
Selling Ads Without 
a Salesperson

A Guide to Ecommerce for Publishers



Ecommerce

Quick Show of Hands:

How many of you purchased something online over the past 18 months?

Was that purchase over $500?



Ecommerce

• US B2B Ecommerce Sites 
expected to reach $1.5 billion 
this year. 

• 12.2% Increase from 2020

Source: Insider Intelligence



Death of a Salesperson?

Not so fast. 

There will be no replacement for a consultative salesperson anytime soon. 

Transactional sales will be automated.



Extreme Example

If someone can and will buy a $7,000 
hot tub on Etsy, a business can and will 
buy a $500 Ad from your Storefront. 



Why won’t this work?

• Salespeople bring the value! They explain. They overcome objections.

Agreed! But… How many objections should you have to overcome to sell a $100 ad? 

• Salespeople also raise awareness of these products. They call. They email. They 
meet in person. 

Agreed! But… 18 Calls to reach a buyer. 1 in 6 buyers actually buy. (108 Calls or 2.5 hours)

How can one justify all that work for such a low-priced product? 

Sources: Marketing Wizdom



How to begin

Market
Market your product
• Identify current clients who would love this product (use your 

CRM)
• Create a campaign to reach these people (email primarily but 

phone is an option too)

Build Build your storefront **Add a Testimonial**

Product Choose a low-cost product that is not inventory 
based and would appeal to many customers. 







Results from one 
new Ecomm Ad 
Product

Product: High School Graduation 
Announcement

Reach: 11 Suburban Markets

$20,000+ Additional Revenue




