How To:
Develop an E-Commerce Marketing Plan

B.C. Ministry of Agriculture and Food Market Readiness Series

Establish and grow your e-commerce presence with a structured plan that covers product selection, audience targeting,
digital marketing strategies, and ongoing optimization. Learn how to reach a wider audience, increase sales, and
enhance customer experience through effective e-commerce practices.

1. What is E-Commerce and Why It Matters

E-commerce is the process of selling goods and
services online, allowing you to reach customers
beyond traditional retail spaces.

By establishing an online presence, you can expand
your market, boost brand visibility, and provide
consumers with the convenience of shopping anytime,
anywhere.

Unlike brick-and-mortar stores, e-commerce operates
24/7, enabling you to meet the expectations of today’s
digitally connected shoppers who rely on seamless

online experiences to discover and purchase products.

Key Benefits:
¢ Increased Accessibility: Connect with consumers
locally and beyond.

e Convenience and Availability: Make your products
available to customers 24/7.

* Reduced Overheads: Lower operational costs
compared to maintaining a physical store.

2. Getting Started with E-Commerce

Product Selection: Not all products are ideal for e-
commerce, so it's important to consider factors like
weight, shelf stability, and packaging.

Products that are lightweight, durable, and have a long
shelf life tend to be the easiest to ship, helping to
minimize costs and prevent damage or spoilage during
transportation.

Identify Your Target Audience: Understanding your
audience is crucial for tailoring your e-commerce
approach. ldentify key demographics, such as age,
shopping habits, and preferences. For insights on
analyzing consumer demographics and trends, refer to
the How to Conduct and Use Market Research to
help you develop a profile of your target audience.

3. Developing an Effective E-Commerce

Marketing Strategy

A successful e-commerce marketing plan engages
customers, drives traffic, and builds trust. This section
outlines essential components for digital marketing
success:

Visual Appeal: High-quality visuals are essential for e-
commerce success. Clear, professional images that
showcase your product from multiple angles help
highlight its quality and key details.

Consistent branding, including imagery, colors, and
design elements, reinforces brand recognition and trust.

For more guidance on creating a
compelling and cohesive
brand identity, refer to
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Brand for Your Product.
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Search Engine Optimization (SEO): SEO helps your
products rank higher in search engines, making it easier
for customers to find you. Optimize product descriptions
and website content using relevant keywords related to
your products and target location (e.g., granola, tea,
cereals).

Social Media Marketing: Engage your audience
through a range of social media platforms by sharing
compelling stories, behind-the-scenes glimpses, and
promotions that resonate with your target market.

Effective social media marketing helps build brand
loyalty, increase visibility, and drive e-commerce sales.
For a deeper dive into platform-specific strategies and
best practices, refer to How to Develop and Use a
Social Media Marketing_Plan.

Email Marketing: Email marketing builds loyalty and
drives repeat purchases. Use emails to share new
products, offer discounts, and announce seasonal
specials. Encourage sign-ups with incentives like free
shipping or first-order discounts.

Resources:

Business Development Canada - Provides digital
marketing tools and resources for building an online
audience.

4. Choosing an E-Commerce Marketing Model

Selecting the right e-commerce platform is essential to
managing your online sales effectively. In choosing an
e-commerce platform, select the model that best fits
your budget, technical skills, and e-commerce goals.

Pros and Cons of E-Commerce Models:

Custom Website Providers:

+ Pros: Full control over branding and user experience,
no platform fees.

- Cons: Higher setup costs and requires technical
expertise.

E-Commerce Solution Providers:

+ Pros: Easy setup, secure shopping cart, and
customizable options.

- Cons: Monthly fees and potential transaction costs.

Online Marketplaces:

+ Pros: Access to a larger audience with built-in
fulfillment options.

- Cons: Limited branding control; more product-focused
than brand-focused.

5. Enhancing Customer Experience and

Fulfillment

Ensuring a smooth customer experience, from shopping
to fulfillment, is critical for building loyalty.

Tips for Enhancing Customer Experience:
Optimizing the Shopping Cart: Make it easy for
customers to check out by:

« Offering a guest checkout option.

« Clearly displaying shipping fees upfront.

« Using secure, trusted payment methods.

Efficient Fulfillment: Choose reliable shipping and
packaging methods that meet customer expectations.
For perishable or fragile items, consider working with a
third-party logistics provider to ensure safe handling and
delivery.

Customer Retention Suggestions: Remind your
customers that you care about them. Tailoring a
personalized experience creates lasting impact with
customers, and it does not need to be expensive, small
gestures really add up.

» Send order confirmations and updates via email.

» Add a personal touch with thank-you notes or loyalty
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6. Evaluating and Adjusting Your E-Commerce

Strategy

Regularly assessing the performance of your e-
commerce strategy is essential for growth. Here are
important metrics to track:

Customer Acquisition Cost (CAC): Determines the
cost of gaining a new customer. Aim to reduce CAC
through targeted marketing.

Conversion Rate: Measures the percentage of site
visitors who make a purchase. A low conversion rate

may indicate usability issues or misaligned messaging.

Shopping Cart Abandonment Rate: Tracks the
percentage of visitors who left without completing a
purchase. Reduce abandonment by simplifying the
checkout process and being transparent about costs.

Average Order Value (AOV): Measures the average
amount spent per transaction, helping you project
revenue potential.

Churn Rate: Tracks how many customers make a
single purchase and do not return. Reduce churn
through loyalty programs, follow-up emails, and
personalized discounts.
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Conclusion

Tools For Evaluation

* Google Analytics: Offers in-depth tracking on traffic
sources, user behavior, and conversion rates. Set up
tracking codes for specific actions to monitor
performance.

Building a strong e-commerce presence allows you to
connect with customers, enhance brand visibility, and
drive business growth. By continuously evaluating and
refining your strategy, you can adapt to changing
market demands and consumer preferences.

Applying the strategies outlined in this guide, alongside
insights from related resources, will help you establish
a competitive and adaptable e-commerce business.
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Funded by the Government of Canada and B.C. under the Sustainable Canadian Agricultural Partnership, a federal-provincial-territorial initiative.
For more information and to explore additional topics within the B.C. Ministry of Agriculture and Food Market Readiness Series,
visit: www2.gov.bc.ca/agriculture-seafood/market-readiness



http://www2.gov.bc.ca/agriculture-seafood/market-readiness

