Beginner to Advanced Practical Guide

COMPLETE

E-COMMERCE
ROADMAP

Meesho ¢« Amazon ¢ Flipkart

Step-by-step system to start, run &
scale your online business — even
if you'’re a complete beginner.

By EcomShivam

Practical strategies « Real examples « No fluff

2026



FULL E-COMMERCE BEGINNER TO ADVANCED GUIDE
(MEESHO + AMAZON + FLIPKART)

? MODULE 1 — Introduction to Ecommerce (Reality Check)

/ Ecommerce kya hota hai?

Simple:
PRODUCT CUSTOMER COURIER TURN
LIST BUY DELIVER PROFIT

= E

Product list » Customer buy - Courier deliver » Tum profit.

/ Business Model Types

v’ Business Model Types

Reselling / Dropshipping (Meesho) Reselling/  Marketplace Selling  Private Label Mcesiecn  inporybued

1 Ipping  (Amazon/Fliphart] (Own Brand) Marketplaces
2. Marketplace Selling (Amazon/Flipkart) el
3. Private Label (Own Brand) 0 = =
4. Wholesale on Marketplaces m ' ‘@ %
5. Inventory-based Selling . @”‘”
3 Things to Avoid in Business \/ Startl ng M IStakeS

el B BB Tl ] i i X High return aret products
s X Season-based items

X Expensive inventory
X Zero clarity pricing
X Product blindly copy &=zAT

Fa

/ Beginner Rule

Start with:
LOW risk, LOW inventory, HIGH demand items.



2.

? MODULE 2 — Investment Required (Actual Numbers)

Documents; PAN, Bank
GST: optional (categories)

Investment:

Samples: ¥1500-¥3000
Packaging: ¥300-3¥800
Inventory (optional): ¥2000-¥5000
Minimum start: €3000 - 5000

Amazon/
Documents:
EE PAN Card
Docu ments’ LB Aaadahar Card
Bank Account v
@ Trade Mame Registration
Mandatory Tools
Tool Cost
Basic Packaging ¥1000

Printer (optional) ¥5000-7000

Laptop/Phone existing

Documents:

57 fi=
®

||| Bank Account

GsT: (2) Investment:

—— ﬁs.ﬂnplu: 215003000
GSTDY
@ Packaging: TI00-500
aptional

[categories apply) ﬁEﬂm@ Inventery (optional)

Minimum start;
710,000 - 25,000

Investment Breakdown:
Product investment: ¥4,000-%10,000
FBA storage (optional): ¥500-¥800
Packaging: ¥500-¥1000
Returns buffer: #£1000-¥2000
Minimum start: ¥15,000 - 25,000

Notes
polybags, tapes

shipping label

work possible on
mobile



? MODULE 3 — Product Research MASTERCLASS
(@e¥ crucial part — Tgt profit decide &=aT )

 Rule 1: Product g1 =1fgg — High Mesho Seller: Success Indicators
demand
Indicators: Indicator Trend Stability Actionable Insight
. . . . ] Consistent growth

e High ratings + High reviews e /\/\/

igh ratings + = -

e Recentsales High eviews R R pra

2 =] Trend stable (upward) | =

e Trend stable (downward =gl Recentsales @ optinizetsings ]
®dnwmuard i

‘/ Rule 2: Competltlon manageable Mesho Seller: Factors to Avoid

e Avoid:
° 200+ SelleI’S same product High Competition Pricing Pressure Poor Pe;rmance
e Too low pricing war items - &

o 2004 seller:! Too low pricing X
e Sellerrating<4.0 s prods el Seller rating < 40

.4

=

V Rule 3: Returns low

+/ Rule 3: Returns low

. AYOIdZ . Size Dependent Fragile Items Perishable/Sensitive
L]
Size dgpendent products (unless confident) & QEX é
e Glass items 2
H 1 Size di dent products Glass it Sauid it
e Electronics without warranty e s tema Liquid items

Electronics without warranty

e Liquiditems

¥

=



7-Day Beginner Action Plan

e Day1-Account & Documents

e / PAN, Bank, GST ready

e / Create seller account (Meesho/Amazon/Flipkart)
o / Verify email & mobile

e / Install seller app

e Day 2 - Product Research

e / Search top products in your category
e / Note: price, reviews, sellers, demand
e / Shortlist 3 products

e / Avoid: heavy, fragile, size-based items
e Day 3 - Supplier Finalization

e / Find 2-3 suppliers

e / Ask forreal photos/videos

e / Check MOQ & price

e / Order1sampleif possible

* Day 4 - Pricing & Profit Check

e / Calculate profit using formula

e / Add all fees & shipping Sula nbowcing hecki

*  Finalselling price decide mm@
e/ Minimum target: ¥30-%100 profit/order @O e
e Day 5 - Listing Creation uo@u“"@n R Wl
e / Upload 4-6 clear images ®@ B oo e T T

* / Write SEQO title e
e  Add bullet features il
o/ Fill specifications =l

e Day 6 - Packaging Setup _

e / Arrange polybags, tape, bubble

o / Print test label

e / Keep packing ready

e Day7-Go Live & Test

e / Activate listing

 Place test order if possible

 Check full order flow

o JYoureLIVE#H

Rule: Don’t wait for perfection. Start fast, improve daily.



¢ Category-wise Best Products (Beginners Only)

Kids Toys
&8

Car, puzzle, light toys

Home Improvement

5P T aL

Budget Electronics
Accessories

Ui s

Careful with returns

meesho

+ Rule 3: Returns low

Women’s Fashion

f

Kurti

A

+)

Women's Fashion

T

Beauty Toals

A

+)

Home & Living e Kids toys (car, puzzle, light toys)
=S 3{7 e Women kurti
Bedsheets, Small home ° BedSheets
items (s0ap stand, ¢ Small home items (soap stand, kitchen tools)

kitchen tools)

amazon

Travel Accessories

e Home improvement
@@ e Beauty tools

e Travel accessories

Flipkart | g

Home Decor

5

A

-+

Kids Items e Budget electronics accessories
(careful with returns)

&é@ e Home decor

e Kidsitems



? MODULE 4 — Pricing Strategy (Profit Formula + Examples)

/ PRICE FORMULA
Sale Price — Product Cost - Platform Fees — Shipping = Net Profit

Net Profit Calculation Process

Determine Platform
Fees
Determine the price at which Identify the fees ch
the product is sold platform for
O
/ \ / ‘ ¢ .

i ‘\\. s \\
Calculate Product Cost
Determine the final profit after

Determine the costs associated deducting afl expenses
with shipping the product

@ Flipkart ¢
Platform Fees Approx.

e Meesho: 0% amazon

e Amazon: 2-45%

e Flipkart: 5-25% ’

NN 4

 Example Calculation (Meesho) v/ Example Calculation (Amazon)

e Product cost = ¥150 : Produc.t co_st S re00
. e Sale price =%349
¢ Sale price =299 « Shipping = 45
o Shippihgf T40 o Referral fee = 15% = 52
e Commission = %12 ¢ Closing fee = 10
o .
Profit =299 - (150 + 40 + 12) = ¥97 profit per order Profit = 349 - (200 + 45 + 52 + 10) = €42 profit

e Psychological Pricing

e 199

e 249

e 299

e ¥ numbers actual 200, 250, 300 & gHLIT SUTET convert &d gl



Supplier Sourcing & Quality Checklist

WHERE TO FIND SUPPLIERS?

7 \\\\ o Local\\ — (" Telegram/ \"

Indi [l Messho | WhatsA
ndiaMART  Supptier Wholesale Gmupspp

@ "':}\ u‘ﬁﬂb /J;';I Markets r\
L) U5 (R (oo | (OF

-Contacts~ 11—

5 QUESTIONS TO ASK SUPPLIER

+" What is your best price for 50-100 units?
+" Can you send real product photos/videos?
+" Replacement policy for damaged items?
+ Dispach time after order?

«" QUALITY CHECK BEFORE BULK ORDER:

+" Check sample physically

+" Terify packaging & finishing

+" Compare with competitor product
+" Check barcode/label space

Red Flags P
e« X Too cheap to be true

e X No real photos

e X No return policy

o X Poor communication
e X Delayed replies



? MODULE 5 — Listing Mastery (Photos + Title + Description),
/ PHOTOS
e White background
e 5-6angles
e Real productimage
e Lifestyle image (optional)
Tools: Canva Snapseed Remove.bg
‘ g <€ remove
e / TITLE FORMULA
e Primary Keyword + Product Type + Size/Material + USP
e Example:

“Kids Rechargeable Monster Car | 360° Rotation | LED Lights | Strong Build”

/ DESCRIPTION STRUCTURE
e Product Overview Rusty the Robot
e Key Features
e Specifications

What’s in the box

Why buy this? (USP)

e Return disclaimer

Key Features

+ Durable Construction
+ Antiosated Limbs

Example

Nitya Women’s Embrodded Kurti

‘What's In the box
Why buy this? [USP)
Wi is thes
B d uboed 1l
51




5-Common Losses & Beginner Mistakes (With Reality)

X Mistake 1:
1.Choosing High Return Product

2.Example: Clothes without size chart
3. 1O orders » 5 returns - shipping loss €300+
4. Lesson: Always reduce return risk.

X Mistake 2:
1. Wrong Pricing
2.Selling at ¥299 when cost + fees = ¥290
3. Working hard for 9 profit = waste.
4. Lesson: Never list without profit calc.

X Mistake 3:
1. _Poor Photos
2.Dark/blurry images - low trust
3. Views but no orders.
4. Lesson: Photos sell more than price.

Lesson:

Q Mistake 3: Poor Photos 2 0 High-Quality Photos

Dark/blurry images =» low trust 4 Builds Trust & Drives Sales
~» Views but no orders. . Photos sell more than price.



X Mistake 4:
1. No COD Confirmation
2.COD orders without call » RTO
3. You pay shipping both sides.
4. Lesson: Confirm COD orders daily.

MISTAKE 4 v LESSON:

c NO COD & LESSON:

CONFIRMATION

&-E=

—> RT0

(Return to Origin)

© YOU PAY CONFIRM COD

OTH S1DES ORDERS DAILY

X Mistake 5:
1.Scaling Too Fast
2.Buying 20k stock without testing
3. Product fails » money stuck.
4. Lesson: Test small, then scale.




? MODULE 5 — Order Handling System

Meesho -
e Order aata hai
e Packing
e Pickup
e Delivery
e Payment settlement T+2 days

Amazon/
1.0rder » label download - print » pack » handover pickup

Picking and Packing Process in E-commerce

Step 8

Ovdler Recelved Picking Sorting Packing Labeling Order Recetved
Neworderis  Staff or automated Products are Lt astor
Systams retriave Iteems. are sored Sbcurely packed Shipping Labels ane

in the system the requined Rems

e Tracking automatically update

1||||||II||H|II\|I|

Packaging Material List ot T-ir—-m

* Polybag g

* Bubble roll g"“‘_m‘m o

. Tape = PR )

* Fragile sticker (optional) ige o i e IREE

_
| s (]
wrn @

| o s

[r——




? MODULE 8.1 — Return & RTO Management

V/ Return Avoid Karne Ke Rules

e Clear photos

(/) CLEAR, DETAILED
PHOTOS

i

AVOIDS
XREI'URIISI

 Low-quaLITY
PHOTOS

e Honest description

v/ Return Avoid Karne Ke Rules

DISHONEST ACCURATE
DESCRIPTION SIZE CHART

+ "Premium Leather” (Fake PU)
- Tonkoade * PU Leather Blend
+ *Handmade (Factory Mass-Produced) * Machine-Stitched
“Color: Royal Blue” (Dull Navy) » Color: Navy Blue
olds Laptop” (Fits only tablet) = Fits 10-inch Tablet g
LOTS OF RETURNS! HAPPY GUSTOMERS!

e Size chart accurate

v Return Avoid Karne Ke Rules

INACCURATE
SIZE CHART

e High-quality packaging

v/ Return Avoid Karne Ke Rules

LOW-QUALITY
PACKAGING

= ‘Flimsy Cardoboard
- Handmade
- ‘Insufficient Padding (Peanuts)
“Open/Damaged On Arival
eneric/Unbranded

LOTS OF RETURNS!

ACCURATE
SIZE CHART

‘Women's Jackets
[T A l%

| sunm W | W | 6w
L EXRECEET
LR R RET]

HIGH-QUALITY
PACKAGING

£

v

HAPPY CUSTOMERS!

= Durable Materials

* Secure Custom Inserts
» Damage-Free Arrival

= Premiumy/Branied Look




? MODULE 8.2 — Return & RTO Management

/ RTO Reduce Tips

COD Confirm Call

® NO CONFIRMATION WITH-QUALITY
CALL PACKAGING
' - .
: a e COD confirm call

= Customer Unaalilable & Verified Availability

* Wrong Address/hNumber & Confrrmed Address

« Refused Delivery @ Reduced Refusals

m To Origin (RTO) @ Successful Delivery

LOST REVENUE! HAPPY CUSTOMERS!

AVOID WRONG PIN CODES

WRONG PIN CORRECT
CODE PIN CODE

AVOIDS RTO & BOOSTS SALES!

e Wrong pin codes avoid

» Delivery to Incorrect Location @ Accurate Delivery

= Delayed Delivery & Timely Service

« Delayed Delivery @ Secure Packages
Lost Packages & Happy Customers
Rustomer Dissalisfaction

LOST REVENUE! HAPPY CUSTOMERS!

ENSURES ACCURATE & FAST DELIVERY ¢

MAINTAIN BLACKLISTED ADDRESEES

WRONG CORRECT
BLACKLISTED ADDRESS VALIDATED ADDRESS

o Blacklisted addresses maintain

@ Prevent Financial Loss

+ Fraudulent Orders ﬁ
+ Repeated Chargebacks & @ Reduce Fraud Risk ( Chargebacks)

+ Abusive Custormerss (ea.p, @ Efficient Operations)
Delivery Issues, Stolen) @ Reliable & Timey Satissaction
High-Risk Areas gﬁ Build Customer Trust Compliance

PROTECT YSKS & BUSINSS! SECURE BUILD TRUST!

ENSURES BUSINESS SECURITY, RELIABLITY & CATTEFCACTION SHIVAM




? MODULE 9.1 — Scaling Model (Beginner - Intermediate - Pro)

Step 1: 3 Winning Products

Stable orders generate @3¥ — daily 5-10 orders.

Product 1: Miche X Product 2: Trending ¥ Product 3: Essential Z
= Consistent Demand = Social Media Boost = Repeat Purchases

= High Margin Item + Subseription Potential + Utilty Fecus

= Daily 3-4 Orders * Daily 2-3 Orders + Daily 4-5 Orders

ad ¥ D

4

TOTAL: 10-12 Orders/Day
(Stable)

Step 2: Multi-platform Expansion

amazon Flipkart (3¢ @aﬂ

= > =

Messho i 5 X .
Marketplace Amazon India Flipfkrt E-commerce JioMart Retail

Result: Increased Reach & Sales

of 8

Helel/lN SHIVAM



? MODULE 9.2 — Scaling Model (Beginner - Intermediate - Pro)

Step 3: Inventory planning

Fast movers stock & =&l
Slow movers §¢

f A
1S9 )
\ L/

Fast Movers . Slow Movers

Stock & T@! _ g ®e
podl |~
Increased Sales Velocity Discomioue/Reduce Stock

Result: Optimized Inventory & Profit

==

Step 4: Automation

Listing Packaging Templates, Accounting

Outsource Helper SOPs Setup
Delegate Automated Standardized Automate financial
product listings packing/labeling procedures tracking

Result: Efficiency & Scalability

® af
SHIVAM



SECTION 4: Ready-to-Use Templates & Scripts

=! Pricing Calculator Template:

Product Cost: ¥____
Packaging: T____
Shipping: ____
Platform Fee: ¥____
Total Cost: ¥____
Selling Price: ¥____
Net Profit: T____

_Listing Title Template:

[Main Keyword] + [Product Type] + [Material/Size] + [USP]

Example:
Kids Rechargeable Monster Car | 360° Rotation | LED Lights | Strong Build

=] Description Template: Product Overview:
Short intro about product & use.
Key Features: Why Buy This?
Featurel USP + benefit.
Feature 2

Package Includes:

Feature 3 What’s in box.

Specifications
Material, size, weight.
R, COD Confirmation Script:
Hello, I’'m calling from [Your Store].
You placed an order for [Product Name]
for F[Amount].
Can you please confirm your address and
order?
We’ll dispatch today. Thank you!




? MODULE 10 — Example Case Studies

Product Profitability

W
0‘“ :
L]
Initial Setting Sale Calculating Daily Orders Monthly Profit
Investment Price Profit Mumber of products Total profit earned in
Cost of product and Determining the Subtracting costs sold per day a month
shipping selling price from sale price

Product Comparison
Examplel Example2 Example 3

==
) e e i
(Stese ) () () ()
) () () e
[powoner JL_ e JL = J[ -+ ]
(i) (S ()

B ECOM




? MODULE 11 — Tools & Resources

¢ Meesho Su pp[ier Hub https://supplier.meesho.com/panel/v3/new/auth/signup

e Amazon Seller App https://sell.amazon.in
e Flipkart Seller Hub https:/seller.flipkart.com

Free

v Product Research v JS

Helium 10 JungleScout

= Product Sourcing Vﬂ) !rade
indiamart .

&3 Photography Flair.ai @) chacer

/ Title & Description copy.ai @) chatcer

Invoice Crop I1$ PDF

Zz Inventory / OMS JoN U\J

unicommerce

5 Payment 8 ,ﬁ _
Reconciliation ovsours - W] evanik

v

ul GST & Taxation a%‘



https://supplier.meesho.com/panel/v3/new/auth/signup
https://supplier.meesho.com/panel/v3/new/auth/signup

? MODULE 12 — Final Beginner Checklist

Beginner Checklist

WVerify that there is sufficient
ﬁl Product Demand demand for your product,

Calculate your potential profit
marging 1o ensure viability,

Confirm the reliability and
legitirnacy of your supplier,

Ensure your praduct phatos are
clear and appealing,

Optimize your product tithes for
search engine visibility,

Write a comprehensive and
informative product
description.

Prepare your product
packaging for shipping and
delivery.

Establish a clear cashron-
delivery call process,

Understand and clearly
commumnicate your retum
policy.

Place a test order to check the
enlife process,

1./ @&t product
2. / Clear photos
3. / Proper title
4. / Accurate description
5.  Pricing formula follow
6. +/ COD confirm call
7./ Order handling

8. / Return control

9. V/ Scale gradually SHvAM



1. Product Research Examples
(@ images e fah good products & identify &< §)

meesho . R——

Brng 135

smpnnumahlum ey P R ‘

_ ~
== n m . “High Demand
pr—— Product”
-B= 0’ i

“Low Competition
Product”

CANDLE WARMERS ETC 2-in-1 | =
€andle and Fragrance Warmer
Warming Scented Candles or W)
Melts and Tarts with to Freshen|

517

1

a0
I
an
L
"

LET

i

s W T
SASAn L 3 s

oo

-

-

e

Mot Pt s
Bt

Pradact

Dumensinns

P T

Step 1 Step 2
2w (ol 3 P VRER 2Q% ok 3 P V-REN
< S Fruits & Vegetables Q < S Fruits & Vegetables (@]
P — il [ g — il

Green CHill
2509

[~ ]
e ‘“Avoid These Products” % . = 2@ . -]
. LI
> - oot

your experience?
. Eg P AgR & B 0 g9 F R
How would you rate mosambi? prae et
3T R Y R ¥ 2

This will help us i

Powered by Potine rouliele] VI SHIVAM




2. Good vs Bad Product Photos
(& 9igd useful £ listing mastery @t module )

e White background example

SHLFEIDOMEN

RO MASTER
L

¢ Lifestyle vs studio photos

OPUX Insulated Lunch Box for Kids, Boys,
Girls | Soft Leakproof Lunch Bag for Men
Wornen | Reusable Durable Thermal Lunch
Pall for School Wark Office | Fit & Cans (Navy)

Vit tha 068 fere

ot Hosthar ey
EVEENEEEEN

mEe ==

or oa Siw -

- — -
brand - D
Fraart a0 1T i 7 300 e

Dimemsions

snage s Adaaine

Fotarn -

I oo




3. Listing Structure Example (Title + Description)

e How to write title

CANDLE WARMERS ETC 2-in-1 | -

Candle and Fragrance Warmer f|
Warming Scented Candles or W] _ ¥
Melts and Tarts with to Freshen|
Room, i

[t

= ... ® Features section styling

par
[Iepa——

e e e e Bullet points examples

i
i
Hf

{
{

f
f

H

;
i
f

g
i
!E f
M

Helel/lN SHIVAM



4. Pricing Breakdown Visuals (Most Powerful)

Flipkart - Commission Fee - Category Wise

Category Marketplace
Apparels & Accessories 15%
Fasion Jewellery 25%
Precious Jewellery 6%
Promium &5 Promiam ar shm Im
Adwarced -5 Acdvanced ar
o e Deodrants & Cosmetics T
— = = = Perfumes 7%
e @ e P
Home Furnishing and Furniture 15%
G
o "%
T S Health, Gourmet, Beverages T%
i || E | = Kitchen & Bar 5%
[yr— 5 [re— - Home Appliances 5%
alver 5 g ey Sk pe ’ Ca m
rsonal Care
Car & Bike Accessories 15%
Price Start  Price End  Price Group  Rate  Product_sub_category Start Date  End Date Hand Towel & Power Tools T
] 300 L1 0 anti_sgaing 01012000  23-10-2023 Stationary 11%
300 500 P2 & anti_ageing 01002000  23.10-2023
s 1600 3 4 artl_sgeing Q1012000 25.10-2023 Travel Gear & Luggage 15%
1000 9999 P4 4 anti_ageing 01-01-2000  23-10-2023
] 300 [5] 4 coffes 01-01-2000  23-10-2023 Memorv card" PEH m & Hard Dis': m
00 500 L3 4 coffee 01-01-2000  23-10-2023 Mobi IE &Ammies ]5*
00 =) P3 4 coffes 01-01-2000  33-10-2023
1000 FI9555559 »a 4 coffes 01012000 33-10-2023
=] 300 1 0 combo_kit 01401-2000  23-10-2023
300 500 P2 7 combo_kit 01-01-2000  23-10-2023
500 2000 3 4 combo_kit 01-01-2000  23-10-2023 PER-FCOIHEIEARCCTES
1000 99999973 B 3 combo_kit 01-01-2000  23-10-2023 i
0 300 1 0 aye_seram 0101-2000  33-10-2023 - -
300 500 P2 & eye_serum 01012000 23-10-2023
500 1000 [F) 4 eye_serum 014012000 23.10-2023
1000 b P4 4 eye_serum 01-01-2000  23-10-2023
o 300 Pl 0 face_pack 01-01-2000  23-10-2023
00 500 P2 5 face_pack 01-01-2000  23-10-2023
500 000 3 4 face_pack 01-01-2000  33-10-2023
1000 FI9999559 4 4 face_pack 01401-2000 23-10-2023

e Commission structure image Sl LG

60%

- Y
. consigerprcng as How Much Does it
"Ew HEVEHSE L 1 b L T o (et e [ )
- I F : onthelbuins decion E-commerce Site?
i i O
Shipping Fee 2025

E-commerce Website Created with a Wes Saftware

.
pu - = i
Prisync = B

éo“' "

€-commerce Website Crested with an Open Source CME

il

MEESHO PRICE CALCULATOR

Download ﬁ Greating o yery personaszes & commarce wesite
Excel Sheet E Q E
s rice Cacitiomoees ] 4

Densied Caicaonn

Tuow) d

Mbesho Camminion fnchefing GST} [

Prochact e s 63T} e

ekt T T bt et €57 s
PP — ) — — -
Wansha Comrmintion % an e el
[ S —— nar

Moo e kg 65 B8 | e gt el )
it et o b ) Pt

. e s [ o]

Pl o :

T gt Credits

TCS gt Crmits.

ms

e _ Profit calculation diagram

* Pt v ar




5. Order Handling / Packaging Examples

Picking and Packing Process in E-commerce

Order Received Picking
New order is Staff or automated
processed systems retrieve
in the system the required items

Step 3

Sorting
& Verification
Items are sorted
and verified
for accuracy

Packing

Products are
securely packed
uslng appropriate
materials

Labeling
& Shipping
Shipping labels are
printed, and the
is

package
dispatched.

Step-by-step: order - pack » pickup

IHS
e

SOmaIppdaR 001 v

AWES 521277293860

TO:
Hida Khan
Mo MoLe: | m
JaH R, o 0 Ry
Mmmbal - 400000

Fhone Kumber: ©

COD Collect amount : Rs. 599,00

DELIVERY ADDRESS: Jotn

oe Ly
89, ABC Sirest, LM Strest, GRS =
A,

K TS5 HAM

Courber Nams: E-Abe Liogates
Courker AWB No: HICYESTIST450

—
—_—
—
-
]
—
=
|
—
HBD: 15 00 =
CPD: 1800

"AERO BAD, WEAR GRANT LOG!

Bk B o e Ciotng Pt L35, X LOGES T SERACES LTI AREACAL
TARIES LAPWRD. TICH MRS, ABCLAME - 1

o [=yr T AT g wrmamaranin |

- pabip-16d STD :::m OSEHSIANTFASDG -
BOM| BOME [D01 e T |
“l | - Mﬂll‘ﬂ
e ;‘Wp::;!"l.llb— e !!i I
ipped frem il —
o i:; f s peye— ;] Q
TERCT WO T T
iff Gutee 0, KNS ISR S TRE0000
) ATSPL IXCD !ii e Thiogh
it

Polybag packaging example

Step6 |

Order Received

Faster
and Accurate
Order Fulfillment”

The Pick & Pack Process
is Fairly Simple:

Helel/lN SHIVAM



6. Returns & RTO Concepts (Visual Explanation)

Return to Origin (RTO) Process:

ecder Placed Warshouss Cuality Asswance  Dispat hchac for Dalivery

R <) B

Dlivery Attampt Unseccesatul ECOMMERCIE

N
< - Customer Gonrse e
Preduct Raturn (RTO0) --_—— Initiates Return

20 i k3
e Why returns happen I’ ‘g ‘;’

Review of
n Request

—

- ¢ How COD RTO works

How to Reduce
Return in
Ecommerce and
B2B Business

coD !
Verification ind " ) d 5 I

Flow chart '
= F—
PSR P
- ot
- e

Order confirmation for COD with phone calls

Q- — B

Customer places Call the ‘Confirm their Ship the
an order customer contactinfo order Helel/lN SHIVAM



7. Scaling Strategy Visuals (Beginner - Pro)

Where E-Commerce Sales
Are Growing Fastest

Projected increase in e-commerce sales in selected
countries between 2024 and 2029 (in billion U.S. dollars)

W 2024 2029

+62% +59% o +53% +51%
2,010.3 \
[s]
1,2438
1,145.7 1,028.1
757.3 811.8
. ﬁ -
China us. Rest of World Europe

Step 1 - Step 2 » Step 3 growth map

Roadmap for Business Model Scalability

Examples and et that
raveal the 1e alobity of
Business model

Comider the two paths ﬁ

to the scalabiiity of
company models

Systems building visual

SCALE UP YOUR BUSINESS

SECURE

A

OFFERINGS

FY

ASSESS.
COMPANY

Multi-platform expansion

Global Mobile E-Commerce
Worth $2.2 Trillion in 2023

Estimated global mobile e-commerce sales
and share of total e-commerce

M Mobile e-commerce sales (in billion U.S. dollars)
Share of e-commerce sales (in %)

56 57 57 58 59 60 €0 61 62 62

3,436
3,186
2,976
T'S ) I I

2,169

1922 1945
1,530
1
. i I
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Source: Statista Market Insights

Anglyzing Selabity
ARibutet ol
Passibilifias, idanlified

in previous sheps

eCOMMERCE STRATEGIC
ROADMAP

. STEP-BY-STEP GUIDE

9] (o] x



8. Case Study Visual Examples
(@ ie@rd € foh real listing e glaT 8)

Monster Car case study

Start withRight
Kitchen T&’tﬁs

\our palate

“rrrs e A



“FOR
READING'

# READMORE

You’ve just completed E-Commerce Roadmap.
If you reached this page, you already know more than most
beginners.

Now the only thing left is action.
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Want faster results?
Check out my advanced guides:

SCALING AND

PLAYBOOK
Dropshipping
LT

« Meta Ads for E-  Step-by-st
commerce

¢ Scaling & Automation Playbook

* Dropshipping
Blueprint

e  Visit: ecomshivm.in/guides
o Or DM “START” on Instagram: @EcomShivam

For help & support:
Mail me at : ecommercetechtalk@gmail.com

— EcomShivam
Helping beginners build real online income.



