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Introduction 

Many of you must be planning to start an eCommerce business? Fortunately, overall 

online deals are now expected to increase in the upcoming year. In the US alone, 

eCommerce retailers make billions in sales revenue. There are a lot more such 

advantages of eCommerce.  

Web-based shopping has effectively coordinated itself into virtually every feature of 

current life, with clients having the option to buy nearly anything off the web and have it 

dispatched straightforwardly to them with only a couple of snaps of a catch. In any case, 

notwithstanding the developing significance of online business in the cutting edge 

economy, numerous experts from varying backgrounds are as yet new to the standards 

and patterns that are coming to shape the contemporary business world.  

In this guide, you'll find the benefits of setting up online stores so you can choose for 

yourself if this is the correct business type for you. Likewise, you will discover the 

accepted procedures of maintaining a gainful eCommerce business. These 

methodologies and significant information on the online business will assist you with 

remaining energized and inspired all through your pioneering venture. 
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With time, the way in which people shop constantly changes. Technological 

advancements support and propel this change. Businesses are trying their level best to 

stay abreast of the trends that emerge in the market. Shoppers these days constantly 

hunt for products, search for alternatives, and check prices on various business websites 

or shopping applications before they indulge in a purchase. Technology has become very 

innovative and helps a consumer to have a great shopping experience. In the long run, 

eCommerce has proven to be quite beneficial to businesses. 

eCommerce covers commercial transactions, including the transfer of data via the 

internet. This transfer takes place through different mediums – it could consist of a 

branded website, a marketplace like eBay or Amazon, mobile applications, or even over 

a social media platform such as the Facebook Marketplace, Pinterest Buyable Pins, and 

the Shoppable Ads on Instagram. Although there are innumerable ways of selling the 

product to consumers online, the benefit of selling online is the convenience of being 

able to sell products or services to any consumer at any time, irrespective of their 

location.  

Let us take a look at the key benefits of having an eCommerce store 

 

1. Sell Quickly 

In contrast to the conventional methods of retail, a basic eCommerce store can be set up 

in a few clicks. There are a lot of eCommerce platforms such as Shopify, Squarespace 
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from where you can use some pre-made templates to design your own store. The 

platform looks after the hosting, maintenance, PCI compliance, etc. Other marketplaces 

such as Amazon or eBay need that you set up an account with them before you can begin 

to sell. A number of SaaS-based eCommerce platforms exist and have made the selling 

process quite realistic as well as simple for businesses. 

2. Low Cost 

Setting up an eCommerce business costs less than setting us a brick and mortar store. 

Most online marketplaces and eCommerce sites have a free sign-up. They normally take 

a small fee, charged as a percentage of the sale, for allowing you to sell products on their 

platform. You can make use of drop shipping to obtain inventory without investing a 

huge sum. Social media, Google AdWords, or organic search provide cost-effective ways 

of marketing your online business. You can manage the business on your own thereby 

avoiding payroll expenses. You can build your business as and when your sales grow. 

 

(Get More Info in Training Guide…) 
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In our globally connected world, fads are now confused for “eCommerce trends.” You 

need to understand that fads start and end like Twitter trends. Genuine trends for 

online business stay for a longer time. You can afford to ignore fads, but never the 

genuine trends. Businesses should analyze all fads and trends carefully. There is no need 

to avoid the temptation of jumping the bandwagon immediately. 

Trends in the eCommerce industry emerge from various things. How customers shop. 

What they buy and how they respond to marketing tactics employed by businesses. 

Within the last decade, a lot of new trends have emerged with profound influence.  

Ecommerce giants like Amazon, Walmart, and Alibaba have been at the forefront of 

adopting and benefiting from such trends. 

 

Let’s discuss the latest eCommerce trends that will see a rise in 2020: 

1. The Ecommerce After COVID-19 

https://ibeginmarketing.news/ecomacademy-basic


 

Click Here To Grab EcomAcademy HD Training Video 

Our world is changing. Ecommerce will only get bigger and better as the year moves on. 

New technologies will help it achieve that. The coronavirus has changed things all over 

the world, and it’s expected that buying behavior is likely to boom. Even now, more and 

more people prefer buying things online because they are not willing to step out and risk 

exposure. 

As of mid-April, revenue growth has increased by 68% on a year over year basis, and 

there’s been a 129% year over year growth in US and Canadian eCommerce orders. 

Conversion rates have also increased to almost 8.8%, primarily due to the stay at home 

orders affecting a vast majority of the population. This quarantine has laid bare the 

importance of having an eCommerce business, and now, it’s easy to say that if you don’t 

have an eCommerce business, you are missing out on serious revenue. 

(Get More Info in Training Guide…) 
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Ecommerce is like the new oxygen for any individual or enterprise that wishes to survive 

in the 21st-century business scene. The internet has totally revolutionized how we live, 

and more and more people are carrying out most of their activities online like working, 

shopping, communicating, and studying, and so on. 

If you feel ready to take on this amazing cash cow, you must arm yourself with 

important factors affecting e-commerce business success so that you can know the dos 

and don’ts in this line of operations. 

 

Below we look at the main e-commerce success factors. 

• Foundation First 

If you really want to succeed in your e-commerce endeavors, the first thing that you 

need to do is lay down an unshakable foundation. Too many online businesses that 

were haphazardly built were toppled over after seeing a considerable level of success 

because their entire business model was unstable, to begin with. Your primary 

concern should be traffic with the main goal being to get more visitors to your 

website.  

• Don’t rush the launch. 

https://ibeginmarketing.news/ecomacademy-basic


 

Click Here To Grab EcomAcademy HD Training Video 

Just like the popular saying goes, haste has no blessing. If you plan to launch a 

sustainable business that will withstand the test of time, you need to take your sweet 

time conducting proper market research. 

Many times it’s easy to get drawn into a trending idea only for you to hit a dead end after 

some short-lived success. You can therefore go ahead, get a domain name for your store, 

and start teasing your prospective customers with “coming soon” messages. 

But don’t hit that launch button before you have sorted out important factors like SEO, 

content marketing, suppliers, shipping, and so on. 

• Put the focus on the user 

Hot on the list of e-commerce success factors is understanding that your customer is the 

king. You could hire the best web developers in the globe and even partner with the best 

platforms, suppliers, and shippers but if you forget about the user, then your business is 

doomed. Your goal should be to offer the ultimate user experience. 

Ensure aspects like smooth navigation, fast loading speeds, ample product information, 

easy checkout process, round the clock customer support, money-back guarantee, and 

so on. 
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The fact is that there is no perfect time to start your eCommerce business. It is because it 

isn’t the business but the idea itself that turns a business from rust to gold. 

While most people are comfortable with launching their eCommerce business because of 

rapid innovation, low costs, and shipping facilities, but the number one worry that stops 

them in their tracks is, what idea to pursue?  And, most importantly, what products to 

sell? 

 

To answer this question, I scoured the web and compared different eCommerce business 

ideas that have proven to be a success in the online market based on their 

disruptiveness, current trends, and success rates. 

Here’s a list of best eCommerce businesses worth your time and investment with great 

opportunities in 2020 (and beyond!). 

#1: Niche Fashion/Jewelry Product Market – Niche Example 
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Niche products will always remain strong regardless of any business. Having said that 

the year 2020 will see more niche eCommerce stores popping up. The local e-commerce 

niche segmentation will surge because of the introduction of technologies like beacons, 

robot-managed warehouses, and drone delivery systems. It is crucial to start planning 

niche eCommerce sites that introduce a specific style of jewelry or appeal to a wider 

audience. Take the example of Onychek, a fashion website that offers tribal-inspired 

designs from Africa to the world. 

#2: Smart Home Products and Accessories – Business Idea 

Despite the rise in the demand for smart products, not many eCommerce stores are 

selling these products. During the last year alone, at least 40 percent of millennials in 

America used a smart home speaker. This is one of the innovative e-commerce ideas 

that will increase to 50% in 2020. Now is the time to plan your online presence in this 

exciting niche. 

#3: AR/VR Headsets, Apps, and Accessories Store – Business Idea 

Unfortunately, Augmented / Virtual Reality (AR/VR) took this long to become available 

to the masses. But, now, the demand has gone up considerably after initial user 

adoption. This means more companies will invest and develop AR/VR apps in the 

coming months as the growth of VR/AR will approximately reach the $108 billion sales 

mark by the end of 2022. This niche offers you a chance to become an early advocate of 

an exciting technology that will soon become an important eCommerce business. 

 

(Get More Info in Training Guide…) 
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Statistics prove that profit will continue to rise for eCommerce businesses through the 

years and it is up to the owners to take advantage of this growth. If you’re looking for 

ways to boost your e-commerce sales, here are some surefire ways that you can start 

with:  

 

1. Focus on Your Market 

If you’re selling to the wrong people, you’ll only be wasting money. It is important to 

know how to reach out to your target market, recognize what they want in a product or 

service, identify how they search for what they want, and understand how they compare 

their options. 

If you don’t have data, to begin with, talk to your prospective customers and start doing 

your own research. You can do this by meeting them in person or by sending out surveys 

to customers who purchased in the past month. 

2. Reach Out to Repeat Customers 

Spend time and resources on acquiring new customers but keep your loyal customers 

happy. Your repeat customers bring in the profit. Build relationships. Keep in touch. 

Send them emails or messages whenever you have a new campaign. Be personal in your 

approach and send them greetings on their birthdays. 
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Show them gratitude for being regular customers through personalized notes and if they 

have special requests for their orders, go out of your way to find out ways to meet their 

needs. 

3. Use Brilliant Product Descriptions 

So how do you make product descriptions that make the sale? 

First, think of it as writing to one person who completely embodies the buyer’s persona. 

What are this person’s hobbies? What are their interests? 

These are some of the questions that you should answer to know the tone of writing that 

you should use. Should you be funny and conversational or should you be business-like 

and direct? This will depend on what your buyer finds engaging.  

Next, focus on the format. Research suggests that users only scan words on websites and 

rarely read the entire page content. This means that you should make your product 

descriptions easy to read. Use subheadings, bullet points, large, readable fonts, and lots 

of white, uncluttered space that will make reading a breeze. 

 

(Get More Info in Training Guide…) 
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The first step to eCommerce business success is finding a profitable niche. Look around 

you. Every successful eCommerce business owner started in a niche. You may want to 

blow in and make it all big like Amazon but guess what. Even Amazon started in a niche. 

By selling niche products and choosing a targeted audience, you have a good chance of 

succeeding because you know whom to target rather than the “general audience.” This 

chapter gives a step by step guide on how to find a niche market. 

 

1. Research Product Subcategories To Identify The Best Ecommerce Niches 

Before choosing a niche and the product or service to sell, you need to do your research 

upfront. You don’t want to spend money on a niche that falls away just after you launch. 

Research here doesn’t mean you see the most trending product and decide to sell it only 

because it trends. 

Step 1: Identify Niches That You Can Add Value 

Pick a niche that represents your interests and passions. If you’re selling in an industry 

that you don’t care about, you’ll lose interest along the way and quit way too early. If you 
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want to have a good chance at selling, identify niches that you are passionate about and 

can add value. 

You can get ideas from: 

• One on one conversations with people 

• Quora, Reddit, and other forums 

• Amazon products and reviews 

Also, think about complementary products or a micro-niche. Say bike accessories or 

boat accessories for example. 

Step 2: Evaluate Those Ideas 

Evaluation helps you identify the strengths, weaknesses, opportunities, and threats of 

your niche selection. Without it, your chances of selling are random. 

Evaluation includes looking at: 

• Your competition, low or high 

• Marketing potential 

• Profitability/turnover 

• Understanding your target audience 

• If it’s a steady trend, fad, or growing one 

 

(Get More Info in Training Guide…) 
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eCommerce vendors who aren’t actively improving their landing pages to convert more 

visitors are almost certainly leaving money on the table.  The average eCommerce 

website — both globally and in the US — converted less than four percent of its visitors.  

So even if you’re already converting at an above-average rate, more than 90% of your 

audience represents untapped market potential. Now, some of the suggestions 

below will work for your products or brand, and some may not. 

Any Conversion Rate Optimizer worth his/her salt knows that there is no absolute, 

golden tactic guaranteed to improve conversions on all of your pages. Effective results 

come from consistently testing and getting to know your audience. But that doesn’t 

mean you should test every little aspect of your landing pages aimlessly. 

If you want to avoid ‘blind optimization’ (also known as “changing things just to see 

what happens!”), you’ll need to track how your changes perform when your site visitors 

interact with them. 

Testing: The One Tactic To Rule Them All 

Before we get into tactics to try, let’s take a step back and acknowledge how you’ll know 

if these tips are effective on your landing page: On-page testing. 

When you apply some of the recommendations below, you’ll need to test the 

performance of the updated version of your landing page against the original version. 

There are lots of tools and methods you can use — metrics from Google Analytics, split 

tests, and heatmaps, just to name a few — but the key is that you’ll need data to support 

your results before committing to the update. 

With that said, let’s look at some ways to optimize your eCommerce landing page for 

more conversions. 
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1. Categorize Your Products 

Your site visitors will have a much easier time navigating your products if you categorize 

them in a simple, clickable hierarchy. Like the aisle signs in your local grocery 

store, eCommerce categories make it easier for your visitors to peruse your offerings, 

run searches, and find more products that might fit their needs. 
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As marketers, we’re all accustomed to the basic reality of the marketing funnel — how 

repeated contact with prospective customers drives familiarity with a brand and 

eventually drives them to take the plunge and make a purchase of some kind. Many of us 

are also familiar with the Flywheel model as outlined by HubSpot, which is another 

great take on the science of digital marketing, but for today, I’d like to go back to our 

trusty funnel and how we can use it to set up a useful, actionable Facebook ad campaign 

that drives consumers to purchase things from your eCommerce shop (like dice they 

may not need).  

 

Why Is Facebook Ads Funnel Important? 

To understand why it’s important to use a Facebook ads funnel, eCommerce companies 

and those calling the shots at them should reflect upon why the marketing funnel exists 

in the first place: Familiarity matters.  

How often do you, or your loved ones, see an advertisement for something on the 

internet or on television and immediately, right then and there? Probably not very often, 

right? Most of the time, we’ll have to see an ad dozens of times if not more before we 

start paying any attention to it as anything more than white noise, window dressing on 
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the sites we’re actually trying to look at. It’s entirely possible that we’re just not in a state 

where we’re looking to spend money on that sort of thing at all.  

Humans are nothing if not creatures of habit, after all, and making changes, even ones 

that count on our sometimes-impulsive natures, isn’t something that happens often. But 

because we are creatures of habit, if we see something, we remember it. We may become 

more interested in it. We’ll see a testimonial about this sort of thing that is now familiar 

to us, talking about how it solved a problem that we might have — or not realize we 

had — and start researching it. And the next time we see an ad advertising this thing, 

which we’re now informed about and interested in, we’re infinitely more likely to 

purchase than the first time we saw the ad, weeks or months prior.  

 

(Get More Info in Training Guide…) 
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Last year, reports circulated that Twitter’s much anticipated Buy Button would soon go 

bye-bye. The internal team dedicated to the project had been disbanded, with employees 

either leaving or being placed on related teams (i.e. customer service and dynamic 

product ads). 

With all the chaos, many retailers were left wondering: What does this mean for my 

business and Twitter as a distribution channel? What is the future of commerce on the 

popular social media platform? Should we even try to sell on Twitter? 

 

While there are no clear answers as to the future of the Twitter Buy Button, an internal 

re-focusing at Twitter may mean that social commerce on that platform wasn’t 

performing as well as hoped. 

Or, it could simply mean that Twitter chose to focus more on its advertising unit. 

After all, social platforms like Twitter, Facebook, Instagram, and Pinterest all toe a very 

thin line between distribution channel and advertising channel for brands. Sure, you can 

shop on Facebook and Pinterest –– but the majority of their revenue comes from your 

advertising dollars. 
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And, the advertising dollars might even be a better spend for your business. Choosing 

ads over checkout on the platform means interested customers come to your site and 

experience your entire brand –– leading ultimately to increased engagement and a 

higher customer lifetime value. 

With all of that said, here’s the case for why (and then we get into the details of how) 

to advertise your brand on Twitter –– Buy Button or not. 

Why You Should Consider Advertising on Twitter 

Are you using Twitter Ads to grow awareness and demand for your brand? You should 

be. 

On average, Twitter users shop online 6.9x a month, while non-users shop online just 

4.3x a month. And there’s particularly good news for smaller businesses: Twitter reports 

that 60% of users purchase from an SMB. 

 

(Get More Info in Training Guide…) 
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Want to create a buzz for your product online and be discovered by even more people 

around the world? Want to convert browsers into shoppers and grow sales for your 

business? If yes, then Instagram is an effective tool for taking your eCommerce 

business to the next level. 

 

But how does Instagram work for your eCommerce business?  

• It involves high-quality and creative images of products that look better and more 

engaging than generic photos. 

• It gives consumers easy, mobile access to online shopping for your products. 

• It attracts a larger audience, expands your reach, helps improve brand 

positioning, and enhances engagement. 

• All of the above collectively assist users in their buying decisions, resulting in 

massive revenue for your business. 

Today, brands are no longer relying on Facebook alone to promote their products and 

services. They’re also integrating Instagram into their social media marketing 

campaigns to achieve their business and marketing goals. 
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Whether you are a startup or an established brand looking to penetrate deeper into the 

market, attract more people to buy your products or services, and build strong brand 

value, Instagram is the solution to convert passive shoppers into active customers.  

Find out how Instagram can drive sales for your business with the nine easy 

steps below. 

1. Switch Your Personal Instagram Account to a Business Account 

Instagram has announced the addition of a new feature on its platform: business 

profiles. You can now switch your personal account to a business account, which is the 

first step in an Instagram marketing initiative. This feature offers a professional-

looking profile and lets you pull your contact information from Facebook 

while retaining Instagram’s shoppable links. It also gives you information on the 

number of impressions and clicks on your posts every week. 

It is easy to convert your personal Instagram account to a business account. To do so, 

follow these three steps: 

 

(Get More Info in Training Guide…) 
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Conclusion 

Nowadays, times are evolving. More individuals seem to work for themselves and be 

responsible for their own fates. The web makes this objective more available than any 

other time in recent memory, and eCommerce is one energizing road for progress.  

In any case, it tends to be massively hard to know precisely how to begin an eCommerce 

business that will really all around ok to create income. There is such a great amount of 

data out there to filter through, so making a strategy is important to organize your assets 

as you build up your own eCommerce strategy.  

This guide offers a smoothed out and legit way to deal with subjects like eCommerce 

advertising, and gives pointers to sourcing items, alongside different tips that are 

fundamental for the individuals who are hoping to dispatch an effective store. We've 

shrouded these things in and explained everything the things which you require to make 

your first strides in the realm of eCommerce.  

All the Best! 

 

 

 

 

 

 

 

https://ibeginmarketing.news/ecomacademy-basic


 

Click Here To Grab EcomAcademy HD Training Video 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Click Here To Grab EcomAcademy HD 
Training Video 

 

https://ibeginmarketing.news/ecomacademy-basic
https://ibeginmarketing.news/ecomacademy-basic
https://ibeginmarketing.news/ecomacademy-basic
https://ibeginmarketing.news/ecomacademy-basic�

	Let us take a look at the key benefits of having an eCommerce store
	1. Sell Quickly
	2. Low Cost

	1. The Ecommerce After COVID-19
	#1: Niche Fashion/Jewelry Product Market – Niche Example
	#2: Smart Home Products and Accessories – Business Idea
	#3: AR/VR Headsets, Apps, and Accessories Store – Business Idea
	1. Focus on Your Market
	2. Reach Out to Repeat Customers
	3. Use Brilliant Product Descriptions
	1. Research Product Subcategories To Identify The Best Ecommerce Niches
	Why Is Facebook Ads Funnel Important?

	Why You Should Consider Advertising on Twitter
	1. Switch Your Personal Instagram Account to a Business Account


