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Professional Certificate in E-commerce Merchandising Techniques

Product Sourcing

Product Sourcing is a crucial aspect of e-commerce merchandising. It involves finding, evaluating, and
selecting suppliers or manufacturers to provide products for your online store. Effective product sourcing
can lead to better quality products, competitive pricing, and a wider range of products to offer your
customers. In this course, we will explore key terms and vocabulary related to product sourcing to help you
understand the process and make informed decisions for your e-commerce business.

Supplier: A supplier is a company or individual that provides products or services to another business. In the
context of e-commerce, a supplier is a key partner in product sourcing. Suppliers can be manufacturers,
wholesalers, or distributors.

Manufacturer: A manufacturer is a company that produces goods. Manufacturers are often the primary
source of products for e-commerce businesses. They may produce their own products or contract with
other companies to produce goods on their behalf.

Wholesaler: A wholesaler is a company that sells products in large quantities to retailers. Wholesalers
typically offer discounted prices to retailers who buy in bulk. E-commerce businesses can benefit from
working with wholesalers to source products at lower costs.

Distributor: A distributor is a company that buys products from manufacturers or wholesalers and sells them
to retailers. Distributors play a key role in the supply chain by connecting manufacturers with retailers. E-
commerce businesses may work with distributors to access a wider range of products.

Dropshipping: Dropshipping is a fulfillment method where a retailer does not keep products in stock.
Instead, the retailer transfers customer orders and shipment details to a manufacturer, wholesaler, or
another retailer who then ships the products directly to the customer. Dropshipping can be a cost-effective
way to source products without the need for inventory management.

Private Label: Private label refers to products that are manufactured by a third party but sold under a
retailer's brand name. E-commerce businesses can work with manufacturers to create private label products
exclusive to their store. Private label products can help differentiate your store from competitors and build
brand loyalty.

Minimum Order Quantity (MOQ): Minimum Order Quantity is the minimum number of units that a supplier
requires a retailer to purchase in a single order. Suppliers often set MOQs to ensure that orders are
profitable for them. E-commerce businesses should consider MOQs when sourcing products to avoid
overstocking or understocking.
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Lead Time: Lead time is the time it takes for a supplier to fulfill an order from the time it is placed. Lead
times can vary depending on the supplier, product, and order quantity. E-commerce businesses should
factor in lead times when planning inventory and managing customer expectations.

Cost of Goods Sold (COGS): Cost of Goods Sold is the direct costs associated with producing or purchasing
products that are sold by a retailer. COGS includes the cost of raw materials, labor, and overhead expenses.
Understanding COGS is essential for pricing products competitively and maximizing profitability.

Quality Control: Quality control is the process of ensuring that products meet specified quality standards. E-
commerce businesses should work closely with suppliers to establish quality control measures to maintain
product quality and customer satisfaction.

Product Catalog: A product catalog is a listing of products available for sale. E-commerce businesses should
regularly update their product catalog with new products sourced from suppliers to keep customers
engaged and drive sales.

Product Lifecycle: The product lifecycle refers to the stages a product goes through from introduction to
decline. E-commerce businesses should consider the product lifecycle when sourcing products to anticipate
demand, plan inventory, and make informed decisions about product assortment.

Global Sourcing: Global sourcing is the practice of sourcing products from suppliers or manufacturers
located in different countries. Global sourcing can offer access to a wider range of products, lower
production costs, and opportunities for market expansion. E-commerce businesses should consider the
challenges and benefits of global sourcing when expanding their product offerings.

Supply Chain Management: Supply chain management is the process of managing the flow of goods and
services from suppliers to customers. Effective supply chain management is essential for e-commerce
businesses to source products efficiently, minimize costs, and deliver products to customers on time.

Vendor Compliance: Vendor compliance refers to the adherence of suppliers to a retailer's requirements and
standards. E-commerce businesses should establish vendor compliance guidelines to ensure that suppliers
meet quality, pricing, and delivery expectations.

Sustainability: Sustainability in product sourcing involves sourcing products in a way that minimizes
negative environmental and social impacts. E-commerce businesses should consider sourcing products
from sustainable suppliers to meet customer demand for eco-friendly products and contribute to corporate
social responsibility.

Product Differentiation: Product differentiation is the process of distinguishing a retailer's products from
competitors' products. E-commerce businesses can differentiate their products through unique features,
branding, packaging, and pricing strategies. Effective product differentiation can help attract customers and
build brand loyalty.
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Competitive Analysis: Competitive analysis involves evaluating competitors' products, pricing, and strategies
to identify opportunities for product sourcing and market positioning. E-commerce businesses should
conduct competitive analysis regularly to stay informed about industry trends and make strategic decisions.

Customer Demands: Understanding customer demands is essential for successful product sourcing. E-
commerce businesses should analyze customer preferences, trends, and feedback to source products that
meet customer needs and expectations. Meeting customer demands can drive sales and customer loyalty.

Product Testing: Product testing is the process of evaluating product quality, safety, and performance. E-
commerce businesses should conduct product testing with suppliers to ensure that products meet
regulatory standards and customer expectations.

Inventory Management: Inventory management involves monitoring and controlling the flow of products in
and out of a retailer's warehouse. Effective inventory management is crucial for e-commerce businesses to
optimize stock levels, prevent stockouts, and minimize carrying costs.

Supply Chain Disruptions: Supply chain disruptions refer to unexpected events or issues that disrupt the
flow of products in the supply chain. E-commerce businesses should develop contingency plans to address
supply chain disruptions, such as natural disasters, transportation delays, or supplier issues.

Quality Assurance: Quality assurance is the process of maintaining product quality and consistency
throughout the supply chain. E-commerce businesses should work closely with suppliers to establish quality
assurance protocols and address any quality issues promptly.

Import Duties: Import duties are taxes imposed by governments on imported goods. E-commerce
businesses sourcing products internationally should be aware of import duties and factor them into pricing
and profitability calculations.

Product Compliance: Product compliance refers to the adherence of products to regulatory standards and
requirements. E-commerce businesses should ensure that products sourced from suppliers comply with
local and international regulations to avoid legal issues and protect customer safety.

Ethical Sourcing: Ethical sourcing involves sourcing products from suppliers that uphold ethical labor
practices, environmental sustainability, and social responsibility. E-commerce businesses should prioritize
ethical sourcing to build trust with customers and support responsible business practices.

Market Trends: Monitoring market trends is essential for successful product sourcing. E-commerce
businesses should stay informed about industry trends, consumer preferences, and competitor strategies to
source products that align with market demand and drive sales.

Product Packaging: Product packaging plays a crucial role in product sourcing. E-commerce businesses
should work with suppliers to design packaging that protects products during shipping, enhances brand
visibility, and provides a positive unboxing experience for customers.
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Return Policy: A return policy outlines the terms and conditions for customers to return products purchased
from an e-commerce store. E-commerce businesses should work with suppliers to establish return policies
that protect both the retailer and the customer in case of product defects or customer dissatisfaction.

Seasonality: Seasonality refers to fluctuations in demand for products based on seasonal trends, holidays, or
weather conditions. E-commerce businesses should consider seasonality when sourcing products to align
inventory levels with customer demand and maximize sales opportunities.

Supply Chain Transparency: Supply chain transparency involves providing visibility into the sourcing,
production, and distribution of products. E-commerce businesses should promote supply chain
transparency to build trust with customers, demonstrate ethical sourcing practices, and differentiate their
brand in the market.

Product Portfolio: A product portfolio is a collection of products offered by an e-commerce retailer. E-
commerce businesses should regularly review and update their product portfolio to ensure a diverse range
of products that cater to different customer segments and preferences.

Product Development: Product development is the process of creating new products or improving existing
products. E-commerce businesses can collaborate with suppliers on product development to introduce
innovative products, refresh their product offerings, and stay competitive in the market.

Supply Chain Collaboration: Supply chain collaboration involves working closely with suppliers,
manufacturers, and other partners to optimize supply chain operations, improve product quality, and drive
innovation. E-commerce businesses should foster collaboration within the supply chain to achieve mutual
success and deliver value to customers.

Product Sampling: Product sampling involves testing samples of products before making a bulk purchase.
E-commerce businesses can request product samples from suppliers to evaluate product quality, design,
and functionality before committing to a purchase.

Product Liability: Product liability refers to the legal responsibility of retailers for the safety and quality of
products sold to customers. E-commerce businesses should work with suppliers to ensure that products
meet safety standards, comply with regulations, and mitigate the risk of product liability claims.

Supply Chain Optimization: Supply chain optimization involves streamlining supply chain processes,
reducing costs, and improving efficiency. E-commerce businesses can optimize their supply chain through
data analysis, automation, and continuous improvement initiatives to enhance sourcing, production, and
distribution operations.

Product Customization: Product customization allows customers to personalize products according to their
preferences. E-commerce businesses can work with suppliers to offer customizable products, such as
engraved jewelry or monogrammed gifts, to provide unique shopping experiences and meet customer
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demands for personalized products.

Product Exclusivity: Product exclusivity refers to offering products that are exclusive to a retailer or limited in
availability. E-commerce businesses can collaborate with suppliers on exclusive product lines or limited-
edition releases to create buzz, drive sales, and build brand loyalty among customers.

Supply Chain Resilience: Supply chain resilience is the ability of a supply chain to adapt to disruptions,
recover quickly, and maintain operations. E-commerce businesses should prioritize building resilient supply
chains by diversifying suppliers, implementing risk mitigation strategies, and enhancing supply chain
visibility.

Supplier Relationship Management: Supplier relationship management involves building and maintaining
strong partnerships with suppliers to foster collaboration, trust, and mutual success. E-commerce businesses
should communicate openly with suppliers, negotiate favorable terms, and resolve issues promptly to
strengthen supplier relationships and drive business growth.

Product Localization: Product localization involves adapting products to meet the preferences, cultural
norms, and language requirements of specific markets. E-commerce businesses can localize products
through product design, packaging, marketing, and customer support to enhance customer experience and
expand market reach.

Product Recalls: A product recall is the process of removing defective or unsafe products from the market.
E-commerce businesses should have procedures in place to handle product recalls effectively, communicate
with customers transparently, and work with suppliers to address quality issues and prevent future recalls.

Product Bundling: Product bundling involves selling multiple products together as a package. E-commerce
businesses can bundle complementary products to offer value to customers, increase average order value,
and promote cross-selling opportunities.

Product Lifecycle Management: Product lifecycle management is the process of managing products from
ideation to retirement. E-commerce businesses should implement product lifecycle management strategies
to optimize product performance, reduce time to market, and maximize profitability throughout the
product lifecycle.

Supply Chain Visibility: Supply chain visibility refers to the ability to track and monitor products, shipments,
and inventory across the supply chain. E-commerce businesses should leverage technology, such as
inventory management systems and supply chain analytics, to enhance supply chain visibility, improve
decision-making, and respond to market changes quickly.

Product Segmentation: Product segmentation involves categorizing products into distinct groups based on
customer needs, preferences, or usage. E-commerce businesses can use product segmentation to target
specific customer segments, tailor marketing messages, and optimize product assortment to drive sales and
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customer satisfaction.

Product Launch: A product launch is the introduction of a new product to the market. E-commerce
businesses should plan and execute product launches effectively by coordinating with suppliers, marketing
teams, and other stakeholders to generate excitement, drive sales, and maximize product visibility.

Product Listing Optimization: Product listing optimization involves optimizing product listings on e-
commerce platforms to improve visibility, search rankings, and conversion rates. E-commerce businesses
should optimize product titles, descriptions, images, and keywords to attract customers, enhance product
discoverability, and drive sales.

Product Recommendations: Product recommendations are personalized suggestions of products that
customers may be interested in based on their browsing history, purchase behavior, or preferences. E-
commerce businesses can use product recommendation algorithms to upsell, cross-sell, and increase
customer engagement on their website.

Product Data Management: Product data management involves organizing, storing, and updating product
information in a centralized database. E-commerce businesses should maintain accurate and up-to-date
product data, including prices, descriptions, images, and specifications, to provide customers with relevant
information and ensure consistency across all sales channels.

Product Merchandising: Product merchandising involves presenting and promoting products in a way that
attracts customers and drives sales. E-commerce businesses should use visual merchandising techniques,
such as product photography, product descriptions, and product displays, to showcase products effectively
and create a compelling shopping experience for customers.

Product Discovery: Product discovery refers to the process of finding new products that meet customer
needs and preferences. E-commerce businesses should invest in product discovery tools, such as market
research, trend analysis, and customer feedback, to identify emerging products, assess market demand, and
source products that resonate with customers.

Product Attribution: Product attribution involves providing detailed information about products, such as
brand, manufacturer, materials, and dimensions. E-commerce businesses should include product
attributions in product listings to help customers make informed purchasing decisions, compare products,
and understand product features and benefits.

Product Pricing Strategy: A product pricing strategy is a plan for setting prices for products to achieve
business objectives, such as profitability, market share, or customer acquisition. E-commerce businesses
should develop pricing strategies that consider factors such as costs, competition, customer perceptions,
and pricing trends to maximize revenue and customer value.

Product Promotion: Product promotion involves marketing and advertising products to increase visibility,
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generate interest, and drive sales. E-commerce businesses should develop promotional strategies, such as
discounts, coupons, partnerships, and social media campaigns, to promote products effectively, attract
customers, and boost sales.

Product Fulfillment: Product fulfillment is the process of picking, packing, and shipping products to
customers. E-commerce businesses should optimize product fulfillment operations to ensure timely
delivery, accurate order processing, and customer satisfaction.

Product Reviews: Product reviews are customer feedback and ratings of products based on their experience
and satisfaction. E-commerce businesses should encourage customers to leave product reviews, respond to
reviews promptly, and use feedback to improve product quality, customer service, and overall shopping
experience.

Product Assortment Planning: Product assortment planning involves selecting and organizing products to
meet customer needs, optimize inventory, and drive sales. E-commerce businesses should analyze sales
data, market trends, and customer preferences to plan product assortments that align with business goals
and customer expectations.

Product Placement: Product placement is the strategic positioning of products in-store or online to attract
customer attention and drive sales. E-commerce businesses should consider product placement, such as
featured products, best sellers, or new arrivals, to showcase products effectively, promote cross-selling, and
increase customer engagement.

Product Performance Metrics: Product performance metrics are key performance indicators (KPIs) used to
evaluate the success and impact of products on business goals. E-commerce businesses should track
product performance metrics, such as sales, conversion rates, customer reviews, and return rates, to assess
product effectiveness, identify opportunities for improvement, and make data-driven decisions.

Product Integration: Product integration involves incorporating products seamlessly into the overall
customer experience, from browsing to purchasing to post-sale support. E-commerce businesses should
integrate products effectively with website design, marketing campaigns, customer service, and fulfillment
processes to create a cohesive and engaging shopping experience for customers.

Product Upselling: Product upselling is the practice of encouraging customers to purchase a higher-priced
or more premium product than the one originally intended. E-commerce businesses can use upselling
techniques, such as product recommendations, bundles, or discounts, to increase average order value,
maximize revenue, and enhance customer satisfaction.

Product Cross-selling: Product cross-selling is the practice of recommending complementary or related
products to customers based on their purchase history or preferences. E-commerce businesses can use
cross-selling strategies, such as product bundles, accessories, or "Customers also bought" suggestions, to
increase product visibility, drive incremental sales, and enhance the shopping experience.
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Product Visualization: Product visualization involves using images, videos, or 3D models to showcase
products and provide a realistic representation of products online. E-commerce businesses should invest in
product visualization tools, such as high-quality photography, interactive videos
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