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Let me lay it out for you: I started selling online way back in March of 1997. I’ve seen hundreds of platforms and tools come and go and I’ve given them all a try. Over the course of this long decade and a half, I’ve sold a wide variety of things including my own original products, collectibles, consignment items for others and electronic goods.

From the gym to the grocery store, the post office to parties, friends are always pulling me aside and asking me for advice. It usually goes something like this: They want to start selling some of their crafts / books / collectibles / etc online but don't know where to start. Would I recommend Amazon? eBay? Etsy? Or maybe they’ve tried this or that site already but feel restricted by policy changes or frustrated with fees. And sometimes they think about selling directly from their own website but they don’t really know HTML and that just seems so intimidating. Or too much work. Or a waste when all they want to sell is a few little items. And it’s expensive, right?

Look, they say, I trust you. Please, just tell me what I should do.

My answer is this book. This is what I would recommend to a friend who trusts my judgment and I wanted to share it with you. It's only my opinion, but with a decade and a half of selling experience on a variety of platforms, I can assure you that it is at least an informed opinion.

Before we begin, let me stress the most important thing: 

There is no perfect option out there. 

Your selling situation is unique and the best option for your business may not be the best for anyone else. That said, my goal is to provide you with a variety of very good options so that you’re making an informed decision as you figure out what best fits your needs.

With online and mobile sales at an all time high, there is an absolute glut of options available for selling what you have. But this book isn't designed for the power selling retail giant with hundreds of sales a day because, if you're already doing that kind of sales volume, you don't need my help. This has been written with the following audience in mind:

	the hobbyist with sporadic items to sell

	the independent artist or crafter looking to sell their services, commissions, physical or digital art

	the independent author looking to sell physical books, eBooks, or signed copies

	any seller looking to sell the occasional items or consistently sell a few items without being shackled to a single platform or its fees or policies


All of the following options are ideally suited for someone with

	a continuously changing inventory with different items every time

	a consistent inventory of a few items at a large quantity


The problem with most of the advice out there is that it assumes you're looking to become the next great retail force and ignores the fact that many sellers are simply selling items on the side or as a small part of a larger business (such as a career as a writer or artist). This misplaced focus can lead to tools and services that are overpriced and over-complicated. My hope is to be able to direct you specifically to the marketplaces and e-commerce options that fit your needs with a focus on simple and inexpensive solutions. 
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Your brand, your space.
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No matter how you ultimately decide to sell, there should be one thing you’re always aiming for. The main goal of anyone selling anything is to run your business your way. This comes down to making sure that your brand comes first and that you have as much control over your selling space as possible.

What do I mean by your brand? It’s your company, your artistic career, your selling identity. Sally’s Shoelace Store is as much a brand as Daphne Love, the pen name of Ernest Cromwinkle when he writes erotica. One person is using their name (or a pen name) and the other is using the name of a company but, in both cases, it comes down to the identity behind what you’re selling.

Your brand can manifest itself in many ways. The design of your logo, the tone of your social media posts, the copy on your products and in your emails all adds up to the overall impression your customers get of your business. I like to think of it as your selling personality. Not your actual personality, though chances are elements of that will come through, especially if you sell under your real name, but the personality your selling identity would have if it were a living thing.

Brand is a huge conversation and could easily be the topic for a whole other book but here’s all I want you to take away from this: A seller with a personality is a seller that is memorable and likable and that leads to loyal customers, repeat business and more sales. You want a customer to leave a transaction with the memory of your name fixed in their mind so that they’ll come back to buy from you again or tell a friend. That is how any business grows, whether you sell crafts or cat beds, words or wrenches.

In the same way, the more control you have over your selling space, the better it is for your business. Ever been screwed when your platform changed a policy or increased fees? Ever lose out on money because your selling site had an outage? Ever get frustrated because your marketplace limits what you can sell and how you can sell it? We’ve all been there. The goal is to find a selling solution where you hold the power over how you sell instead of being subject to a larger company’s ups and downs.

Of course, that goal is cross purposes with the goal of most selling platforms. Every selling tool only allows so much freedom for you to express your brand because they want the focus to be on their brand instead. This can range from a marketplace that only allows you to showcase your logo in a tiny avatar size to a webstore that allows for a customizable template to give your store a unique look but still leaves their logo on your checkout pages. As you might expect, the more freedom you get, the more it costs but the cost is not always money, it’s often extra work.

In truth, I’m not sure that 100% e-commerce independence is even possible as you’ll always still be dependent on some services such as your web host, your payment processor, or your email provider. But while some dependencies are unavoidable, you should at least work toward the end game of making your selling as independent and as true to your brand as possible. As we explore our options, start to consider which elements of selling you’re willing to surrender control of and which are non-negotiable.
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Amazon, eBay and Etsy have the biggest shares of the e-commerce pie when it comes to sellers like us. There’s good reasons for that. Before we look at alternatives, it's a good idea to remember what these platforms do well and why they attract such a large percentage of sellers and buyers both without losing sight of what their biggest flaws are. This will give us a better idea of what to look for and what to avoid in our next platform or selling tool.
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Amazon.com is one of the largest buyer destinations on the web and listing your products on Amazon gets them one of the highest possible levels of exposure to potential customers. They have high brand recognition and customer satisfaction that your items can benefit from. The biggest disadvantages are...

	The cost. Amazon's Pro option is one of the most expensive out there, comparable to a full service web store solution for what amounts to the ability to sell on a third party platform. On the other side, Amazon Advantage is one of the most cost effective solutions but is limited to only certain products.

	Very little opportunity for branding or cross marketing of your other products. Amazon is, unsurprisingly, all about Amazon. While they give you a bare bones storefront with your marketplace account and Author Pages for writers, there are very few opportunities to build up a customer base either by promoting your other products or through brand recognition. If you're just looking to push a single product or if the product itself is your only brand, then this may not be a concern.


The selling options on Amazon vary widely depending on what you sell. Let's look at the options.
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