
E-Commerce Marketing Guideline and Basics 
 

 

Introduction 
 
E-Commerce is a fast and agile market., Using our knowledge from over ten years in the e-
commerce industry,being in the industry for over 10 years, my team and myself have come 
up withI have developed a basic guideline that is beneficial for every new project we are 
launching.launch.  
 
This helps us to get the project started as fast as possible, Ssince the market is so fast- 
moving, our guidelines make it easier for you to get started quickly by allowing  you can to 
take a shortcut by usingtake advantage of our findings we have acquired within over the last 
10 ten years. to notThis will help you avoid wastinge too much time on the unnecessary 
research. 
 
This dDocument will help you to take the right steps from the beginningstart, so that you can 
rest assured that you have all the basics done complete and can focus more on fine- tuning 
these elements and taking care of your main business. 
 
This The graph below is from a new project our team recently launched and is an example of 
what can be achieved with the InformationsInformation within this dDocument., the Graph is 
from a new project that was launched recently from our Team. 
 
 

 
 



 

 

Customer Analysis 
 
What does a typical customer of yours look like?, Iif you don't already have customers, 
imagine what kind of people could be interested in your product., For example, if if you are 
selling scented candles,, who would you imagine buying these candles?, The likely 
consumers are modern probably women, aged 20-50, modern. 
 
This guide will help you to write precise product descriptions and, specialized 
advertisements, look search for the right keywords, see and decide what colors yourthe color 
scheme of your website should be composed of to be the most appealing to that specificthe 
target audience. 
 
If you already have Google Analytics installed, you will find some of thisbe able to find some 
of these information in their reports.  
 
 
 
 
 
 
 
 
 
 
 

Onpage Optimisation 
 
The tTerm Onpage OptimisationOptimization describes your effortsis describing all efforts of 
yours to improve your wWebsite. This can be iImages, kKeywords, bBanners, cColors, lLink 
sStructure, lLanding pages, cCheckout, sShipping mMethods, , and pPayment mMethods. 
 
There Ais a lot that can be wrong with your website., Wwhy are the customers notw buying 
completing purchases even though they have products in their cart? Why don't they browse 
to a specific category I want them to see? Most of these questions are easy to answer, if you 
know what you are looking for and if you have made these mistakes before. 
 

Main Page 
 



This is commonly often the first contact point for your interaction with your customers, so 
make sure to have this as good as possiblethis page is in excellent shape. The customer 
probably likely landed onjust clicked a search result on google to get to your site after 
clicking on a search result on Google. So now you Now you have roughlycommonly have 2-
3 seconds to convince the customer that they have come to the right place to buy what they 
are looking for.  
So Ffor our good old scented candle example, immediately show them scented candles 
immediately., Iif you are using banners, make the first banner of these products., Iideally, 
below these bBanners, there shouldyou should be have product listingss. If you don´t lose 
the customer within these 2-3 seconds, great, now they will start browsing your website., 
Tthis is where you need to think about a good category structure for your site and, make 
sure all products and categories are easy to find and easy to understand. 
At the bottom of the page, make sure to include some SEO tTexts for Google;, this should 
be general  generic information about what you are selling, includinge some keywords there 
and link those keywordsthat link to these product categories. 
 

TODO´s 
 

● Make sure you can see the mMain pProducts of your site on the first page. 
● Create a small SEO tText for your site that includes your mMain products and/ or 

main categories linking to the products in the text and link to them in that text. ,D 
don't overdo the linkinglinks; stick, stick to 4-8 links in that tText. 

 

Landing Pages 
 
Most e-commerce software will let allow you to create specific landing pages for product 
types or categories, this will letletting you create a unique site for targeted ads and 
audiences., Iif you are also selling 100% organic scented candles also, make sure to have a 
specific landing page just for these typestype of candles, to give themprovide more 
information. If, so that if you are directing customers by advertisement to these sites with 
advertising, they see exactly what they are looking for. 
 

 

 

 

Page Speed 
 
A lot of people are in disagreement if this specific indicator is still important for Google, but it 
never hurts to have a fast website., the Iimages should load quickly as, not everyone is 
usinguses a high- speed data connection. 



So Ccheck if your site is optimized correctly. , Llook for small image sizes and try to avoid 
large videos., Mmost e-commerce sites automatically scales down these images and datas 
for you., but better check to see if you don't have an issue here, you can check this hereUse 
this site to ensure you do not have an issue with page speed: https://pagespeed.web.dev/ 

Mobile 
 
Mobile first! Over 75% of e-commerce shopping is done by phone or tablets. So It is critical 
to make sure that your site looks perfect on mobile devices., so Ffirst, of all check the site it 
withon your phone, are to see if all banners and images are visible.? Are there any website 
elements that are obscuring some information, mostly often a cookie consent tool or other 
marketing tools?. 
If you want to check it the site on multiple screens, when using the chrome browser, just hit 
F12 on the Chrome browser to, this will open the Developer Console.; Tthe second icon on 
the top left will let you select different aspect ratios,  to check if everything is displayed 
correctly. 
Also, make sure that the checkout works well with mobile devices., Ddon´t forget to look at 
your product pages in mobile view, to see if everything gets is displayed correctly. 
 

TODO´s 
 

● Use your mMobile pPhone to browse your site and note everything that is not 
displayed correctly or missing. 

● Use a tTablet or Ipad to browse your site to alsoand look for errors. 
 

 

Keywords 
 
Make sure that you have identified your target audience., Oone of the most important things 
is to usinge the right keywords., Wwhat would your ideal customer look for when they are 
searching for your products?. Imagine them sitting in front of Ggoogle and typing the words 
that would or could lead to your product., Wwhat would these search words be? 
 
If you are selling stainless steel railing systems,, this will be quite easy, since these are your 
basic search words there already., Bbut what if you don't have a niche product?, Iif you are 
selling scented candles, the keywords scented candles should, of course, be included in 
your list., However,but widen these keywords to “scented candles sweet”, “sScented candles 
cute”, “organic scented candles”. 

 
TODO´s 

 
● Create a lList of at least 10 Keywords for your sSite. 
● Create a lList of at least 5 Keywords for your 25-50 mMain iItems. 



 
 

Banners 
 
The sSame goes for bBanners., Sshow the customer appealing products on the your mMain 
page and the category pages., Tthese banners should not distract them the buyer from the 
products, but they should show them customer that this is the category that they are looking 
for., Iit usually takes 2 seconds for the regular customer to identify if the site he hasthey 
landed on provides them customer with what he they is are looking for.  
 
TSo the customer should immediately be able to iidentify if he they is are in the right place., 
so For example, if if you are selling leather shoes, , show that to the customerdisplay leather 
shoes on your main page and in the respective categories. The, easiest way to do this is by 
using banners that show the product. 
 

TODO´s 
 

● Create bBanners for all your mMain cCategories. 
 
 

Checkout 
 
Is your cCheckout working, yes? It is critical to make sure it is!Are you sure? 
The PPayment and sShipping providers like to change their APIs and connectors a lot, so 
your checkout might be broken or no longer work ing properly., so Therefore, check your 
checkout frequently to identify any issues that could prevent the customer from buying. 
 
Do you have the commonly used payment methods available? These can vary from country 
to country, but you will never go wrong with implementing Paypal and cCredit cCards as 
these cover the most used payment methods that are used. 
 
Are there shipping methods available for every customer?, maybe Perhaps you have 
different shipping options for countries or regions., Mmake sure you also check if customers 
from other countries are able to buy. 
 
 

TODO´s 
 

● Complete a cCheckout and , look for any errors within during the checkout process. 
● Check if you have sShipping and pPayment mMethods activated (Paypal is 

recommended). 
 
 



Product Data 
 
This is a big one., Yyour pProduct data is what is selling on your website, so make sure you 
spend enough time to perfect these dData. 
What dData is relevant here?, Tthe main parts components are: pProduct iImage, pProduct 
dDescription, and kKeywords. 
 
Product Image: Make sure you have an image size of at least 1000x1000 pxl;, this will save 
you time in the future when you want to work with marketplaces like Amazon or eBayEbay. 
Make sure to have a white or transparent background., Tthe image size should be as small 
as possible, to since this will increase load times. 
The mMain pProduct iImage should show the product clearly without obscuring important 
details., the Aadditional product images should show special features about that product., 
Ppeople are not likely to read the product description, so as much information as possible 
should be presented within the product images (but not the mMain imageone though). 
 
Product Description: Let's be honest here; no, no one is reading a product description, so 
you mainly writeare writing this mainly  this for Google., Ggoogle will index your website and 
product sites to give the customer the best search result, so make sure you have a all the 
kKey pPoints and product fFacts of your product in the pProduct dDescription.  
 
So Iideally, you have a small written text that includes some important keywords of your 
product. , Aas an example for the scented candles: 
“With this peach- flavored scented candle made 100% organically, you give your home a 
nice smell all year around., Tthis scented candle burns for up to 6 hours…” 
 
Keywords: Almost every E-Commerce sSoftware out there is usinguses kKeywords as a 
specific input field for the pProduct dData., so Therefore, this is where you use your findings 
from your target audience research., Wwhat are customers searching for in Ggoogle?, Ffor 
example: “scented, scented candles, sweet candles, organic scented candle, peach- 
scented candle.” Don't overdo this and try to input the right keywords for this these specific 
products. 
 
Product Data: This The dData we have inputted for all products will come in handy later., 
Wwhen we are setting up ads, we will be able to use these dData as an export for Google 
and/ or even export our pProducts tfo Facebook or Instagram., so  Mmake sure you canare 
able to export this data easily;, most E-Commerce Systems have an automation for this. 
 

TODO´s 
 

● Check if your pProduct images have a size of 1000x1000 px l with a white 
bBackground. 

● Create a shorta small pProduct dDescription for every product., Yyou will be able to 
expand these over time. 

● Include at least 5 Keywords per pProduct. 



Google 
 

Google Sitemap 
 
A sSitemap is an index file that gives Ggoogle an overview of subsites of your website., 
mostly Tthis is typically automatically generated by most modern ee-commerce softwares or 
cms CMS tools. You can see if you already have this by opening www.yoursite.com/sitemap 
; there, you should see a list of all subsites of your website. 
 
If you don't currently have this, check your software to see if you can have it automatically 
generated;, this should always come directly from your e-commerce software you are 
running. 
 
This sSitemap then helps Ggoogle to index all the content and products on your site. 
 

TODO´s 
 

● Create a Google Sitemap. 
● Check if the sSitemap has content by visiting it www.yoursite.com/sitemap. 

 

Google Search Console 
 
The Google Sitemap we previously mentioned, now needs to be sent to Ggoogle., Ggoogle 
will automatically start to crawl your site automatically at some point, but manually submitting 
your sitemap to Ggoogle manually, will kickstart this process. From then on, Ggoogle will 
crawl your site and inform you if there is anything wrong with your website data and also 
start to index and rank your products and content, making it more visible to Ggoogle 
searches. 
 
You can submit your sitemap here: 
https://search.google.com/search-console 

Google Analytics 
 
Google Analytics is a great and powerful tool that helps you to understand your customers 
better., Iit also helps you to analyze what customers are buying, what they are looking for on 
your website, also where they are coming from, how old they are, are if they are using 
mobile or desktop, and so on., the There is a vast amount of data you can pull from there is 
quite Google Analyticshuge. 
 
Once again, most e-commerce systems are already are prepared for a direct connection and 
integration of with Ggoogle Aanalytics; therefore,, so it should be pretty easy to set up within 
your system. Note that , just make sure that ddepending on what country you are operating 



from, you might need to update your terms and conditions;, since you are collecting user 
data, you might be obliged to inform the customer of this.  
 
Google Analytics can be found here: 
https://analytics.google.com/analytics/web/ 

 
Product Data Feed 
 
The Product Data Feed is a specific type of product overview similar to the , a bit like the 
sitemap Ii mentioned earlier. , but Tthis specific fFeed outputs all product data you have in 
your system and allows you to sendgives you the possibility to send it to Ggoogle, so your 
products can and will appear in the G google shopping tab on Ggoogle searches. 
 
This tTask is not the easiest since you need to make sure that your e-commerce system 
outputs all the necessary data in the right format so that Ggoogle can interpret it correctly to 
use it for its Ggoogle shopping system. 
 
As mentioned before, most e-commerce systems are prepared for exporting these pProduct 
dData fFeeds., Yyou can then send the product data feed to Ggoogle., here you will find 
moreYou can find more information on this specific topic here: 
https://www.google.com/intl/en_en/retail/get-started/?product=merchant-center 
 

 

 

Advertising 
 

Google Ads 
 
Google Adwords, or now known as Google Ads, is Google's advertising platform , where you 
can place Ads in several forms such as tText, iImage, or sShopping aAds. If you are 
searching for something on Google, the first 3-4 results you see are commonly Ads., Tthey 
also have an indicator next to them, that letto let s you know that these are ads. 
 
Within Google Ads, you have the option to link your WWebsite to specific kKeywords you 
can input., Ffor example, you create an ad that describes your pProduct like “pPure organic 
natural scented candles” and input kKeywords like: “sScented cCandle, organic candles, 
cCandles.”. So if someone is using these kKeywords within their search, your Ad will be 
displayed to that user.,  Tthere are multiple ways to set up these Ads, regardingwhen it 
comes to targeting and budget. 



 
Google Ads is a very complex system that gives provides you a load ofcountless settings 
and options., Tthousands of agencies are mainly focused on setting up these aAds for you 
and your company, so don´t be afraid to ask an agency for help with this component.  
Otherwise, Google has made it pretty easy to get started with this, but optimizing this and 
getting the best ROAS (rReturn on advertising spend) takes quite some time and trial and 
error. 
 
Google Ads is great for to attracting users that who are already looking for your or similar 
pProducts, since they already have a direct interest when searching for these specific 
kKeywords. 
 
You can go find more iInformation on Google Ads here:  
https://ads.google.com/ 
 

Facebook Ads 
 
Similar to Google Ads, Facebook Ads is Facebook's advertising platform., Ssince Facebook 
is basically a huge dDatabase of user data, including personal interests, age, gender, etc., 
the amount of data that Facebook is collectingcollects per uUser is almost endless. 
 
You can set up ads that Users get shown within on users’ their dDaily Facebook fFeeds for 
example, that can bewith images or even vVideos, this will then of course bewhich will be 
linkable to your specific landing page. 
 
Facebook Ads is a great way for to attracting customers that who don't know about your 
product, or have never heard of it, since these Ads are displayed to the users mainly by 
based on their interests and not by their searches. 
 
But keep in mind, setting up Facebook Ads is a bit more tedious than Google Ads. and Also, 
it is easier to burn more money by using Facebook Ads, since it they might need require 
quite some adjustments and monitoring to get to a positive ROAS that fitsROAS that is 
positive and fitting to your budget. 
 
Don´t be afraid to get help from a professional when it comes to Facebook Ads. 
 
You can set up Facebook Ads by visiting this site: 
https://www.facebook.com/business/tools/ads-manager 
 
 
 



 

Instagram Ads 
 
Pretty much the same asSimilar to Facebook Ads, Instagram Ads lets you display 
advertising directly on Instagram., Ssince Instagram is pPart of Facebook, this gives you the 
same benefits and possible opportunities like as Facebook; y, you can select specific 
audiences and target groups for your aAdvertisements.  
These companies are really good atwhen it comes to giving providing you with all the dData 
you need to identify your target audience and the success and viability of your 
advertisements. 
 
Like Facebook, Instagram Ads are very good at getting new customers that have never 
heard of your product., but also keepKeep in mind that it is easier to get started with a 
negative ROAS with these types of aAds. They need more monitoring than Google Ads, so, 
you might need to set up several campaigns to see which one performs the best.  
 
Once again, you can gain a lot of customers by using these types of aAds, but you can also 
burn through a lot of money without good positive results. Don´t be afraid of to get ting 
professional help in this field of marketing. 
 
You can set up Instagram Ads here: 
https://business.instagram.com/advertising? 
 

Tracking Pixel 
 
The Facebook Pixel is a piece of cCode or a pPlugin you install or implement into your 
website. This will mostly use cCookies, this will allowing you to directly monitor your 
conversions from Facebook Ads, use retargeting to get users that who visited your site back 
on to your website, and build target audiences for future advertisements. When you advertise 
to users that have visited your website, you can use the Facebook Pixel to track their 
behaviourbehavior once they’re back on your website. This then helps you figure out what 
advertisements are most effective, whilewhilst allowing you to target audiences with more 
detailed relevance. 
 
The tTracking Pixel is either can be cCode that you directly implement into your website,, or 
most e-commerce software uses pPlugins that will help you to include this code. 
Just make sure that you are collecting user data, and in most countries, you will have to 
inform the user that you are collecting this dData, so make sure you update your pPrivacy 
pPolicies accordingly if needed. 
 

Budget 
 



This is, of course, completely different for every business case and market.  
Some companies have a mMarketing budget of 10% of their annual turnover, and some, 
some are useing 1%, some 50%. There is no golden rule for this; I can only guarantee that, 
the only thing i can guarantee is, it will be toughvery hard to be competitive without running 
ads.  
 
So Mmy advice would be to start with a smaller bBudget and increase it when your ROAS is 
positive, to avoidso that you are not losing money by running ads. 
 
Almost every previously mentioned form of advertising lets you set specific budgets per day 
or even per hour, so you will be very flexible and can test out with almost direct results of 
how your ad campaigns are performing with almost direct results. 
 

Other Advertising Options 
 
There are multiple other additional forms of advertising, but these the ones mentioned so far 
have been the most reliable to get to a positive ROAS in a quick time without wasting too 
much money., Sso, for in the beginning, stick to the above previously mentioned methods 
while learning about other possible forms of advertising. 
 
 

Social Media 
 

Instagram 
 
Depending on the products you are selling, Instagram is a great way to market your 
products; in combinationcombining Instagram with Instagram Ads you canallows you to 
target specific audiences. This method will always be easier with lifestyle products like 
fFashion, bBeauty pProducts, etcand such. If your product is technical and harder to explain, 
Instagram will be a great tool to explain those products to your already existing audience.  
 
Keep in mind that creating content for social media like Instagram is quite time- consuming, 
so if you start with Instagram Posts, the previous steps should be address the previous 
stepsed first. 
 
The easiest way to start with Iinstagram is by, frequently posting your products directly to on 
Iinstagram, 1-2 times a week. If you are more used to usingaccustomed to social media, you 
should create a posting plan for an entire complete month. This will help you to reduce the 
workload if you prepare this the plan in one go. 
 



Facebook 
 
Currently, Facebook is not the best sSocial mMedia tTool to generate new customers or to 
have a good connection to with your customers., Aaside from Facebook Ads, which is 
working great for most products, building up a regular Facebook following is time- 
consuming and mostly not beneficial to direct sales. 
So I would suggest also preparing a posting plan for an entirea complete month. and Iin the 
beginning, stick to posting your products on Ffacebook and work on this if you have some 
free time at hand., Iit is better toif you improve your product descriptions and product data 
before spending time with on Facebook. 
 

Influencer 
 
Working with iInfluencers can be really beneficial, but this also is highly dependent on your 
market. Fashion and bBeauty pProducts, for example, would be a good fit for corporations 
with fitting influencers., Kkeep in mind, though, that influencers with a high reach are very, 
very expensive. So, this is an excellent option if budget is not an issue, this . 
 
 

Marketplaces (Amazon) 
 
The fastest way to create sales is by using an already established sales pPlatform., Amazon 
is one of the quickest ways to get sales., Ddepending on your product, you either need to list 
the product on your own, or you can just attach it to already existing listings, .  
bBasically  allowing yougiving you the opportunity to sell products from day one. Amazon 
should never be your sole source of traffic and sales., Ssince you are selling on Amazon´s 
Marketplace, Amazon has every right to remove you from its platform. Amazon is enforcing a 
strict customer- first policy, which means that the slightest problems with your seller account 
could mean your exclusion from their platform. 
 
When you want to upload Products to AmazonY you need a sSeller aAccount to upload 
products to Amazon, which you can easy easily register for by visiting this site: 
https://sell.amazon.com/ 
 
You also need either a connection to your e-commerce software or ERP to upload products, 
or you can upload them manually through Amazon's Seller Ccentral. 
EnsureMake sure that you have UPC Codes for all your iItems,, t UPC Codes are the main 
identifier for pProducts on Amazon;, they will then become the ASIN. 


