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How to Get Found on Etsy

We’ve all been there; we’ve created some brilliant new designs and 
published them on Etsy to be enjoyed by the world - but then no one buys 
them. Or you struggle to get many purchases. 


This is where you need Etsy SEO.  

SEO stands for Search Engine Optimisation.  

The basic principle is the same as for a website trying to get seen on 
Google. We can make specific changes to our listings that give them a 
greater chance of being seen - making them more likely to be purchased by 
your target audience. 


There will be specific keywords or phrases that people use when searching 
on Etsy, and by using them on your listing and optimising it with a few more 
tactics, we can help Etsy understand what you are offering. The better they 
know your products, the more likely they are to show them in relevant search 
results. 


But I’m new to Etsy …  

Fear not, whether you’re new to all of this or not, I have created this guide to 
help your products become more visible and see more results. 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The Basics of SEO 

First of all, implementing Etsy SEO does not guarantee sales - however, it 
does make your products more visible to your audience and helps position 
you in the right way - which should, in turn, produce more sales and revenue. 


Etsy works much the same way as Google too. I mean, how often do you 
click on the second page of search results on Google. Hardly ever? Right. 


We all want to be on the first page. Everyone is fighting for that top spot. 


This guide will help your products rank higher and head towards that number 
1 spot. We will cover what Etsy uses to rank products in search results, and 
these guidelines will help you do just that.


Choosing your Keywords

A keyword is a phrase that your target audience uses. These are what you 
will optimise each of your products around. 


It’s all about being specific.  

The more specific or niche you can make your keywords, the better. 


Ideally, your chosen keywords should have a high search volume and less 
competition. 


If you choose a highly searched and highly competitive keyword, you are 
making it more difficult for your products to be seen. 


But how do I do this? 
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You can use long-tail keywords. 


These are keywords that are longer than your initial term, and it is typically 
made up of around 3 - 4 different keywords. 


For example, if someone wants to buy a necklace for their loved one, they 
could do this in a few ways. 


They might start by searching for “necklace” but find there are 1000s of 
results, and it’s hard to know where to start. So they start using more 
specific terms. Instead, they search for “handmade necklace”, which 
produces fewer results but is getting closer to what they are looking for. They 
try again and search for “handmade personalised necklace”. 


This produces fewer results again, but they are much stronger and more 
closely aligned to what they pictured before searching. So they try again with 
a more specific search for “handmade personalised necklace for girlfriend”. 


This is very specific, and there are fewer results to choose from, which 
makes the decision much more 
straightforward, and they are what they 
were looking for. 


So in this example, both “handmade 
personalised necklace” and “handmade 
personalised necklace for girlfriend” 
would be examples of long-tail 
keywords. Still, the latter is the more 
specific term that produces the best 
results. This would be the example that 
we would recommend optimising this 
product for.  
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Optimising your Listings 

Etsy does look at your titles, tags, descriptions, and attributes to help it 
decide what should rank highest. There’s an argument that it does check to 
make sure that they’re all matching and include your main keywords, so 
make sure that you consider it. 


Consistency is key to helping you rank higher on Etsy. 

You can use “handmade personalised necklace for girlfriend” as your title 
and make sure it is also included in the description. 


Keep your audience in mind at all times! 

You need to think like a buyer. Before you start your keyword research, you 
might have a perfect description or a title in mind, but that’s not necessarily 
what will encourage your audience to buy. 


Don’t try to make your titles or descriptions too funny or clever etc., think 
about what your audience genuinely cares about when deciding whether or 
not to buy your products. 


Put yourself in their shoes and write for them.  

What will people type into the search bar before they could find your 
products? This is again why I’d recommend using “handmade personalised 
necklace for girlfriend” over something like “cute necklace”, etc. 


By not thinking like a buyer, you will find yourself struggling for sales. 
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TITLES 
You have 140 characters to use in your title - and please try to make full use 
of the space, use variations of your keywords if needed as long as they are 
closely related to your primary keyword. 


The first 40 characters are the most important, though, as not only are these 
what your audience sees first, but it’s also the first keyword that Etsy will pay 
the most attention to.


Make sure your main keyword is first to help you create the best first 
impression with your audience and help to encourage them to click through 
and ultimately buy your products. 


You can use spaces, commas, dashes, and separators in your title too. You 
could use something along the lines of “Handmade personalised necklace 
for girlfriend | Valentine’s Gift | Beautiful Necklace Gifts”. 


You can use any of the following characters in your titles: (/ , | – ~)


TAGS 

Tags are limited by characters too, but even more so than titles. 


So while “handmade personalised necklace for girlfriend” would be too long 
for a tag, I would suggest shortening these and use the following as three 
separate tags for our example product:


๏ “handmade necklace”, 


๏ “personalised necklace”,


๏ “necklace for girlfriend".
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Your tags should also use things like the shape, size, colours, orientation 
(portrait or landscape etc.), purpose (wall art, decor, gifts, occasions etc.), 
and remember to use complete words and phrases here. 


DESCRIPTION 

The description is where you can really sell your products. You can be more 
descriptive here, but remember to keep your audience in mind with your 
language. 


Use your keywords here, too and try to keep things consistent, as well as 
readable. If your audience cannot make sense of your listing, then it is not 
optimised well. 


Yes, readability is an essential aspect of SEO.  

The number one mistake people make when trying to optimise anything is 
optimising for Etsy or Google themselves. This is wrong. 


It would be best if you optimised for your audience.  

Etsy knows this, and this is how it evaluates your products. 


Write with people in mind, not robots.  

Use the list below to help generate ideas for you to use in your own 

descriptions: 



Page  of 9 23

Etsy Product Description Checklist 
Include your keywords and using your long tail keywords too.


Readability matters, and whitespace is your friend. Don’t use 
paragraphs. Break it down into sections with headers e.g. shipping, 
size, weight, to make it easier for your potential customers to scan-
read and find the information they’re want. Bullet points work well.


Is there a story behind why you make this product and why is it made / 
designed in this way? Talk about it. 


Use calls to action and link back to your shop (why not link to your 
best-selling products). 


Create an FAQ. Answer any questions or reservations that your 
potential customers could have before making their purchase and 
answer them there in your descriptions. 


Appeal to your customers. Tell them why they should care about your 
product and why they need yours over one of your competitors. Don’t 
criticise anyone else, simply illiterate why yours would work for them 
and why it would help etc. 


Is sizing a factor? Talk about this and show them how it would fit / work 
in the real world. This ties into using high quality images too.


What can your customer receive. Talk about not only what the finished 
product would look like but also what they can expect to receive along 
with it, and how it will look, when it arrives on their door.


What is your guarantee and refund policy etc.? This may be listed 
elsewhere on your shop but making it easy for people to find helps 
them and establishes trustworthiness. 


How long will it take you to make the product and what is your 
dispatch and shipping time?
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IMAGES 

Contrary to popular belief, and just as 
in website SEO, your images do 
matter! 


Good images sell your products for 
you. 


Don’t miss out on potential sales by 
not having images that showcase your 
products in the best possible way. 


If you go to the effort of optimising your listing with keywords and perfects 
titles but don’t have high-quality images, then all of your hard work could be 
in vain. 


Look at the type of images your competitors are using and use that as 
inspiration. Don’t copy them! Instead, look at the angles they’re using in their 
pictures, what are they doing well, and how can you do the same with your 
images. 


You have space to add ten images, so make sure you use all ten. This is an 
easily overlooked point, but you cannot afford to ignore this. 


Adding all ten images matters as Etsy uses this to help determine how high 
you should rank in their search results. They see you as a more experienced, 
serious, and trustworthy seller if you use all ten images and will display your 
listings higher in related search results because of this. 


The absolute minimum number of photos I would suggest using is five but 
ALWAYS aim for the full ten.  
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You can use images like processing shots of the creation process, 
demonstrate the size and scale of your product, showcase the final product. 
What does it look like when it arrives at the customer’s door, i.e. in finished 
packaging etc. 


There’s plenty of images you can create for your listings. Get creative. 


CATEGORIES AND ATTRIBUTES 

The categories you choose can determine where you show up. So again, if 
you are selling a necklace, don’t choose the wall decor category as they will 
hinder your performance. 


Attributes are aspects of your product like its colour, the size and 
dimensions, materials included, any occasion / holiday that the product is 
relevant for etc. 


Complete all of these and include as much information as possible to help 
Etsy work out how your products should be classified.  


Conversions Ma"er

Conversions on Etsy is very similar to SEO with 
websites. Essentially, the more conversions (or 
purchases) that you have, the higher quality Etsy 
will believe your listing is and therefore will rank 
you higher in searches.  


Your conversion rate is the % between the 
number of people who click on your listing and 
how many continue making a purchase. 
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The whole idea of Etsy SEO is to help you generate sales.  

So by implementing the ideas in this guide, you should see your sales 
improve in turn. 




Age of Listing

The older a listing, providing it is well-
optimised and has a reasonable 
conversion rate, the higher it is likely to 
rank.. 


Does this mean my new products 
won’t rank? 

No. Newer listings do get a nice little 
boost when they are published - but 
only for a short time. 


This boost can vary between a couple of 
hours and a couple of days, depending 
on your chosen keywords’ search 
volume and competitiveness. 


How much customers interact with you 
during this time will help Etsy 
understand your listing, and a quality 
score will be derived from this.  


So what can I do? 

This is the best time to promote your products using the Etsy ad platform. 
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I’d suggest waiting and publishing 2-4 new 
products at a time and then make use of 
some Etsy Ads. 


You can access this from the ‘Shop 
Manager’ and then selecting ‘Marketing’.

From there, click on ‘Etsy Ads’ to begin 
setting up your advertisements. 


Se"ing up Ads

You will then be taken to the next screen 
explaining that the minimum amount you can spend is $1 per day. 


You can see this screen on the right. 


All you need to do is enter your budget and click the button below to begin.

You can choose to promote specific listing or all of them. 


As mentioned, unless there is a 
specific event for which your 
products cater, e.g. Valentine’s 
Day would be a perfect time to 
promote the personalised 
necklace from the earlier 
example, we’d suggest 
promoting your newest products first. 


Remember to keep an eye on the performance of your ads, and you can 
adjust your products and your budget accordingly. 


The image above shows the screen you can use to overview your ads 
performance during the last 30 days.
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User / Buyer Experience

Etsy wants customers to have a good experience buying products. 


If customers have a good experience, they are much more likely to come 
back and buy again. 


So, if users have a great experience on your store, rate your products highly 
and give you positive reviews, then this is something they will reward with 
higher rankings. 


But it goes beyond just 
selling products. 


Etsy will take into account 
your shop itself. It’s about 
your overall presence as a 
seller.


Use the list below to help create the best user experience and to ensure 

you’ve set your shop up correctly: 
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This means:  

Are your shop policies all filled in and up to date?


Is the about page complete? Aim for at least 200- 250 words and 

describe your journey and why you create products on Etsy. 


Have you added shop photos?


Are you making use of the shop updates and announcements? 


Have you added links to your social media pages?


Have you added a banner image to your page?


Does your ‘shop owner’ profile image show your face and not your 

logo? You should use your logo on your shop itself.


If other people help with your shop, add them as Members. 


Use shop videos and photos for added optimisation. 


Use the Announcements section for advertising any sales or for 

promoting new products.  


Ask people to review their purchases.


Completing all of this shows users that you are a trusted seller and make a 
better buyer experience.  


By running ads and having a great store 
experience, you are much more likely to have a 
positive ROI (Return on Investment).


This means you will get back the money you get 
in (in the form of sales).
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REVIEWS  

Asking people to leave reviews is vital. 


As with anything, this is a huge trust signal, so the more positive reviews you 
have, the more likely new customers will buy. 


Always respond to your reviews too. That doesn’t just mean responding to 
any negative reviews. You should answer EVERY review. 


It would be best if you thanked them for leaving their reviews, responding to 
any other comments, and you can even invite them to come again. 


With negative reviews, you need to validate their comments, don’t argue with 
them! Understand what is being said and offer a solution, whether that’s a 
free replacement or a discount. 


The point is you need to gain reviews and answer them.  

You can set up Automated Messages or Snippets that you have pre-written, 
and one of those can be to encourage buyers to review their purchases. It’s 
easy for people to forget to leave a review, so this is a friendly and easy way 
to give them a gentle reminder. 


Links to your Products / Shop

Getting links is incredibly similar to website SEO, but if you can bring more 
traffic into Etsy, you will be rewarded with higher rankings and sales as a 
result. Etsy will, in effect, thank you for your popularity. 


Posting on your social media on Instagram and Facebook is great, but you 
can also share on Pinterest and don’t forget those Facebook groups. 
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There are plenty that other Etsy users and sellers have set up, and by sharing 
your products in there, you should see more traffic coming to your shop. 


The next step would be to work with a popular blogger or influencer in a 
niche that is relevant to your target market. 


If they are willing to share and talk about your product, then the traffic and 
sales you should see on the back of this would be well-worthwhile - even if 
you had to offer them a free product in the first place. 


Relevancy maters 

The more relevant (that word is critical) links 
you can create; the more Etsy will notice and 
rank you higher. It will see your products as in-
demand and will show you higher in search 
results. 


Where you get the links from does matter. Don’t 
go and try and get links from anywhere so that 
you can have a link. 


If you are selling a necklace, don’t try and get a link from an influencer who 
talks about gardening products, which will be a waste of time. 


Not only will that audience ignore you as it is not relevant to what they are 
looking for, but Etsy will ignore the link too. It knows what you are selling, so 
it will reward links from within the same industry etc.  


Let’s get selling! 
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The Best Tools to Use

erank - https://erank.com/  

eRank is a free and easy tool to decide your keywords on Etsy and track 
competitiveness. You can export data to spreadsheets, too, for easy 
comparison.


There is a paid version for a small monthly fee which allows you to see more 
information relating to when specific keywords are most popular - some 
keywords are more prevalent during particular times of the year. 


eRank is a brilliant tool that, honestly, you can’t afford not to use. 


Marmalead - https://marmalead.com/  

Marmalead is a paid tool for $19 a month, but more technology is behind this 
tool. This monthly investment allows you to see keyword comparisons and 
competitiveness, but you can also see an in-depth analysis of the keywords 
your competitors are using. 


What’s more, it rates your products and helps determine how well your Etsy 
SEO is doing. It’s a brilliant tool.


Craft Count - https://www.craftcount.com/  

Craft Count is a little different from the first two as this gives you a live list of 
the top sellers on Etsy at that moment based on search volume. This is 
updated every 24 hours. 


You can also see the top sellers by category and country, which is excellent 
for finding specific information about your industry and niche. 


https://erank.com/
https://marmalead.com/
https://www.craftcount.com/
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You can see what your highest competitors are doing and start implementing 
some of the same tactics to help boost your performance. 


Google Keyword Planner - https://ads.google.com/intl/en_uk/home/
tools/keyword-planner/ 


Google Keyword Planner is used regularly with website SEO and is a great, 
free and easy to use tool. 


It will show you a comprehensive list of searches on Google - this is the 
biggest search engine of them all, and there are billions of searches on here 
every day.


You can use this tool to find popular search terms online and then use some 
of the tools mentioned earlier to drill them down in the most specific terms 
for Etsy itself.


Google Trends - https://trends.google.com/trends/?geo=GB 


Google Trends is another free tool that is often used in website SEO as not 
only does it allow you to see search terms, but you can see how they trend 
(or become popular) over time and as the season's change.


You may find that it is worth changing your main keywords throughout the 
year and to suit seasonality. 


If no one is searching for your terms, it may be worth reconsidering the 
words you are using or changing your product focus altogether. 


https://ads.google.com/intl/en_uk/home/tools/keyword-planner/
https://ads.google.com/intl/en_uk/home/tools/keyword-planner/
https://trends.google.com/trends/?geo=GB
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Track Your Results

Tracking your results is ultimately the secret to success. You need to follow 
your results and performance over time and make changes accordingly. This 
means you may have to swap out your keywords for ones that are now 
performing better - remember to use the tools we mentioned to do this. 


Easily track your results: 
๏ Find the products in your shop that you want to assess. 


๏ Make a note of the keywords you are using with each listing. 


๏ Record each week how many visits, views and sales each of these 
products have. 


Once you have this, you can try variations on your keywords and then repeat 
the above steps. 


You can then see which version is performing better. 



You will likely have to do 
this several times for each 
product during your time on 
Etsy.   

This is how you can continue 
to perform well. If you don’t 
do this, you are letting your 
competition get ahead of you. 




Page  of 21 23

I’ve Done This, But I’m Still 
Struggling with my Shop


If you have implemented everything we have suggested in this guide and you 
are still struggling to get seen or make many sales, there could be a few 
reasons for this.


Remember that adding SEO tactics to your Etsy store does not guarantee 
sales, but it does make your products more visible and help position you in 
the right way - which should, in turn, produce more sales. 


Take a look at your pricing.  

If your products are too expensive, you could be driving people away. Of 
course, you need to cover your costs and make a profit, but pricing your 
products too high could mean pricing yourself out of the market. 


Take a look at your dispatch time.  

Customers love products that dispatch quickly. It makes them more likely to 
buy. Especially if they are buying your products last minute or as a gift, can 
you do anything to speed up the time it takes for you to post an item? If your 
product dispatches quicker than a competitor, this could be the difference 
between you making a sale or not. 


Take a look at your postage costs.  

Customers love free postage. Is this something you can offer? Can you 
recover your costs elsewhere? As above, if you offer free postage, this could 
be the difference between someone choosing your products over a 
competitor. 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Product Listing SEO Checklist 


Decide what you’re selling and note down some broad keyword ideas.


Research your keywords in depth on Etsy / Marmalead. Also use the 
other tools we mentioned to research in more depth.


Include your final keywords in your title


Create your description - remember to include your keywords here 
too and include as much relevant information as possible. 


Use all 10 images for your listing. 


Add your categories. 


Fill out your attributes. 


Use all available tags, remember that these should contain your title 
and keywords too. 


Double check your description. 


Set your price and postage.


Publish your product and consider promote it using ads.


Create backlinks. 


Monitor and track changes, and update over time. 


Listing Name: Date:
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About Me 
Hey, I’m Nikki. 


Everything you have read in this guide has 
been tried and tested by myself and others in 
the industry.


My partner also sells on Etsy, and it is by 
using many of these tactics that she has seen 
positive results. 


I work in SEO and have done so for many 
years. I am working with keywords and 
implementing SEO tactics similar to those in 
this guide daily. I’m also regularly researching 
and attending events to ensure I’m always up 
to date on the latest developments in the 
industry. 


My work in SEO has delivered brilliant results 
for my clients and continues to do so to this 
day. This includes better visibility, increased 
conversions and higher ROI. 


This is what we’re all after, right? 


I’m confident that if you have a great product 
and you follow the steps in this guide, then 
you too should see much greater results for 
your product listings and your shop as a 
whole.

Follow Me:
NikkiRHalliwell

NikkiRHalliwell

NikkiRHalliwell

nikkihalliwell.com

Found This Useful?

buymeacoffee.com/nikkihalliwell 

https://www.nikkihalliwell.com/
https://www.buymeacoffee.com/nikkihalliwell
https://twitter.com/NikkiRHalliwell
https://www.facebook.com/NikkiRHalliwell
https://www.instagram.com/nikkirhalliwell/
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