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GETTING SET UP 
Welcome to Etsy Advanced!  This book is designed specifically for Etsy Sellers who have at least 
500 Sales on their Etsy Shop, or around $5,000 in Revenue from Etsy. Once you hit that stage in 

your Etsy Shop, you probably have a decent understanding of how Etsy Keywords work, have had 
a good amount of interaction with Etsy Customers, and generally understand how to have effective 
Etsy Shop Optimization through great product photography, clear descriptions, and have some 
decent branding to your Etsy Shop.  

Now it’s time to really get into the details, and understand more about Etsy Stats, Analytics, 
Trends, Product Development, Marketing Techniques, Branding, and other Sales Techniques 
specific to Etsy.  

The goal of this book is to help you establish your Etsy Shop as a professional business that people 

will trust, and want to continue to buy from. Once you know what products sell best, who your 
target customers are, and all the details of how Etsy works, you can really establish yourself as a 
credible business. Not just on Etsy, but even outside of Etsy on newsletters, social media, and even 
your own website.  

To get started, I recommend hooking up your Etsy Shop with Google Analytics. This is going to 
help you to better analyze your Etsy Shop's traffic with some really advanced tools and insights. 
This process is going to take about 30 minutes for you to set up, and can often times be confusing. 
So get in a good quite place to focus as you follow these instructions:  

https://www.etsy.com/help/article/230 

  
We will go over more information regarding Google Analytics at the end of this book. In the mean 
time, after you set this up, Google Analytics will begin to track data from your Etsy Shop so we 
have some data for you to analyze in the future. It usually takes about 15 to 30 days for Google 

Analytics to gather enough data for it to be valuable, so don’t expect the data to come in 
overnight once your account is set up.  

Another extremely helpful and powerful tool to use is the Google Analytics Chrome Extension. This 
extension visually shows where people click on each of your Etsy pages. It's extremely insightful & 

incredibly powerful, and I highly recommend it. In order to use this, you must have Google 
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Chrome downloaded to your computer as your primary browser. Google Chrome is an alternative 
to other web browsers like Internet Explorer, Safari, and Firefox.  If you do not have Google 
Chrome downloaded, you can download it here: 

https://www.google.com/chrome/browser/desktop/ 
  
Once you have Google Chrome installed, you will want to install the Google Analytics extension 
next, which can be found at the following link: 

https://chrome.google.com/webstore/detail/page-analytics-by-google/
fnbdnhhicmebfgdgglcdacdapkcihcoh 

In the future, we will be going over how to use the Google Analytics Chrome Extension to benefit 
your Etsy Shop. So make sure to get these two items set up on your Laptop or Desktop computer. 

There are a few other tools I highly recommend for your business.  The first is MailChimp, which is 
my absolute favorite email Newsletter platform. You can use MailChimp to gather customer email 
addresses and send out weekly Newsletters. To sign up for free, go to: 

http://www.mailchimp.com 

My other favorite tool is Squarespace. In my opinion, it is the absolute best website building 
platform available because it is incredibly easy to use. I don’t recommend that your business have 
a website right away. You want to grow your Etsy Shop as much as possible. But at some point, 
once you get 5,000 Sales or more, having your own business website will likely be helpful. 

Squarespace requires a web hosting plan of about $8 to $12 per month. So don’t feel like you 
need to jump into it right away. But here is where to sign up for a two-week free trial when you’re 
ready:  

http://www.squarespace.com 

These are all my favorite tools for building an online business. You don’t have to do these things, 
but from my experience working with over 400 businesses, and running Melinda Wood Designs 
with over 30,000 Sales, these are still my favorite tools and have been for over 3 years now.  
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SETTING MONTHLY GOALS 
Probably the most important concept in business, and on your Etsy Shop, is to always push 
yourself just a little bit more each month to reach a new milestone. It's nice to imagine what your 

Etsy Shop could be like many years from now. But the only way to get there is to take small, 
realistic steps every day, and plan your goals for the next month. What I do each month is review 
our Etsy Shop, how much money I’d like to make that month, and what realistic steps I can make to 
reach that goal. This goes both for our Etsy Shop as well as my website design business at 
JPWDesignStudio.com. I’ve learned that without planning out my monthly finances, and my 

financial goals, I get lost in a sea of to-do lists, and lose focus of the ultimate goal which is to 
make more money this month than I did last month so that I can build financial stability for my wife 
and two sons.   

  

Focus on your Etsy Shop & don't compare yourself 
It's important to not get caught up in what everyone else is doing, or how successful other Etsy 
Shops are right now. Instead, compare your own success over time, month over month, and grow 
slowly. It doesn’t matter how well everyone else is doing. It just matters than you keep getting 

better and better each month.  
  

Our Etsy Revenue Story 
To give you an idea of realistic, steady growth, I'm going go over our own Etsy Shop's story, and 

then some examples of what kinds of monthly goals you should plan.  

When we first started on Etsy, we were barely making any money. It was about $50 to $100 per 
month, for almost an entire year. I worked on it a little bit, but it was not until March 2014 that I 
made $300 in one month.  At the time, that was a big deal to make $300 in one month, because 

to me it meant that maybe there was more opportunity on Etsy than I had realized. So I started 
putting a little more time into the Etsy Shop every day. Each month after that, our store grew just a 
little bit more.   

At first, I thought if our Etsy Shop made $1,000 per month, that would be my all-time goal, and I 

would be really happy with that. $1000 per month is roughly equal to a minimum wage salary, so 
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I thought it would have been really exciting to have that kind of extra income on top of my normal 
job.  

But the month after we made $300 in March 2014, I had already reached my goal of $1000 in 
April 2014, just by putting more time and focusing hard on growing the shop. I thought it would 
take me over 12 months to reach my goal, and it only took 30 days.  

So each month, my personal goal has been to always do at least a little bit better than the 

previous month, even if it is just by $5 more.  

But I made a really foolish decision. In January of 2015, we had our best month ever: We made 
$7,000 in one month. It feels unreal to surpass the goals you set out for yourself that felt so 
unattainable just a year prior to that. But my foolish decision was that I was content and happy 

with that goal, and I started to take my foot off the pedal and not push myself anymore. I started 
getting distracted, thinking that I hit a ceiling and I could never do better on Etsy than that. There 
was no reason for this - other than, I just sort of got happy with the idea of having made $7,000 in 
one month. So I started working on other things, outside of Etsy, on other places to sell things with 
other ideas. And then my sales on Etsy started to drop pretty quickly.  

  

Stay focused & on a single path 
The reason I am telling this story is to let you know, and to remind you, that you always need to 
push yourself to make small, better, and incremental improvements each month.  

If you don't set this goal, you're going to get distracted with things that simply are not going to 
work. And at the end of the day, even if you are doing something you love with your Etsy Shop, it 
must be about making a profit and paying your bills. Otherwise, you're really just doing charity 
work & you may as well not even worry about making sales. Ultimately, your good creative, artistic 

decisions have to come out of a place where you can make a profit, pay your bills, and be a 
creative artist all at the same time.  

Set a monthly revenue goal 
Let's say your goal is to always improve your Etsy Shop Revenue by 20% each month. Now, 20% 
does not sound like a ton of improvement when you look at it month-over-month. But within 12 
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months, the difference between your 1st month and 12th month is actually going to be quite a big 
difference. Here is an example, assuming your shop is making about $1,000 per month right now: 

1st Month:  $1,000 
2nd Month:  $1,200 
3rd Month: $1,440 
4th Month:  $1728 
5th Month:  $2073 

6th Month:  $2488 
7th Month:  $2985 
8th Month: $3583 
9th Month:  $4299 
10th Month:  $5159 

11th Month:  $6191 
12th Month:  $7430 

The difference between making $1000 the first month, and $1200 the second month doesn't 
sound that exiting. But making $7,430 one year from now does. And the only way to get there is 

by focusing on your goal of growing revenue by 20% each month. And our Etsy Shop's growth 
over a year looks very similar to this example above. The problem was, I got happy reaching a 
certain number, and I stopped pushing. Which is really sad looking back, because I regret my 
decision and I believe our Etsy Shop would be in a much better position today if I had just stayed 
focused and task-oriented.  

  

What things to look at when growing your Etsy Shop each month 
When you choose to keep growing your Etsy shop every month, and you put together a plan on 
how to do that, you need make those growth decisions based off of what is actually working - not 

off of brand new ideas that have no basis for them. Your growth must be small. It must be based 
on what you have seen work on your own Etsy Shop, and it should not be based of mere guesses. 
Here are some examples of things you should look at when thinking about improving your Etsy 
Shop: 

• What are your Etsy Stats telling you? 
• What are your best selling items of all time? 
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• What are your best selling / trending items in the last 30 days? 

• What are customers asking for that you are not offering right now? 

• What is Google Analytics telling you about your Etsy Shop? 

• Can you do a Customer Survey this month that will help you take your next big step this 
month? 

It all sounds very overwhelming to see a shop grow from $1,000 in Sales in 1 month to having 
over $7,000 in Sales in 12 months, but the only way to get there is by setting monthly goals, and 

just focusing on the next 30 days. So I encourage you to do that. 

If 20% growth per month sounds too overwhelming, then maybe 10% or 15% is better for you. 
Either way, make a monthly goal, and do your best to achieve that steady, calculated growth each 
month. It is absolutely necessary to do in order to have a successful, profitable Etsy Shop. 
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SETTING REGULAR TASKS 
As your Etsy Shop becomes more established, it is vital to have a daily routine that covers all the 
essentials needed to keep your Etsy Shop up-to-date and taken care of. Below is our daily to-do list 

that we make sure to take care of every single day, as well as items that should be taken care of at 
least every few days. You may already be doing some of these things, but I hope it helps you to 
think about your Etsy Shop in a new way. I use the Apple Reminders App to keep track of these. 
But having it on paper, on your calendar, or whichever way helps you best to keep organized will 
work just as well.  

Essential Daily Tasks 

1. Respond to 100% all new Etsy Conversations 

2. Review all Orders within the last 24-48 hours to make sure you've seen all Customer Notes & 
responded to customers needing extra support 

3. Rearrange your Etsy Shop's home page to look organized & feature your latest best-selling 
items 

4. Review latest promotions & coupon codes to make sure nothing is expired or incorrect 

5. Check all Etsy Reviews and make sure to get in touch with anyone that left less than a perfect 
5-Star Review 

6. Review latest Orders to check for patterns & trends to help organize & optimize your Etsy Shop, 
Section Categories, as well as help inspire ideas for new Etsy Products 

Weekly Tasks 

7. Update your top 4 Featured Items on the Etsy Shop home page with 4 items that have the 
highest view & conversion rates to help customers find those items more easily 

8. Review latest keyword searches to find new keywords you have not been using, and update 
poor-performing Etsy Items with better keywords 
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Monthly Tasks 

9. Plan out new Etsy Items based on new ideas, keywords, and trends.  

10.Prepare a list of new keywords that you've never used before to inspire new Items 
11.Review Expired Listings to see if it would be worth bringing them back to be 'Active' based on 

latest trends & based on seasonal activity. 

12. Plan some brand new designs that expand your product line away from just your core items 

These are the main things we focus on each day, week, and month. As your Etsy Shop generates 
more income, it's important to have a regular plan that helps you keep on track and push you to 
the next level. Getting distracted with new ideas, selling somewhere other than Etsy, or trying to do 
a 2nd Etsy Shop will likely lead to lower sales on your main Etsy Shop. Instead of getting 
distracting, I recommend focusing to really continue, improve and grow your Etsy Shop, so that you 

only see increases in sales month over month. 
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CONSUMER PATTERNS & PROFIL ING 
As an Advanced Etsy Seller, it's important to understand who you are selling to, and what days of 
the week, and what times of the day you are most likely to sell items.  

Brick and mortar retail stores know their peak times of the week, what days of the week are the 
most busy, and how to establish their store hours around the times that will be the most profitable 
for them.  

Since your Etsy Shop is on the internet, you have more opportunities to reach people around the 
world. But there are still limitations, and it is good to be aware of them so that you can target your 
efforts appropriately. 

Understanding the Global Etsy Market 

The following data is from www.Alexa.com, which shows traffic going to Etsy.com from all over the 
world.  68.5% of all traffic within Etsy comes from the United States. So for any Etsy Shop, your 
primary audience is going to come from the U.S. Next, the United Kingdom, Canada, and 
Australia make up almost 10% of all Etsy traffic, leaving about 20% for India and the rest of the 

world.   

This is important to consider when setting up Shipping Costs, using English as your primarily 
language for your Shop, and considering the times of day and the times of week were there is the 
most activity on your Etsy Shop.  
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Understanding Daily Etsy Activity 
Because most of the traffic on Etsy is coming from the US & Canada, the prime activity during the 

day on Etsy is going to be during 8am to 8pm within the U.S.   

Below is a chart from Google Trends - www.google.com/trends -  which maps daily activity of 
websites. For Etsy.com, the peak time of day that people visit Etsy is around 4pm Pacific Time 
(California) or 7pm Eastern Time (New York). This data accounts for traffic that is occurring 

throughout the whole world.   

The most inactive time on Etsy is around 2am PT / 5pm ET.   Activity starts to pick up around 
4:30am PT / 7:30am ET.  

This data is important, because it helps you determine a few things: 

• When people are most likely to buy your items 

• When to release new items or "renew" items on your Etsy Shop, to get the most amount of 
people to see it 

• When people are most likely to contact you for questions on your Shop. 

So, remember the following rough timeline for each day: 

• 2am Pacific Time - Very Little Activity 

• 5am Pacific Time - Activity Starts to Pick Up 
• 4pm Pacific Time - Activity on Etsy Peaks, the slows down quickly 
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Understanding Weekly Etsy Activity 

In addition to this are days of the week that are most active. For the most part, Fridays are going to 
be the slowest time of the week, with Sundays and Mondays being the busiest times of the week.  

Below is traffic from our Google Analytics shop. The pattern is subtle, but for the most part, the 
peaks in Etsy Shop views generally come from Sundays & Mondays, and slowly drop down to the 

lowest parts on Fridays.  

This is important to know for the following reasons: 

You should release new items or renew items mostly on Sundays, Mondays, and Tuesdays. 
Expect to have less traffic on Fridays, and do not release new items on Fridays. If you want to take 
a break from your Etsy Shop or to go on vacation, Fridays & Saturdays are the best days to do 
that. 

Keep your Global Consumers & Customer Activity in Perspective 

Your shop may experience variations in this. Or, if you are located in other parts of the world, you 
may have totally different results. But because over 70% of all traffic to Etsy comes from the US and 
Canada, most likely you will need to think about the time zones between Pacific & Eastern Times in 
the United States, and cater your Etsy Shop to that market. Only 20% of Etsy Traffic comes from 

non-English-speaking countries. While 20% is very significant, and we do get a lot of customers 
from around the world, the US, UK, Canada, and Australia still hold the majority of traffic coming 
to Etsy. 

As Etsy continues to grow into other parts of the world, this data may change. But these things are  

important to understand as your Etsy Shop advances and gets more in-depth experience.  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CUSTOMER PROFIL ING 

As an Etsy Seller and business owner, it is essential for you to understand who your target 
customers are.  

Your target customers are not the people who you want to buy your products. Instead, they are the 
ones who actually do end up buying them once people are exposed to your products. 

On all of Etsy, 80% of users are Female, 69% of users are from the United States, with over 77% of 
Etsy users speaking English as their primary language. 
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This is super important to remember as you continue to grow your Etsy Shop. In general, you want 
to cater to Females from the United States, as they are the majority of customers shopping on Etsy. 

 

But within Etsy, there are going to be specific kinds of users that are more likely to gravitate 
towards your products. A great way to figure out this information is through Google Analytics. 

 
If you have only had Google Analytics set up on your website for a couple weeks, this data may 
not show yet. So make sure to come back to this in another couple weeks, so that Google has 
enough time to compile this data for you.  

Gender & Age 
The first set of Data to check out is at Audience > Demographics > Overview 
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The charts will show you which Ages come to your Etsy Shop the most, and the most common 
gender that visits your Etsy Shop. Most likely your data will be very similar to ours. But double 
check it on your own Google Analytics account to make sure you don’t miss anything unique. 

In addition to this information from Google Analytics, Etsy Conversations with your customers can 
also help figure out what kinds of people purchase from your Etsy Shop. By speaking with a lot of 
customers directly over the past couple years, we have found that our main customers tend to be 
either young professionals, recently married, or married with young children. There are very few 

customers who are in high school, college, or married with older children, or retired - so we do not 
put a lot of emphasis on designing products catered to those demographics.  

Location 
The next bit of information that can be helpful to see is at Audience > Geo > Location 

For our Etsy Shop, this bit of information is interesting, because it is not very similar to the overall 
data from Etsy. Only 43% of our Visitors are from the United States. With 8% from the UK, 7% 
from Canada, and 5% from Australia. This could be due to the fact that we are a Digital 
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Download shop, and there are no shipping restraints. But this helps me understand that a lot of my 
customers are International customers. In fact, the majority of my customers are International ones 
(57%) and the minority are from the United States. In addition, 37% of our customers do not have 

English as their primary language. Your Etsy Shop may be very different, so I highly recommend 
you find this information out on your own Google Analytics account. For our Etsy Shop, this tells 
me that I need to focus just as much on International customers as my domestic customers - which is 
actually something I have not been doing, and I need to change for my own shop. We should be 
offering more International sizes for our printable downloads, and put equal priority on that as 

much as our United States customers. Our sales would likely increase if we made it easier for 
International customers to make purchases. 

From this Geographic information, we can also see which countries and States shop on our Etsy 
Shop the most, and can cater to those customers directly. For instance, if we drill down even further 

into the United States, we can see that the most popular States who shop on our Etsy Shop are 
California (16% of traffic), Texas (8%), and New York (7%), with traffic from Canada and the UK 
being just as popular as Texas and New York. If we wanted to expand our product line, we would 
likely want to keep in mind that these 5 regions make up the most of our Customers (about 46%). If 
we made items that are Geographically based with things like adding Names from these areas to 

our products (such as San Francisco, Los Angeles, London, etc), these would likely sell best. Of, if 
we offered more photographic art from these regions, those may sell better on average as well. It 
also looks like Etsy really is prioritizing our Keywords to the area we live in, which is an algorithm 
that Etsy has set up in its search results. If your Shop is based in California, then your items will be 
shown more to Californians. If your Shop is based in the UK, then more of your Etsy Listings will be 

shown to UK customers.  

Usually, it is best to try and design your Etsy Listings to work for all geographic locations, 
languages and countries, to help broaden the amount of people who would order your items. But 
if you are looking to build more niche products, this data can be helpful for that kind of 

information. 

Overall, make sure to check out this data, to better understand who your customers are, and how 
this can help you to develop new Items, adjust your Shipping rates to cater more to the majority of 
your customers, or how to fix items already on your Etsy Shop that need to be adjusted based on 

this data. 
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From viewing this data, we have some work to do on our own Etsy Shop to adjust things to work 
more for international customers. We're not going to go through an update all 900 Listings at 
once. Instead, we will test it on our top 10 Best Sellers, to see if it helps our Conversion rate go up. 

And if it does, the we'll continue to apply the changes to all of the other listings.  

For instance, our Pineapple Art has been trending a lot lately. It has gotten 19 Sales in the last 30 
Days, with 839 Views. That is a 2.2% Conversion Rate. So if we were to offer International Print 
sizes, in addition to US Print Sizes, we would expect to see our Conversion Rate to go up - but the 

only way to know for sure is to test out that idea. But Pineapple Art is sort of a trend right now, and 
may slow down as we get closer to Summer. For this reason, if we only test this idea on one item, 
there are other variations, such as Trends and times of the Year, that may skew our data. So we 
will want to test these on at least 10 different items that are not just seasonally trending. Then, we'll 
put together all of the Data, and see what the overall conversion rate is.  

At the very least, to get started, get on Google Analytics today and see your own data for who 
your customers are based on Age, Gender, and Location. Like us, you may be surprised by what 

you find. Then, think about how this data helps inform you about your Sales Strategy and Product 
Development. 
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ADVANCED CUSTOMER SERVICE 
As you continue to get more sales on Etsy, part of your marketing strategy should be to bring back 
customers for more purchases. To build a sustainable Etsy Shop, you want to build a loyal 

following of customers that come back again and again.  

Etsy has some great built-in web technology that already does a lot of the work for you. Etsy 
automatically recommends other items from your Shop to your customers, and even sends weekly 
emails to remind your customers about their favorite items.  

But you want to personally captivate and maintain your best customers, and incentivize them to 
keep coming back. A simple way to do this is to set up an exclusive membership program that 
offers them perks, insider information, or other benefits. 

Lots of companies do this through different ways. Sometimes, it is as simple as allowing anyone to 
sign up for an email list. Other times, members can get exclusive discounts, or free perks.  

An easy way to do this for your own Etsy Shop is to target your best customers directly. If you have 
over 1,000 Etsy Customers, inviting every single customer to a membership program is time 

consuming. And, likely, most of them will not be interested if they have only made one purchase.  
  

Target Your Best Customers 
What we do is offer a membership invitation to our best customers, especially those who have 

purchased multiple times, have left 5-Star reviews, or have spent at least a certain amount of 
money at our shop. If a customer has met this criteria, then we send them an invite via an Etsy 
Conversation to join our membership list.   

We target our best customers which follow a certain criteria: 

• The customer has made at least 2 purchases 
• They spent at least $28, which is about 4 items (4 prints x $7 per print) 

• The customer has submitted multiple 5-star reviews 
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Invite Your Best Customers 
We check for new purchases that meet this criteria every day. Then, we send them a personal 
invite to join our Luxe Membership, such goes like this: 

Hi Jessica! For being such a great customer, I’d like to invite you to become an exclusive Luxe 
Member of Melinda Wood Designs for free! Members get free perks, including access to free 
artwork, free customizations on purchased items, and exclusive discounts. 

If you’re interested, all you have to do is sign up with your email address here: 

http://www.melindawooddesigns.com/luxe 

Thank you so much and please let me know if you have any questions! 

Almost everyone we send this note to signs up for the Luxe Membership because they already love 
our Etsy Shop and products, and they are already interested. This way, they are voluntarily signing 
up, it is exclusive and personalized, and there is a strong connection between the Customer and 
our Etsy Shop. We only send about 2-3 of these per day. And it does not violate Etsy guidelines 
because it is an invitation. It is against Etsy policy to sign up customers without their consent. So 

we've found this approach is the most effective way to gather emails and make your customers 
happy at the same time. 

  

Set Up An Email Newsletter System 

Next, we have an account with MailChimp to collect email addresses. MailChimp is the best 
newsletter platform there is. It is easy to use and it is totally free for the first 2,000 emails you 
collect. If you do not have an account with them, I highly recommend signing up at: 

http://mailchimp.com/ 

It can take about 2-3 couple hours to set up the entire account. But if you are serious about your 
Etsy Shop becoming a successful business, than having a newsletter platform will be very valuable 
in the long run for you. You will first want to set up a "List" on MailChimp and then send your 
signup form to your Etsy Customers. Here are instructions on how to do all of that: 
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http://kb.mailchimp.com/lists/signup-forms/share-your-signup-form 

  
Set Up Membership Campaigns 
Even if you only have 1 person subscribed to your Membership, you are ready to start sending 
them perks and offers. Each time you send out an email, you want it to be valuable, interesting, 
insightful, and helpful. Don't try to sell more products to your email subscribers. Instead, make 
them feel part of an exclusive membership that adds value to their life - something they will enjoy. 

What you offer your members is totally up to you, and it should be within your means of what you 
can feasibly do with your time and resources. But for our Digital Download customers, we send 
emails out to our Members that usually include: 

• Private access to exclusive Artwork & Designs 

• Free Monthly Printable Artwork 
• Free Custom Design Alterations 
• Decor and Interior Design Tips 

We send out emails about once per week, to offer our best customers these insider exclusives. 

Because all of these customers have left great reviews, made multiple purchases, and spent a lot of 
money on our Etsy Shop, we want to continue to make them happy and make them feel like they 
are part of our Etsy Shop, so that when they are looking for a new piece of artwork in the future 
they still have our Etsy Shop in mind. 

Returning customers make up about 20-30% of our Sales, so incentivizing repeat business is 
absolutely crucial for an Etsy Shop's long term health.  

We've tried lots and lots of approaches, and so far this has been the most successful out of all of 
them, so I wanted to share this strategy with you. There are lots of other ways to do this, and most 

businesses do this. For instance, some companies offer Credit Cards and give their customers extra 
Points or Cash Back on purchases. Most of what big businesses offer are not feasible for a small 
business. So doing an email-based membership program is going to be much easier and effective 
for your Etsy shop.  

 22



PURCHASE WINDOWS 
Whenever you buy something, there is a certain amount of time between the initial thought of 
wanting something and the time the actual transaction occurs.  

Typically, when something is very expensive, like a car or a house, the Purchase Time Frame or 
Purchase Window can be weeks, months, or years.  But when an item is very inexpensive, like 
water, tea, or a snack, the Purchase Window can often be within minutes or seconds.  

It's important to have a general understanding of your customer's typical "Purchase Window" for 
buying your products on Etsy. Generally, it's going to depend on how expensive your items are. 
But each business has different customers, different customer mindsets, different products, and 
different pricing. So the Purchase Window, or average time it takes a customer to order your item 
after becoming aware of it, is going to be very specific to your business. 

The only way I know how to get an accurate sense of a the Purchase Window for an Etsy Shop is 
through Promoted Listings. 

However, I highly caution you not to try and figure this out right away. I do not recommend you 

use Promoting Listings to try and increase your Etsy Shop's revenue. But using Promoted Listings 
does give you a few helpful tools and insights into your customers and best-converting items.  

Below is an example of the Analytics we've gotten from our Promoted Listings.  
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The most important part of these Promoted Listings Analytics is the "Avg Time to Order" which Etsy 
Describes as "The average amount of time between a click on one of your promoted listings and 

the associated order.” 

For our Etsy Shop, we've not spent a ton of time with Promoted Listings, and it's been very 
inconsistent and difficult to figure out a good strategy. I believe it is not worth the time to try and 
figure it out, when there are so many other clear ways to improve your Etsy shop that can lead to 

more sales and better use of money invested, such as improving your keywords or improving your 
listing designs. 

However, from doing the Promoted Listings for at least a few weeks, we've figured out the 
following for our own Etsy Shop, Melinda Wood Designs: 

It takes our customers about 25 hours between seeing our items, and then buying them. Because 
our price point is only $7 per item, the cost is a relatively small purchase. So customers do not 
spend a ton of time thinking about their order. 

Knowing your Etsy Customer’s 'Average Time to Order' is especially helpful for two main 

reasons: 

1. If an Etsy Customers asks about our items on Etsy, and we do not respond promptly, we may 
lose that customer. If the average customer orders within 25 hours of seeing an item, and it 
takes us several hours to respond to that Customer, they may move on to another Etsy Shop 

which responds faster than us and purchase from them instead. 
2. If we do a promotional sale, and we allow more than 25 hours for the coupon code to be 

available, we know that the Customer would already have made the purchase anyways. I've 
tested this out numerous times. When we do sales that are multiple days long, such as "40% 
off for the next 5 days" - then most customers are not motivated to use this coupon code 

because they know within 24 hours if they want to buy, and they do not need 4 extra days to 
figure out and make the purchase. We have found that a coupon code like "40% off today 
only" works much better, because it matches what the Customers need in order to make a 
purchase. Understanding this helps us close the deal with a customer at the appropriate time. 
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Depending on what you sell, your Customers "Average Time To Order" is likely going to be much 
different than ours. So I highly recommend that you test this on Etsy's Promoted Listings yourself. 

However, again, I highly caution you to not rush into this unless you are willing to spend the extra 
money figuring this out. So here is what I recommend: 

• Do not try Promoted Listings until you are 100% ready to do so, and are willing to spend 
around $50 USD or more on Promoted Listings within the next 10 days. 

• Cap your Promoted Listings to about $5 per day, so that you do not spend too much money on 
Promoted Listings all at once. 

• You will likely want to promote only your top 20-40 Sellers on Promoted Listings to ensure that 
you are showcasing things that people usually want to buy.   

• Make sure to set your Bid to be high enough to get Impressions, but low enough that you are 

not spending too much money. 
• Watch your Impressions and Sales over the next 5-10 days, to see if you are getting 

Impressions and/or Sales. 

• You want enough data to come in to get the "Average Time To Order" number that is 
automatically generated by Etsy. It may take several days until you hit that number.  

• Beyond this, do not expect to drive sales through Promoted Listings. After testing this out 
numerous times, it is very hard to be successful at gaining extra sales through Promoted 
Listings. You are far better off improving your Keywords instead, so make sure to turn off 
Promoted Listings once you get your “Average Time To Order” estimate. 

Once you have a few days of data, you can check out your Promoted Listing Stats. To do this, go 
to the following link: 

https://www.etsy.com/your/shops/me/promoted-listings/revenue 

If you are not seeing any data yet, it may be too early and you do not have enough Impressions or 
Sales. So make sure to set a maximum amount of money you are willing to spend to get this 
information. Knowing your Customer's Average Time to Order is very valuable, but it depends on 
how much money you are generating on Etsy.  

I'd recommend spending only about 5% of your monthly revenue on Etsy Promoted Listings so that 
you know what your maximum should be, and ensure you do not spend too much money on this. 
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For instance, if you are currently making $1,000 USD on Etsy, then spending about $50 USD on 
Promoted Listings is probably appropriate.  

One Last Warning: Only try this out if you are absolutely certain you are okay spending a little 
money on this and possibly not see results very quickly. There are lots of other things you can do to 
improve your Etsy Shop, and I recommend trying those out first. But if you are at the point in your 

Etsy Shop where you are successful, and want to take your Etsy Shop to a new level, then this tool 
is worth trying out.  
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SEASONAL & YEARLY PATTERNS 

In any business, product development & sales greatly depends on yearly and seasonal patterns. 
Boots tend to be purchased in the Winter and Sandals tend to be purchased in the Summer.  

Some seasonal and yearly patterns are obvious. Others are more subtle.  

Use Google Trends for your research 
A great tool for planning ahead and understanding seasonal & yearly patterns is Google Trends. 

All you have to do is type in simple keywords to do research on products or ideas you are 
developing, and compare them to each other.  

Google Trends can be found here:  https://www.google.com/trends/ 

In the search bar, type in a keyword or word that you have interest in understanding better. 

I will use the example of Furniture. Specifically, a "Table." 

Below is the data that Google collects based on world-wide searches for the word "Table", or 
multiple-word terms which also use the word "Table."  Since most of the world is in the Northern 
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Hemisphere, these charts are showing data for Summer during the July to September months, and 
Winter in the December to February months. 

If my business sells Tables, then I can expect my 3 slowest months to be June, July, and August, 
and then quickly picking up in September through Christmas.  Then, increasing even more from 
January to April, and then a dramatic drop off in May.  

This yearly cycle pattern is extremely consistent between 2004 and today, as seen in the chart 

above. And it's helpful data for my Table business to know this information ahead of time, so I can 
prepare and plan for the seasonal variations.  
  

Break your Google Trends searches down into smaller categories 

With this information, I can also refine my understanding of the Table market online by breaking 
down Tables into the different kinds of tables I sell.  

For instance, Dining Tables (shown in the below graph) are pretty consistent throughout the year, 
with a slight increase between August and January for the Fall to Winter months.  

But for the keywords "Patio Table" and "Outdoor Table" (which have essentially the same yearly 
activity), these terms are extremely dependent on the time of year.  Interest in Patio Tables peaks in 

May, and plummets until November to January.    
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This information is incredibly valuable for a business owner and Etsy Shop. And your business 
should have an understanding of yearly patterns and trends that apply to the things you already 
sell, and what you would like to add to your Shop in the future. 

There are lots of other kinds of tables, such as Coffee Tables, Side Tables, Console Tables, and 
many more that could also be researched.  

If my Etsy Business sells Tables, and I am a professional table maker, I can easily plan out my 

product design and yearly schedule based on seasonal trends. I can focus more on Patio & 
Outdoor Tables starting in January, so I can prepare for February, March, April, and May, which 
are the most important months for selling Outdoor Tables. I have to know when to plan ahead, 
because even though people use their Patio Tables in June, July & August, they want to be able to 
purchase their tables by May at the latest to enjoy their purchase during the entire Summer. 

Each year has two primary cycles 
In order to have a sustainable Etsy business, you must think about the entire 365-day cycle of the 
year. Usually, products have 2 primary cycles: 

• Summer, which is mostly outdoor-related & warm-related products 
• Winter, which is mostly indoors, cold-related and holiday-related products 

But all products have micro-trends and cycles, and you must study each type of product you sell 

specifically to match it up with the particular months that it is popular.  
  

Build your Etsy Shop to be sustainable year-round 
Once you have a range of items within your Etsy Store that account for yearly cycles, you can 
have more confidence that your Etsy Shop will be sustainable year-round and not rely on small, 

seasonal trends. 

For instance, if you only specialize in Outdoor Tables, you will only see sales from about February 
to June, and very few sales from July to January.  
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The same goes for Artwork, Clothing, Jewelry, Home Decor, and just about anything else that is 
sold.  

For instance, if I search for "Wedding" on Google Trends, I can see that most people do wedding-
related searches between January and September, which means that very few people even bother 
to look up wedding-related things during October, November, and December. If I sell items for 
Weddings exclusively, then I am going to have a very tough time getting sales from October to 
December.  So in order to have a steady business year round, I need to do some research on what 

sells well from October to December, but is related to my other products on Etsy, so I can have a 
sustainable year-round business. 

  
Think about 1 Big Step you can make to grow your business 

What I recommend, as an Etsy Shop and as a business, is that instead of relying on the "busy 
times" of the year for your Etsy Shop, that you instead have a sustainable year-round business. 
Instead of waiting for the next busy season, push yourself to grow to the next level. Don't get 
comfortable with just selling only 1 type of things on your Etsy Shop, but think about the next 
logical step to expand your product line, but still stay within your primarily style and specialty.  
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If you rely too much on seasonal trends and sales, then you will likely lax in the times that are not 
as busy, and become overworked during your busiest months. 

I am not recommending that you rush off and start developing a ton of new products to account for 
everything you can think of. But I do recommend that you think about the next big step you need to 
take into account for Seasonal variations and long-term sustainability.  

These principles do not just go towards objects, but also colors, styles, and materials. For instance, 

linen is more popular in the Summer, and wool is more popular in the Winter. Black and White 
are more popular in the Winter, and Pastel and Bright colors are more popular in the Spring & 
Summer. So whenever you develop a new product, think about which season it matches most 
closely to, and make sure you have a product line which accounts for all four seasons. 
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PRICE TESTING 
The easiest way to change and optimize your Etsy Shop is through Price Testing. Every successful 
company in the world does this. There are more complex ways of improving your Etsy Shop, such 

as developing a brand new product, or releasing a whole new marketing campaign, or doing new 
market research. But with price testing, all you have to do is change the price of your items or do 
some sort of promotional sale.  

There are lots of ways to test your prices, and it should be something you are always thinking 

about and working on. The following examples and concepts have taken me a very long time to 
understand. But if you are able to understand this, and apply the information early on, you are 
going to be in a much better position than I was when I first started my Etsy Shop. 

Here is an example of pricing, positioning, and price testing 

Let's say you make blue denim jeans on your Etsy Shop. And let's say the average pair of Jeans 
you sell costs $50 to the consumer. But higher-end clothing companies, like J. Crew, sell their jeans 
for $150. A low-end company, like H&M, sells their jeans for $20.  

So, right now, you sell medium-priced jeans. 

In the clothing industry, most companies want to have a margin of 60%, and sometimes even more 
if that company only sells in their own stores.  For instance:  

H&M  -  $20 Cost to customer | $8 Cost to make 

Your Etsy Shop - $50 to customer |  $20 Cost to make 
J. Crew - $150 Cost to customer |  $60 Cost to make 

In reality, it probably costs closer to $4-5 for H&M to make Jeans.  And it probably costs closer to 
only $30 for J.Crew to make their jeans.  However, as a small business owner, your cost to make 

your own Jeans is likely much more expensive, because you are not running a high-volume store 
where you can drive down your costs through mass-production manufacturing. 

Because of this, and because you are hand-making and selling your items on Etsy - where people 
want unique, new things they cannot find anywhere else - you provide a higher value to your Etsy 

Customers. You have a story and a niche that people cannot find anywhere else in the world.   
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Most likely, you ought to be charging higher prices than you actually are charging right now. Just 
because everyone else on Etsy sells jeans for $50, doesn't mean you can't sell them for $100. 
And if you have lots of sales, lots of 5-star reviews, and great branding, there is a good chance 

that your prices may be too low.  

Slowly test your prices over the next few weeks or even months 
Let's say you are currently selling jeans for $50, and you are selling 2 pairs of jeans per day very 
consistently. If you are willing to price test, try selling your jeans for $55 and see if you still sell 2 

pairs of jeans as usual. If you do, congratulations! You might have been charging too little for your 
Etsy items. Keep your prices at $55 and see if you continue to get the same amount of sales for at 
least the next couple weeks. You don't want to price test too often, or you may see rapid changes 
in your View Stats and Sales, and then your Etsy Shop could lose momentum. So be careful about 
this.  

But if you see no sales after raising your prices to $55, or only 1 sale per day, considering trying 
out your new price for at least a couple more days to see if there are any changes.  If the sales are 
obviously still lower than before, then your original price of $50 may be the maximum your 
customers are willing to pay. At that point, you may want to try and lower your prices to $45 to 

see if that price leads to more sales.   

But if your prices work at $55, try increasing your prices to $60 in a month or two, and see if your 
sales stay the same, increase, or lower. Continue the process until you find the highest price 
customers are willing to pay without any decrease in sales. 

Establish yourself as the higher-quality alternative 
If you never try to price test, you may be missing out on opportunities. Also, if you keep your prices 
the same as everyone else on Etsy, you may not be establishing yourself as the "higher quality" 
alternative. If an Etsy Shop is selling jeans for $50, but they only have 2 reviews, and 20 sales, 
and you are selling your jeans for $50 as well, you are not telling your customers that you have a 

better product, with better customer service, and better branding. You are essentially saying that 
your jeans are only as good as the Etsy Shops with less sales and fewer reviews.  

Continue refining your coupon code strategy 
Another way to price test is through coupon codes. However, as your Etsy Shop becomes more 

established, with more Reviews, more sales, and more happy customers, you should begin to focus 
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more on Quality & Branding, and less on Sales, Discounts, and lowering your prices. As you 
become more established, you gain credibility, and you do not want to cheapen your brand by 
offering too many coupon codes.  

In the early stages of your Etsy Shop, feel free to experiment more with coupon codes. But as your 
Sales increase to 1,000, 5,000, and 10,000+ Sales, you want to rely less on coupon codes, and 
more on price testing, branding and quality.  

Price testing is something you should always consider, and try out once in a while. But don't feel 
like you have to do it all the time. Only try it out if you are willing to, if you sales are stable, and 
you are willing to take the risk. And make sure to do it in small incremental changes, rather than 
radically increasing your prices.  
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PRODUCT DEVELOPMENT 
One area we haven't covered much of yet is Product Development.  When you start your Etsy 
Shop, you should have a basic understanding of what you want to sell. But, as with any business, 

once you get your products online and they start selling, you should begin refining what you offer, 
and improve your items over time.  

Below are some questions that other Etsy Sellers have asked regarding Product Development that I 
think are helpful for any Etsy Shop Owner to know. I've also included examples from our own 

Shop to show what we've done to develop our own artwork over time.  

Should I develop variations of products that are already selling well?  
Absolutely. This should be your primary way of developing new items. When you already have 

data on what sells and what people like, it can become much easier to figure out what to do next. 
For instance, if you sell Fashion Accessories, and your Black Leather purses sell better than 
anything else, maybe consider making a different size purse, or a matching Clutch, or matching 
Wallet. Once you know a particular type of design sells well, it's typically best to build off of that 
knowledge, instead of trying something complete new which you have no experience in.  

However, sometimes, just because something sells, does not mean a variation of it will sell just as 
well. For instance, below is one of our best selling prints. The black and white Diamond Art has 
sold very well. So I decided to make three new colors of the same design:  Light Grey, Pink, and 
Beige.  For some reason that I can't understand, people love our Dark Black minimalist prints. But 

all of the other colors almost never sell. Since we've tried it out, as well as other similar tests, we 
now know that only Black & White Minimalist/Geometric Artwork sells well, but other colored 
versions of it do not. This testing over time with multiple different kinds of Artwork has helped us 
learn how to design new products that often sell on the very first day they are posted to Etsy. 

So continue to learn from your past successes, and build off of it slowly, instead of experimenting 
too much with brand new ideas that have no basis on your Etsy Stats or Sales. 
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Should I develop items based on trends?  
If there is a trend going on that you've noticed, and you're interested in using it as inspiration for 
your own Etsy Shop, be careful, and make sure it's something that makes sense for your own Etsy 

Shop. For trending items, make sure to ask yourself the following questions: 

• Does it match the aesthetic of the rest of your Etsy Shop? 

• Could the trending items also be sold at other times in the year?   

• Is it feasible for you to make, or will it be difficult and expensive to make? 

• Are you considering to make it because the trending item makes sense, based off of the 
previous Sales you've had?  

Trending designs are very difficult to figure out, execute, and then get a lot of sales from it. Often 
times, the keywords associated with the item may come and go, and the style might disappear in 

popularity. If you do consider trying to make designs that are more trendy, try making your item as 
simplified and universal possible, so that they will sell year-round instead of just for a couple 
weeks.  
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For instance, the below design from our own Etsy Shop on the left was a photo of one of the small 
cactuses in our home. At the time, black and white photography was very popular, and this item 

has sold very well. I never considered making a color/green version because black and white was 
just so popular and I had tried making Green Artwork before that never, ever sold.  But all of a 
sudden this year, Green & Tropical decor became popular. Because we already had all the 

photography finished, it was easy just to take the original photos and use the colored version of 
them.  
 
Even though the item is trendy now, we make sure that the artwork is simple and generic enough 
that it could possibly work year round.  If you start adding too many colors or different design 

elements into a particular item, it reduces the chance of someone buying it. That's why Black & 
White tends to be a very classic color combination. Black and White is not very trendy. It works 
year-round and never goes out of style. However, colors like bright Orange or Dark Purple might 
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trend for a few weeks, but it comes and goes because the color is so unique, or it only works for a 
very specific type of person.  

So, when you do make designs based on trends, make sure to design them to work both for the 
temporary Trend, but also for the long-term, so that your work is efficient and not wasted on 
something that could end up never selling again. 

Should I make new designs that are not trending or do not seem to be currently popular?  

It's really risky to try brand new ideas based on no data or anything that makes it apparent that it 
may do well. If anything, your new designs should follow basic design principles that naturally 
flow from your items that are already selling well.  

For instance, the following design, which is a Geometric Hummingbird we sell, was based off a 

drawing I had sketched back in high school, over 10 years ago. The original drawing was already 
finished and in one of my old sketch books.  All I had to do was scan and Photoshop the artwork 
a bit. So the time invested was very low. Then, we have some Geometric Animal prints that have 
sold very well. So, even though we had never tried a Hummingbird print before, and did not really 
see any Hummingbird artwork like this trending anywhere else, the Concept was simple enough to 

test out. 

Now, these two Art pieces are some of our best selling designs. Sometimes its hard to predict if 
new items will do well. But if you can easily test them out with very little time & effort, then it may 
be worth doing. Whenever you try new ideas for your Etsy Shop, make sure to put as little time 

and money into it, so that you're not over-burdening yourself with doing a ton of work that will not 
pay off. But you still want your design and photography to look good. So always be cautious of 
trying too many brand new ideas. Instead, stick with what you know works, and slowly build off of 
that while experimenting occasionally. 

What information do you look at to determine which new products to make next?  
A few things help determine what to do next with new product ideas: 

• What are your best selling items of all time?  Can you try a variation of that same design with 
a different color, style, shape, or content?  
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• What items of yours seem to be selling right now? Can you make 1 or 2 new items that would 
fit into a matching collection that can go into the same Etsy Shop Section? 

• Are there any keywords that people are using to find your shop that are trending, but you 

don't actually have items that match that exact keyword? Try out 1 new design that is inspired 
by a new keyword.  

• Have you been inspired by anything new lately? Sometimes being outdoors, on vacation, or in 
a new place can help you think of totally new ideas. Just try 1 of them out for now.  

Once you figure out what your customers like, what sells, and how to review your own Sales & 
Stats to determine what's going on with your Etsy Shop, it can be much easier to figure out new 
products to make.  When we first started our Etsy Shop, we had to do a ton of experimentation to 
see what did and did not work. Now, because we have over 2 years of experience, we see our 
brand new designs selling within hours. It takes a lot of practice. But keep at it. And always build 

off of your successes. 
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WHAT TO DO WITH ITEMS THAT NEVER 
SELL 

Etsy Shop owners always ask about what to do with items that never sell. So let's go over some 
general guidelines on what to do with items that aren't working. 

What I have learned from running my own Etsy Shop, is that you do not want to give up on your 
items quickly. You want to keep working on them and improving them over time. Often times, it's 
better to try and make a bad product a little better, than to get rid of it and give up. 

Etsy will keep your items up for 4 months after you first post it.  If your item never sells after 4 
months, it will expire, unless you renew the item.  

If one of your Etsy Listings is expiring soon, look for a few key things: 

• How many views has it gotten in the last 30 days? 
• How many times has it sold in the past, if ever? 
• Is this a seasonal item that may sell this-coming Summer or Winter? 

If it seems like the Item has been getting some views (at least 15 views per month), either through 

Keyword searches or Shop Views, the item is likely worth keeping. 

Here are some general principles regarding Etsy Items that are not doing well: 

1. Only get rid of an item if there is simply no hope in saving it.  
There have been about 50 designs I have made that were just totally dead-beat, good-for-nothing 

designs that nobody wanted at all, no matter if I tried to make it better, or change the color, or do 
something else with it. One of those items even had over 100 Favorites within 1 month, but no 
Sales! Sometimes people "Like" the look of it, but they actually do not want to buy it. And the 
design is just so bad that there's no point in keeping it. If you hate your item, and no one else likes 
it, and it's too much effort to make it better, it's time to get rid of it! 

 40



2. Your Item might be Trendy, Seasonal, or just needs time. 
If your item is meant for the Summer, or Winter, or trended for a short amount of time, keep your 
item and consider bringing it back later, or just allow it to stay on your Shop. 

One of our most popular designs was dormant for over 4 months, almost no one bought it, and I 
thought "This design is so good!  Why is no one buying it?" And then about 8 months later, it 
starting picking up like crazy and now it's one of our best sellers. 

Sometimes, it takes a while for people to catch on to a new style or trend. I've made designs that 
were totally unique, and no one else was doing, but there can often be a 3-month lag for people 
to catch on and like it. So, sometimes, you've got to wait it out. 

Here's the design that did poorly for a long time, and is now one of our best sellers. 

3. It'll take time to learn what your customers like. 
There is not a secret science to this all. It took me months and months to figure out what my 

customers like. And now with all of this experience, and because I have had over 13,000 
Customers, its a lot easier to figure out what to do next to make new designs.  Almost all my new 
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Listings sell very quickly, because I have an understanding of what my customers like. But it took a 
very long time to figure this out - And every shop is going to take their own path, learn their own 
techniques, and build an Etsy Shop based on their likes, dislikes, and research that is based on 

previous sales and statistics. 
  

4. Set a 4-month schedule for each item to plan on improvements 
Here is a rough guideline on what to do with your Etsy Items which are getting no views & no 

sales. Over time, you want to try and improve your item either through Keywords, or in the item's 
description, photos, or design. 

No Sales After 30 Days 
Wait To See What Happens 

No Sales After 60 Days 

Try Dramatically New Keywords 

No Sales After 90 Days 
Try Improving Your Listing's Photography or Design & Try New Keywords Again 

No Sales After 120 Days 

Let Your Item Go Inactive For a While and Bring it back in a couple months. 

  
In summary, you do not have to delete all your bad selling items. It's better to try to make them 

better, and build off of your previous work, than to give it up entirely. Remember that it is always 
about making small steps every single day to grow your Etsy Shop over time. So don't get 
discouraged if some of your Items simply don't work out! 
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CONVERSION RATES & STATS 
Here's some quick advice to know if your Products are getting the sales they should be.  

For almost all E-commerce stores, the general principle is that 1-2% of your visitors are going to 
make a purchase on your website. In other words, every 100 visits to your shop should lead to at 
least 1 sale. This is only a general rule of thumb.  

Below is an example of one of our best-selling items. This item has received 1,882 views in the last 

30 days, and has gotten 27 sales.  So, 27 divided by 1,882 is equal to 1.43%. That means this 
particular item is selling pretty well, based on the number of views it is getting.  
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If an item has a low conversion percentage - less than 1% percent - it could be due to a few 
things: 

• Once people see your item, they decide they don't like it and leave the page. 

• Your Item Details are confusing or misleading and people are leaving because of it. 
• Your Prices are too low or too high, making you seem either like a discount shop, or over-

priced. 

• Your Reviews are not good, and people don't like what other customers are saying. 

• You may not have enough Reviews, and customers are looking for a more credible Etsy Shop 

with lots of customer Reviews. 
• Your Shipping prices are too high, and people rather find another shop with lower shipping 

prices. 

• Your Shipping & Processing Time takes too long, and people want to receive their item in the 
mail as quickly as possible. 

• Your Photos are not clear, or they are confusing, or not inspiring enough. 
• Your Shop Policies are not attractive. People want to know they can return their item, or that 

you are at least going to make them happy if something goes wrong.  

All of these areas are ways you can make a customer's experience more pleasing once viewing 

your Etsy Item, and should help your Conversion Rate to be higher than 1%. 

  

In order to have a high Conversion Rate, people have to be viewing your Items through 
Keyword Searches 

Before you can do any of this, your Items must be found through Keyword searches. Your goal 
should be to get around 100 views per month for a single item, or around 3-4 views per day. If 
you are not getting this many views per month, try improving your Keywords.   
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ANALYZI ING L ISTING STATISTICS 

As an Etsy Advanced Seller, you are in a position where you can start to really analyze and 
understand each of your listings in a detailed manner.  

An easy way to do this is to use your Listing's Statistics.  This needs to be done on an item-by-item 
basis, to really understand how your customers are viewing your items.  

The very first page a Customer usually sees is your Individual Items through a Keyword Search. 

Almost always, they do not see your Shop's Home Page first. As an Etsy Shop owner, you need to 
think like an Etsy Customer and experience how the Customers uses your shop, instead of 
experiencing the shop as an Owner. 

Below is an example of what the Statistics for an individual item looks like. To find this page, click 

on an Individual Item on your shop and click "View Stats."  
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From here, you'll see 4 important areas of information: 

1. How many Sales this Item has gotten recently 
2. How many Views this Item has gotten recently 
3. How people reached this Item's Page 

4. And what keywords were used to find this Item 

You always want to review Stats for the Last 30 Days to get a longer-term perspective on how this 
Item is doing.  

How Many Views & Sales Is My Item Getting? 

You want to figure out how to use this data to improve your item, or see if you need to let things 
be. I recommend starting with your best-sellers first, so you can be effective with your time here. 

For instance, in the last 30 days, the example item above has had 209 Views and 6 Sales.   

This is a very low 7 views per day on average. But over the course of a month, it adds up to a lot 
of views.  With 6 sales per month, this item has a 2.8% conversion rate (6 Sales divided by 209 
Views), which is great! This is well above the 1-2% industry average of a conversion rate. That 
means, this item is performing better than most products.  

For your Etsy Shop you should aim to get at least a 1% Conversion Rate. Once you hit a 2% 
Conversion Rate, I recommend leaving the item as-is. If you make too many changes to something 
that is already working, you could actually make your Conversion Rate lower. Instead, promote an 
item with a higher conversion rate and get as many sales as you possibly can with it. The more 
views this item gets, the more likely it will continue to sell. If the item's conversion rate drops down 

to 1% or lower, then you know it is time to stop promoting that item. 

How Are People Finding My Item? 
I like to see where these views are coming from. There are several ways people can find your item 
on Etsy: 

• Through Keyword Searches 
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• From Your Shop's Home Page 

• From A Customer's Favorites List 

• Directly from another Listing on your Shop 

• From your Shop's Side Column Section Categories 
• From outside of Etsy, such as on social media or other marketing you’ve done 

These are the 6 primary ways people will find your Item, with the most important being Keywords, 
because that is how most new people find your Shop & Items. 

  
What Keywords Are People Using To Find Your Item? 
Lastly, your can see how your Item's Keywords & Searches are doing. You want to have a lot of 
diversity for your keywords, so that the product shows up in all kinds of searches. If you are getting 

fewer than 5 to 10 Keyword searches in the last 30 days, I believe that is a bit too low, and you 
should try to improve your keywords in order to get more views on that item. 
  

So What Should You Do? 
Understanding how your Item is found and used is crucial to helping you understand what kind of 

changes you need to make. Here are several things you should be thinking about when looking at 
an individual Item's Statistics page: 

• Do I need to change my Item's keywords? 

• Is my item performing well? 

• Am I getting at least a 1% Conversion rate? 
• Are people finding my item through the Home Page, other Listings on my Shop? If not, what 

can I do to help people find my items, either through better Shop Sections or placement on my 
Shop's Home Page? 

• Do I need to change my item and improve it so that people are more likely to buy my items? If 

so, can the photography be improved, or the listing description, or even the product's design 
and features?  
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MARKETING RESEARCH 
An important way to gather information to improve your Etsy Shop is through customer surveys. 
Especially in the earlier stages of your business, it helps ensure that you are building your Etsy 

Shop in the right direction. It's also helpful to do maybe 1-2 times per year to make sure your 
business is still relevant, and still tracking trends, customer demands, and help inform what new 
products to make and how to expand your business.  

I highly recommend setting up your first customer survey if you have not tried one yet. You do not 

need to spend too much time on your first custom survey, and you should only send it to about 10 
people at first to test out your survey and see how many responses you get.  

A very important thing to keep in mind when doing surveys is to make sure you only ask extremely 
important questions that are very relevant to the things you want to know. Do not ask silly, 

meaningless or unhelpful questions. Reduce the number of questions you ask to the fewest possible. 
The more questions a customer has to answer, the less likely they will bother finishing or even 
starting at all. So get straight to the point. You don't want to waste their time or feel like it's too 
complicated to take the survey.  
  

First Step: Figure Out Your Questions 
I recommend keeping the survey short and easy.  Usually, surveys that have 3 questions or less are 
most likely to be responded to, because it takes less than 1 minute for a customer to fill out just a 
couple of questions. If you need to gather more information than 3 questions, then make sure to 

keep an absolute maximum of 5 questions. Jot down maybe 5-10 questions you want to ask 
customers. Then try your best to reduce them to the top 3 questions, so that you know you are only 
sending the most important questions you need to have answered. A few example questions could 
be: 

• What could have been made better about the product you ordered?  
• What styles/trends have you been interested in lately? 
• What is not on my Shop that you wish would be available? 
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Second Step: Figure Out An Incentive 
You want to encourage someone to actually fill out your survey. Remember that their answers and 
participation is equivalent to real monetary value. Instead of hiring a marketing or researching 

team to figure out valuable information to help your business grow, you are doing this yourself. So 
giving customers monetary incentives is definitely worth it, especially if you are simply giving 
discounts, free items, or VIP memberships. If you do not like the idea of trying to incentivize a 
customer to take your survey, then at the very least, make them feel like they are a part of your 
team and that they are a valuable customer and that you respect their opinion. Some examples of 

incentives you could try might include: 

• Offering a larger than normal coupon code discount (20% off their next order, or more) 

• Offering a free, small item emailed or shipped to them 

• A chance to win a free item through a randomized drawing 

• Making them feel a part of your brand by offering VIP membership or other similar 
membership-type programs that are exclusive to your Etsy Shop Business 

• Or, if you don't like any of these, try sending the survey without an incentive at all 
  

Step 3: Create Your Survey 

You want to make the survey easy to use and quick to fill out.  Most likely, you can easily get away 
with sending the Survey via an Etsy conversation, or through an email. If you want it to be a little 
more formal and professional, Survey Monkey is a great online tool for surveys. But don't think you 
have to use a specialized tool like Survey Monkey. Etsy Conversations may actually work better, 
because they are personalized and quick for people to read and respond to. 

  

Step 4: Determine Who To Send Your Survey To 
When creating your survey, you do not want to send it to everyone who has ever purchased from 
your Etsy Shop all at once. Instead, figure out 5 to 10 random people to send it to, to test out your 

survey. You want to see if your survey actually works. And you should not spend hours coming up 
with all of this, then sending it to everyone, and find that only 1 person responds. Instead of 
investing too much time, simply come up with your questions and incentives within 30 minutes or 
less, then test it out on 5-10 random customers. Then, track your results to see if anyone responded. 
Here are some things to track for you survey to determine if it was successful: 
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• How many people responded to the survey, if any? 

• Did the customers like the questions, or were they confused? 

• Were the answers to the survey questions helpful or vague? 

• Could you come up with better questions that will be more helpful for improving your Etsy 
Shop? 

• Could you offer an incentive that had a smaller discount code or cheaper free item, and would 
people still respond, so you are not giving away too much as an incentive? 

  

Step 5: Repeat & Refine the Process 
Once you have created the first survey you made, sent it out, and collected the results, continue to 
figure out better questions, make better incentives, refine your survey sending method, and then 
send out your refined survey to 10-20 more people. Continue this until you get all the information 

you need to take your Etsy Shop to the next level.  

After your first survey is complete, you should continue to create surveys whenever you need to 
take your Etsy Shop to a new level with more products, better branding, and a better customer 
experience. Feedback from your previous customers is absolutely crucial and probably the most 

important way to figure out what to do with your shop next when you start getting stuck in the 
same spot for a couple months. If you always make decisions on your own, without customer 
feedback, you are always shooting in the dark. You need real feedback, real data, and real 
information to build a successful business.  

Also keep in mind that surveys from friends, family, or people who have not bought your items 
before are not good resources. If you already have 200 or more customers, you already have 
enough people to send surveys to from people who actually paid money for your Etsy items. So do 
not send surveys to anyone but customers, as you'll be getting bad and irrelevant information from 
anyone else.  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MARKETING & INSPIRATION 
As you build your Etsy shop and gain thousands of customers, you'll start to have a better 
understanding of who your customers are, why they buy your products, and how to captivate them 

in a way that'll want them coming back for more because they feel like they have a connection 
with your brand. 
  

In Order To Inspire Your Customers, You Must Understand Who They Are 

Every business has different customers that think and feel in different ways. Once you figure out 
who they are, what they're looking to buy and how they think, you can use that to your advantage 
and develop your Etsy Shop in a direction that will be even more successful and sustainable in the 
long run. 

How We Understand Our Customers from Melinda Wood Designs 
For Melinda Wood Designs, our target customers tend to be people who love trendy home decor 
but are on a small budget. They also tend to be younger, recently married, or with young kids. Not 
a lot of our customers are established in a career or have older children. In lots of cases, our 
customers want direction on how to decorate their home, and need tips and suggestions for how to 

pair items together. Often times, our customers find inspirational photos and decor examples to be 
very helpful in deciding what to do with their decor project. And almost all of them like the white 
frames with white mats because that's what we present on the Etsy Shop - almost 100% of them 
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ask for that as an option for a physical print, instead of asking for other colored frames. And when 
we have a really nice photo of one of our prints, our customers can visualize and how it could look 
in their home and copy the inspiration for themselves. Since we have this information from over 3 

years of running the Etsy Shop, it's easy to understand our customers and to use that information to 
develop new products, or come up with new inspirational ideas to attract more customers on Etsy. 

Another Example: How We Understand Customers from JPWDesignStudio 

Another example is from my own Etsy Shop, JPW Design Studio, where I sell printable resumes, 
recipe cards, planners, and other paper designs for businesses and events. My style is very 
minimalist, black and white, and typography based. It's the style I have developed when doing my 
website design work for clients. Early on, I discovered that the only kinds of people who like the 
style I specialize in tend to be professionals, people established in their careers, or who want to 

hold a business event or other special event. Even though these are printable designs just like in 
Melinda Wood Designs, the people who buy from JPW Design Studio are a much different type of 
customer. It took a few months to figure this out, but once I understood who the customer was and 
how they think, it's now much easier to figure what kinds of new products to make in the future. 
Each time I make a new design, I ensure that my target customer matches the design I'm making, 

and then the item is more likely to sell than if I were to break away from my core customer's 
interests. 

Here's another thing I did recently that has be providing a ton of success for JPW Design Studio. 
Right now, I don't have a lot of time to work on my Etsy Shop by making new designs. But I did 

create a new Cover Photo which tried to capture who my target customers are. The slogan is 
"Minimalist Design for Modernists." My Etsy customers are people who appreciate really simple 
design, and they are a very specific type of person. This phrase, and the minimalist presentation of 
that phrase through the Etsy Cover photo, has single-handedly doubled my sales in the last month. 
There may be other reasons for this jump in sales, such as the time of the year. But usually the 

main way we have doubled sales in the past is simply to double the amount of products we offer 
and then use brand new keywords to increase our keyword search exposure on Etsy. But I've only 
had time to create 2 new products in the last month.  

What this new Cover Photo design, it has touched the core of who are target customers are. It's 

taken months to figure out, but I finally understand that the customers for JPWDesignStudio are 
people who love minimalist design, and feel like they are defined by minimalism. So when they 
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see the presentation of my Etsy Shop, they immediately connect with the brand. When I speak with 
new customers, they are already excited to talk about design, and presentation, and what they 
like, and express their appreciation for my design work. Presenting your own Etsy Shop and your 

items in a way that connects with your core customers is going to help drive more sales and gain 
instant followers and enthusiasts of your brand. 

Understand Who Your Customers Are 

Whatever you sell, you must figure out the core beliefs and feelings of your customers. You must 
understand how they think, what they care about, and what they are looking to solve through 
ordering your Etsy products. Once you can fully understand who your core customers are, you can 
tap into those emotions and beliefs by enhancing your branding in a way that quickly speaks to 
your customers. They will buy into your philosophy, and become a devoted follower of your brand 

because you have a similar belief system and connection with your customers. From there, you can 
continue to develop more ways to connect with these customers and keep them devoted to your 
brand as well as attract more people to your Etsy Shop who think in a similar way as your current 
customers do. 

Other ways to captivate and keep your customers devoted to your brand are: 

• Setting up exclusive newsletters and email lists for your customers 

• Designing your social media platforms to inspire and inform your customers 
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• Developing more new products that captivate and speak to your customers 

• Informing your customers with great ideas, inspirational tips and insights 

• Eventually building out a website or blog that intrigues your customers on a regular basis 

  

Inspiration Is Your Best Marketing Tool 
At the core of marketing and growing your customer base is really understanding who your 
customers are, and how you can continue to have a conversation with them in a way that inspires 

them. Instead of constantly trying to make sales, sell products, and use coupon codes, making 
inspirational products that speak to your customers is going to build a much better, stronger, long-
term marketing strategy than any coupon codes or sales strategy ever could. Spend some time 
thinking about who your core customer is and how you can effectively speak to them through 
better imagery and copy.  

There are several ways to figure out who your customers really are and how they think. Some 
methods to accomplish this include: 

• Making sure to have a dialogue with them via Etsy Conversations or Emails 
• Sending out customer surveys 
• Reviewing your Google Analytics data 

• Paying attention to your best sellers and seeing the similarities between them 

• Reviewing your worst selling items, and see how they compare to your best selling items 

Spend some time figuring out this information for your own Etsy Shop in the next 30 days, and 
experiment with your Cover Photo and brand copywriting to captivate and get the attention of your 
core customers. Once you get a lot more sales, apply these same concepts to your Social Media 
strategies. Spend more time being inspirational and industry-leading, and less time being a Sales 

Person. 
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IDEA TESTING 

Once you start getting into larger numbers of Sales on Etsy, it is natural to wonder what your next 
big step should be. A lot of sellers on Etsy Advanced wonder what to do once they get over 1,000 
Sales and if they should expand into more things. 

Here are some common questions Etsy Sellers ask: 

• Should I start a 2nd Etsy Shop? 

• Should I open my own Website or Blog? 

• Should I offer new products or services? 
• Should I re-design my Etsy Shop's style and offer entirely new products? 
• Should I have a presence on all the major Social Media platforms? 

I think every business goes through these same kinds of questions. Often times, it is very common 

to try to think very far in advance, or try something radically new, or get rid of everything you did 
before and start all over again from scratch.  

While it is okay to wonder about these things, it can have drastic and negative consequences for 
your business, your personal life, and your income if you rush into your new ideas too quickly. 

From my own experience, when I start to let too many ideas wander in, or wonder what other 
opportunities there could be, I then allow myself to loose focus and miss out on opportunities that 
already lay right in front of me that could easily be achieved.  

So I greatly caution any Advanced Etsy Seller against becoming distracted and losing focus by 

either taking their foot off the pedal entirely, try to move in a drastically new direction, or pushing 
full steam ahead with every idea. 

From what I have seen work in my own business and Etsy Shop, and what I have seen work in all 
the most successful businesses in the world, is slow, steady and calculated growth. The way I do 

this is through very small experiments that I call "idea testing." Idea testing is simply taking a 
thought you've had for a while to help grow your Etsy Shop, and test it out as quickly and easily 
as possible. Some businesses will call this creating a "Minimum Viable Product" or doing a "Proof 
of Concept."  
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Idea Testing Examples From a Successful Business 

I'd like to give some examples from a company that I think is one of the most successful in the 
world, and there is a lot to learn from them.  

Starbucks first started in 1971 in Seattle, Washington with a single location, and they only slow-

roasted coffee beans. They did not have a retail store. They simply sold coffee beans for the first 6 
years of their business from a single location. They actually purchased their beans from another 
local coffee company, Peet's, for the first year. Starbucks started very small. But they now have over 
23,000 stores all over the world and make $16 billion per year.  

But each time Starbucks has taken their business to the next level, they did it very slowly and 
carefully, and they tested their ideas with real customers to see if their ideas worked first. Starbucks 
has the money to try lots of ideas and grow rapidly. But instead of pushing forward with every 
idea, they seem to try one big, new idea every 3 months. Their most recent change is their 
Rewards Program. They used to offer a Free Drink for every 12 visits. Now, they offer 2 Stars for 

every $1 purchase. The reason for the change was to reward customers who made larger 
purchases, and hopefully drive higher profits. It’s such a small and simple idea, but they planned it 
out for several months, and implemented it fully once they realized that the idea was good enough 
to roll out with full force. 

Another thing they did, which I they were way behind the curve on, was to add Wi Fi to all of their 
stores. They didn't release Wi Fi as soon as it become popular. They actually waited about 2 years 
before they started to implement Wi Fi, and they only tested it out in a few stores at first. Once the 
concept was figured out and they had a solid plan, it was only until then that they quickly 
implemented Wi Fi to all the other stores. 

They also recently starting having retail locations that serve Wine, Beer & Appetizers at just a few 
select locations. I think they announced the concept 5 years ago, but they've only just recently 
started to test it out at certain stores in Washington & California. They only have about 20 
locations they do this at. So instead of pushing the idea to all of their locations at once, they start 

at one spot, and then the move it to 1 more location, and then 1 more location, and make sure it 
works before putting too much time and money into their ideas. 
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There are tons of other examples I can think of that Starbucks has done, but the point is that even 
when a business like Starbucks has billions of dollars to experiment with, they do not try out all of 

their ideas. They only test ones that seem like they’d be successful, and then they test them out. 
Then they track the results, try to perfect the business model, and finally expand the perfected 
concept to new stores once they’re confident the idea will be successful. 
  

How To Determine Your Next Idea 

Instead of frantically making changes, or having too many ideas, I would write down your top 10 
Ideas you want to try either now or in the future. Then from your 10 top ideas, figure out which of 
those ideas meets the following criteria: 

• Is this idea something I can easily test today with less than 30 minutes of effort? 
• Will I clearly make more money by making this change? Or will it be hard to track and see if it 

is successful? 

• Is this something I even want to do? 

• Does this idea move my Etsy Shop in the direction I want to go? Or is it a random idea that 

doesn't fit into my overall business model?  
• If money is required to test out this idea, how much will it cost me? Will it be an affordable 

experiment? And is there a way I can test my idea out with no money at all? 

If your top idea fits these criteria, and it seems logical to test out, make sure to spend as little time 

as possible to get this done. A problem many businesses have is that they think their ideas must be 
perfect before testing it out. But the only way to know if it is a good idea is to test it in concept 
form. So get your idea out there in front of customers as quickly as possible, ideally within less 
than 24 hours. And make sure whatever it is that you do can be tracked by some sort of Statistics 
on Etsy, either through Views, Sales, Etsy Conversations, or something else. 

  

How To Track Your Idea's Success 
Once you have implemented the idea, come back in about 24 hours, and ask yourself the 
following questions: 
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• Did my new idea get views on my Etsy Shop? 

• Did it make any money? 

• Did someone on Etsy ask about it? 

• Should I continue pursuing this idea? Or drop it and try something else? 

If you are already getting good feedback from your new idea, then you know you are on the right 
track. If it's working so far, continue to refine your idea a little bit each day until you perfect it and 
realize that it is worth putting a lot more time into it and roll out even more iterations of your idea. 

  

Examples & Ideas to Consider 
I highly encourage you to come up with your own ideas to test for pushing your Etsy Shop to the 
next level. Every business is very different. Your products are different, your target customers are 

different, and your interests are different. But I want to give you a few examples of things I have 
done for my own Etsy Shop to grow my business to the next level through quick easy-to-implement 
tests. 

• Offer customized services - Make sure to price custom services at what your time is worth and 

to limit it to something that you can easily achieve without extra resources. 
• Try out one new product that is a little different than the main items you sell. For instance, if 

you sell necklaces exclusively, consider trying one bracelet idea based on your best seller. For 
my own shop, I am in the process of testing physical prints in addition to printable artwork. 

• Consider creating an email newsletter. Make sure to only invite people to join, as it is against 

Etsy's policy to automatically add customers without their permission. Invite them to join your 
newsletter, and use www.mailchimp.com to gather email subscriptions. Make sure your 
newsletters are about valuable information for your customers, not just selling products. People 
want to be inspired by a brand, and not constantly marketed to. 

These are only ideas, and things I have considered for my own Etsy Shop. But make sure to test out 
these ideas with as limit time investment as possible, and only implement ideas that make sense for 
your business instead of getting ideas from someone else's business. 
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Refine Your Idea Process 
Once you start to learn how to test your ideas, continue the process over and over. Use the 
following 3-step process: 

Refine Idea >  Implement >  Analyze 

1. Refine Idea: Figure out your number 1 best idea that is most easily achievable 
2. Implement the Idea and Test it out with as little effort and money as possible. 
3. Analyze your Results within 24 hours. Based on your results, refine your ideas all over again 

based on whether it was successful or not, then start the process over again. 

There is no exact recipe for success. But as long as you come up with your own ideas, test them 
out, and track your results, you will always be ahead of your competition and will be on the path 
to a very successful Etsy Shop.  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GOOGLE ANALYTICS 
Google Analytics has hundreds and hundreds of pages to look through. A lot of it is helpful, but 
even more of it is confusing. Instead of showing you too much, I'd like to go over the easiest and 

most helpful aspects of Google Analytics. 

The first area of Google Analytics, which is one of the most helpful, is under Audience > 

Overview.  

If you have not yet hooked up your Etsy Shop to Google Analytics, please follow the instructions 
here:  https://www.etsy.com/help/article/230  - You will need to wait at least a few days before 

data will start to collect before you can do anything.  

In the "Audience Overview" page, there are several blocks of information to review. Right now, I 

am looking at a chuck from Feb 18, 2016 to Mar 19, 2016.  I personally like to look at chunks of 
data for the last 30 Days, or the last 12 months, to give me a long-term understanding of my Etsy 
Shop, rather than short-term pieces which may only indicate trends and exceptions, not general 
patterns. 

Below is a screen shot of my Audience Overview page. There are 3 pieces of information here 
which I find really helpful. In some ways, you will not be able to quickly do anything to improve 
these Statistics, but you want to keep them in mind to gauge the overall health of your Etsy Shop.  

The 3 pieces of Information I use most are: 

1. Pages / Session 
2. Bounce Rate 
3. % New Sessions 

Pages / Session 

For my Etsy Shop, the average Pages / Session is 5.20 Pages.  This tell me how many pages a 
customer usually visits on my Shop in a single session, all at the same time. The general flow of a 
typical Etsy Customer is usually to first find your Etsy Listing through a Keyword search, then view 
your Shop Home page, then find another Etsy Listing, then back to the Shop Home Page, then 
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another Etsy Listing, and so on - back and forth. In my case, most of my Etsy Customers are only 
seeing 5-6 Pages each visit. So it is absolutely crucial for me to ensure that whatever 5-6 pages 
they see, they are as good as they can possibly be. Ways you can help increase your Pages / 

Session number could be: 

• Improve your Etsy Shop photos 

• Improve your Etsy Listing descriptions 

• Clarify your Etsy Policies better 

• Showcase your best-selling items in your Featured Area and first 48 items of your Shop List 
• Improve your Category Sections 

In general, the more pages someone is looking at on your Etsy Shop, the more it means that 
customers like staying on your shop, that they are looking for something they like, and that they 

may be adding more than 1 item to their cart. So this data in Google Analytics is really helpful to 
see. So whatever your current Pages / Session number is right now, try to work to increase that 
Pages / Session number over the long term by implementing Shop Optimization techniques. 
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Bounce Rate 
A "Bounce Rate" for any e-commerce website is extremely important. The lower the number, the 
better, and it will have a drastic impact on your shop's success. A Bounce Rate tells you how many 

people end up leaving your Etsy Shop after seeing only 1 page. So, if your Bounce Rate is 100%, 
it means 100% of Etsy Customers see 1 page on your shop, then they leave forever, which likely 
means they are never coming back to your Etsy Shop ever again! Once people see your Etsy 
Listings, you want them to stay and continue to browse as much as possible so that they can find 
several things that they like. 

To give you a general perspective, any Bounce Rate that is less than 70% is pretty good, less than 
60% is great, and less than 50% is awesome. If someone loves your first Etsy Listing that they see 
through a keyword search, then they will be even more enticed to continue finding more great 
products on your shop. You should always work to decrease your Etsy Shop's bounce rate over 

time, which will greatly lead to more sales over time as well.  The main ways to help decrease your 
Etsy Shop's bounce rate are by: 

• Wowing customers with great photos that are clear and easy to understand, but also inspiring. 

• Writing very clear, concise listing descriptions that tell customers exactly what your product is, 

why it is amazing, and how it's going to improve their life. 
• Having great product reviews - which always comes from having great products and great 

customer service. 

• Having generous shop policies, either through free returns, low or free shipping rates, and 
other hassle-free policies that lower risks to your customers. 

  

% New Sessions 
This number is simple, and it tells you how many people are brand new to your Etsy Shop. If your 
Etsy Shop is newer, it will likely be closer to 100%.  But over time, you want to see this number 
drop more and more. Having a balance of new customers versus returning customers is really 

important to having a healthy business. You always want new customers coming in, but also old 
customers coming back. So the closer this can be to 50%, the better. Improving this number simply 
comes from having a great all-around Etsy Shop, but especially: 

• Having the best customer service possible 

• Having beautiful, amazing products 
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• Offering your best customers VIP memberships, exclusive coupon codes, and exclusive insights 
into your business, to build a following & a brand 

• Using marketing techniques like Social Media & Email Newsletters to bring people back to 

your Etsy Shop on a regular basis.  

Using these tools are just a few ways to analyze your Etsy Shop with Google Analytics. 
Sometimes, it's hard to see results happen quickly in Google Analytics from things you do. But you 
want to use general principles to improve your Etsy Shop over time, so that you see these 3 

numbers improve. The best way to accomplish this is by making small, improved changes to your 
Etsy Shop over time, and continue to build on your past successes, and to see where the weakest 
links in your Etsy Shop are.  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WHERE PEOPLE CL ICK ON YOUR SHOP 

The Google Analytics Chrome Extension is a great tool to quickly help you figure out how to better 
optimize your Etsy Shop. It visually shows where your customers are clicking when they visit your 

Home Page, so you can figure out which Listings are not performing well and which ones are, so 
that you can re-arrange your Listings to showcase your best sellers to your Etsy Customers, and 
help lead towards more sales.  

The faster an Etsy Customer can find the items they want, the more likely you'll get a sale on Etsy. 

In order to use this tool, you'll need to make sure you have Google Analytics hooked up to your 
Etsy Shop, have Google Chrome downloaded to your computer, as well as the Chrome Extension 
installed.   

Once you have this set up. Make sure to view your Etsy Shop in your Chrome browser. 

1. First, click the Chrome Extension to "On" which is up in the top right of Chrome. 
2. Next, make sure to click the little Arrow which is pointing down, to pop up the Google 

Analytics bar. You may need to click this on or off several times in order to get it working 
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properly. If this part is not working, you may need to close Chrome and re-open. Or, you may 
need to sign into Google Analytics from scratch again at: www.google.com/analytics 

3. Next, make sure to visit the original web address of your Etsy Shop. Normally, when you visit 
Etsy, it may look something like this: https://www.etsy.com/shop/MelindaWoodDesigns?
ref=hdr_shop_menu - but you want it to be clean, like this: https://www.etsy.com/shop/

MelindaWoodDesigns - so make sure to delete all the little codes at the end of your Etsy Shop 

web address. 
4. Finally, you're ready to see where people click on. View each little Orange box to see where 

people are clicking on your Etsy Shop. 

When you hover over each little Orange Box, you'll see how many people have clicked on an Item 

or Link. You want to ensure that people are clicking on everything evenly. If an item is not getting 
any clicks, then that item is not likely converting well for you. Make sure you are viewing data from 
the last 30 or 60 days, so you get a broad sense of how people use your Etsy Shop’s home page. 

For instance in the example above, 2.2% of the people who visit our Etsy Shop Home Page click 

on the first green cactus print, which is great. That means people are interested in that item and 
want to view it more closely. 

However, the last black & white painting art only has 0.2%, which means very few people are 
interested in looking at that item closely. We should probably replace that item with something that 

is selling better right now.  

You want to optimize and improve your Home Page the be as strong as possible. Your Home Page 
is going to be one of your most valuable assets to your Etsy Shop. If you showcase your best 
selling and most trending items here, you are likely to increase your sales. If this area is not 

optimized, then you are missing opportunities for selling more. 

Another important page on your Etsy Shop is the following link: 
https://www.etsy.com/shop/MelindaWoodDesigns/items 
(Simply add /items to the end of your Etsy Shop website address) 

This is link a condensed version of your home page, but shows a lot more items on a single page. 
This gives you another good sense of what people are actually clicking on when they "View More" 
of your Etsy Items.  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ADVANCED SELLER FAQS 
I wanted to answer some common questions that Advanced Etsy Sellers often have. I believe that 
when your business becomes more successful you have an opportunity to focus more on the details 

and perfect your business. But there is usually a temptation to do something totally new, totally 
dramatic, and different. And I've seen that lead to disaster many times. So, here are some 
common questions Advanced Etsy Sellers have, and I hope these answers are helpful to you as 
well.  

Should I disable my items that do not sell well? 
I highly recommend not removing your items for at least 12 months, unless those items fall under 
these categories: 

• The item is too expensive or complicated to make. 
• You absolutely hate making the item, and it just makes you depressed thinking about it. 
• The item is totally not even close to what the rest of your Etsy Shop is about. 

For everything else, I recommend giving those items a chance on your Etsy Shop for a while. Here 

are some reasons why: 

• You've already put in the time to take photos, create the product, write a description, and 
figure out keywords. 

• Trends come and go, and seasons change quickly. Your item may not sell right now, but you 

can never be too sure if the item might sell in Fall, Winter or any other time. 
• Instead of getting rid of the item, is it possible to improve the item and make it better? You 

could choose to improve the design, improve the photos, change keywords, improve your 
listing description. 

• At the very least, you can disable the item for a few months and bring it back to test it out 

again. 

So, in most cases, I highly recommend giving your work a few more chances. If the item never sells 
for 12 months, or it is too expensive or too complicated to maintain, that is when I recommend you 
disable the product if you have a Digital Download shop.  If you have a shop which sells physical 
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items, then maybe you need to clear it out with a discounted price and get rid of the items 
completely. 

How Many Products Should I Aim For? 
As an Advanced Etsy Sellers, and if you have at least 1,000 Sales, I believe you are in a great 
position to continue to add more Listings to your Etsy Shop. In Etsy, it is all about adding more and 
more Keywords to your Etsy Shop. 

I don't advise Etsy Beginners to make a lot of products, because they need to prove that their 
products, listing descriptions, and overall style and business concept works. Once you get over 
one thousand Sales, you have likely proven that your ideas, concepts and strategies have worked. 
At this point, you are ready to continue to make more products. 

The more products you have on Etsy, the more opportunities you have to use brand new Keywords, 
which means more and more views for your individual Products and overall Shop.  For that reason, 
as an Etsy Advanced Seller, I encourage you to begin expanding your product line a little bit each 
month, and create new listings based on Keyword ideas. The Keywords should be based on 

concepts and words you have never tried before, but they need to seem as though they have a lot 
of potential. 

Make sure to not grow too fast or with too many products. Especially if you sell Physical products, 
it can be difficult to source all of the materials, get your costs down, and remember how to make 

everything. The new products you make should be easy to create, fun for you to do, and seem like 
a natural progression from what you are already doing. 

A lot of Etsy Sellers ask if there is a "Magic Number" to how many products they should have on 
their Etsy Shop. And there really is no number to hit. Each Shop should figure out what the 

maximum number of products they can reasonably make, to make the maximum amount of money. 
As a general rule, the more expensive your items are, the fewer you should probably have. So if 
your price point is only $5, then it makes sense to aim for 1,000 or 2,000 products. But if your 
price point is $50 or $100, then somewhere around 100 or 200 products is more reasonable.  
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Should I Start A Second Etsy Shop? 
This question comes up a lot, and I think just about every business person asks this question at 
least once. It is especially fun to start a new business, with a new idea, and new products. But 

remember that when you start a 2nd business doing anything, a few things happen: 

• You will be splitting your time in half 

• Instead of being an expert and 1 thing, you will probably be an amateur at 2 things. It is very 
hard to be an expert with every idea you try. 

• You should really try to maximize your sales potential on your first Etsy Shop as much as 
possible if your Etsy Shop is currently successful. There are millions of buyers on Etsy, so if you 
only have 1,000 Sales, there are still millions of people that have not yet seen your Etsy Shop.  

I personally feel you should really try to make your first Etsy Shop a total success. We have over 

30,000 Sales, and about $140,000 in Revenue from the last 3 years. I think there is a lot we can 
still do to expand out Etsy business and make it a success. My wife and I have been planning and 
conceptualizing our 2nd Etsy Shop (JPW Design Studio) because we would like to make this a full 
time job. Right now, it seems more logical to expand our product line and focus on this full time, 
because we are starting to get to that point. But until you reach that level of sales and revenue, I 

highly recommend you focus your efforts on 1 thing as much as possible until you feel like your 
Etsy Shop is super successful before moving on to a 2nd Etsy shop - and likely that should be a 
long ways away from where you are now. 
  

Should I Sell Sets of Products? Or Should I Sell Them Individually? 

I believe that in most cases, you want to avoid selling Sets or Packages. The reason is, when you 
do that, you limit your customer's ability to make a choice about what they want. There are very 
few instances when you should sell things in sets. For instance, most fast food sells food in meals: 
Hamburger, Fries, Drink - because they go together and people want to buy them in a set. But they 
also have the option to buy things individually as well. But almost everywhere else, things are sold 

individually. iPhones do not come with iPhone cases. At clothing stores, you buy shirts, pants, and 
shoes individually. At Starbucks, you order a drink and a snack separately. So, in most cases you 
should be selling items individually, and very rarely as sets. Customers want to be able to choose. 
Sets should only be sold when it seems to make way more sense than if they were sold 
individually.  
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MARKETING OUTSIDE OF ETSY 
I believe there is a lot of things you can do within Etsy to maximize your ability to sell and make 
money. Before you do anything else, like starting a second business, or doing social media, or 

building a company website, or selling at street fairs or other things like that, I highly recommend 
that you do as much as you can to establish yourself as a large and successful Etsy Shop. Aim for 
something very high, like 10,000 Sales before expanding to some other marketing method. 

But when the time comes that you feel like it’s time to expand outside of Etsy, here are a few things 

I recommend:  

Start with 1 or 2 Social Media accounts. 
It’s very hard to do well on Social Media without a clear marketing strategy. Like selling on Etsy, 
it’s going to take months to build this out and be successful. The two social media platforms which 

make the most sense for an Etsy Business is Pinterest and Instagram because they are visually 
oriented. Instagram is better for one-day engagement, and Pinterest is better for long-term 
engagement. Instagram photos show up one day and are gone the next day. But Pinterest photos 
stay around forever and people can search for them at any time. If you do Social Media, keep up 
with these two for a long time, and really try to use them to inspire customers and draw them into 

your Etsy Shop. For our own Etsy Shop, we are only focusing on Instagram right now at 
@melindawooddesigns because our customers always ask where they can share their artwork on 
Instagram. So it’s a natural place for us to start. 

Build your own website. 

I highly recommend Squarespace for your business website. It is very easy to use and is very 
flexible, and you can sell products on it very easily and affordably. This might be a place where 
you can sell other types of items, or things that do not seem to work well on Etsy, or to establish 
your brand better. For instance, we use www.melindawooddesigns.com to sell our physical 

artwork on, because it is confusing to Etsy Customers to sell both printable and physical art on the 
same shop. So it has worked very well to help us expand our product line and build out a business 
with traffic coming from somewhere else. 

Don’t do retail. 

If you sell at retail shops, you’ll be giving up 50% of your profit to someone else. If you want to 
make more money, focus on building your brand and really getting people to come to you. It 
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sounds nice to sell at other retail locations, but you are going to lose a ton of money doing it. 
Retail only makes sense if you are a mass-production company. But since you’re a creative business 
and make things by hand, selling on Retail doesn’t make sense unless you are selling items that 

cost $1,000 each, and you can afford to give up 50% to someone else.   
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THANK YOU 
I hope you’ve enjoyed this handbook. It has a ton of information, and I never thought I could write 
this much about selling on Etsy, but I’ve learned a ton over the last 3 years from selling on Etsy and 

hope you’ve learned a lot from this as well. If you ever have questions, or if you’d like a detailed 
critique of your Etsy Shop, please write me at: 

contact@justinpagewood.com 

Thank you!  

Justin  
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