
Welcome!
Before we get started:

• Today’s webinar is scheduled to last 1 hour including Q&A

• Click the CC button for Closed Captions

• BSL interpretation is available

• Ask questions using the Q+A button

• Say hello in the chat (select “Everyone” from the dropdown). You can also use the 

reaction buttons! 

• The recording of this webinar will be available on our website in 7 days
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Access free one-to-one support

Access free one to one support



Agenda

1 What is eCommerce?

2 What path and structures could suit you?

3 What is the ‘eCommerce equation’?

*



What is eCommerce?

‘Waiting for the Shop to Open’ by LS Lowry, 1943

E-commerce is the buying, 

selling, and ordering of 

goods and services using 

the internet.

(Collin’s Dictionary)



When did it all start? Poll

When was the first eCommerce order placed?

• 1972

• 1984

• 1992

• 1995



When did it all start? … 

“It was an order for 

margarine, cornflakes and 

eggs that paved the way…

Grandmother Jane 

Snowball, 72, sat down in 

an armchair in her 

Gateshead home in May 

1984, picked up a television 

remote control and used it 

to order the groceries from 

her local supermarket.” https://www.bbc.co.uk/news/magazine-24091393



What 
flavour of 
eCommerce?

Still Life with Cheeses, Artichoke, and 

Cherries, Clara Peeters c.1625



Permanent 

online shop



‘Print On 

Demand’



What is ‘print on demand’ / POD? 

Customer

places 

order
Tate 

Website

sends order POD 

Supplier

prints / 

manufactures 

item



‘Print On 

Demand’

merch



On demand 

classes



B2B professional 

advice



And why do we do eCommerce?

Get ideas 

and work 

out into 

the world

£’s …. and 



But how does this relate to me?



Finding the right path

‘A line made by walking’ 

by Richard Long, 1967

What could 

you offer?

What structures 

could suit you?

How will 

you create 

demand?



What could you offer?

Product

Service

Exists Eg. Artwork,T-shirt, Book, 

Digital File

Could exist Eg. Print-on-demand, 

Commission

Live Eg. Mentoring, class

Recorded Eg. Class, 

demonstration

How?

Year-round

or 

One-off or tactical

Group 

or 

1-to-1

In-

person 

or 

Online



What structures could suit you? 

Permanent Online Shop

‘8c Mail Order Business stamp’ 1972 

Smithsonian National Postal Museum

• Range of products

• Can be delivered!

• Customer service

• Longevity

• You want to invest time in 

marketing to your online audience



What structures could suit you? 

Tactical online sales

‘Arc de Triomphe, Wrapped’ 

by Christo & Jeanne-Claude, 2021

• Tactical occasion

• Product

• Clear story to tell

• You *don’t* want to maintain and 

market a shop on an ongoing-basis



What structures could suit you? 

Print on Demand

Andy Warhol at work on a silkscreen 

painting. 1964, The Silver Factory 

by Ugo Mulas.

• You own copyright to images

• Designing merchandise appeals

• You do *NOT* want to be responsible 

for shipping orders 

• You are aware of the margin limitations 

of different product types 

• You want to invest time in 

marketing to your online audience



What structures could suit you? 

Service - live

‘The Dance Lesson’

By Edgar Degas, 1879

• Specialist skills or knowledge to 

share with a particular audience

• Group or 1-to-1 session

• One-off or block of themed sessions

• Live interaction with and between 

participants



https://feministlectureprogram.com/



Life Drawing Online



The Creativity Cafe



Artists offering 

mentoring services



What structures could suit you? 

Service - recorded

‘The Perspective Lesson’ 

by David Hockney, 1984

• Can be on sale year round

• Expands potential customer base – not 

limited to your timezone, timetable

• Youtube is your competition

• Well-packaged specialist classes from 

authoritative sources can resonate with 

specialist audiences



Emily Ball – Pre-recorded Courses



Domestika – creative courses



Which 
shapes & 
flavours of 
ecommerce 
do you like? 

‘Cakes’ 

by Wayne Thiebaud, 1963



The ‘eCommerce equation’

Traffic

Eg. 1,000 visitors 

in 1 month

Conversion 

Rate

3% make a 

purchase

Average 

Order Value

On average they 

spend £25 each

Revenue

£750 revenue in 

a month



Traffic

‘Regent Street bus traffic’ 

by Associated Press, 1930

Where does it come from?

• Email Newsletter

• Social Media posts

• Posters

• Traffic from search and AI engines

Nicola

Social Media

Monica

Search Engine 

Optimisation

Katy

Social Media

Jacqueline

Email Marketing



Conversion 

Rate

Average 

Order Value

are shaped by 

your customer 

proposition … 

• How appealing your offer is

• How affordable

• How easy it is to understand

• How easy it is to navigate

‘The Line’ 

by Phillip Guston, 1978



Customer 
proposition …

What stuff you have available

… at what price

… and how you get it

vs.



The ‘eCommerce equation’ … 

Traffic Conversion 

Rate

Average 

Order Value
Revenue



Revenue

‘Comfort Blanket’ 

by Grayson Perry, 2014

Revenue

≠

profit!

Do not forget your costs and time.



Recap slide

Proposition

Path Traffic

Shape



Next Steps … 

‘The Castle of the Pyrenees’ 

by Rene Magritte, 1959

• Consider what resources, skills and time you 

have available to you

• Consider what your goals are

• Consider which audience you could reach 



A word on platforms

• Upgrade subscription to current 

website to make it transactional eg.

• Extend Wordpress via WooCommerce 

to make transactional

• Large-scale retail, consider Shopify

• Tactical, one-off sales, consider 

Stripe no-code payment links
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Next Steps 

‘The Castle of the Pyrenees’ 

by Rene Magritte, 1959

• Consider what your goals are

• Consider what resources, skills and time you 

have available to you

• Consider which audience you could reach 



Q&A



Feedback survey

• Your opinions, suggestions, and needs

• Shape future webinars

• Improve your learning experience



Upcoming webinars

Social media content without the 

cringe: Live Q&A

23rd June



Get in touch

digitalnetwork@artscouncil.org.uk digitalculturenetwork.org.uk

Showcase/Digital-Culture-Network DigitalCultureNetwork

Digital Culture Podcast

Get in touch slide



Meet the Tech Champions

Dean

Digital Content 

Creation

Katherine

eCommerce and 

Merchandising

Adam

CRM and Box 

Office/Ticketing

Ollie

Digital Marketing and 

Strategy

Jack

Audience Data 

Collection and 

Evaluation

Nicola

Social Media
Monica

Search Engine 

Optimisation

Katy

Social Media

Andy

Websites

Jacqueline

Email Marketing

James

Data Analytics and 

Insight



Feedback 
Survey
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