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understand how to launch a store.



understand the costs of money and time.



understand the successes and pitfalls.



1. Foundations
2. Research
3. How to get started
4. eCommerce elements
5. Product readiness
6. Getting the word out
7. Maintaining and improving



Considerations:



Are you able to make the
investment for this venture?



“Build it and they will come!”



Are you willing to build your own audience?



Are you willing to do the work of an expert?



My Story:



Free study guides

Paid practice Tests

Paid study guides Courses + book



Business types:

(what is your strategy)



Brick and Mortar only

Brick and Mortar + Internet Presence

Brick and Mortar + eCommerce Presence

eCommerce only



Types of eCommerce



Service (or a course)

Selling your own creations

Reselling (you or others fulfill)



Overriding concepts:

We give our money to those we trust.
Those who trust us are our audience.



#2: Research.



How are you different?
OR

What’s your story?



Price?
Service?

Uniqueness of product?
Customer experience?

Personality?







Domain Name Discussions



Maxwell Watch Company, Inc.



maxwellwatchcompany.com
maxwellwatchco.com
maxwellwatches.com
maxwellwatch.com



.com

.net

.digital: swiftotter.digital

.ca: communi.ca

.beauty: kansascity.beauty

.fish: morecatches.fish 



kcwatches.com / kansascitywatches.com
leavenworthwatches.com
leawoodwatches.com
watchsales.com



Register a Domain:

Go Daddy
$22/yr



#2: Getting Started.



Where are you going to sell?



Seller Marketplace
(on someone else’s website)







Software as a Service
(on your own website, but on a common platform)







Hosted
(your own website, your own server)



Costs
eBay

Fees: ~13%

Item Value: $50

Fees Remitted: $6.30

Monthly Fee: $0

Pros: easy setup, pre-built audience

Cons: much more competition

BigCommerce

Fees: 2.9% + 0.3¢

Item Value: $50

Fees Remitted: $1.75

Monthly Fee: $30

Pros: complete control, less fees

Cons: no audience



Your time
Hosting / monthly licensing
Advertising



Getting Started



Steps to launch your own website
● Buy a domain name: https://domains.google
● Get started on Shopify
● Configure DNS to point domain name to Shopify

You will get a copy of this section of slides.

https://domains.google






Step #1: complete















View store

Choose theme



View Products







Configure Domain



Configure Domain















What next?
● Collect emails. Mailchimp, Convert Kit, Klayivo, etc.

● Collect reviews.

● Get traffic to your site through social media.

● Consider running Facebook/Instagram + Google Ads.



Accessibility
● Can people with disabilities use your website?
● Use the WAVE tool to evaluate your website.
● Ensure reasonable contrast between text and background graphics/colors.
● Set alternate labels for images.



Email marketing
● Open Mailchimp account, install integration into your platform.

● Offer something of significant value on your website.

● Send emails at least monthly.

● Make sure emails are focused on what gives value AND not just sales,





Value

Sales



A successful review program
● https://swiftotter.com/media/reviews-score.pdf

(more of an Adobe Commerce focus, but still applies)

● Includes example of highly successful review request email.

https://swiftotter.com/media/reviews-score.pdf


Reviews
ShopperApproved

TrustPilot
Yotpo (products)

Google Customer Reviews (free)





Examples of well-done social media:
● Chubby’s Shorts

● Industry West / Made.com

● Rep Fitness / Rogue Fitness

● Red Bull

● Quip (borderline just sales)



#3. eCommerce Elements



Tracking
Google Analytics, Facebook Pixel



Products



Basic 
Product



Product
Variants



Product 
Variants



List of
Products

Category



Shopping 
Cart



Sales Tax



Payments

PayPal, Credit Card, Apple Pay, Google Pay
Or, use Shop Pay



Shipping

How fast? How much to charge?



Returns



#4: Product Readiness









What will you name the product?



How will you describe the product?

For every question you get about a product, you lose at least 10 other 
interested people. (me)



How much will you sell it for?



How will people find your product on your 
website?

By application/use case
By name



How will you picture it?



https://www.ebay.com/itm/Hot-Wheels-Monster-Jam-1-64-lot-5-trucks-A/153006911432



Walmart # 555960136



https://pelicansport.confluenceoutdoor.com/en-us/products/argo-100x-sit-in-kayak/KFF10P300-00#mz-expanded-view-264173467527



Build trust.



Social proof.



Decent design.



Good photos.







 Tell your story







Spell out the details.





#5: Getting the word out



Track your results.
Is my investment of time paying off?



Give something away for free
(in exchange for their email)



Get into a relevant community.
Google / Facebook ads.



SEO 101



If you were your own customer,
would you find your website engaging?



Use product descriptions
+ 

unique meta descriptions.



Page Title

Meta 
Description



This apple grinder by GrinderPro is the best 

apple grinder you will find. It grinds all types 

of apples, including Fuji apples, Gala apples 

and Grannysmith apples. If you need an apple 

grinder to grind apples, look no further than 

this apple grinder.



This apple grinder by GrinderPro is a 

combination of quality and value. It will 

process over 30lbs of apples an hour yielding 

delicious apple juice, cider or apple sauce. 

Add this grinder to your kitchen today!



https://pagespeed.web.dev/



Get links.
Build helpful content.
Social media.
Email.



#6: Maintaining and Improving



Keep your customers happy.



Excellent customer service.
Be transparent.
Get good reviews.



Keep building + improving.



eCom Buzz
(a podcast for supercharging your sales)

https://swiftotter.com/ecom-buzz


Connect on LinkedIn: Joseph Maxwell

joseph@swiftotter.com

https://www.linkedin.com/in/maxwelljoseph/


Small Business Administration
Digital Sandbox and other incubators
KC Source Link
Mozcon Virtual



Start with Why (Simon Synek)
Lean Startup (Eric Ries)
Business Model Generation (Alexander Osterwalder)
Value Proposition Design: How to Create Products and
     Services Customers Want (Alexander Osterwalder)
Differentiate or Die (Jack Trout)
Getting Things Done (David Allen)


