Is the aim of the home page to maximise sales or project 
your brand?

Å If you only have the budget for an off - the -shelf ecommerce 
website package then you may be limited to a few simple 
templates and limited design options!

Å Your website needs to have the right balance between design, 
content  and functionality ïThe Magic Triangle



The ñMagic Triangleò for getting the best website

Design ðfirst 

impressions 

counts

Content ðwhat 

the site says to 

the user and 

search engines

Functionality 

ðwhat the 

site does for 

the user and 

your business

These approaches are 

often used by different 

types of web designers 

or developers and can 

conflict with each other



Key Features: Customisation
Same software  -

with customisation of the templates



Ecommerce site aimed at parents and kids



Ecommerce site to maximise sales



Emphasis on branding and imagery


