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Welcome to the Etsy school workbook ! It will help you go through 
the program with your partner and your Team. We’ve suggested 
an activity and resources for each week of the month. 

First, we would like to give you a quick overview of this program !
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A PARTNERSHIP BETWEEN
SELLERS

We have designed this program for two people 
at least. Pairing with other sellers is the best way 
to progress faster and stay motivated during the 
month. Each person brings their own strengths 
to the partnership and also their own questions. 
Working with a partner allows each person to 
share what they are good at as well as to learn 
from their partner’s expertise. And you’ll get 
stuck less often because there are two minds 
working on every problem!

Chatting with your partner allows you to have an 
external point of view on your shop and to get 
outside advice. This is valuable help; often as 
makers, we are too close to the process to know 
how people are searching for something, how to 
improve our photos, …

• Your Team captain has more information 
 on finding a partner. She will communicate  
 your partner’s name before the beginning  
 of the month. If you have no news, contact  
 your Team captain directly.

• Once you have a partner, contact her by 
 convo and see how you can work together.  
 You may organize some daily online  
 hangouts, phone calls, or meet in a coffee 
 place once a week depending of the time 
 you can dedicate to the program.  
 It’s up to you but make sure to schedule  
 some time on your agenda to work together  
 each week.

TEAM WORK

All together, your teammates are an incredible 
collective pool of knowledge. Make sure to stay 
connected with the group. It’s great to share 
your individual experiences with the whole 
Team. Share your goals, your favorite handbook 
articles, brainstorm tags and marketing ideas.

• Your team may organize a kick off event 
 online or offline before the beginning of 
 the month. Make sure to check your team 
 discussion to attend to the event.

• Your captain received a guide with more 
 resources and exercises that he can share 
 with you. Keep an eye on your Team forum. 
 If you need help on the program or if you 
 get stuck on anything tricky, ask your Team 
 as well.

• Make sure to subscribe to the Team digest 
 email to receive a summary of the team’s 
 most recent discussion activity directly in 
 your inbox (only one email per day)  
 See how to subscribe in this video.

http://livestre.am/14dlQ
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THE TIMELINE OF THE
MONTH

The Etsy School starts the 1st of the month.  

• First week: Get your partner do a shop 
 critique and set goals

• Second week: Photography focus

• Third week: Getting Found : SEO, tags, titles

• Fourth week: Promotion and Marketing with 
 focus on social media

• Rest: Finishing Touches, end of month 
 event planning

And then, let’s party! ! At the end of month, we 
encourage each Team to CELEBRATE together. 
You could do a coupon sale, or a meet-up. It’s 
your choice. Join your team discussion to help 
with your Team planning.

• Before the start, you can have a look to 
 the shop critique worksheet.  Shop  
 critiquing each other’s shops can help you 
 to identify how improve your own shop. 
 This is the first exercise you will do this 
 month. Make sure to prepare yourself for 
 your partner shop critique. Have a look at:

• the worksheet we will use 

• this list of most important questions.

• Make sure to be familiar with the terms. 
 Ask your Team if necessary.

We would like to feature the best 
improvements done during the month, 
keep track of your changes. Take screen 
captures of your shop (home page, 
listings, about page…) before and after.  
We will ask you to send them at the end of 
the month.

https://www.etsy.com/blog/en/files/2013/03/ShopCritiqueWorksheet_DigitalDownload1.pdf
https://www.etsy.com/blog/en/2012/etsy-success-critique-your-shop/
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 How will you know you’ve reached your 
 goal?

• A is for action-oriented: The goal must 
 require you to take action. Define 
 milestones and steps needed to achieve it. 
 What actions do you plan on taking to 
 achieve your goal?

• R is for realistic: Try to figure out how your 
 goal can come true, define challenges you 
 can meet and try to identify skills you need 
 to develop or financial capabilities you need 
 to have to achieve your goal. How can your 
 goal be accomplished? Will  it challenge you 
 to develop your shop? Is it  something you 
 can realistically accomplish given the time 
 frame and necessary assets?

• T is for timebound: Define a time frame 
  to achieve your goal a. Without it,  you 
 can always postpone it until tomorrow. 
 Mark your calendar! By which dates will 
 you need to achieve each element of your 
 goal? When do you need to complete your 
 goal for it to be effective this holiday 
 season?

WEEK 1

Shop Critique & goals  
for the month 
It‘s best to set goals at the beginning of the 
month to give yourself a clear path to follow. 
Defining goals is much easier after you have 
defined your shop‘s strengths and weaknesses. 
A shop critique is a great way to do this. To help 
you, we have create a shop critique worksheet. 
It’s comprised of five key areas: Photography, 
Getting found in Search,  Cohesive  Branding, 
Shipping, and Pricing Items. 

LEARN

Define SMART goals: Having a goal is like having 
a destination in mind.  You pack appropriate 
outfits, read up on local spots and map out the 
best route before putting gas in the tank and 
pedal to the metal — the same is true for your 
Etsy shop. 

Take a step back and think about what you want 
to get out of your shop, the amount of time you 
have and resources you are able to dedicate to 
fueling that success. Using the SMART mnemonic 
as a guide are a helpful way to formulate a goal 
that’s both ambitious and realistic within your 
own custom parameters.

• S is for specific: A specific goal has a higher 
 chance of being accomplished. Avoid 
 general terms and be as detailed as you 
 can. Pinpoint the details. What do you 
 want  to accomplish and why? What 
 research do you need to do? What materials, 
 tools and knowledge will you need?

• M is for measurable: Think about concrete 
 metrics for measuring progress. It will help 
 you to stay on track. How much time will 
 this goal take?  

TIPS: CONNECT WITH YOUR 
COMMUNITY AND GOT 
ENCOURAGEMENTS BY SHARING 
YOUR GOAL IN YOUR TEAM

”Listen girl, before being Smart, our goals 
will make us SMILE.” Mentor Month is a 
great opportunity to enter into the Etsy 
world and know craft workers from all 
over the world, learn, share enthusiasm 
and success techniques.” 

JEWELNOTJEWEL TO NUAREVE, 
MENTOR MONTH, SEPTEMBER 2013
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Must reads here: 

•  Ready for Etsy Success? Start With  
an Etsy Goal

•  3 Easy Steps for Managing Time and 
Reaching Your Goals

• Why Done Is Better Than Perfect

YOUR WEEKLY EXERCISE

Our weekly exercise is focus on defining a smart 
goal for your shop.

1. Download and print the shop critique  
 worksheet here (also available in german  
 and french) 

2. Contact your partner and schedule a shop 
 crtiique for your shops.

3. Discuss together your top 3 strengths and 
 weaknesses as an Etsy seller. Example:  
 Are you a social media expert? Do you need 
 help in SEO? 

• Make a new banner and avatar

• Contact 3 blogs for a feature

• Schedule two weeks of blog or social  
  media posts

• Translate your shop into English

4. After your shop critique, write your goals 
 below. What do you want to achieve during 
 the Month ? Example of goals: 

• Retake photos for a full page of items

• Stock up the shop with a full page of 
  items

• Re-work all titles and tags

WEAKNESSSTRENGTH

Partner 2

Partner 1

Partner 2Partner 1

5. Make this goal SMART (repeat for each goal)

Getting Smart Your Goal’s Characteristics

SPECIFIC

MEASURABLE

ATTAINABLE

RELEVANT

TIME-BOUND

Team spirit bonus point: Share your SMART goals 
in your Teams forum.

https://www.etsy.com/blog/en/2013/ready-to-achieve-etsy-success-start-with-an-etsy-goal/
https://www.etsy.com/blog/en/2013/ready-to-achieve-etsy-success-start-with-an-etsy-goal/
https://www.etsy.com/blog/en/2013/time-management/
https://www.etsy.com/blog/en/2013/time-management/
https://www.etsy.com/blog/en/2013/why-done-is-better-than-perfect/
https://www.etsy.com/blog/en/files/2013/03/ShopCritiqueWorksheet_DigitalDownload1.pdf
http://www.etsy.com/blog/de/files/2013/04/ShopCritiqueWorksheet-DE-download.pdf
https://www.etsy.com/blog/fr/files/2013/04/ShopCritiqueWorksheet-CMYK-FR-4.pdf
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WEEK 2

Photography
Photos are crucial to selling online. Your photos 
need to convey not only the shape, size, color 
and texture of the work you are offering, but 
also the style and feeling behind your brand. 
So, it’s important to light, style and crop photos 
correctly for Etsy specifically. 

Great images can allow your customer to 
experience your goods and answer their 
questions. They can also widen your audience 
through exposure in Treasuries, on the Etsy 
Front Page, in blogs, and press.

LEARN

This video learn you the basics about product 
photography for beginners.

Some things to remember: 

Make the most of your 5 photos slots. Use them 
all. Buyers can’t literally touch your item, so give 
them the feeling they can touch it with their 
eyes. Add a general overview of your item, front 
and back shot and details, show different angles. 
Allow people to imagine your item on them or 
in their home by showing your item with using a 
model, or with a style shot.

Reveal the quality of your item with extreme 
close ups where people can see the texture.

It’s also good to have a photo in there that gives 
us an idea of size. You don’t need to photograph 
it with a tape measure or some coins, but use 
something that makes sense for what you are 
selling. Putting it in your hands for a small object  
or wearing a scarf is a good way to give an idea of 
its dimension. 

Make sure to: 

• Keep the background simple: your item 
 is the main subject of your photo. We 
 recommend starting out with a plain white 
 background. As you get more familiar with 
 how to photograph your item well you can 
 start to experiment, but at first, it’s always 
 good to start super neutral. This really lets 
 your item stand out. 

• Keep it simple. Watermarks, borders, 
 graphics in the photos - these are all 
 things that make it hard for your photo to 
 get featured. 

• Cropping is important too. You want to 
 make sure you can tell what you are selling 
 as your first photo because this is what is 
 coming up in all the search results. Make 
 sure we’ve got the whole item in there 
 in the search results. You can change that 
 cropping when you list an item - be sure to 
 use this.

• Lighting is always important. Natural light 
 is great, but you’ve got to make sure you 
 have enough so that the photo is bright 
 enough, but not so much or so directly that 
 you are creating a big shadow. Here are 
 some tips to manage the light.

First, let us explain how a camera works. 
Basically, light enters through a ‘hole’ in the lens 
and after a certain amount of time, an image 
will be recorded on film or digital media. So, 
the result (our image) depends of the quality of 
your light and of the size of the hole (aperture), 
the amount of time  (shutter speed) and of the 
sensibility of our film or digital sensor (ISO 
value). This said, here are how to solve most 
common photo problem. 

Our best resource: 

• Photography tips — part 1 and part 2

https://www.etsy.com/blog/en/2011/etsy-success-product-photography-for-beginners/
https://www.etsy.com/blog/en/2011/etsy-success-product-photography-for-beginners/
https://www.etsy.com/blog/en/2010/uk-edition-photography-tips-with-heidiadnum-part-1/
https://www.etsy.com/blog/en/2010/uk-edition-photography-tips-with-heidiadnum-part-2/
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PROBLEM

My photo are too dark

My photo are too blurred

My photo are too blue/
orange

OPTIONS

Find a better light

increase the size of the hole 
(aperture)

 

extend the exposure time 
(by using a slower speed)

Increase the sensibility of  
the film or digital sensor

Make sure your camera or 
your subject don’t move 
during the exposure time 

Check how your camera 
interprets the color of light

HOW TO DO THAT?

We recommend you to use 
natural light. Place your item 
near a window or outside.
If you don’t have better light 
conditions in your home, try 
to build a DIY lightbox. Try 
also to reflect light onto your 
product by using reflectors 
(a simple piece of cardboard 
with tin foil or a white card 
can be good reflectors). 
Move and tilt your reflector 
until the light falls on it and 
enlightens the unlit side of 
your product.

Use manual mode or aperture 
priority mode (you only set 
up the aperture and your 
camera choose other settings 
for you). Check your manual 
for more details. 

Use manual mode or speed 
priority mode (you only 
set up the speed and your 
camera choose other settings 
for you).  Check your manual 
for more details. 

It depends of your camera, 
check out your manual.

Try using a faster speed. If 
you can’t, use a tripod/pile of 
books and the camera timer 
to avoid any trembling.

Check out your Camera White 
Balance (WB) mode. You 
should find - depending of 
your camera - an automatic 
mode, some presets (like 
tungsten, cloudy) or the 
possibility to create a custom 
WB. Look your camera 
manual.

WHAT YOU HAVE TO KNOW

Don’t consider the camera 
flash as an option: it 
flattens your photo, it 
doesn’t reveal the real 
color of your product and 
create harsh shadows. 

The result will be lighter 
but really unappealing!

A small aperture numbers 
(1.4 – 4) provide a smaller 
range of focus, or shallow 
depth of field.

With slow speed, you 
have to keep your camera 
perfectly still to avoir 
blur. Invest in a tripod 
or put your camera on a 
pile of books. Use your 
camera timer to be sure 
the pression of your finger 
on the shutter don’t move 
the camera.

Boosting the ISO value 
amplifies the noise of your 
image, a grain and colour 
mottling  can appear 
with hight ISO value. 
We recommend you to 
use the lower ISO value 
possible. 

The automatic mode 
(AWB) is great most of 
the time but may not be 
ideal in all situations.Try 
different options or use 
the custom WB to correct 
the color of your picture.
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YOUR WEEKLY EXERCISE

1. First, check out the photos below. Those experienced sellers made some valuable changes to their 
 images. Review together  how you would improve the images. Then look at our makeover blog  
 post for the “after” pictures to see if the original seller made the same choices. 

The first and the most important thing you can do to help your 
product photography is to read the camera manual. Boring, I 
know, but it’s worth it, as you need to know what your camera will 
and won’t do. There are lots of settings and terms, which can be 
confusing, but your manual will help with this. Visit the website of 
the manufacturer and also YouTube, as many manufacturers and 
photographers offer free online tutorials. This is great if, like me, 
you learn by seeing and doing after reading about it.

HEIDI ADNUM, ETSY SELLER FROM HEIDIADNUM AND 
HELLODARLINGVINTAGE, PROFESSIONAL  
PHOTO GRAPHER AND AUTHOR OF THE BOOK “THE 
CRAFTER’S GUIDE TO TAKING GREAT PHOTOS”

https://www.etsy.com/blog/en/2009/shop-makeover-series-feature-friendly-photos/
https://www.etsy.com/blog/en/2009/shop-makeover-series-feature-friendly-photos/
http://www.etsy.com/shop/heidiadnum
http://www.etsy.com/shop/hellodarlingvintage
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2. Choose 2 listings in your shop and send them to your partner. When you receive your partner’s 
 listings, first create a treasury with these items and some of items on Etsy that you think have great 
 photography. It will give you some comparaison for your image critique. 

3. Ask yourself those questions and explain your answer to your partner. 

Do I want to click on my partner’s 
listings in this treasury?

Do I have a general overview of the 
product? Front, back, sides and interior?

Do I have an idea of the scale of the 
item?

Are all interesting details shown with 
close-ups where you can see the texture 
of the item and have the feeling you can 
touch it with your eyes? can I see the 
variations available?

Is the background neutral?

Can I see the packaging?

Can I imagine how to use it?

Can I imagine this image in my favorite 
lifestyle or fashion magazine / blog?

YES NO IF NO, WHY ?
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PARTNER 2PARTNER 1

4. Together, try to define how each of you can improve their photos?

Use all 5 Photos Slots

Cropping

Eg: Crop photo to see the whole 
item

Photo quality 

Eg: Make your photo less dark, less 
blurry, with realistic colors, …

Overview

Eg: Provide photo of each side, of 
details, close-ups…

Context

Eg: use a model, show how your 
item can be used, give an idea of 
the size…

Style

Eg: Change background, remove 
watermark or border, use props, …

5. Reshoot the photos of those 2 listings and make sure to send your new images to your partner. 
 When you’re happy with the result of those 2 listings, consider reshoot more photography. 
 Changing all your photos at once can be pretty intimidating. Start just with a section or a page of 
 items instead of all items at once. If you and your partner live near by, you can meet in person to 
 help each other reshoot your photos. 

Team Spirit bonus point: Share a before and after image in your team forum and explain how you 
improved it. 
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HOW TO BE MORE VISIBLE ON ETSY HOW TO BE MORE VISIBLE ON GOOGLE, YAHOO, BING  
AND OTHER SEARCH ENGINES

Use all your 13 tags: Each tag is an additional chance to be 
found on Etsy. Do not use just same ones, change phrases 
between listings with synonyms, regional namings etc., 
those are all opportunities for buyers to find you. Tags can be 
phrases, you can insert up to 20 characters per tag! DO IT! 

Translate your shop: If your shop is not translated in english, 
this is the first additional language to add in your shop to 
increase your audience. We automatically translate your 
listings for people who don’t speak your language, but a 
machine will never be as smart as you to find the most 
relevant keywords for your business. In addition, always 
keep in mind that products can only get found by buyers to 
which countries you have a shipping rate listed!

Keep your shop fresh: The recency of an item plays a part in 
relevancy, especially in large categories where there are a lot 
of items. Also, buyers love to see fresh merchandise — keep 
them coming back by adding new items!

Improve Your Photos:  Each time your items are surfaced in 
the search is an opportunity to bring buyers into your shop. 
So how can you entice a buyer out of browse-mode and into 
buy-mode? It’s simple, really! Clear, detailed, well-lit photos 
stand out on browse pages and will bring buyers into your 
shop.

Flesh out item descriptions: Use less obvious terms to 
describe your shop items and expand your product titles to 
optimize your shop for Search engine like Google. Add most 
important words at the beginning of your description (160 
first characters).

Fill out your About page and optimize your shop title and 
announcement with relevant keywords: This will tell the 
search engine all about your shop.

Add links: Search engines use links to determine ranking 
order. Add links to your Etsy shop in your blog, link between 
listings on your shop and network with blog owners to see 
link to your shop on other people’s sites. 

Don’ts: Never buy a link and don’t use spammy techniques 
such as third-party forum postings or directory listings 
— search engines can see through dodgy link building 
practices.

Use Social Media: Using Facebook, Twitter, Instagram, 
Pinterest, LinkedIn, and Google+ are great ways to show 
search engines that people are talking about your shop or 
listings. Yahoo and Bing particularly use social signals as a 
ranking signal. So, use social media to promote yourself. The 
other secondary bonus is people may link to you from your 
social promotion.

WEEK 3

Getting found: SEO, tags, titles
We use Google, Yahoo, Bing or others search 
engine (including Etsy search) for hunting down 
a variety of information and probably don’t really 
concern ourselves with how the info at the top 
of page one got there, or why, for that matter, 
the sites that we expected to find aren’t there. 
Basically, the manner that you title, write and tag 
your listings will impact how they will be seen in 

Etsy search results and browse pages as well as 
search engines like Google. So, your goal here is 
to craft search engine friendly listings with good 
search terms throughout while at the same time 
making it read smoothly since this information is 
visible to buyers.  How you improve your listings 
to be more visible in search is called SEO “Search 
Engine Optimization”. Don’t be afraid by the 
name. With SEO, the power is literally in your 
hands to increase your shop traffic!

LEARN

Create unique and strong product titles: Think about keywords that shoppers would use to search for your product and 
include them in your product titles. If you carry similar products, ensure that each product title is unique. For example, if you 
have two black tote bags featuring slightly different patterns, don’t call them just “black tote”; instead, add details, such as 
“Black Tote Bag With Blue Diamond” and “Black Tote Bag With Red Design.” Be obvious about what you’re calling something 
and use standard terms. Don’t use excessively long product titles — instead, aim for about 80 characters.

https://www.etsy.com/help/article/2661%3Fref%3Dhelp_search_result
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Our best resources:

• How to Get Found in Etsy Search

• 4 Ways to Improve Your SEO and Increase 
 Your Traffic

YOUR WEEKLY EXERCISE

Our weekly exercise will focus on finding the 
right keywords for your listings and identify how 
to improve your visibility and clicks.

On Etsy, Google and others search engine, if 
someone is searching for “blue geometric pattern 
dress” and you don’t have a descriptive phrase 
like this in your title or tags (for Etsy search) or 
description (for others search engines), your 
listing isn’t going to come up, even if that is 
exactly what your item is.

Brainstorm Keywords

1.  Select a listing to optimize. 

Keep an eye on your stats to see your hard work in action. Shop 
stats lists what keywords people are using to find you in search. 
How can you use this information to improve your titles, tags and 
description? Use any listed words that you are not already using. 
Include synonyms for your most popular keywords. If you are 
getting lots of hits but no sales, maybe you are optimizing for the 
wrong keywords to find a shopper ready to buy — try testing out 
new phrases, and being very specific with style. Experiment to 
see what works! Make measured changes: If your search terms are 
already bringing people into your shop, go slowly with making 
major changes so you can see what’s working before doing more. 

KIMM ALFONSO, ETSY’S SELLER DEVELOPMENT

2.  Show your partner an image of your 
 item, but not its title. Then ask your 
 partner to search for your item – what 
 would he instinctively search, just to get a 
 new perspective.

Partner 2 listing

Partner 2 about 
Partner 1 listing

Partner 1 listing

Partner 1 about 
Partner 2 listing

https://www.etsy.com/blog/en/2012/how-to-get-found-in-search/
https://www.etsy.com/blog/en/2013/4-ways-to-improve-your-seo/
https://www.etsy.com/blog/en/2013/4-ways-to-improve-your-seo/
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3.  Now, go a little deeper and specific. For each question, think about synonyms, regional 
variations in UK/US/CA/AU english.

What your item is?

Who is it for?

What is the main material?

What is the main color?

If it’s handmade, what method or 
technique did you use to make it?

Where will the item be used?

What size is it?

What style is it?

What Imagery or motifs are on the 
item?

What is the scent or flavor?

If it’s vintage, what era is it from?

What occasion is it for?

Partner 2 about 
Partner 1 listing

Partner 1 about 
Partner 2 listing
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4. Go to Etsy, set your language settings to 
 english (at the bottom of your page), start  
 typing, you’ll see suggested terms. These 
 are actually the most popular search phrases 
 related to what you started to type. Are 
 there any relevant keywords for your 
 partner’s listings?

5.  Think about how you can use all those 
 specific and accurate words in title,  tags and 
 description. For the example, just write a 
 new title for your partner’s listings, using the 
 most 6 - 8 relevant keywords above. Make 
 sure your title is readable by a human!

6. Share all this hard work with your partner 
 and go to action : include relevant keywords 
 in your title, tags and descriptions.

Team Spirit bonus point: Post before and after 
titles in your Team. Other members could give 
feedback to help you improve your ranking in 
search. 

Partner 2 about 
Partner 1 listing

Partner 1 about 
Partner 2 listing

Partner 2 about 
Partner 1 listing

Partner 1 about 
Partner 2 listing
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WEEK 4

Promotion and marketing
Etsy is a global platform to sell your items. Our 
job is to give you the best tools to sell online. We 
market the website but you will give yourself 
an enormous boost if you also market your own 
shop. By targeting specific customers outside 
of Etsy, you can bring good views and sales. A 
blog, a newsletter, Facebook, Twitter, Pinterest 
or Tumblr can all be excellent tools for this 
kind of exposure. If the shop have already great 
photography, a feature on a blog or in a magazine 

which resonates with the shop’s target customer 
can bring in loads of sales.

LEARN

Marketing is how you sell what you make and 
this is super important for every shop. If done 
right, you are getting your items in front of your 
target audience in a way that makes them want 
to know more about you and your work. Consider 
marketing about how you can create a connection 
between you, your business and your buyer.

YOU

Be yourself, be unique, be different

People buy on Etsy because they want 
a personal interaction. This is part of 
Etsy experience and a way for your 
buyer to connect with you.

Don’t be afraid: you don’t need to 
share your family life. Think about 
what make you unique. What’s your 
story ? What do you value most? What 
makes you dream? Share your passion, 
your motivation, your inspiration, 
your value, your lifestyle, what makes 
you smile today, …. especially if they 
are cohesive with your shop branding.

Don’t fear to be different. It will make 
you stand out from other people. 

Be confident

You’re a talented crafter and you’re 
building a business! Confirm your 
credibility as an expert maker.

It doesn’t mean you don’t need any 
help, it means you stay positive, avoid 
negative terms in your vocabulary, 
learn from every mistake. Try, learn 
and try again.

Don’t be shy and present proudly your 
work to bloggers and journalists.

You may be surprised how impactful 
being confident with yourself and 
your work could be on your marketing 
messages.

YOUR BUSINESS

Think about your business as a brand

As designer-makers, we don’t often 
think of ourselves as ‘brands’ or feel 
that branding is relevant to developing 
our business or practice. But a 
successful brand story is a powerful way 
to reach our customers. You can read 
this article about Branding 101: How to 
Build a Memorable Etsy Shop and define 
your brand values, attributes, story and 
your target buyer. Keep this brand 
essence in mind when you market your 
shop.

It’s all about story

Everyday you are making decisions on 
what materials to use, gathering 
inspiration and thinking about how to 
develop your work; you can use this to 
create a story that will engage your 
audience. 

Think about:

• your business story  
 (eg: how do you get start?), 
• your material story (eg: how and 
 where are the materials sourced?) 
• your process story  
 (what is the making process?)
• your product story (eg: what role 
   does it play in our daily lives?)

Be consistent

Make sure your marketing message are 
cohesive with your brand essence.

YOUR BUYERS

Know your audience

Don’t fall into the trap of trying to be 
everything to everybody. Think about 
the age of your ideal buyer, what kind 
of TV shows and magazines does 
she like, how much money does she 
make, where does she live, what does 
she need — anything that might help 
you zero in on prospective buyers’ 
mindsets. That’s great informations 
for you to choose where focus your 
time when you want to market your 
shop.

By identifying his favorite blogs, 
magazines, social media sites, you 
already know who to contact if you’re 
looking for a blog or press features.

By understanding your ideal 
customer’s needs and problems 
and identifying which of/how your 
products solve both, you can write 
better marketing content.

Interact with your buyer

Today, marketing is not a one way 
thing. Social media and blog are places 
where you have to put a human face 
on your brand. 

Follow people, discuss with your 
audience, answering them if they 
participate on your blog and social 
media channels, ask for feedback, 
make your customers participating in 
some of your business decisions.

https://www.etsy.com/blog/en/2013/branding-101/
https://www.etsy.com/blog/en/2013/branding-101/
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So after you know who you are, what your 
business is and who you are targeting with your 
marketing, there are two big areas to focus on: 
marketing within Etsy and outside of Etsy.

Marketing within Etsy is being well connected on 
the site. It means being an active member which 
you can do by making connections in Teams, 
making Treasuries, favoriting shops and items, 
commenting in the Etsy blog, follow people. 

Being included in a Treasury is also how your 
item gets on the front page. Some items lend 
themselves to being on the front page and in 
treasuries and some don’t.

Keep in mind that Etsy is looking for gorgeous 
treasuries with neutral and cohesive back-
grounds for the front page. To increase your 
chance to be featured, make sure to have great 
item photography with a neutral background (see 
week 2). Optimizing your SEO will make your 
shop more visible for your buyer but also for Etsy 
members who want to create Treasuries and for 
Etsy admins who are looking for items for the 
newsletter. Double-check your title and tags (see 
week 3) In addition, add your shop location 
properly (in your Account > Public profile).

Marketing outside of Etsy gives you a whole lot 
more options. In addition to having a great 
presence on Etsy, you can have your own website 
and blog and use social media. Think about how 
you can feature your process, your studio, works 
in process and add more personality.. People 
want to see your inspirations. Putting up good 
content on blog and social media is really 
important to capturing and maintaining 
followers. Blog features is another options. They 
are great because, if you pick the right blog, you 
are putting your items in front of your target 
buyer while they are online. Others options are 
available : you can look for collaborations with 
others artists inside or outside Etsy. This is a great 
way to get your brand in front of a new audience. 

We know that’s a lot of things to do, but you don’t 
need to be the queen of every social media 
platform. Select one platform that fits your 
business and your target audience and use it 
regularly. Make sure to add links in your Etsy 
profile, note to customers, and shop 
announcement.

Our best resource:

• You will find resources on our blog to use 
 social media: Facebook, Twitter, Tumblr, 
 Pinterest, a Blog or a Newsletter

Etsy sellers don’t need to tweet, Facebook, Instagram, pin, and 
blog all day, every day. No one has time for that. But you do need 
to select one platform that works for you and use it. Regularly. 
As you’re building your fanbase, developing an engaging 
communication style and building trust by showing followers your 
creative process. Get them excited about what you’re making. And 
respond to their comments. People will become invested in your 
product and become your best customers, because they will get to 
know you — a real person who earns a living doing what you love.

STEPHANIE FROM METALICIOUS, SUCCESSFUL ETSY SELLER

http://www.etsy.com/blog/en/2011/etsys-guide-to-facebook/
http://www.etsy.com/blog/en/2011/etsys-guide-to-twitter/
https://www.etsy.com/blog/en/2013/how-to-promote-your-etsy-shop-with-tumblr/
https://www.etsy.com/blog/en/2013/how-to-promote-your-etsy-shop-with-pinterest/
http://www.etsy.com/storque/how-to/etsys-guide-to-blogging-2460/
https://www.etsy.com/blog/en/2013/how-to-grow-your-etsy-business-with-newsletters/
http://www.etsy.com/shop/metalicious
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YOUR WEEKLY EXERCISE

Our weekly exercise will focus on writing interesting content for market your shop via blog and social 
media.

1. Request your partner to ask you 3 things she would like to know about yourself or your business.  
 Do the same for her. Look above if you don’t have any inspiration. Write the questions for you  
 below. 

1

2

3

4

5

6

YOUR BUSINESSYOURSELF
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2. Think about how you can reply. For example, if your partner asks where does your inspiration  
 comes from, you could think about an artist, another Etsy seller, a place, an exhibition, a movie, 
 a style… Just pick one and explain what/who inspires you? why? since when? and how? Make 
 sure to include those informations in your About page.

WHERE?

Do you have enough 
content to do a blog post? 
or could it be a great social 
media post? an idea for a 
new pinterest board? 

YOUR PARTNER’S 
QUESTIONS

1

2

3

4

5

6

YOUR ANSWERS

 

HOW CAN YOU SHARE 
THIS CONTENT ?

It could be via texts with or 
without links, via a photo or 
a video
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3. Write potential posts for each day of the 
 week that you can use to market your shop. 
 You can already schedule them in your blog 
 or social media channel by using tools like 
 hootsuite and buffer.

Team spirit bonus point: Organize or participate 
to a promotion swap within your Team. You could 

HOW (IMAGES, 
TEXTS) 

Monday: 

Your personal story and 
your personal value

Tuesday: 

Your material story or 
process story

Wednesday: 

Your business story

Thursday: 

Your inspirations 

Friday:  

Your product story

Saturday: 

Story from your customer

Sunday: 

Your passions

CONTENT WHERE? (BL OG,  
SOCIAL MEDIA, . . .)

also set up a promotional swap between people on 
your Team. To do this, you find two people who 
are selling items that compliment one another,  
like seashell earrings and lighthouse pillows, and 
each seller features the other’s products on their 
blog, or facebook page, twitter, etc. Your team may 
organize a social media blitz during the month. 
Check the Team forum.

TOPIC

https://hootsuite.com/
http://bufferapp.com/
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YOU’VE DONE IT

Congratulations!

Finishing touches

Are you so motivated that you want to continue 
to work on your shop with your partner?

Here are some finishing touches.

• Shipping: is an integral part of selling on 
 Etsy — it’s tough to sell if you can’t ship! 
 When it comes time to find the best 
 shipping options, some of the best (and 
 free) resources for advice and tips about 
 selling and shipping are your Etsy peers. 
 Ask your Team friends.

• Our to-do list after your first sale

• Customer service: While Etsy is an online 
 marketplace, old sayings like “the 
 customer is always right” still ring true. 
 Customer service begins with the basics. 
 Having accurate item descriptions, clear 
 and friendly policies, efficient shipping 
 methods, and a shop that feels welcoming 
 can draw potential buyers in and put them 
 at ease. Solid communication and honesty 
 throughout the transaction can also help 
 prevent confusion and build rapport.

• Your Customer service guide

• Branding: A new visitor to the shop should 
 be able to describe who the shop is targeting 
 as their customer. If sellers can’t describe 
 this person or describe the wrong person,   
 the shop may need some help with their 
 branding. Check out and share these 
 evergreen branding articles here to find 
 help advising your team members on how to 
 improve their shop’s look and feel:

• Branding 101: How to Build a Memorable  
  Etsy Shop

• How to Find Your Target Market

And now, celebrate!

Connect with your Team to be sure taking part at 
the end of month celebration!

Continuing

If you have not yet reached all your goals by 
the end of the month or if you have reached 
them but want to continue improving your 
shop, keep working! Does your partner want to 
keep checking in regularly? If not, can you find 
someone else in your Team to connect with? 
The month is over, but there’s no need to stop 
learning and improving. Find a new article in the 
Seller Handbook each month and post it in your 
Team to discuss. 

https://www.etsy.com/blog/en/2012/your-first-sale/
https://www.etsy.com/blog/en/2012/your-customer-service-guide/
https://www.etsy.com/blog/en/2013/branding-101/
https://www.etsy.com/blog/en/2013/branding-101/
https://www.etsy.com/blog/en/2013/how-to-find-your-target-market/
https://www.etsy.com/blog/en/2013/the-seller-handbook-archive/

