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HOW GOES IT WITH EVERYONE EVERYWHERE?

Eric Boisjoli here,

Today I've got something special for you, Bold Match’s comprehensive guide
to integrating your Shopify Store with not just one, but multiple marketplaces.
If you've been wondering whether to expand to Etsy, eBay, Amazon, or
maybe even all three, you're in the right place. Now, I'll be honest with you
(that’s just how we do things in Canada), managing multiple marketplace
integrations successfully will be like the ecommerce equivalent of juggling
chainsaws. Impressive if you get it right, painful when you get it wrong.

SO PROCEED WITH CAUTION.

Every ecommerce marketplace has its own personality and its own quirks
and its own virtues. When you understand the full landscape, you can make
strategic decisions about where to invest your time and resources. My goal
with this guide is to give you a clear roadmap, whether you'll be going multi-
channel for the first time or you're ready to become an omni-channel brand.

I'll try to walk you through everything you need to know or at least every
important thing suited to this limited format. And yes, this may get terribly
technical from time to time, but don't worry, | will try and keep as much of it
as | can, as friendly as a warm Tim Hortons on a cold February morning.
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WHY MULTI-MARKETPLACE
INTEGRATION IS YOUR NEXT
BIG ECOMMERCE MOVE

Before we get into the how, let's talk about the why. Because if you're going
to invest the time and resources into managing multiple ecommerce
channels you had better have a good reason.

Reasons like these for instance:

1 t MULTI-CHANNEL SELLERS SEE AN AVERAGE
S REVENUE INCREASE OF 38% IN THEIR FIRST YEAR.

Zﬂd CUSTOMER ACQUISITION COSTS DROP BY 25%
WHEN YOU LEVERAGE MARKETPLACE TRAFFIC.

AVERAGE ORDER VALUES INCREASE 15% WHEN
3rd CUSTOMERS DISCOVER YOU ON MARKETPLACES
THEN BUY DIRECT.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE



PART 1. ‘A\

LET’'S GET STARTED BY STARTING WITH ETSY. IT WON'T BE
A GOOD FIT FOR EVERY RETAILER,BUT IFIT IS A FIT FOR YOU, IT’LL
BE THE EASIEST MARKETPLACE INTEGRATION YOU EVER TACKLE.
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If you've never browsed Etsy, it's where shoppers go for the handmade, the vintage, and “I didn’t know |
needed but now | can’t live without it” products. So, for Shopify merchants with creative or artisanal
brands, it isn’t just any new channel, it's an existing community of shoppers actively seeking the
something special they’re selling.

DOES SHOPIFY-ETSY INTEGRATION MAKE
STRATEGIC SENSE?

The main thing you need to understand about the logic of integrating Shopify and Etsy, is that it can
equal so much more than simply casting a wider consumer net. It can equal building a stronger
ecommerce brand with expanded growth potential but minimized operational overhead.

Now, let's get into the best way for you to tap Etsy's 91.6 million active buyer-base with Shopify!

THE SYNERGY BETWEEN THE TWO
ECOMMERCE PLATFORMS

IT ALMOST DOESN’T NEED TO BE SAID AT THIS POINT, BUT IT’S
ALWAYS GOOD TO BEGIN AT THE BEGINNING, SO HERE’S THE DEAL ...

Shopify gives its merchants complete control over their brand experience, the customer relationships
that translates to higher lifetime value, and conversion optimization strategies. It can also be
customized extensively and house advanced feature implementations.

Etsy, on the other hand, offers online retailers something Shopify simply doesn't: immediate access to a
community of buyers actively searching for unique, handmade, or vintage products. It is essentially a
massive lead generation engine, with built-in trust and discovery mechanisms.

In other words, once the two are properly integrated, merchants won’t just be retailing on two
ecommerce platforms. They’ll have created a funnel where Etsy introduces especially engaged
consumers to their brand and then Shopify converts them into long-term-High LTV-customers.
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https://investors.etsy.com/press-releases/press-release-details/2024/Etsy-Inc.-Reports-First-Quarter-2024-Results/default.aspx
https://help.erank.com/blog/2024-etsy-buyer-survey/

RETAIL REVENUE IMPACT OF
OMNI-CHANNEL EXPANSION

Fortunately, the numbers here also kind of speak for themselves. eCommerce retailers who successfully
operate on both platforms typically see revenue increases, not just from additional sales volume.

BUT FROM LOWER CUSTOMER ACQUISITION COSTS AND HIGHER
AVERAGE ORDER VALUES.

Now here's why: Etsy Shoppers who later purchase directly from your Shopify store will tend to have
notably higher average order values and even better retention rates. You see, they've already bought
into your brand’s brand story on Etsy so they're more likely to become repeat customers.

COMMON RETAIL PLATFORM
INTEGRATION HEADACHES

Since you’ve already reached the point of searching for then reading this kind of tech-focused multi-
channel ecommerce how-to, making this move is probably the right move for you. That said, there are
some foreseeable elephants in this room. Integrating Shopify and Etsy can be a real ache in the back of
the lap if you don't plan well and execute on that plan properly. Many merchants struggle with inventory
sync hiccups, which can lead to overselling and multi-location warehousing conflicts, and pricing
strategy mismatches, between the two ecommerce platforms.

The key to avoiding that kind of mess is understanding that those will be your challenges upfront and

architecting your integration to avoid them. Transition problems tend to stem from treating the two
platforms as wholly separate entities rather than as two components of a to be unified system.
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https://www.statista.com/statistics/483982/multichannel-e-commerce-sales-united-states/

THE SYNERGY BETWEEN THE TWO
ECOMMERCE PLATFORMS

NOW. LET ME ASK YOU THIS: WHAT’S YOUR INVENTORY
MANAGEMENT PHILOSOPHY?

| ask because one mistake that I've seen merchants make is thinking about their Shopify inventory and
their Etsy inventory as separate pools. Which leads to the aforementioned overselling scenario where a
customer buys your last unit on Etsy, while another shopper is buying the same item on Shopify.

That means that your inventory management strategy should treat Shopify as the single source of truth
(SSOT) for your inventory, with real-time synchronization to your Etsy Marketplace. Be sure to configure
your integration to account for safety stock levels and sync delays. If your retail operation includes two
or more locations, you will want to be especially careful at this step.

SYNCING YOUR PRICING BETWEEN
SHOPIFY AND ETSY

Because Etsy's 6.5% transaction fee plus payment processing fees can significantly impact your margins,
compared to Shopify's lower fee structure, at least some pricing strategy questions will need to be
answered to successfully integrate a Shop and a Store. For instance, will you absorb the additional costs
on Etsy or do you adjust your current prices to maintain consistent margins?

| can’t answer those questions for you specifically, unless you happen to be here in Winnipeg and maybe
have a free afternoon, but in my experience, most successful merchants opt for a platform-specific
pricing strategy that maintains a target profit margin while staying competitive within each ecommerce
ecosystem. Each of the best integration apps support different pricing rules for each platform, and allow
you to automatically apply appropriate markups and the like.
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https://help.etsy.com/hc/en-us/articles/360035902374-Etsy-Fee-Basics?segment=selling
https://www.youtube.com/watch?v=N89TdOznzls

SCALING YOUR CUSTOMER SERVICE
AND SUPPORT SERVICES

Few things are capable of fatally frustrating even the most loyal customers more than lackluster
customer support experiences.

WHEN A SHOPPER BUYING ON YOUR ETSY MARKETPLACE NEEDS
TO CONTACT SUPPORT, THEY SHOULD RECEIVE THE SAME LEVEL
OF SERVICE AS YOUR DIRECT SHOPIFY CUSTOMERS.

That just means that a crucial step in your integration process will be funneling your service and support
communications and order information into a unified system where your customer team can access
complete order histories and provide consistent assistance regardless of where the purchase
originated. Remember, poor customer service can cost you customers but the reverse is true too.
Effective support and service can turn even cheesed customers into your most loyal.

NAVIGATING SHOPIFY AND ETSY’S RESPECTIVE
PLATFORM COMPLIANCE POLICIES

Honestly, this last bit is unlikely to be terribly tricky from the Shopify side of the equation, but the Etsy
marketplace does have comparably strict requirements around handmade, vintage, and
product manufacturing.

GUIDELINES YOUR SHOPIFY STORE’S PRODUCTS
WILL NEED TO COMPLY WITH OR YOU WILL RISK
GETTING YOUR SHOP SUSPENDED. SO.

Review your product catalog carefully and establish clear criteria for which products should sync to Etsy
versus which if any should be exclusive to Shopify. Which will be important, if you're selling a mix of
handmade and mass-produced items.
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https://www.forbes.com/sites/shephyken/2024/03/17/bad-customer-service-could-cost-more-than-37-trillion/
https://www.forbes.com/sites/shephyken/2024/03/17/bad-customer-service-could-cost-more-than-37-trillion/
https://www.etsy.com/legal/prohibited/
https://hbr.org/2018/01/how-customer-service-can-turn-angry-customers-into-loyal-ones

TECHNICAL IMPLEMENTATION:

STEP-BY-STEP 37
ETSY INTEGRATION

LOOK, I’'M STEREOTYPICALLY CANADIAN IN NOT REALLY HAVING A
QUOTE-UNQUOTE EVIL LAUGH SETTING, BUT HERE’S WHERE ONE
WOULD GO IF | DID HAVE ONE .. BECAUSE I'M A DEVELOPER AT
HEART AND THIS IS WHERE WE FINALLY GET TO BREAK AWAY
FROM TALKING ABOUT GOOD MULTI-CHANNEL ECOMMERCE
STRATEGY AND GET TO GET INTO ALL THE GOOD TECHNICAL
SETUP STUFF.
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I'm going to walk you through the process of connecting Shopify to Etsy from integration app selection
to testing and finally to optimization.

CHOOSING THE BEST INTEGRATION
SOLUTION FOR YOUR NEEDS

Now. You’re gonna have three main options for connecting your Shopify operation and Etsy:

Third-party Integration
Apps (That I'd
Recommend):

Custom API Integration:

Manual CSV
Management:

An App like CedCommerce Etsy Integration, LitCommerce Multichannel
Selling or QuickSync All in One will offer you a robust, user-friendly, solution
with ongoing support and regular updates. They’re all designed to tackle the
heavy lifting of this process, e.g. tasks such as APl management, batch
processing and error handling and all boast additional advanced features
as well.

If you have developer resources and “tricky” technical needs, you’ll want to
do a custom integration using Shopify's Admin APl and Etsy's Open API. Doing
so will give you complete control but will require advanced technical
expertise and ongoing maintenance. If you do have advanced requirements,
the dev and maintenance costs of a custom solution will be worth it.

For smaller product catalogs (under 50 SKUs), you can also manually export
products from Shopify and then import them to Etsy via CSV files.
This solution won't provide real-time sync, but it can work for testing or very
small operations.

If you'll either be using an app or doing it manually, keep reading! But if you’ve just now realized that your
specific needs will necessitate a Custom Build, this is where you’ll want to drop off to go and avail
yourself of our Shopify Agency Matching service.

WHICH IS AWESOME, | ASSURE YOU!
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https://youtu.be/DZhZI5wK9I4?si=LfZh_g2k3g_RV0Bc
https://youtu.be/RYvQRCz_ewY?si=bzwx4EsCltQZRcTq
https://youtu.be/k66M-xZKPsw?si=Bh6HhJXGLZewoTsu

PRE ETSY INTEGRATION SETUP ON SHOPIFY

STILL HERE? COOL! LET’S KEEP GOING.

Before installing any integration app, you’ll need to prepare your store for the connection:

Clean your product
data up:

Be sure that all of your products have accurate SKUs, have proper inventory
tracking enabled, and have complete product information. Missing or
inconsistent data will result in sync errors and so headaches you definitely
don’t want.

Configure your

inventory locations:

If you're using multiple Shopify locations, decide which ones should sync to
Etsy and configure your inventory accordingly. All three apps | mentioned
earlier allow location-specific syncing.

Review your
product images:

Etsy has specific image requirements and optimization best practices. So be
certain your product photos meet these standards before you sync.

Set your shipping
profiles up:

Configure shipping zones and rates in Shopify that align with your order
fulfilment strategy. This will streamline order processing once integration
is active.
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https://help.etsy.com/hc/en-us/articles/115015663347-Requirements-and-Best-Practices-for-Images-in-Your-Etsy-Shop?segment=selling

INSTALLING AND CONFIGURING YOUR
SHOPIFY-ETSY INTEGRATION APP

Gonna use CedCommerce as an example here, (but the process will be similar for other apps):

Just hop over to the Shopify App Store and Install app then go ahead

STEP 1 and complete the setup wizard. Here’s where you'll connect your Etsy
account and grant necessary permissions for inventory, order, and
product management.

Now, configure your sync settings. This is where you'll need to define:
ST E p 2 - Which Shopify products sync to Etsy (using either smart profiles
or manual selection)
- Set your Inventory buffer levels to prevent overselling
- Establish your pricing rules and markup calculations
- And finally your order import preferences and fulfillment automation

Here’s where you'll do your product mapping and map the categories of
STEP 3 your Shopify product line to the appropriate categories on the Etsy

marketplace, configure variant handling rules for products with multiple

options, and even establish Search Optimization rules for your listings.

Next. Configure your shipping integration. Connect your zones and shipping
STEP 4 rates, set up automatic tracking number updates and configure your return
or refund handling procedures.
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https://www.monash.edu/business/marketing/marketing-dictionary/p/product-position-map
https://help.etsy.com/hc/en-us/articles/115015663987-Search-Engine-Optimization-SEO-for-Shop-and-Listing-Pages?segment=selling

MANUAL CSV INTEGRATION (AKA A
BOOTSTRAP APPROACH THAT I DON'T HATE)

SO YOU'VE DECIDED TO INTEGRATE MANUALLY.

Look, maybe you're testing the waters with like fifteen products, or maybe you're one of those people
who needs to understand how every single gear turns before you let a machine do anything. | respect
that, actually. Once upon a time, | was the same way with my car, which drove a mechanic friend
absolutely nuts. But that is another story.

Integrating Shopify and Etsy via manual CSV management won’t be sexy. It'll be like choosing to wash

your Ferrari at SpeedWash when you have a perfectly good front yard to hand wash it in, but for smaller
retail catalogs? It totally works. And you get to feel all self-sufficient and stuff.
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The Export Dance:

Go to your Shopify admin, Products, hit "Export," choose CSV. Pretty basic,
right? But here's the thing | learned the hard way - clean up your product data
in Shopify FIRST. Because trying to fix messy data in a spreadsheet is like
trying to untangle Christmas lights while wearing oven mitts. Just don't.

Making Shopify Talk
to Etsy (which is harder
than it sounds):

Etsy's CSV format is different because of course it is. You'll need to map
stuff like:

- Titles (140 characters max, so goodbye to those novels you wrote as
product names).

- Tags (13 per listing - choose them like you're drafting for fantasy
hockey, eh?).

- All those Etsy-specific fields that Shopify's never heard of.

Then pricing? Just take your Shopify price, add 6.5% + 3% processing +
whatever buffer keeps you sane. I'd recommend rounding up to the nearest
dollar because who has time for C$23.67?

The Upload Gamble:

Etsy's CSV importer is.. moody. Sometimes it loves your file, sometimes it
throws a tantrum over formatting that looks perfectly fine to human eyes. It's
like trying to please a very particular robot. Fair warning: Etsy only offers

limited and quirky support for CSV imports, which is why this approach will
feel a bit like hacking.

Reality Hits:

Every time you change anything in your Shopify store .. prices, inventory,
product descriptions you wrote at 2 AM and now regret, you've gotta
remember to update Etsy too. And you will know it's time to upgrade to an
App or Custom Developers when you're spending whole afternoons
wrestling with spreadsheets, or when you've oversold something and had to
explain to a customer why their 'last one available" item is suddenly
unavailable. Pro tip: they don't find it charming. But honestly? Starting
manually isn't the worst idea. You learn how everything connects before you
automate it. Just don't get too attached to living the spreadsheet retail life.
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https://help.shopify.com/en/manual/products/import-export/using-csv
https://help.etsy.com/hc/en-us/articles/360000343508-How-to-Download-Your-Listing-Information?segment=selling
https://help.etsy.com/hc/en-us/articles/360000343508-How-to-Download-Your-Listing-Information?segment=selling

TESTING OUT YOUR NEW SHOPIFY-ETSY INTEGRATION

Before you go live with your store’s full product catalog, remember to RUN comprehensive tests:

START

With say three to five test products that you feel are representative of your
various product types (variants, price points, etc.). Sync them to Etsy then
verify that your information transfers correctly.

TEST

The complete order flow emphasis on complete: Maybe read that again.
Place test orders on both Shopify and Etsy and verify that your inventory is
updated correctly, that your orders are imported properly, and that all of your
fulfilment processes are all working as they all should be.

VERIFY

For smaller product catalogs (under 50 SKUs), you can also manually export
products from Shopify and then import them to Etsy via CSV files.
This solution won't provide real-time sync, but it can work for testing or very
small operations.

CHECK

Your pricing calculations: Yes it seems obvious but verify that your
platform-specific pricing rules are being correctly applied, and that your
profit margins meet your platform targets.
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MANAGING MULTI-PLATFORM OPERATIONS

Once your integration goes live, you’ll want to establish some ongoing operational procedures:

Monitor Daily:

Testing just can't be a one time thing here, so continue checking for sync
errors, inventory discrepancies, and order import issues. Even apps other
than the three | can personally recommend provide dashboards with status
monitoring and error alerts.

Do Regular Data Audits:

Conduct weekly reviews of your product performance, pricing accuracy,
and inventory levels across both platforms to catch issues before they
impact sales.

Check Performance:

Optimization isn’t just for your Google Rankings. So monitor which products
perform better on each platform and then adjust your sync settings
accordingly. Certain products will inevitably work better as Shopify-exclusive
or as Etsy-only offerings.

MANAGING ADVANCED CONFIGURATION OPTIONS

Merchants who want to take their integration customization just one or two steps further can try:

Implementing
Automated
Repricing Rules:

Test out dynamic pricing strategies that automatically adjust the prices of the
products in your Etsy Shop based on your Shopify store’s sales data,
inventory levels, or even any competitive tracking you are conducting.

Create Targeted
Sync Rules:

Try out custom product labels and fields, creating custom labels for
promotional campaigns, or use conditional logic when you’re setting up your
sync rules so that product descriptions in specific product categories are
updated more frequently.

Seasonal Campaign
Management:

Your integration app will have advanced scheduling features so put them to
good use. Try automatically adjusting select pricing, inventory allocation, or
the promotional copy and content for your seasonal marketing campaigns.

© 2025 BOLD COMMERCE. ALL RIGHTS RESERVED
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https://www.business.com/articles/seasonal-marketing-strategies-utilizing-what-every-season-has-to-offer/

OPTIMIZING YOUR “NEW” MULTI-CHANNEL
ECOMMERCE STRATEGY

ONE THING BEING A DEVELOPER TEACHES YOU IS THAT NOTHING
IS EVER FINISHED. NOT REALLY. NOT EVER.

Everything that you do that was worth doing, will require frequent tweaking, regular updates and your
constant attention. Which I’'m mentioning here, because succeeding as a multi-channel merchant will
actually be a lot like that. So remember to ..

Monitor your performance by tracking key metrics across both platforms:

- PRODUCT PERFORMANCE VARIATIONS BETWEEN PLATFORMS

- REVENUE PER CHANNEL AND OVERALL LIFT

- CROSS-PLATFORM CUSTOMER JOURNEY ANALYTICS

- CUSTOMER ACQUISITION COSTS AND LIFETIME
VALUE DIFFERENCES

Coordinate seamless customer experiences that encourage engagement with both channels:

- CONSISTENT BRANDING AND MESSAGING ACROSS PLATFORMS

- CROSS-PLATFORM PROMOTIONS AND LOYALTY PROGRAMS
- UNIFIED CUSTOMER SERVICE EXPERIENCE

- STRATEGIC PRODUCT PLACEMENT TO GUIDE CUSTOMERS
BETWEEN CHANNELS

© 2025 BOLD COMMERCE. ALL RIGHTS RESERVED
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PART 2:

NOW LET'S TACKLE EBAY. THE ONLINE SHOPPING OG.
WHERE EVERYTHING FROM RARE COLLECTIBLES TO
BRAND-NEW ELECTRONICS CAN FIND BUYERS.



For Shopify Merchants, whether you're moving vintage finds, wholesale lots or your just your regular
Shopify products, eBay promises access to a huge audience of active consumers, plus a chance to
move excess inventory and reach deal-hunters.

WHY BOTHER WITH EBAY WHEN YOU HAVE SHOPIFY
OR ETSY AND SHOPIFY?

Let's address the tension head-on. Yes, eBay and Shopify are technically competitors in the
ecommerce space. eBay would love nothing more than for you to sell exclusively on their platform, and
Shopify built their entire business model around helping online retailers avoid marketplace
dependence. But here's the thing:

YOUR CUSTOMERS DON'T CARE ABOUT ECOMMERCE PLATFORM
POLITICS. AT ALL. THEY CARE ABOUT FINDING WHAT THEY WANT,
WHERE THEY'RE ALREADY SHOPPING.

In other words, the practical side of this one is hard to ignore. eBay still commands a massive audience.
We're talking about around 109 million unique monthly visitors. Which is a lot of eyeballs you're potentially
missing out on. And unlike Amazon (which | promise I'll cover in its own integration guide), eBay offers
retailers something unique, an ecommerce marketplace culture that actually values individual sellers
and unique products. The question isn't "Should | choose Shopify OR eBay?" It's "How can | leverage
BOTH to maximize my business potential?"
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https://www.statista.com/statistics/1333492/ebay-website-traffic-total-device/

WHAT MAKES EBAY INTEGRATION
UNIQUELY CHALLENGING

Unfortunately, integrating Shopify with eBay just isn't quite as straightforward as integration with other

compatible ecommerce marketplaces, and there are a few good technical reasons for that:

The Complexity of
eBay’s Managed
Payments System:

Ever since they introduced Managed Payments, eBay sellers receive their
funds through eBay rather than through PayPal or other third-party
payments processors. Which just changed kind of a lot about
payment reconciliation and also added layers of complexity to your
accounting workflows.

The Fee Structure Maze:

Unlike Shopify's transparent pricing, eBay's fee structure is ... well, let's just be
nice about it and call it "nuanced.” For eBay sellers without a store or with a
starter store, eBay takes 3-15% of the total transaction, depending on the
product category. Add in the managed payments fees of 2.7% + $0.25 of the
total selling price, and suddenly your store’s profit margin calculations can
require a PhD in mathematics.

The Category-Specific
Requirements:

eBay has different rules and fee structures, and even listings formats
depending on what products you're selling. Electronics? Fashion?
Collectibles? Each has its own quirks, that your integration will need to
handle gracefully.

The Bidding Factor:

While most Shopify merchants going multi-channel by expanding onto eBay
will be inclined to stick to fixed-price product listings, eBay’s signature
auction format is still totally a thing. That means that if you really want to
maximize the platform's potential, you will need to at least consider how
auctions could fit into your retail strategy.
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19


https://export.ebay.com/en/fees-and-payments/payments/introducing-managed-payments/
https://www.ebay.com/help/selling/fees-credits-invoices/selling-fees?id=4822
https://www.ebay.com/sellercenter/listings/item-specifics-requirements

UNDERSTANDING EBAY'S
TECHNICAL ECOSYSTEM

BEFORE WE START CONNECTING THE VIRTUAL WIRES BETWEEN
YOUR SHOPIFY STORE AND EBAY, LET'S JUST TALK ABOUT WHAT
YOU WILL ACTUALLY BE DEALING WITH ON THE EBAY SIDE OF THIS

WHOLE THING FOR A MINUTE OR TWO.

EBAY'S THE PAYMENT EVOLUTION

DOES ANYONE ELSE REMEMBER WHEN EBAY AND PAYPAL WERE
PRACTICALLY SYNONYMOUS? ANYONE? OK WELL ANYWAY,
THOSE DAYS ARE LONG GONE.

With Managed Payments, eBay will serve as the intermediary for payments from buyers as well as to and
from sellers like you. Which will mean:

- DIRECT DEPOSITS TO YOUR BANK (FINALLY!)
- A CONSOLIDATED FEE STRUCTURE
- ONE LESS THIRD-PARTY TO MANAGE

- HAVING MULTIPLE PAYOUT SCHEDULES TO CHOOSE FROM

But, it will also mean that this integration will need to handle a completely different payment flow
process, from what you might be used to from integrations with other ecommerce marketplaces.
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EBAY API CONSIDERATIONS

eBay's APl infrastructure is ... mature. And by mature, | mean that it's been around a few blocks. You'll be
working with:

- TRADING API: THE OLD WORKHORSE FOR
LISTING MANAGEMENT

- REST APIS: THE NEWER, MORE MODERN APPROACH

- NOTIFICATION API: FOR REAL-TIME UPDATES
(CRUCIAL FOR INVENTORY SYNC)

The good news? Most integration apps handle this complexity for you. The bad news? If you're going
custom, you will need to wrangle multiple API versions that just won't always play well together.

SETTING YOURSELF UP FOR SHOPIFY-EBAY SUCCESS

Here's where this thing starts to get exciting .. or at least as exciting as a How-To like this ever gets. The
strength of our inventory architecture and management strategy will probably make or break your eBay
integration. So, what will be the key to a successful one? To not think of your eBay Shop inventory as a
mirror of your Shopify inventory, but as a subset with rules of its own.

Buffer Stock Strategy: Given eBay's somewhat unpredictably competitive environment and
potential for unforeseeable demand sales, you need safety margins. I'd
suggest setting aside say 10-15% of Buffer Stock that's "invisible" to eBay.
That’ll head off any oversell scenarios like customers buying your last unit on
both platforms simultaneously.

Location-Based If you're using Shopify's multi-location inventory, you’ll need to decide which

Inventory Allocation: of your locations will be feeding your eBay Shop, to ensure accurate stock
levels, efficient fulfillment, and better overall control of your multi-channel
operation. My humble advice? If you'll be dealing with this either dedicate a
specific location to eBay or designate a virtual eBay allocation to prevent
overstocks or stockouts.

© 2025 BOLD COMMERCE. ALL RIGHTS RESERVED
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MAKING ADJUSTMENTS FOR EBAY’S
PRICING PSYCHOLOGY

Here’s the thing, as | noted earlier, eBay is still an auction house and buyers there have different
expectations than the customers you’ve chased in other ecommerce environments. They often
price-watch, they compare every single seller, and consciously factor in shipping costs. So. Your pricing
will have to account for the active, aggressively engaged, way they think about shopping.

The All-In Price: Final value fees (that typically hover in the vicinity of 10-12% for most
categories) plus managed payments fees mean your eBay prices need to be
15-20% higher to maintain margins - unless you're willing to accept lower
profitability for volume.

Competitive Pricing eBay's Best Match algorithm considers price competitiveness. So you might
and Positioning: need to develop dynamic pricing rules that adjust based on competitor activity.
Shipping Strategy: Offering free shipping is darn near mandatory for competitive eBay listings, so

trust me here, and just build those costs into your product’s prices from jump.

© 2025 BOLD COMMERCE. ALL RIGHTS RESERVED
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BRAND CONSISTENCY VS.
PLATFORM OPTIMIZATION

=~

STAY WITH ME ON THIS ONE. | GET IT. YOUR SHOPIFY STORE IS
WHERE YOU BUILD YOUR BRAND. IT’S YOUR HOME. IT'S
CAREFULLY CURATED, BEAUTIFULLY DESIGNED, TELLING YOUR
UNIQUE STORY. EBAY IS ... NOT THAT.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE
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But here's the secret: that's okay. eBay buyers aren't looking for brand experiences; they're looking for
products. Your job is to translate your brand's value proposition into eBay's language:

Titles: Forget cleverly-conceived brand positioned product names eBay search is
brutal, so your titles will need every relevant keyword crammed into the
80 allotted characters.

Images: Lifestyle shots are great for Shopify Stores. They’re great for most ecommerce
marketplaces. And they would be basically mandatory if we were talking about
Etsy, but on eBay buyers will want clear, detailed product images on white
backgrounds. Full stop.

Descriptions: Yep. You guessed it. eBay buyers are gonna want product specifications,
dimensions, and condition details, not to make a connection to items by reading
your brand’s story.

Now, choose your integration method. You have two basic options, each with its own trade-offs

OPTION 1: THE THIRD-PARTY INTEGRATION APPS

This is where the Shopify App Store will come in handy for maybe 50% of the merchants going
multi-channel for the first time. You see, dedicated apps like CedCommerce eBay Integration,
Shopify Marketplace Connect, or eBay Integration & Sync - DPL are all designed to handle most of the
heavy lifting involved in syncing the rival ecommmerce platforms and shared features such as bulk
uploads or centralized order management, are both pretty customizable and darn useful.

Here Are the Pros of Going With an App: Here Are the Cons of Going With an App:
- Quick setup (usually under an hour). - Monthly fees ($20-100+ depending on volume).
- Ongoing support and updates. - Less flexibility for unique requirements.
- Built-in error handling. - Sync delays will become a thing to get used to.

- Have bulk product management tools.
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OPTION 2: CUSTOM API INTEGRATION

If you’ve gone app shopping and it just doesn’t look like any of the options are robust enough to handle
either the scale or complex-intricacies of your technical needs, it’s probably time for you to think
through the developer resources you're likely to need to implement a custom integration.

The Pros of Going With Custom Dev: The Cons of Going With Custom Dev:
. Complete control over functionality. - Will take some development time
- No ongoing app fees. (weeks of dev, not hours).
- Canintegrate with existing systems. - Will Require ongoing maintenance.
- Optimization tailored to your specific workflow. - You'll be responsible for APl changes.

- Having to tackle the complex error handling
requirements in-house.

HERE’S A HANDY PRE-INTEGRATION CHECKLIST

Before you connect anything to anything anywhere, be sure that you have your house in order:

1. Product Data Hygiene - Ensure all of your products have unique SKUs.
- Standardize your product titles and descriptions.
- Verify your product’s weights and dimensions.
- Double check product image quality and compliance.

2. eBay Account Prep - Set up your eBay business account.
- Complete Managed Payments registration.
- Configure your shipping policies
- Be sure you understand the seller limits eBay imposes on new sellers.

3. Shopify Configuration - Enable inventory tracking on all of your products
- Configure your tax settings
- Establish SKU naming conventions
- Set up proper locations if you’re using multiple locations
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YOUR APP NEUTRAL STEP-BY-STEP
EBAY INTEGRATION GUIDE

Since maybe half of you will pick an app and get going. Let me walk you through a typical setup:

STEP 1

Install and Connect

Once you’ve installed whichever one of the integration apps from the Shopify
App Store, you'll need to authorize the connection between the two
platforms. Doing so will grant permissions for:

- Product management.
- Inventory sync.

- Importing orders.

- Shipping updates.

Pro tip: If the app you settle on supports it, use eBay's sandbox environment
for initial testing.

STEP 2

Configure Your Sync Settings
You'll need to decide a few things at this point:

- Product Selection: Use smart rules based on collections, tags,
or individual selection.

- Inventory Rules: Set those buffer amounts | mentioned earlier.

« Pricing Rules: Apply your platform-specific markups.

- Sync Frequency: Real-time is ideal but can hit API limits. Every 15 minutes
is sufficient.

STEP 3

Map Your Shopify Categories to eBay’s

eBay's category structure is well ... I'm just going to describe it as
comprehensive and keep this rolling. So you’ll need to map your Shopify
Store’s product categories to the appropriate eBay categories. Spend. Some.
Time. Here! Proper product categorization will affect everything from fee

to visibility.
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ST E P 4 Configuration Your Templates
Create product listings templates, that translate your Shopify data into eBay-
optimized formats:

- Title formulas pulling from multiple Shopify fields
- Description templates with condition statements
- Shipping policy assignments

- Return policy configuration

Your eBay Test Run

STEP 5

Don’t go live with your entire product catalog right away. Go with a few
across a few categories:

- Verify pricing calculations

- Checkimage rendering

- Test order flow

- Confirm inventory updates

MANAGING YOUR ONGOING
MULTI-CHANNEL OPERATIONS

Once you're integrated, here's what your daily workflow looks like:

. Check overnight orders from both platforms.
. Review any sync errors (there will be some).
. Verify inventory levels are accurate.

. Process any manual adjustments needed.

Morning Routine:

A WODNPE

Order Processing: - eBay orders import to Shopify with marketplace tags.
- Fulfillment updates sync back to eBay.
- Tracking information uploads automatically.
- Customer messages need platform-specific responses.
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Inventory Management:

- Monitor fast-moving SKUs for stock-out risk.

- Adjust safety stock levels based on velocity.

- Use velocity reports to optimize channel allocation.
- Regular audits to catch any drift.

COMMON HICCUPS AND HOW TO AVOID THEM

The Oversell Nightmare:

Even with a perfect sync, network delays can cause oversells.
The Solution: Implement webhook-based inventory updates and use
conservative buffer stock.

The Fees Are Different:

Your product you thought had 20% profit margin? After eBay’s fees it's only
5%. The Solution: Build a comprehensive fee calculator into your pricing.

Category Mismatches:

Not to belabor this point but the "Fashion Accessories" on your Shopify
Store might be the "Jewelry & Watches" in your new eBay Show and may
have completely different fees. The Solution: Do manual category
mapping and regular audits.

Shipping Calculator
Disasters:

eBay's shipping calculations can differ from Shopify's. The Solution: Use
sophisticated shipping rules or do flat-rate shipping when it's possible.
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DYNAMIC PRICING IMPLEMENTATION

Static pricing on eBay is like bringing a knife to a gunfight. You need rules that adjust based on:

. Competitor pricing
. Inventory levels

. Sales velocity

. Seasonal patterns

Even if you don’t go with one of the one’s | called out, you'll find that most apps support basic repricing.
For advanced needs, consider dedicated repricing tools that integrate with your setup.
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LEVERAGING EBAY-SPECIFIC FEATURES

You’re here and you’re maybe expanding, so you aren’t new to this online retail stuff, so | won’t bore you,
but eBay does have a few unique features that it just wouldn’t feel right to not call out.

Multi-Quantity and If you’ve got identical items to sell, eBay has this thing called Multi-Quantity

Variation Listings: Listings that lets you offer them in a single listing. Like four of the same
studded Canadian sphynx collars at once. Buyers can grab as many as they
want at once, which streamlines their shopping and saves you listing fees.
Similarly, if you’re selling items that come in multiple flavors (read: sizes,
colors, styles) Variation Listings let you showcase all those options under one
roof. For example, one sphynx collar listing will cover every size and color you
offer. Buyers get the convenience and you get a tidier store with a better
shot at more sales.

In its heart of hearts eBay will probably always be a virtual swap meet and its

Best Offers: Best Offer feature is where it emulates flea market haggling. Buyers pitch you
a price. You accept, counter or politely decline (or let it expire and finish your
matcha). It’s a win-win. Sellers get to move inventory and test pricing
strategies and buyers get to score personally satisfying deals. The auto-
accept/decline options mean you can keep negotiations breezy, and your
sanity intact.

Promoted Listings: Since 2015 eBay has offered its eligible sellers an advertising service with
three kinds of promoted campaigns that increase the product's visibility via
ads on and off eBay, in search results, on listings pages, and elsewhere. Build
any Ad costs into your pricing strategy.

PERFORMANCE MONITORING

Trust me, you’re going go want to track these KPlIs religiously:

- Channel profitability (after ALL fees).

- Inventory turn rates by channel.

. Customer acquisition costs.

« Cross-channel customer lifetime value.

. Defect rates and return rates by platform.
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PART 3:
AMAZONINTEGRATION

Ok. It’s time. Let's tackle the big one. Amazon is the
marketplace that can double your revenue and triple
your blood pressure.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE
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The marketplace that 92% of all online shoppers have made at least one purchase from, it’s the place to
be if you're an ecommerce retailer who wants scale, but it will also be the most technically complex
integration and most demanding, competitive, and fee-happy channel around.

THE 800-POUND GORILLA OF MULTI-CHANNEL
EXPANSION OPTIONS: AMAZON

LET'S NOT DANCE AROUND THIS ONE. AMAZON IS BOTH YOUR
BIGGEST OPPORTUNITY AND YOUR BIGGEST THREAT.

They're the marketplace that can double your revenue overnight and the competitor that will actually
study all your best-sellers to create their own private label versions.

FUN TIMES, HUH?

Which Amazon gets to get away with because Amazon currently commands nearly 40% of all
ecommerce sales in the U.S. That is not a misprint and that is not just a dominant share of the market,
that is market domination. Full stop. And while Shopify gives merchants the tools to carve out their own
online retail empires, nothing really compares to getting to skip over attracting consumers, and just
getting access to them where they are already spending money.

The Numbers Don't Lie: Merchants who successfully integrate Amazon typically see a 25-40% revenue
increase within the first year. That's not a typo. That's a life-changing revenue bump for almost any
ecommerce retailer. Though the individual results will vary.

Customer Acquisition Cost: Amazon customers cost you nothing to acquire initially. Zero. Zilch. Nada.
Compare that to the ads you’re more or less obliged to run to sustain a Facebook Marketplace, and
suddenly the 15% referral fee doesn't sting quite as much.

Brand Building Opportunity: Counterintuitively, Amazon may actually strengthen your existing brand
rather than dilute it. Every package you send with your branded inserts is effectively direct mail inviting
Amazon buyers into your brand’s community of customers.

The FBA Advantage: Much as this pains me to admit, Fulfillment by Amazon (FBA) is probably the best

retail logistics network on earth. Two-day shipping? More like two-hour shipping in some areas. Which
you are not gonna match with your 3PL. Don’t believe me? Try.
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UNDERSTANDING THE COMPLEXITY OF
AMAZON INTEGRATION

Before you start connecting things, you need to understand what you're dealing with. Amazon's
integration isn't like adding a nice, simple sales channel. It's more like ... well, imagine trying to dock the
International Space Station while riding a moose.

POSSIBLE? YEAH. EASY? NOT SO MUCH.

INTEGRATING WITH AMAZON WILL BE
NAVIGATING A TECHNICAL LABYRINTH

Fortunately or unfortunately, Amazon has more APIs than a Canadian winter has snowflakes.

- MWS (Marketplace Web Service): The supposedly deprecated legacy system of APIs that
nevertheless somehow still runs like half of all ecommerce marketplace integrations.

- SP-API (Selling Partner API): The new hotness, it’s a REST-based API that's actually pretty good once
you figure out the authentication dance.

- Advertising API: Because of course advertising on Amazon needs its own API.

- FBA API: For when you want Amazon to handle the shipping and they want to handle the money.

Oh and that's just the short slash introductory version before we get into the fun stuff like rate limits (yes,
Amazon will totally throttle you), authentication access tokens that will expire at the worst possible
moments and the error messages that’ll be as useful shaving foam to a Wookiee.
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THE COLLISION OF SHOPIFY AND AMAZON’S
ECOMMERCE BUSINESS MODELS

Shopify's whole deal is empowering ecommerce merchants by letting them own their customer
relationships. Whereas Amazon's whole deal is owning the customer relationship. So, trying to push the
two together is a bit like trying to get the Toronto Maple Leafs and Montreal Canadiens to play nice.

Here’s What Will - The Buy Box (we'll talk about this special form of torture later).
Amazon Own: - Customer data (read: addresses for email marketing).
- Pricing pressure.
- Product presentation (kiss your carefully crafted brand story goodbye).

Here’s What - The fulfilment headaches (unless you use FBA).
Merchants Keep: - The privilege of paying fees.
- The ability to include branded inserts (your secret weapon).

- Exposure to millions of customers (okay, this one's actually a pretty big plus).

YOUR PRE AMAZON-INTEGRATION REALITY CHECK

Before you jump in, let's make sure you're ready for this ride. Because once you hop on the Amazon
Marketplace Integration train, getting off of it won’t be as easy as canceling your gym membership.

HERE’S WHAT YOU’LL ACTUALLY NEED

1. Professional ($39.99/month) Don't think about using an Individual account.
Seller Account

2. Brand Registry You see, without an Amazon Brand Registry, you would basically be camping
(If you're serious) rough in grizzly country while wearing a salmon suit. You will need this for:

- A+ Content (Amazon's version of letting you actually market).
- Brand protection (good luck without it).

- Sponsored Brands ads.

- Some semblance of control over your listings.

To enroll in Brand Registry, you need an active registered trademark.
A pending application won't be sufficient for enrollment. The process
typically takes about two weeks if you submit everything correctly the
first time.
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3. Preparing Your
Products for Amazon’s
Marketplace

- Competitive pricing (remember, the Buy Box algorithm is always watching)
- UPCs or EANSs for every single SKU (no exceptions)

- Product images that meet Amazon's byzantine requirements

- Descriptions that are "optimized" (read: keyword-stuffed but not too

obviously stuffed)

4. Preparing Yourself
for The Amazon
Marketplace

- Develop the patience of a saint.
- A tolerance for ambiguity.
- Your relationship with a good therapist (I am only half-joking)Develop the

patience of a saint.

- A tolerance for ambiguity.
- Your relationship with a good therapist (I am only half-joking).
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SELECT ANAMAZON 37
INTEGRATION METHOD

OK. IT’S TIME TO CHOOSE YOUR INTEGRATION METHOD. THERE
ARE REALLY ONLY THREE BASIC OPTIONS HERE.
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OPTION 1: THE THIRD-PARTY INTEGRATION APPS

Dedicated Multi-Channel Selling Apps such as Shopify Marketplace Connect (formerly Codisto),
CedCommerce Amazon Channel, or LitCommerce are all readily available, all well reviewed and all
designed to make it a bit easier for most merchants to find their way through that maze | started with.

Here Are the Pros of Integrating Via App: Here Are the Cons of Integrating Via App:
- Can be set up and running in hours, not weeks - Monthly fees ($29-299 depending on volume).
- They deal with Amazon's APl mood swings - Less control over the logic of you sync.
- Built-in error handling (trust me, you'll need this) - Generic solutions for specific problems.
- Support when Amazon inevitably changes an - Another potential point of failure in your
important something tech stack.

Best For: The roughly 50% of Shopify Merchants with more or less straightforward needs here.

OPTION 2: AMAZON'S NATIVE INTEGRATION

Amazon offers a direct Shopify integration, but it's about as feature-rich as a Toronto Maple Leafs
playoff run.

Pros: Cons:
. It's free - Minimal features
(the only real advantage) - Terrible support
. Direct from Amazon - Lacks sophisticated mapping options
(in theory, fewer compatibility issues) - No bulk editing capabilities

Best For: The roughly 50% of Shopify Merchants with more or less straightforward needs here.
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OPTION 3: CUSTOM API INTEGRATION

Building your own integration using Amazon's SP-API| and Shopify's Admin API.

Pros: Cons:
- Complete control - Months of development time
- Custom business logic - Ongoing maintenance nightmare
- No ongoing app fees - You're responsible when Amazon breaks things
- Impressive on your resume - Expensive developer resources

Best For: eCommerce brands with specific requirements.

UNDERSTANDING THE UNIQUE CHALLENGES OF
AMAZON INTEGRATION

Let's talk about what makes integrating with the Amazon Marketplace special (and by special, | of
course mean an especially difficult challenge, for even experienced ecommerce developers).

THE AMAZON BUY BOX

The Buy Box is that little white box where 82% of Amazon sales happen. And winning it? That's where
this whole mutually beneficial ecommerce marketplace integration thing can get at least a tad nerve
wracking. You see. Amazon's Buy Box algorithm weighs multiple factors to determine which seller earns
the coveted “one-click” position. And while your pricing strategy will be crucial, Amazon now
emphasizes performance metrics, to ensure excellent customer experiences here.

Key Factors:

- Price (but not always the lowest)

- Fulfillment method (FBA gets preference)
- Seller metrics (late shipments will kill you)
- Inventory depth

- Customer service performance

The Dirty Secret: Even if you're the only seller of your private label product, you can still lose the Buy Box
if Amazon isn’t happy with your metrics. That’s right, your own product page can show your product as

"Currently Unavailable" even if you have like 1,000 units in stock. Welcome to Amazon.
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FBA VS FBM SHIPPING

Fulfillment by Amazon - Prime eligibility (huge for conversion).
(FBA): - Amazon handles customer service.
- Better Buy Box odds.
- Storage fees that'll make your eyes water.
- Loss of control over the customer experience.

Fulfillment by - No Prime badge.
Merchant (FBM): - You keep control.
- Lower fees.

- Worse Buy Box performance.
- You handle shipping (hope you like late nights at
your postal service provider).

Pro Tip: The hybrid approach works best. Use FBA for your best sellers but FBM for long-tails.

THE AMAZON MARKETPLACE’S FEE STRUCTURE

When you add them all up, various Amazon fees could easily eat 30-40% of your profit margin. So let's
take a moment and break down what you'll really be paying for the privilege of selling on Amazon.

Return Processing Fees: $2.12-6.85 per unit in high-return categories

- FBA Fees: $3.50-5.50 for small items, scaling up dramatically

. Storage Fees: $0.87-2.40 per cubic foot (higher during Q4)

- Long-term Storage Fees: Don't even get me started

- Advertising Costs: Because organic visibility is so 2010

- Referral Fees: 8-15% depending on category (Amazon Seller Central, 2025)
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THE TECHNICAL IMPLEMENTATION OF
YOUR AMAZON INTEGRATION

Now, enough fee related doom and gloom. Let's actually connect these ecommerce platforms. I'll use
Shopify Marketplace Connect as our example this time around, just to mix things up a bit.

STE P 1 Check Prerequisites
Ok. Before you touch anything else ..

1. Verify That Your Shopify Data Has:

- Clean, unique SKUs for all of your products.

- High-quality, high-resolution, images (minimum 1000x1000 pixels)

- Complete product descriptions.

- Accurate weights and dimensions (Amazon will ding you for any errors).
2. Make Sure Your Amazon Account Has:

- Professional Seller status active.

- Tax interviews completed (yes, plural).

- Bank account verified.

- Brand Registry approved (if applicable).

ST E p 2 App Installation and Configuration
Install Marketplace Connect from Shopify’s App Store. The setup wizard will

walk you through:

1. Account connection: You'll authenticate via OAuth
(modern authentication, yay!).
2. Marketplace selection: Start with one, add others later.
3. Business configuration: Tax settings, shipping profiles, return policies.

ST E p 2 Marketplace Mapping Marathon
This is where you'll spend most of your time. And maybe even question one or

two life choices.
Mapping Your Products:
- Map Shopify collections to Amazon categories.
- Set up variation themes (size/color combinations).

- Configure product identifiers (UPC, EAN, ASIN).
- Create pricing rules (markup for Amazon fees).
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Category Specifics: Amazon Marketplace has different requirements for every. Single. product.
category. Clothing needs material composition. Electronics need voltage specifications. Books need
ISBNs. It’ll be like a treasure hunt but the treasure will basically always be a bit more work.

ST E P 4 Optimizing Your Product Listings
Your slender brand-narrative-focused product descriptions won't cut it on
Amazon. You’ll need:

Titles: Unflinchingly keyword-stuffed, but still readable. For example:
"Organic Capybara Treats for Senior Chinchilla Cousins - Grain-Free, High-
Protein, Support Dental Health - Made in Chile - 473.176 ml Bag - Fresh
Orange Bark Flavor!"

Bullet Points: Which will be simple. All you'll have to do for each of your
products is pick the Five points that hit every possible search term while
also answering every conceivable question.

Backend Keywords: Where you get to stuff in even more your sweet sweet
targeted keywords.

Step 5: Inventory Synchronization
STEP 5

This is where the magic (and the problems) happen:

1. Set conservative buffer stock (20% minimum).

2. Configure sync frequency (real-time is ideal but can hit rate limits).
3. Set up multi-location rules if applicable.

4. Test with a small batch first (seriously, don't skip this).

Order Flow Configuration
STEP 6

Orders need to flow from Amazon to Shopify seamlessly:

- Enable order imports with proper tagging.
- Set up fulfillment synchronization.

- Configure tracking upload automation.

- Test the entire flow with a real purchase.
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WINNING AS AN AMAZON MARKETPLACE SELLER

Once you've got the basics working, t's time to get strategic.

The Brand Amazon may own the customer relationship, but you can still build
Building Backdoor your brand:

Package Inserts: Your secret weapon. Include:

- Thank you cards with personality.

- Discount codes for your Shopify store.

- Social media invitations.

- Care instructions that subtly promote your brand.

Follow-up Sequences: Use Amazon's limited messaging
capabilities wisely:

- Request reviews (carefully, within Amazon's rules).
- Provide exceptional support.
- Build reputation that transcends the platform.

The Data Amazon gives you data, just not the data you want. Here's how to
Intelligence Game extract value:

- Search Terms Reports: Gold mine for understanding customer intent.
- Brand Analytics: If you have Brand Registry, this is incredibly valuable.
- Advertising Reports: See what converts and what doesn't.

« Return Reports: Painful but necessary for product improvement.

Use this intelligence to improve both your Amazon and Shopify strategies.
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Multi-Channel Here's a brain-bender. Did you know that you can use Amazon's FBA
Fulfillment (MCF) to fulfill Shopify orders?

Here Are the Benefits:
- Leverage Amazon's shipping network.
- Maintain inventory in one place.
. Often cheaper than traditional 3PLs.
Here Are the Drawbacks:
- Amazon-branded boxes (unless you pay extra).

- Limited customization options.
- Giving more data to the overlords.

COMMON PITFALLS AND HOW TO AVOID THEM

No deep dive here, just some avoidable mistakes that I've seen other Shopify Merchants make:

The Race to the Bottom  Look. It'll be pretty tempting to match the lowest price to try and win the Buy
Box. Don't. You'll end up selling your $20 products for $12 and wondering how
your profit margins disappeared. Instead:

- Focus on value-added bundles.

- Emphasize your unigue selling proposition.

- Use FBA strategically for Buy Box advantage.
- Let the cheap sellers duke it out.

The Inventory Running out of stock on the Amazon Marketplace is on the list of things that
Management can really hurt your rankings and overstocking will mean spending more on
Conundrum long-term stock storage. Your solution ...

- Use sales velocity data religiously

- Implement just-in-time restocking

- Keep safety stock outside Amazon

- Monitor your IPI (Inventory Performance Index) score
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The Amazon The review policies on Amazon are as strict or even stricter than Canadian
Review Trap gun laws. And in my opinion, they totally should be. One wrong move can get
sellers suspended. So, please never..

- Incentivize reviews (even accidentally)

- Message customers outside Amazon's system
- Try to game the system with fake reviews

- Neglect negative feedback
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THE MULTI-CHANNEL
MULTIVERSE

WHICH IS IT FOR AMAZON FROM THIS GUY AND
THIS GUIDE AT LEAST.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE
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So. Don’t forget to automate when and wherever you can, never underestimate the power of a branded
package insert that just sits on a customers kitchen counter and gets seen everyday because most
people forget to throw things like that away .. and just remember, if you can suss out Amazon, the other
ecommerce marketplaces you’'ll want to expand to will feel like a stroll through Assiniboine Park on a
sunny day.

NOW, HAVE A COUPLE OF PARTING GIFTS IN MULTI-CHANNEL
RETAIL MARKETPLACE COMPARISON CHART FORM ...

QUICK CROSS-CHANNEL COMPARISON

Feature/Factor Etsy Ebay Amazon

. Handmade, Collectors, Mass market,
Audience ) T ] ]
vintage, indie bargain hunters Prime shoppers
Feest Listing + transaction Insertion + final value Referral + FBA + storage
Brand Control High Moderate Low
Customer Data Access Good Moderate Limited
Fulfilment Options Merchant-fulfilled Merchant-fulfilled FBA/FBM/MCF
Unique, creative, Volume, deals,
Best For u WV . Scale, best-sellers

products overstock
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OPERATIONAL COMPLEXITY COMPARISON

Platform APIs to Manage Category Requirements | Compliance Burden

Low Low
Simple Categories with Warnings before
Ets 1(REST API .
Y ( ) clear handmkade/ penalties.
vintage rules
3-4 (Trading, REST, Medium Medium
Ebay Notification, Managed, Different rules and fees Policy violations come
Payments) by category. with warnings
High High
Amazon 4+ (MWS, SP-API, Gated categories,brand ~ Suspensions without
Advertising, FBA) registry, strict warning

requirements

QUICK MARKETPLACE FEE COMPARISON

Payment

Platform Transaction Fees Other Fees Total Potential

Processing

Etsy 6.5% 3% +$0.25 Listing $0.20 “10%
Ebay 3-15% 27% +$0.25 Varies by cat 6-18%
Amazon 8-15% Included FBA, storage, ads 15-45%
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RESOURCE REQUIREMENTS COMPARISON

Technical E ti
Platform Minimum Viable SKUs Daily Management Time Neecedn;(;a xpertise

Basic

Ets 15-20 products 3-4 hours*
4 P Simple interface

Moderate

Ebay 50+ products 5-6 hours* o
Multiple listing formats
Advanced

Amazon 3-4 hours 8-10 hours* v
Complex systems
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THE ONLINE RETAIL
ROAD AHEAD:

EXPANDING YOUR BRAND’S SHOPIFY OPERATION
TO ETSY OR EBAY OR AMAZON OR ANY TWO OR
ALL THREE, WILL NEVER JUST BE ABOUT

FLIPPING A SELLING SWITCH.

EEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEEE
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It’ll always be about understanding their cultures, rules, and quirks then playing to each
marketplace’s strengths.

YES, THAT’S MORE WORK. YES, THERE WILL BE ADDITIONAL FEES,
OCCASIONAL HEADACHES AND MAYBE EVEN AN ACTUAL
EXISTENTIAL CRISIS OR TWO.

But the payoff, the payoff will be becoming an ecommerce brand fortified by having transformed its
multi-channel expansions into investments in the three interconnected retail strategies crucial for not
only reduced vulnerability, but also for long-term growth and stability. Risk diversification, consumer
audience expansion, and seasonal balance.

Whether you tackle this yourself with apps, build a custom solution, or partner with an agency through
Bold Match, the important thing is to start. The merchants succeeding in 2025. and who wll in 2026, will
be those who master omni-channel orchestration. Your customers are already shopping across these
platforms. The question is only if they find you there or your competitors?

Stay tuned for my follow-up, where | may tackle Walmart, Target Plus, or the international wilds.

© 2025 BOLD COMMERCE. ALL RIGHTS RESERVED

50


https://www.business.com/articles/expanding-distribution-channels/
https://www.forbes.com/councils/forbesbusinessdevelopmentcouncil/2022/05/17/four-ways-to-expand-your-target-audience/
https://www.robinwaite.com/blog/overcoming-seasonal-fluctuations-strategies-for-business-sustainability

Well. That’s all for me today. Hope this guide helps you integrate in a way
that actually works for your business! If however you find yourself needing
more specialized support as your brand’s omni-channel operations become
more complex, remember that's what we help merchants navigate here at
Bold Match.

NOW GO MAKE
YOUR TECH STACK
WORK SMARTER,
NOT HARDER!







