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INTRODUCTION

“It’s the Most Wonderful Time of the Year..” 

It’s time to get your ETSY shop .. and your life.. ready for the busy holiday 

season. For many shops, a majority of their sales are made in the last quarter 

of the year. In fact, some shop’s entire sales targets for the year are reached 

during November and December.  

Sounds good, right? It can be, if you and your shop are ready. You can’t reach 

your sales goals if you don’t have the products to sell. Likewise, you can’t sell 

your product if your shop is hard to find and no one knows about you.  And, it 

won’t be the most wonderful time of the year if you aren’t prepared to handle 

increased business on top of your normal busy holiday. 

This guide is designed to get you and your shop primed and ready to go by 

improving six key areas:

• GOALS:  SALES TARGETS AND EXPECTATIONS THAT ARE BASED ON

REALITY, NOT FANTASY

• PRODUCTS: IN DEMAND PRODUCTS AND APPROPRIATE STOCK TO

FULFILL ORDERS

• SHOP: SHOP IS EASY TO USE FOR THE SHOPPER

• TRAFFIC: PROMOTIONS AND ADVERTISING

• SOCIAL MEDIA: MAXIMIZE YOUR REACH USING SOCIAL MEDIA

• HOMEFRONT: SMOOTH SAILING ON THE HOME FRONT
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INTRODUCTION CONT’D

Who is this guide for?

• Shop owners who weren’t satisfied with their holiday sales last year. 

• New shop owners who are experiencing the holidays for the first time. 

• Experienced shop owners who have had success during the holidays, 

even all year long, who want to bolster their preparedness. 

• Any shop owner who wants to make sure the holiday selling season is 

as profitable and as stress free as possible.  

Each section contains worksheets, instructions, checklists and loads of tips and 

resources. 

Let’s get to work and rock this holiday season! 
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THE JOURNEY FROM GOAL TO PROFITS

The most important part of getting your shop ready for the holidays is to make 

sure your products, inventory, and pricing will support your goal. 

What are your goals for the holiday season? When the new year brings a slower 

pace and you reflect on the holidays, what do you want to have experienced? 

Whether your shop is your full-time gig or your side hustle, a strategy for 

success is essential.

To plan a prosperous holiday selling season, you need to have thoughtful, 

realistic sales targets. You need to set yourself up for success with accurate 

expectations of production capacity and attainable profits.  

To get where you want to go, you need a plan. 

There are two scenarios of how the holiday selling season may unfold:

You wake up on December 26th totally exhausted. You’ve made some money. 

Sold a few things. Unfortunately, you missed a bunch of sales because you didn’t 

have time to fulfill the customization. You had to cancel a sale because you have 

no idea where you stashed the item sold. 

Your office and work area a disaster, (like call FEMA for help type of disaster). 

You missed your kids’ choir holiday performance. The cookies you were going to 

bake for your book club’s cookie exchange are still a bunch of ingredients in the 

pantry.  You think to yourself … there’s gotta be a better way. 
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~~OR~~ 

On December 26th, you wake up energized to 

get back to work. Your shop sales are better 

than you expected. You have sold out of your 

most popular items. You were able to fulfill all 

custom orders. 

The holidays were busy but you managed the 

choir performance, the cookie exchange plus 

your neighbor’s open house. You’ve got plans 

for New Year’s Eve and you can’t wait until next 

year when you know your holiday sales will be 

even better. 

Which scenario do you want to experience? 
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THE JOURNEY FROM GOAL TO PROFITS

It is possible to enjoy the holidays and make your sales goals. The key is solid  

preparation, execution and resiliency. The solution is a plan. 

The benefits of a strategic holiday plan include: 

DIRECTION: a well thought out plan will provide direction and boundaries 

for your business decisions. 

MOTIVATION: setting your goals and creating a plan to reach your goals 

will provide the motivation you need to keep going when business is busy and 

holiday responsibilities seem overwhelming.

STRESS RELIEF: your thorough plan includes guidelines to use when facing 

stressful decisions. It is easier to avoid distractions when you have a clear path 

to follow. 
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To achieve the success you want, and still enjoy all 

the fun the holidays offer, you need a target and a 

plan to hit it. You need to be able to answer the 

following two questions: 

1. What is your financial goal? 

2. Do your sales projections support that 

goal?



THE JOURNEY FROM GOAL TO PROFITS

In this section, your journey will take you through the following: 

• Set your financial goal and determine your reason why

• Calculate your shop’s growth rate 

• Calculate sales projections for the holiday season

• Inventory your current stock, focusing on profit 

• Learn how to price your products for PROFIT

• Determine if your product inventory, pricing and projected growth will 
support your goal. 

After you set the initial goal, you will calculate your shop’s growth rate and 

sales projections.

Next you will take a hard look at your current inventory and your production 

capacity and production schedule.  Then you will compare your profit goals and 

sales projections with the product inventory. With that information you will 

know where you need to spend your time and energy, and what tasks to 

complete to reach your sales target. 

Let’s crunch some numbers....
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SET YOUR FINANCIAL GOAL

The first step is to write down your goals for the season. How much profit do 

you want to earn? How many products do you want to sell? 

Use the following template to write down your goal:

Earn $____________ in PROFITS by December 24th, 2020 by 

selling _________ (# of products) SO THAT, 

______________________________________________________

___________________________________.

Example: Earn $1000 in profits by December 24th, 2020 by selling 42 

handmade wooden cutting boards, so that I can purchase a better electric saw 

which will decrease the time spent on each product. 

Stating your goal in a sentence like this provides specific targets (amount of 

profit and number of products to sell), a deadline and a reason why. 

The last part – your reason why – is an important component. To get out of 

bed every day and work hard, you need to know why. (I can hear what you are 

saying … I just want to make money! Well if you sell one product you will have 

made money, but is that really how much you wanted to make?) 

Take a few minutes to think through your financial goal and your ‘WHY’. 

NOTE: Your ‘WHY’ is yours and yours only. It is what will motivate you. Don’t 

judge it or wonder what other people will think. You don’t even have to tell 

anybody! Whether you need to pay a bill, invest in your business, take a 

vacation or get plastic surgery, own it and let it motivate you. 

Next, calculate your growth rate. 
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SET YOUR FINANCIAL GOAL

BUT WAIT …. 

Your goal must be realistic. If your financial goal is 

more than the sum total of all your products, you 

will never reach your goal. 

For example: you say you want to earn $150,000 

selling your products during the holiday season. 

Your product is hair bows that sell for $4.00 each. 

Your current stock is 132 bows. If you sell out 

your total revenue (not profit) is $528. That 

means you will miss your goal by more than 

$149,000. 

{Selling on Etsy is not a get rich quick scheme for 

most sellers. Don’t get discouraged. Have realistic 

expectations}

Set your goal, then work through the following 

sections to determine if your goal is realistic. First 

you need to calculate the growth of your sales 

over time. The growth rate is used to estimate 

your sales projections. (Don’t worry, the math is 

easy!) Finally, you will determine if your inventory 

and pricing will support your goal. 

First step: Calculate your growth 

rate. 
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DETERMINE SHOP GROWTH RATE

Estimating the sales you will make in your business is probably one of the most 

difficult parts of planning for the holidays. For any products that have already 

sold, you can look at your past sales figures to help predict the future.  

The first step, if your shop has been open for more than a few months, is to 

look at the historical data and calculate your GROWTH RATE. ETSY provides 

sales data in your Shop Manager under ‘Stats’. You can customize the time 

period you view by clicking on the drop-down menu in the top right-hand 

corner. 

The options include: 

• Today, 
• Yesterday, 
• Last 7 Days, 
• Last 30 Days, 
• This Month, 
• Last Month, 
• This Year, 
• Last Year 
• plus a Custom Option. 

When you calculate your growth rate you need revenue from the same unit of 

time (Month to Month, Year to Year). If you look at month to year, your data 

will be skewed. 
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DETERMINE SHOP GROWTH RATE

Your ETSY stats provide REVENUE and ORDER data. Under the tab ‘LISTINGS’, 

you can see the revenue and orders for each specific item listed in your shop. 

Use this data to calculate your GROWTH RATE which you will use for your sales 

projections. 

TIP:  The CUSTOMER tab provides insights to your customer’s searches, 

location and device. You can use this information to expand your product line 

in the future. 

To calculate your growth rate, the basic calculation looks like this: 

A good way to measure your growth is to calculate the total sales in dollars for 

the period of time, plus, calculate the number of sales for the period.  
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DETERMINE SHOP GROWTH RATE

Example: How much growth did your shop experience in one month? To 

determine the growth rate of your shop from October to November, you would 

find your monthly sales stats in ETSY,

GROWTH OF REVENUE

October Revenue = $742 

November Revenue = $979

The calculation looks like this:  

Step 1:  (979 – 742) = 237

Step 2:  237 divided by 742 = 0.319

Step 3: 0.319 x 100 = 31.9 %

GROWTH OF NUMBER OF SALES

October Sales = 37 

November Sales = 45

The calculation looks like this:  

Step 1:  (45 – 37) = 8

Step 2:  8 divided by 37 = 0.216

Step 3: 0.216 x 100 = 21.6 %
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DETERMINE SHOP GROWTH RATE

For new shops, with less than a year’s data, you need to determine your 

monthly growth rate by comparing each month’s revenue or number of sales to 

the previous months:

SEPTEMBER TO AUGUST  ||  AUGUST TO JULY || 

JULY TO JUNE || JUNE TO MAY || ETC 

To find out your average growth rate, you add together each months’ growth 

rate and divide by the number of months in business. 
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DETERMINE SHOP GROWTH RATE

For shops with more than a year of data, you can look at your year over year 

growth rate by comparing this year’s data over last year’s data. 

NOTE: Shops that sell seasonal products (holiday fruitcakes or holiday décor) 

may consider looking at the growth rate of seasonal items individually year 

over year. The holiday wreath shop will have few if any sales during the spring 

and summer months. Calculating month to month growth rates might skew the 

projections as the monthly revenue explodes in November.  A more accurate 

growth rate may be determined by looking at the individual product growth. 
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CALCULATE SALES PROJECTIONS

The purpose of calculating your growth rate for your holiday selling season is 

to provide a realistic projection of your sales during the busy holiday months. 

However, sales projections are not always an exact science. Your holiday sales 

will be influenced by additional advertising efforts, social media marketing and 

shop promotions. The amount of inventory available to sell plus the shop’s 

ability to keep up with customization demands will also influence sales. 

The next step is to combine your growth rate and some basic assumptions 

about the holiday rush to calculate your sales projections. 

Using the growth rate you calculated, you can estimate your sales for this 

holiday selling season: 

Total of NOV/DEC 2019 sales  x Growth Rate =  Projected 2020 Sales 

Example: (Nov 2019 Sales = $980) + (Dec 2019 Sales = $2485)

Growth Rate= 4% 

Total Sales: $3465 x 1.04 = $3603.80 

Projected Sales for 2020: $3603.80

Using the growth rate method of predicting your holiday sales is especially 

helpful for shops who have not been in business very long. Use the month to 

month average growth rate if you have been open less than 18 months. 

For shops open longer than 18 months, use the year over year growth rate 

percentage to calculate the projected sales for the holidays.
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CALCULATE SALES PROJECTIONS

If you have planned a marketing campaign and advertising strategy to increase 

your sales, you may want to include an extra percentage in your projections. 

BE CAUTIOUS. Don’t overestimate the increase in business due to your 

marketing and advertising campaigns. Take a conservative approach. 

Estimate your sales using the following formula. 

Look at your sales for the last holiday season. Assume a percentage increase in 

sales this year. (Repeat customers, more products, better SEO, more social 

media followers will all contribute to more sales.) Your sales projection is:

Total of NOV/DEC 2019 sales  x (%) =  Projected 2020 Sales 

For example, an assumed 3.5% increase in sales:

Total of NOV/DEC 2019 sales  x 1.035 (3.5%) =  Projected Holiday 2020 Sales 

Example: (Nov 2019 Sales = $980) + (Dec 2019 Sales = $2485)

Total Sales: $3465 x 1.035 = $3586.28 

Projected Sales for 2020: $3586.28
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CALCULATE SALES PROJECTIONS

Some shops may want to include a percentage increase in addition to the 

calculated growth rate. A percentage increase may be included if:

• Shop’s inventory has increased significantly over last year

• Shop’s advertising budget is higher than last year

• Customer base has increased by a large percentage

• More repeat customers

• Social media audience has increased by a large percentage 

• Better SEO 

If you believe your sales will be higher than your growth rate, you can add a 

percentage increase to the calculation. 

BE CAUTIOUS. Don’t overestimate the increase in business due to your 

marketing and advertising campaigns. Take a conservative approach. 

Total of NOV/DEC 2019 sales  x (Growth Rate + %) = 

Projected 2020 Sales 

EXAMPLE: a shop with a 4% Growth Rate and an assumed 3.5% percentage 

increase; (Nov 2019 Sales = $980) + (Dec 2019 Sales = $2485)

Total NOV/DEC 2019 sales  x 1.075(4%+3.5%) = Projected 2020 Sales 

Example: Total Sales: $3465 x 1.075 = $3724.88

Projected Sales for 2020: $3724.88
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CALCULATE SALES PROJECTIONS

For new shops, with little to no history, you will need to estimate your sales. 

Tips for Estimating Your Sales

1. Don’t go with your gut

With many things in life, people will tell you to go with your instincts. However, 

when it comes to business, you need to get as many facts and figures as 

possible. Thinking you can sell 1,000 widgets is all very well, but you’d better 

make sure there are that many people who actually want them. 

2. Take a history lesson

Find out as much as possible about how much people have earned in the past 

from shops similar to yours. If you are starting a project comparable to one 

you’ve done in the past, then you already have some of that information. If 

not, then you’ll have to research data online and ask people who are already in 

that business. Find out how long it took to start really earning anything and 

what problems they had along the way. You’d be surprised at how many people 

will be willing to help you and give advice.

3. Don’t worry about precision

An estimate is a rough guess based on whatever facts you can gather.  Use as 

much data you can gather to calculate your projections. If you don’t have 

much to base your estimate on, go with your best (conservative) guess and 

move on.   

Remember, your SALES PROJECTIONS are a tool to use to ensure 

your shop is making as much profit as possible. Projected growth 

and sales are not a guarantee of what may happen during the 

holidays. 
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With your financial/product goals in mind, you need to determine how much 

stock you need to fulfill orders and reach your goal.  

FIRST STEP: Inventory current stock. 

There are many options for tracking inventory of your handmade items. 

Perhaps the simplest and most accessible option is to keep a spreadsheet in 

Excel or Google Docs. 

Your inventory should include at a minimum:

• Item Name

• Quantity Produced

• Basic Cost 

• Wholesale Price 

• Retail Price 

(Inventory spreadsheet is included in the download folder.) 

INVENTORY & PROFIT EXPECTATIONS
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Optional information, but extremely useful in determining the amount of profit 

you that you can earn this holiday season include:

• Basic Pricing Components: Materials, Business Expense, Labor 

• Profit Multiplier or Profit Amount* 

(*See next section for complete explanation of Basic Pricing, Wholesale, Retail 

and Profit Multiplier/Amount. If you are not confident in your pricing, please 

skip to the next section and work through the PROFIT PRICING worksheets 

prior to completing inventory.) 

INVENTORY & PROFIT EXPECTATIONS
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The spreadsheet includes:

1. The item name and item number. Your item number is a reference to use for 

location within your inventory system, design purposes, etc. You will 

determine if you need to include this field. Also included, is the date you 

added the item to your inventory. 

2. Use the spreadsheet to keep an up-to-date inventory by regularly updating 

the “Quantity Sold” column. 

3. Keep track of your expenses, materials costs, and labor for each product to 

determine your BASIC COST. The Profit Multiplier can be adjusted so that 

each product is competitive in the marketplace. 

4. The TOTAL PROFIT is determined by deducting your BASIC COST from 

TOTAL REVENUE. 

INVENTORY & PROFIT EXPECTATIONS

©CynsationalResources 2020 28



INVENTORY & PROFIT EXPECTATIONS

Once the inventory of ready to sell products is complete, look at the retail 

value of your current inventory. 

DOES YOUR INVENTORY SUPPORT YOUR SALES GOAL?

YES

If your inventory is higher than your sales goal, your time is best spent on 

tasks to sell your inventory:

• SEO

• Promotion 

• Social media 

• Advertising campaigns

NO

If your sales goal is much higher than your inventory, you need to spend time 

on your production.

You cannot meet your revenue and profit goals if you don’t have inventory to 

sell. If your revenue goal requires you to sell 25 items but you only have 12 in 

stock and enough materials to make 7 more, you will not meet your goals. 

If your inventory is too small to support your sales goal you need to determine 

if your production schedule and current materials can adequately make up the 

difference. 

You need to know:

• Available Materials for production

• Production potential/availability 
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INVENTORY & PROFIT EXPECTATIONS

Use the Materials Inventory worksheet to keep track of your product raw 

materials. Take the time to complete your materials inventory and plan your 

production schedule. 

Use the inventory forms to determine the products to concentrate your 

production time by choosing items that have a high profit value. 

The following section includes worksheets to use to determine your business 

expenses, bulk materials costs, labor costs, and product materials costs. 

TIP: Reorder raw materials as soon as possible for holiday season production.  

NOTE: 

A second inventory form for PROFIT AMOUNT is included. Use this form for 

products you don’t use the PROFIT MULTIPLIER for but instead use a set 

amount. See next section for complete instructions on PROFIT PRICING.
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PRODUCT PRICING FOR PROFIT 

Many sellers of hand-crafted goods find it difficult to price their items. 

Questions about how much to charge for labor, what to include in business 

expenses, how to price materials used, are common. 

This section will provide worksheets to guide you through determining those 

components. 

The most important thing to remember when calculating your product’s price is 

the WHOLESALE PRICE. 

The BASIC FORMULA for pricing your product looks something like this: 

Add the cost of MATERIALS, your LABOR, and BUSINESS EXPENSES to calculate 

the WHOLESALE PRICE of your product. 

Then MULTIPLY the WHOLESALE PRICE by 2 to determine your RETAIL 

PRICE. 
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PRODUCT PRICING FOR PROFIT 

Why do Etsy shop owners need to include 

wholesale prices in their calculations? 

The reasons are numerous, from pricing competitively to ensuring your artistic 

value is included in your retail price.

The most important reason is the opportunity to sell your products to a retailer.

For example: a local shop or gallery owner may want to purchase your items to 

sell. The common practice is to offer 50% of your ETSY price. If your product 

pricing didn’t include the wholesale step, the price will be too low to accept 

their offer, even if they want to buy a large quantity. 

NOTE: Worksheets and instructions for calculating Materials, Business 
Expenses follow. 

WHOLESALE PRICE: THE COST OF GOODS, OFTEN IN LARGE QUANTITIES, SOLD TO A

RETAILER

RETAIL PRICE: COST OF GOODS SOLD TO A CUSTOMER OR END-USER
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PRODUCT PRICING FOR PROFIT 

BUT WAIT!

Where is the PROFIT? 

What is missing from this formula is PROFIT. You don't want to work hard 

and not see any profit. The profit multiplier accounts for your unique talents 

and artistic viewpoint. 

Many recommended formulas include using a PROFIT MULTIPLIER in the 

calculations for the WHOLESALE price: 

ADD the cost of MATERIALS, your LABOR, and BUSINESS EXPENSES to calculate 

the BASIC COST of your product.

This looks like the first step of the retail price we looked at previously, but

notice that this calculation is for the BASIC COST of your product.

Your PROFIT appears in the next step. 

©CynsationalResources 2020 34



PRODUCT PRICING FOR PROFIT 

There are two methods you can use for PROFIT PRICING:

PROFIT MULTIPLIER and PROFIT AMOUNT

First (recommended) method is the PROFIT MULTIPLIER. 

The next step is the multiply the BASIC COST by your PROFIT 

MULTIPLIER to calculate the WHOLESALE PRICE of your product. 

The PROFIT MULTIPLIER is unique to each shop.

You will determine what number to use for the multiplier. Start with two (2). Is 

your final retail price competitive? If not, you may need to adjust your profit 

multiplier (try 1.75 or 1.5). 

Then multiply the WHOLESALE PRICE by 2 to determine your RETAIL 

PRICE. 
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PRODUCT PRICING FOR PROFIT 

EXAMPLE: A shop selling hand made leather handbags calculates the price of 

a leather clutch: 

If the shop used the wholesale price of $29.72, which is much lower than 

competitors, shoppers might believe that the materials may be of a lesser 

quality. 

Materials + $                      4.50 

Labor + $                    20.00 

Expenses + $                      5.22 

Wholesale Price = $                    29.72 

Double Wholesale x 2

Retail Price $                    59.44 
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However, if the shop uses the retail price $59.44, the price is more competitive 

but still doesn’t provide the shop with PROFIT.

hen the PROFIT MULTIPLIER is used:

The final RETAIL PRICE, rounded up to $119, is a very competitive price for the 

quality leather clutch the shop produces.  

NOTE: You may find that you will use a different profit multiplier for products 

within your shop. To be competitive in the market for each product, experiment 

with the multiplier (or try the PROFIT AMOUNT formula). 
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Materials + $                      4.50 

Labor + $                    20.00 

Expenses + $                      5.22 

Basic Cost = $                    29.72 

Profit Multiplier (2) x 2

Wholesale Price $                    59.44 

Wholesale Price $                    59.44 

Double Wholesale x 2

Retail Price $                   118.88 

PRODUCT PRICING FOR PROFIT 



PRODUCT PRICING FOR PROFIT 

Let’s take a step back. The calculations look simple enough. But where do all 

those numbers come from? In order to calculate the basic cost of your 

products, you must know your numbers. Materials, labor and business 

expenses are unique to each shop. 

MATERIALS is the physical substances you use to create your product. 

You may think of materials as supplies, goods, equipment, ingredients, 

components or even ‘stuff’. Often the supplies are referred to as ‘raw 

materials.’ 

Example 1: A shop selling jewelry would include beads, wire, gemstones, 

clasps and findings in its materials cost. They may include the tools or special 

equipment used. Also included is the cost of the packaging – the satin bag or 

gift box. 

Example 2: A candle maker would include wax flakes, glass containers, wicks, 

and essential oils. However, the supplies bought in bulk, such as the wax flakes 

would not be listed full price for each candle. Rather, the cost of the bulk bag 

of wax flakes would be divided by the number of candles the bag will produce. 

NOTE: Many shops sell digital products – digital products don’t have physical 

substances. The Basic Cost calculation would be Labor plus Business Expenses.

©CynsationalResources 2020 38



PRODUCT PRICING FOR PROFIT 

Use the following worksheets to determine your materials costs. 

BULK SUPPLY CALCULATOR: To keep costs down, buying supplies in bulk is 

a great option. However, you don’t want to include the whole cost of the 

supplies into the basic cost of one item.

Utilize this sheet to keep an up to date list of your per product cost for supplies 

you buy in bulk. This worksheet is a great reference for per product supply 

costs when working of your pricing. 

PRODUCT MATERIALS: Utilize this worksheet to list all the materials, and the 

costs of each of those materials, for each product. Make as many copies as you 

need for the products in your shop.  
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Item Cost Size # of products produced Cost per Piece 

Description of Material
Total cost of 

item

# of items/ unit 

of measure 

Estimate of how 

many retail products 

to be produced by 

this product 

Divide the COST by 

the # of products 

produced 

EX:  8mm cyrstal beads 14.90$             pack of 400 21 0.71$                                

EX: Bees wax 70.00$             5 lbs 30 2.33$                                

BULK Supply Calculator
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PRODUCT:  

Material Cost per Product 

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

TOTAL Cost of Materials: $

PRODUCT:  

Material Cost per Product 

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

$

TOTAL Cost of Materials: $

List the cost of all the supplies used for the product.  Remember to include packaging costs. Use the 

Bulk Supply Calculator to determine the material cost for each item. 

Product Materials



PRODUCT PRICING FOR PROFIT 

BUSINESS EXPENSE:

Business expenses are different than product 

materials. Business expenses are the costs of 

operating your business. For example, office 

supplies, studio rental, utilities, domain hosting, 

Facebook ads, social media automation, software 

costs, PayPal and ETSY fees, etc. 

To determine how much of your business expenses 

to include in your product pricing, you need to list 

the cost of all MONTHLY business expenses.

The following worksheet will guide you through the 

business expense calculation. The good news – you 

only need to do this once (as long as your expenses 

remain stable from month to month). Use this 

BUSINESS EXPENSE for all product pricing. 

TIP: When you include the cost of your equipment 

and tools, you cannot add in the total cost to each 

product. You can estimate the number of products 

that tool will likely make before you need to replace 

it. The jewelry maker may determine that her looper 

tool she paid $35 will make 900 pieces of jewelry 

before she needs to replace it. Divide $35 by 900. 

The .0388 is the cost of that tool for each of the 900 

jewelry pieces it produces. She adds $0.04 to the 

cost of each of her products. It isn’t much, but if she 

uses multiple tools for each product, it will add up. 
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PRODUCT PRICING FOR PROFIT 

LABOR COST:

What would you pay someone to produce your 

product? 

What you charge for your own labor will 

probably be different than what you would pay 

someone else. Many handmade sellers default 

to a $10 per hour standard. 

The tendency of many handmade sellers is to 

use low labor costs so that the final cost is 

competitive. However, would you accept a $4 

per hour wage? Devaluing your labor and 

craftsmanship is counterproductive to your 

success. 

Your talents and abilities should be appreciated 

and valued. Try to be objective and honest 

about your value. 

TIP: For an easy method of keeping track of 

the time spent creating your products, use a 

timekeeper app such as Toggl. 
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PRODUCT PRICING FOR PROFIT 

PROFIT MULTIPLIER (ADJUSTING FOR YOUR SHOP):

The standard profit multiplier is two. You may find that you need to use a 

different number. If you believe your final retail price is too high, try using a 

1.5 profit multiplier. 

Or, if your retail price is too low, bump up your profit multiplier to 2.5. 

Start with the standard and experiment to find the profit multiplier that best 

suits the products you sell.  

TIP: Customize the multiplier to your products. Each product has its own 

competition. Take the time to customize the multiplier so that your products 

are competitively priced.  

Putting it all together. 

Now that you have the components to calculate your RETAIL PRICE, plug in 

your LABOR, MATERIALS, BUSINESS EXPENSE, PROFIT MULTIPLIER. 

Materials + -$                        

Labor + -$                        

Expenses + -$                        

Basic Cost = -$                        

Profit Multiplier (2) x 2

Wholesale Price -$                        

Wholesale Price -$                        

Double Wholesale x 2

Retail Price -$                        
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PROFIT MULTIPLIER ALTERNATIVE

The second method of calculating your retail price to include profit is the 

PROFIT AMOUNT. 

To sell as many products as possible, you need to an in-demand product and a 

competitive price. 

For many shops, using the profit multiplier will cause the final retail price to be 

much higher than competitor’s price. 

That doesn’t mean you shouldn’t price your products for profit. Rather, you 

need to use a different method of pricing.

Instead of a multiplier, use a PROFIT AMOUNT. Add a set dollar amount to 

the BASIC COST for each product: 
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PROFIT MULTIPLIER ALTERNATIVE

From the previous example, the leather clutch handbag, let’s assume that the 

RETAIL PRICE ($119 using the Profit Multiplier)is too far above the competition. 

Market research on Etsy showed the prices of handbags of similar size and 

quality vary between $70 and $95. 

The shop used a PROFIT AMOUNT of $10.00:  

With the PROFIT AMOUNT added in, the RETAIL PRICE is $79.  You can see that 

there is still room to add in profit and still be competitive.  A PROFIT AMOUNT of 

$15 or even $20 is possible to stay within the competition’s price range. 

Materials + $                     4.50 

Labor + $                   20.00 

Expenses + $                     5.22 

Basic Cost = $                   29.72 

PROFIT AMOUNT + $                   10.00 

Wholesale Price $                   39.72 

Wholesale Price $                   39.72 

Double Wholesale x 2

Retail Price $                   79.44 
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PROFIT MULTIPLIER ALTERNATIVE

To recap, in our example the difference in the final retail price using the two 

methods of PROFIT PRICING resulted in a big price difference: 

PROFIT MULTIPLIER PROFIT AMOUNT 

PROFIT MULTIPLIER Retail Price:  $119            PROFIT AMOUNT Retail Price: $80

RETAIL PRICE difference: $39

Each shop owner needs to evaluate each product and its competition to 

determine which method is most advantageous. Remember, each product can 

be priced according to its competition. 

The handbag maker in our previous example may use the profit amount of $25 

for one leather handbag, a profit multiplier of 2 for a leather and denim series 

of clutches, and even a larger profit multiplier of 2.75 for studded leather 

clutches. 

Don’t be afraid of using different methods and different multipliers and 

amounts in your shop. Each product is unique and may require unique pricing.  
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PROFIT MULTIPLIER ALTERNATIVE

REMEMBER: 

• Keep your worksheets up to date. When a supplier price changes, you need 

to update your materials worksheets and factor in the new costs for the new 

products. 

• Every month, when working on your regular accounting, review your 

business expenses to make sure your basic cost is accurate. 

• If you don’t have exact costs, and need to estimate, estimate high. 

Don’t undervalue your own time, 

creative and artistic talents. 

If you don’t value your own talents, no one else will either. 
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GOAL RESTATEMENT

Review your initial GOAL. 

You’ve worked through all the calculations and now know your: 

• Growth projections

• Profit pricing for each product

• Completed inventories of available product to sell and raw materials

ANSWER THESE QUESTIONS:

Are my sales projections within range of my goal? 

Is my inventory and production potential within range of my sales projections? 

If I sold EVERY item in my shop, would I reach my profit goal? 

Is my goal too LOW, now that I have my products priced for profit? 

Do I need to change my initial goal?  
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GOAL RESTATEMENT

Retail, whether online or not, is a tough business. Predicting sales is tricky at 

best. 

Using “GOOD, BETTER, BEST” in stating your goals will keep you motivated 

and allow you to hit your goals, even when your predictions are off. 

With what you have learned, what is a GOOD goal for your shop? If you hit 

your ‘Good’ goal, you would be happy. 

What is a BETTER goal? A profit number that is a stretch but still achievable --

a goal that will require your daily attention and efforts but will be remarkable 

to achieve. 

Finally, what is your BEST goal? A goal that knocks your socks off. A goal that 

will require a bit of luck in addition to your hard work. 

Aim for your BEST goal – and be thrilled when you reach your GOOD OR

BETTER goal. 

Restate your goals and print them out. 

Post them where you’ll see them every day. 
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TIPS

• Keep a notebook of your worksheets and pricing calculation for 

each product. When approached by retailers wanting to 

purchase items wholesale, you will have an easy, ready 

reference guide. 

• Short of cash? Try a Sale for out of season items, inventory 

close out sales, PRESALE items to be shipped out Dec 1st

• Order supplies - over order if you have the cash, if not, find 

suppliers now who are close or who can get supplies shipped to 

you within a few days.

• Create a list of suppliers, complete with phone, email, website, 

etc. Use the raw materials inventory form for easy reordering. 

• Include printer ink on your supply list - you don't want to freak 

out about printing in the midst of a busy week!

• Fold boxes, stamp your tags, print thank you notes and 

package inserts before the Thanksgiving. 

• You can't sell what you don't have in your inventory. MAKE 

products. Get as much done as possible! 

• If you require customer input, take the steps UP TO THE 

customization step so that you can quickly complete the order 

when received.

• Don't just make product. Tag it, box it, etc ...get it ready to ship

• Get shipping supplies ordered and set up a shipping station with 

boxes, tissue paper, bubble wrap, tape, thank you/package 

inserts. Think of your shipping station as you would an 

assembly line.  
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SHOP PREP

Getting your shop prepped for increased traffic and buyers is the next step.  

Your ETSY SHOP is your online base of business. Even though an online shop 

has many benefits over a brick and mortar store, it has some major drawbacks 

too.

When a shopper enters a store, they are greeted by a friendly, smiling, sales 

associate. The look around, maybe pick up some items, but the smart 

salesperson will be close by. Why? To answer questions, start a conversation, 

get the know the buyer and her purpose in the store. Suggestions are made, 

add-on items suggested, products are demonstrated, questions answered. The 

customer happily leaves with a purchase that is just right. 

Online, you don't have the same opportunity for hands-on sales assistance. 

Your ETSY SHOP must fulfill that role.  

The shopper must be greeted in a friendly manner, must be able to find 

answers to their questions, have suggestions made to make the product more 

complete, even see the product in action. That is a lot to ask an online page to 

do. 

Your ETSY SHOP must be that smiling, knowledgeable, friendly sales associate.  

In this section you will find tips and tricks to get your shop ready:

• Optimize product description, tags, and photos 

• Organize product listings, promote best sellers to front page 

• Review and update product SEO 

• Update Profile and About page

• Update shop announcements and policies 

• Update and/or add holiday graphics
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PRODUCT LISTINGS

Your product listing must fulfill the sales associate role for online shoppers. 

Your description must answer the following questions: 

• What is the product? 

• How is product made?

• What materials were used to make product? 

• Why does the customer need it?

• What problem does it answer/solve for the customer? 

• How will it improve the customer’s life? 

• What restrictions to using the product do you recommend? 

• What possible objections to buying the product do you need to overcome?

• Why is this product the best choice for the customer? 

• What other products should your customer add to the purchase? 

• How does the purchase work?

• What are gift wrap and shipping options?
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PRODUCT LISTINGS

The following format is a handy guide for writing 

your description: 

INTRODUCTION: 

• Introduce the product with a short description. 

• You can use the same keywords as your title. 

• Tell a story about your product. 

JUST THE FACTS: 

• Use bullet points to provide product 

dimensions, color, ingredients/materials, 

scent, etc.  

• Outline exactly what the customer will receive. 

(A knitting pattern rather than a ready to 

wear scarf; or a digital download to print 

rather than framed artwork.) 

DESCRIBE HOW THE PRODUCT IS USED:  

• Make usage suggestions. 

• Add links to complementary or related 

products in your shop. Link to other products 

that may be in your product photos. (Ex: 

Earrings that complement the bracelet you are 

listing. Lotion with same scent as the soap.)

• Answer the question: How does this product 

improve the customers’ life? How does this 

product make the customer feel? 
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PRODUCT LISTINGS

ANSWER COMMON QUESTIONS. 

• You can use a FAQ format to answer the questions your customers 

may have about the product. 

• Hint: if you are getting the same question about a product from 

different buyers, you need to include it in your description. 

• Take the time to answer as many questions here as you can, it will 

save you the time of answering individual questions later. 

OFFER FINAL SALES DETAILS AND PROCESSES: 

• Ask customers to contact you if they still have questions. 

• Conclude with shipping and gift wrap information. 

• Include any instructions for the checkout process and what to 

expect once purchase is complete. 
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PRODUCT PHOTOS

Your product photos are your most valuable asset on ETSY. Ecommerce 

depends on the customer’s ability to see a product and know enough about the 

product by looking at the pictures to take the next steps: read about and 

research the product and ultimately make the purchase. 

Product photos must convey a lot of information to the customer. ETSY now 

allows you to post 10 photos. Take advantage of that space and show off your 

products. 

Your product photos should include:  

White, bright thumbnail shot: A clear shot with a white bright background 

to use as the first photo will attract attention.  

Use ‘action’ shots: your products in use. If product can be used more than 

one way, show both ways. 

Use models or props (common items like coins or even a ruler) to show 

the size of your product.
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PRODUCT PHOTOS

Workshop photo: the product in 

production stages emphasizes its 

handmade origins.  

Show different angles, front, back, sides, 

top, bottom. 

Show details by taking a close-up shot.

TIP: if using an iPhone for your photos, 

don’t zoom in. Crop the picture instead. 

Take a picture focused on the detail, then 

crop so you don’t lose pixels. The quality 

of the photo will be better.

Show the packaging. This is especially 

important for gift item during the holiday 

season. You want customers to know the 

package is ready to gift wrap. Or if you 

offer gift wrapping, what your package 

will look like. 

Show the product with complementary 

items from your shop. (Mittens with a 

scarf and hat. Soaps and lotions.)

©CynsationalResources 2020 59



PRODUCT PHOTOS

PHOTO TIPS:

• Use natural light when possible. Diffused sunlight makes beautiful pics. 

• Avoid using a flash which creates washed out spots.

• Use a tripod if you own one. Or stabilize your camera by placing it on a 

sturdy surface. A stack of hardback books will provide a steady surface and 

offers the ability to change the height of the camera. 

• Set aside time for a photo shoot. Setting up your background and lighting is 

time consuming. Set it up once and take all the pictures you need. 

• Take several angles of a shot, not just a straight on photo. 

• Remember the rule of thirds. Some digital cameras have a grid 

superimposed on the screen. Position your point(s) of interest along the grid 

lines/intersection points. 
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PRODUCT PHOTOS

PHOTO TIPS Cont’d:

• Pay attention to the background if you are 

not using a backdrop. You don’t want your 

customer distracted by irrelevant 

background items. 

• Edit your photos using a program on your 

desktop, like Photoshop, or on your 

iPhone. Crop photos with the rule of thirds 

in mind. Brighten dim images. 

• Use a checklist of the shots you want for 

each product. You don’t want to have to 

set up everything again because you 

forgot a shot. 

TIP: Use the Photo Shoot Checklist on the 

next page to organize your next photo shoot. 

Finally, check your listing photos on your 

desktop, phone, and other mobile devices to 

ensure you have the image you want. 
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PHOTO SHOOT CHECKLIST
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PRODUCT LISTING TIPS

• The most important information should be at 

the top of the description. 

• Use “I” sparingly but where appropriate. If you 

are a one-person operation, don’t try to make 

your business sound bigger by using “we”. 

• Talk about how the product impacts the 

customer more than you talk about yourself. 

• Use your keywords in the description to make 

your product. Your product is more likely to be 

found by Internet search engines when your 

keywords are used in your description.  

• Use your description to ask your customers to 

imagine using the product, or how they will 

feel when they wear it. You want your 

customer to think about owning and using the 

product. 

• Tell a story with your photos and your 

description. 

• Write your descriptions as if there were no 

photos on the listing. 

• Include links to your “About” section, related 

products, shop home. 

• Use short sentences and paragraphs. Bullet 

points and lists provide an easy and quick way 

to get information to your customer. 
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PRODUCT LISTING TIPS

• Don’t list the holiday as a tag if your product 

does not help celebrate the holiday. For 

instance, if you sell Christmas wreaths you 

would add Christmas as a tag. However, if you 

sell earrings that would make great gifts, don’t 

use Christmas as a tag. 

• Use all 13 tags provided. Two word, or more, 

work best. You have 20 characters to use. 

• Bundle products for increased sales. Consider 

listing complementary products together. Link 

to the bundled product within the single listing 

and vice versa. 

• List products in multiple sections, if applicable. 

• List products as a PRESALE with clear shipping 

dates for unfinished products. 

• Run your descriptions through a spell check 

and grammar check program. An easy way to 

do this is to write your descriptions in Word. 

Or copy and paste description in a free 

program like Hemingway.com to check not 

only spelling and grammar, but also readability 

(aim for a low grade!) 

• Pay attention to your shop stats. You can find 

a list of keywords customers used to find your 

listings. 
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SEO

SEO. The dreaded aspect of product descriptions for many ETSY sellers. ETSY

SEO algorithm is different than Google. You need to tailor your product listings 

for ETSY search while keeping your Google search in mind. 

There are over 28 million active users on ETSY. Almost 2 million active sellers 

are competing for those customers. The good news: these customers are on 

ETSY because they are looking for handmade, vintage, or unique products. 

Your challenge is to get them to visit your shop and view your products. 

The first step is finding keywords to use.  

Discover keywords by searching in ETSY. Type your term in the search bar and 

see what results come up. Watch what auto-fills when you start typing. These 

terms that appear in the drop down are popular searches on ETSY. 

Think about your product like a customer. What would someone search for 

when looking for your product. Ask your friends and family for search terms. 

TIP: Use search tags with the words “that” and “with”. For example, scarf with 

fringe or earrings that clip.

Use the KEYWORD WORKSHEET to help you brainstorm keywords for your 

products.

ETSY HELP is, truly, very helpful. This article on ETSY SEARCH is a must read for 

understanding how to list your products:  

https://www.etsy.com/help/article/34234144469?ref=help_home

ETSY SEO KEYWORD assistance may also be found at

Marmalead  https://marmalead.com/ or ERank  https://etsyrank.com/
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SEO

Next step is to use your search terms in your product TITLE. 

The titles that garner the best search results are often called ‘word salad’. 

What is a word salad? It is a string of keywords. For example: when ‘warm 

scarf for him’ is searched, one of the top results has this title:

Buffalo Check Scarf - Buffalo Plaid Scarf - Red Plaid Scarf - Men's Wool 

Scarf –

Winter Scarf - Wool Scarf - Warm Scarf - Gift for Him

New ETSY shop owners often use one keyword or phrase for the title. Your 

search results will be much better if you use several keywords and phrases. 

Use all 140 characters allowed. 

For best results, don’t use the same title for similar products. Using the 

example above, don’t just change the ‘red’ to ‘green’ for a different colored 

scarf. Diversity in your titles equals better SEO. 
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SEO

More places where you should use your keywords:

SHOP SECTIONS: ETSY allows you to define up to 20 sections for your shop. 

Each section will have its own landing page. The section title will be the page 

title.  Use your keywords as the section title to improve search results. 

DESCRIPTION: Use your keywords in your product description. Don’t just list 

the terms again. Tell a story with your description. (Product description is an 

important tool for Google SEO.)

TAGS: ETSY gives you 13 tags for each listing. Use phrases instead of single 

words. Don’t repeat the attributes, which are already part of the ETSY SEARCH

algorithm. AND don’t leave any of your tags empty. 

Finally, keep up with the Search Terms in your stats. Make changes to your 

keywords when you discover listed words that you are not using. 
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KEYWORD FINDER WORKSHEET
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What is it? 

What are similar names? What other names do people use for it? 

What category or type is it?

Who would use it?

Why would someone use it?

Where will it be used?

What is the predominate raw material?

How is it made?

What style is it?

What color is it? What other terms can be used for that color?

Can it be categorized into vintage or specific era?

What other style terms would apply to it?

Is there a flavor or scent?

Is it specific to an event or holiday? 



SEO CHECKLIST
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Important places within your shop to include your KEYWORDS: 

❑ Complete your ABOUT SECTION

❑ Complete SHOP POLICIES

❑ Research up to 5 KEYWORDS to use for your listings. (Use the Keyword Finder 
Worksheet) 

❑ Create your TITLES. 

❑ Use keyword phrases separated by commas or dashes

❑ Use normal, easy to read titles by capitalizing the first letter of words

❑ Use the most relevant keyword phrase first 

❑ Remember that customers may be using their phones to shop. The 
mobile view only displays the first 30 spaces of your title

❑ Create TAGS

❑ Use all 13 tags 

❑ Tags are 20 characters so use two or more-word tags for searchability 

❑ Use a few of the most important phrases from your titles

❑ Try not to repeat words in your tags 

❑ Create your CATEGORIES

❑ Chooses the deepest level category

❑ Don’t repeat your categories in your tags

❑ Complete the ATTRIBUTES SECTION

❑ Choose the most relevant attributes

❑ Choose holiday if your product helps celebrate the holiday

❑ Don’t repeat your attributes in your tags

BONUS: ETSY SEARCH may give preference to items with the lowest shipping 
cost. Keep your shipping cost as low as possible without losing money. 



SHOP ANNOUNCEMENT

ETSY has included several sections to your shop for you to let your customer 

get to know you. 

At the top of the shop, is the SHOP ANNOUNCEMENT. This is the equivalent 

section to the initial greeting from a sales associate in your favorite brick and 

mortar. 

When a customer clicks on your shop, they see the first two lines of you shop 

announcement. Take advantage of those two lines to promote your specials 

and holiday items. By clicking the ‘Read More’ option, the customer can read 

more about your shop. 

Go to Shop Manager>Settings>Info and Appearance to edit your shop 

announcement. 
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SHOP ANNOUNCEMENT CHECKLIST

What to include in your shop announcement: 

❑ Welcome your customer 

❑ Brief description of what the customer can find in your shop

❑ Holiday announcements

❑ Sales/promotion dates, coupon codes

❑ Important updates on shipping deadlines

❑ Custom order guidelines and ordering deadlines

❑ Social Media profile links

❑ Shopping tips for how your shop is organized

❑ Links to specific section of your shop 

❑ Links to other ETSY shops you have &/or your own website

❑ Remember to use your keywords. 
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SHOP POLICIES AND ABOUT SECTIONS

To encourage your shop visitors to purchase, your shop policies sections must 

be complete. Buyers want to know what to expect when they buy from you. 

Go to Shop Manager>Settings>Policies to edit:

• Returns and Exchanges

• Welcome Message 

• Payment Policy

• Shipping Policy

• Additional Information 

Your shop policies need to be complete, straightforward and easy to read. Use 

bullet points or an FAQ style to convey as much information as possible. 

Remember, you want visitors to turn into buyers. Your policies should be fair to 

both you and the buyer. And you want to cover as many questions as possible, 

so you aren’t fielding buyer questions all day long. 

GIFT WRAPPING AND GIFT MESSAGES

Another important option to complete for the holidays – Gift Wrapping and Gift 

Messages. You can offer a complete purchase, ready for the buyer to put under 

the tree by offering these options. 

Go to Shop Manager>Setting>Options 

By toggling “Enable” you will be able to set pricing, describe wrapping details 

and even upload a photo. Every physical product in your shop will have a ‘gift’ 

option. (Digital products will not have a gift option) Your buyer can add this 

option at checkout. 

The Gift Message allows buyers to add a personal message to recipients. You 

can add a handwritten message. Message is also included on the packing slip. 

TIP: Use your gift wrap photo in your product listing to sell more gift wrapping. 
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ABOUT (SHOP STORY)

Go the Shop Manager>Settings>Shop Story>Story to add: 

• Shop Story (About)

• Shop Video

• Shop Photos

• Shop Links (Social Media links for your shop. Don’t SKIP this step.)

SHOP STORY: gives you the opportunity to provide your buyer a personal 

connection with you, the artist. A few ideas to include in your Shop Story:

• Introduction to YOU (keep it professional, honest, and fun)

• History of how you got involved with your art/craft

• Where you work and who you work with

• Your process, where you source your materials, your equipment 

• Your why (but don’t give them a sob story!) 

SHOP VIDEO: ETSY also allows you to upload a video for your about page. Be 

creative. Talk to you customer about your products, show a video of a product 

from raw material to finished product. The ETSY SELLER APP for iPhone has an 

easy tool to create a video. 

SHOP PHOTOS: Use all five photos for your About page. Include a headshot 

or shot of you and your family, your workshop, your supplies, and a shot of a 

product in the creation process. Convey your unique, handmade vision with 

your photos. 

UPDATES: ETSY has an additional section called ‘Updates’ which allows you to 

upload a photo from the ETSY SELLER APP. You can find Updates under Social 

Media on the app. Its easy to upload a photo from your phone for an added 

touch point for your customers. And shoppers using ETSY.COM will see the 

updates as well as shopper on the ETSY app. 
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ADD HOLIDAY GRAPHICS

You can’t go to the grocery store without seeing holiday decorations. Shopping malls 

and department stores go to great lengths to add holiday cheer by decorating. 

You can decorate your shop for the holidays and use your graphics for promotions and 

sales. 

You can update your shop graphics with holiday motifs for both your SHOP BANNER 

OR COVER PHOTO and SHOP STORY PHOTOS. 

Ex: 

Shop Cover Photo: 

Holiday Promo Cover Photo: 

Create your holiday graphics now for quick and easy updates during the busy selling 

season. 
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SALES AND COUPON CODES

To increase traffic and your shop’s sales, you may want to utilize shop 

promotions and paid advertising. 

The free options from ETSY include Sales or Coupons.  

Go to Shop Manager>Marketing>Sales and Coupons  to create your sales and 

coupon codes. 

To run a sales, toggle the RUN A SALE option. ETSY then asks you to select 

“Free Shipping” or “Percentage Off” as the type of sale. You will then set dates, 

minimum orders, and Terms and Conditions. 

To add a coupon code, toggle the CREATE A COUPON option. You will then have 

the option to offer “Free Shipping”, “Percentage Off” or “Fixed Amount Off”. 

Then set the dates and create your code. Your buyers will enter the code at 

checkout to receive the offer. 

For both the sale and the coupon code, you will be able to run the promotion 

on all items in your shop, or on specific items. Step Two has a drop-down 

menu of your products to choose from. 

TIP: Create a ‘Thank You’ coupon code that will be automatically delivered to 

customers who make a purchase.  It’s an easy way to encourage repeat 

business. 
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PROMOTIONS AND ADVERTISING

ETSY offers “PROMOTED LISTINGS” to help generate sales for your shop. 

Promoted listings show up at the top of the page: 

Go to Shop Manager>Marketing>Promoted Listings  to create your promoted 

listings campaign. You can spend up to $10 per day. 

After you set up your promoted listing and set a budget, you will be able to 

customize your campaign. 

NOTE: Many ETSY shop owners use promoted listings to their advantage. Many 

other shop owners complain that they see no uptick in sales. Don’t use 

promoted listings if you cannot afford the daily budget. Further, if you don’t 

have time to manage your campaign during the holiday season, it may add 

more stress than added sales. 

ETSY also offers Google advertising from the Marketing tab. Google advertising 

can be expensive when not done correctly. If you feel your shop would benefit 

from the additional advertising, and you can afford the daily charges, you may 

consider hiring a VA who is an expert in setting up Google Ads. 
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SHIPPING OPTIONS

The most important information to include in your shop during the holidays is 

shipping deadlines. 

Make sure the deadlines for your shop are included in the product description 

for each listing. Also include in your shop announcement.  

An effective way to make your deadlines easy to find is to create a graphic and 

use it as one of your product pictures on each listing.  For example: 

TIP: Create and print “Thank You” inserts for packages now. Include a 

discount code to encourage repeat business.
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SOCIAL MEDIA MARKETING

Social Media is a great way to spread the word about your ETSY shop, your products, 

and your promotions. It’s also a great way for fans of your shop to keep up with new 

products, shop promotions and sales. 

It is tempting to spread your message on many social media platforms. Many people 

have success with multiple platforms. However, if you are getting engagement from 

one or two platforms, stick with it. Maximize what is already working. 

Whatever your preferred platform, now is the time to prepare and schedule posts for 

the holiday selling season. 

Use the sample content calendar for ideas on what to post. Your shop’s holiday 

promotions, coupon codes, shipping schedule will determine the dates you need to 

post reminders and promotions. 

• Make sure your social media profiles and cover graphics are branded to match your 

ETSY shop. 

• Use an easy graphics program like Canva to create your graphics. 

• Prepare posts for specific promos, sales, etc

• Prepare posts for BIG sales days - Black Friday, Cyber Monday, etc

• Find stock photos for holiday posts if needed. 

• Take lots of photos for product posts. 

• Review social media profiles for accuracy. 

• Include ETSY shop link in all social media profiles and on cover graphics

• Schedule posts using schedulers like Tailwind and Facebook’s publisher for business 

pages. Set up your posts and forget about it. 
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PINTEREST TIPS

PINTEREST is often called a social media network. But it is really a search 

engine. People spend time on Pinterest to get ideas, inspiration, and find 

information. PINTEREST is a natural companion to your ETSY shop. 

Latest statistics for PINTEREST : over 200 million active monthly users. Take 

advantage of all those eyeballs and get your products on Pinterest. 

• Use a Pinterest Business account to promote your shop. (keep your personal 

pins personal) 

• Set up your Boards to match your shop’s sections 

• Complete your profile

• Use your keywords in your pin descriptions – SEO is important on PINTEREST

Create boards related to what you sell (Ex: jewelry shops may have season 

fashion boards, bridal jewelry board, mood board)

• Pin often. Use an app like Tailwind to schedule pins. You can spend an hour 

scheduling pins and be done for the month. 

• Create pretty pins. When taking your product pictures, take ‘pin pics’ as 

well. Vertical pins are re-pinned more often than small, square pins. Use 

your vertical photos in your product pics so that people who pin from your 

shop have vertical options. 

• Pin tips and information on how to use your products. Make your pins helpful 

and you will get more repins. 

Don’t worry about your followers and likes, often described as vanity stats. 

Instead watch your stats for traffic sources on ETSY . Also, watch your 

PINTEREST analytics to discover what pins are getting the most interaction. 
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FACEBOOK TIPS

You probably already spend time on Facebook, sharing news and chatting with 

your friends. There are more than two billion Facebook users worldwide. 

Billion. Clearly, Facebook is the granddaddy of all social media. 

However, it is against Facebook policy to promote a business on a personal 

page. People have had their page suspended for “use[ing] your personal 

timeline primarily for your own commercial gain,” Don’t risk a suspension. 

• Set up a Business Page to promote your ETSY shop. It is easy to set up a 

business page from your personal profile. Use your brand logo’s and colors 

for your Page Cover. 

• One of the benefits of the business page: Publishing Tools. It is free and 

easy to create and schedule posts for your page. Use your content calendar 

and set up your posts for the busy weeks ahead.

• From the “Published Posts’ tab you can see your reach and clicks/actions for 

all your published posts. Pay attention to what type of posts get the most 

traction so that you can repeat those. 

• Facebook also gives you the option of selling from your business page. 

Instructions can be found here: 

(https://www.facebook.com/business/help/912190892201033 )

• As with all social media, don’t just promote your shop. Be engaged with your 

followers and give them more than just a list of products.  

• Keep your page professional. Don’t confuse your personal page with your 

business page. Post your personal pics, updates, and opinions on your 

personal page. 

• Facebook Ads are a great way to promote your shop. However, just like 

setting up Google AdWords, Facebook Ads can be complicated. You may 

want to hire a VA with experience to set up your ads. 
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TWITTER

Twitter is also an effective social media tool to promote your ETSY shop. Unlike 

Facebook and Pinterest, you can easily use your personal Twitter account. However, if 

you regularly tweet about controversial topics that aren’t in line with your shop’s 

image, start a Twitter account exclusive for your creative business. 

• Be creative with your Twitter handle. You have 15 characters. Use your shop name 

or part of your shop name to emphasize your brand. 

• Create an on-brand Twitter cover. Use product photos or logo graphic. 

• Tweet as if you are having a conversation. (Twitter is rolling out a 280 character

limit, so no need to make crazy abbreviations and truncated statements.) Don’t be 

too formal – keep the tone consistent with your brand. 

• Create a content calendar for your Twitter feed.  You can assign different type of 

tweets for each day of the week. For instance, Monday could be your weekly 

promotions, Tuesday is “How To”, Wednesday is answer day to address common 

questions, etc. 

• Use Hashtags. People’s twitter feeds are full and move fast. Using hashtags to find 

a topic is the norm. Use relevant hashtags but don’t use more than 2-3 per tweet. 

• Schedule your tweets using a program like SocialOomph. Create an evergreen list 

of tweets that are repeated over several days. Most users won’t see the same tweet 

from you days apart. 

• Be sure to use links to your products in your tweets. 

• Tweet other content besides shop and product promotions. Tweet tips, links to 

articles, ask questions, tweet quotes, take advantage of gifs and video. 

• Retweet others whose content would be helpful to your audience. 

• Focus on your target audience and tweet/talk to them through your twitter feed. 
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INSTAGRAM TIPS

Instagram is another social media network that seems to be made for ETSY

shops.  With over 700 million active users a month, it is a worthwhile endeavor 

to promote your ETSY shop and products on Instagram. 

• Include your ETSY shop link in your profile. You can also watermark your 

photos with your URL with an app such as iWatermark or Marksta.

• Be consistent with your branding and style. Customers should be able to 

recognize you and your shop on any social media site. 

• Give customers a behind the scene look at your operation and creation 

process.  

• Promote coupon codes and sales on Instagram. Create text overlays with 

pertinent information. 

• Use an editing app such as Afterlight or Photoshop to crop images, lighten 

dark images and create share worthy images. 

• Solicit product feedback from your followers. Instagram can be a great 

market research resource.

• Be consistent with your posts and engage with others to build your 

following.  

• Don’t forget the hashtags. Many users search by hashtag. Remember your 

keywords and use them as hashtags. 

• Connect your Instagram to Facebook and Twitter. Every time you post on 

Instagram the picture is posted on Facebook and Twitter. 

• Add the cost of your products. Don’t make your potential customer search 

for the price of an item. 

• Tell people to click the link in your profile in photo captions. Sounds simple, 

but some people need to be reminded to take the next step. 
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PREP YOUR HOME AND PERSONAL LIFE

One of the best strategies to a smooth holiday season is to take care of your 

personal To-Do list before the holiday rush. Knowing your family’s meal is 

ready while you are busy with orders will keep you focused and reduce your 

stress level

• Do your own gift shopping. Wrap and stash. Have gifts ready to put under 

the tree. 

• Take care of teacher, coach, neighbor gifts early. Wrap and tag gifts – make 

them 100% ready to grab and go. 

• Order holiday cards. Sign cards, address and stamp envelopes. Put a 

reminder on your calendar to mail your prepared cards. 

• Stock up on household items or create auto-ship orders for nonperishables 

like household cleaners, soaps, paper goods, light bulbs. 

• Make and freeze meals. Label your freezer bags with heating instructions so 

your family can help. Also, make and freeze holiday cookies

• Create your holiday look for parties and holiday event. Have two or three 

holiday outfits ready to go, including shoes and accessories. Create a 

signature look -- a fancy white top with black slacks or skirt, sparkly shoes 

and a fabulous red bag. Voila! You are ready to go. Keep it simple!

• Get your house ready for the holiday. Do a deep cleaning. Put away 

improvement projects until next year. Fix or store broken items (the lamp 

that needs a new shade, the toaster oven that won’t broil, etc.) until the 

holiday rush is over. 

• Decide on holiday menus now and complete your grocery lists. 

• Simplify your holiday decorating. 

• PLAN PLAN PLAN .. get things out of your mind and on the calendar or, 

better yet, complete items on your list. 
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GIFT LIST TEMPLATE
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