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W E L C O M E

Start here

If you have ever refreshed your Etsy dashboard with your stomach in a
knot — wondering what a slow week, a policy email, or a quiet
algorithm change might do to your income — this workbook was built
for you.

Etsy is one of the best places on the internet to start a business. It hands you traffic, trust, and a checkout on

day one. That is a genuine gift, and this workbook is not about walking away from it.

It is about something quieter and far more important: making sure that everything you build on Etsy also

belongs to you. Because a shop that lives entirely on one platform is not fully a business yet. It is a really good

start that is renting its foundation.

I learned that the hard way. I built an Etsy shop to just under a million dollars in four years, and then lost all of it

in a single afternoon. Everything in this workbook comes from that — what I had built, what I had not, and

what I would do differently if I could start again.

The sellers who last are not the ones who found a clever hack. They are the ones who slowly, deliberately

moved from renting their business to owning it. Success leaves clues, and this is the clearest one there is.

T H E  P O I N T  O F  T H I S  W O R K B O O K

You are not choosing between Etsy and independence. You are keeping Etsy as a launchpad while you

build assets that stay yours no matter what any platform decides.
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B E F O R E  YO U  B E G I N

How to use this workbook

What you will have when you finish

A clear, honest score of how dependent your business currently is — and exactly which pillar to fix first.

An owned audience you can reach any time, without asking a platform for permission.

Traffic coming from channels you control, not only from Etsy search.

A home for your brand that exists beyond your Etsy shop.

Documented systems and protected assets, so your business could survive being moved.

A written 90-day action plan you can actually follow.

Work through it in order. Each pillar builds on the one before it. Start with your Dependency Scorecard so
every decision after it is aimed at the right target.

1

Do the worksheets as you go. Reading creates awareness. Writing creates decisions. Every worksheet
ends with one concrete action, not a reflection.

2

Move at a real pace. This is a 90-day build, not a weekend project. One meaningful action per week
compounds faster than a burst you cannot sustain.

3

Keep it nearby. Re-take the scorecard every 90 days and watch your dependency score fall as your
ownership grows.

4

• 

• 

• 

• 

• 

• 
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C O N T E N T S

What is inside

— The Cost of Dependency
Why Etsy is a launchpad, not the destination

01 Pillar One — Know Your Dependency
The Business Dependency Scorecard™

02 Pillar Two — Own Your Audience
Build an email list you control

03 Pillar Three — Own Your Traffic
Pinterest, YouTube & SEO that send buyers

04 Pillar Four — Own Your Platform
A store and brand home beyond Etsy

05 Pillar Five — Own Your Operations
Systems, protection & The Portability Test™

— Your 90-Day Action Plan
Turn the five pillars into a schedule

— Progress Tracker & Next Steps
Measure your independence over time
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T H E  F O U N D AT I O N A L  I D E A

The cost of dependency

Etsy is a launchpad, not the destination.

The mental model behind everything that follows

Every successful Etsy shop eventually runs into the same uncomfortable truth: almost none of what makes it

work actually belongs to the seller. The traffic belongs to Etsy. The customer relationships belong to Etsy. The

storefront, the reviews, the search visibility, even the ability to message a past buyer — all of it lives on a

platform you do not control and cannot export.

That is fine when everything is going well. The danger is that dependency is invisible until the moment it is not.

Sellers do not lose their businesses because they did something wrong. They lose them because everything

they built was standing on ground they did not own.

T H E  M E N TA L  M O D E L :  B U I L D  A S S E T S ,  N OT  D E P E N D E N C I E S

An asset is something you keep even if a platform disappears — an email list, a domain, a documented

process, a protected brand. A dependency is something that vanishes the moment the platform

changes its mind. The whole game is converting dependencies into assets, one at a time.

BUILD BEYOND ETSY™ 5



W H AT  T H I S  C O S T  M E

The afternoon I lost
a million-dollar shop

R E A L  E X A M P L E

I built an Etsy shop from zero to just under $1 million in four years. At its peak it was doing $40,000 a

month. Over 7,000 reviews. Around 40,000 customers.

I logged in one afternoon and there was a red banner across my shop page: permanently suspended. No

email. No explanation. I appealed four times and got the same generic refusal every time.

Everything that made that business work belonged to Etsy, and it all disappeared in a single afternoon —

the reviews I had earned one order at a time, the search ranking, the income, and every one of those

40,000 customers.

Here is the part I think about most. I had started an email list shortly before it happened. I had 25 people

on it.

Twenty-five, out of 40,000 buyers who had already paid me money and trusted me enough to come

back.

If I had started that list in year one instead of year four, I would have walked away from that afternoon

with an audience instead of a screenshot. I owned a domain, but no working site to send anyone to. I had

almost nothing that was actually mine.

I am rebuilding now, and I am not starting from nothing — I have the skills, and I still have thousands of

products and I know exactly which ones convert. But I am starting over, and I did not have to be.

This workbook is the thing I wish someone had handed me in year one.
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T H E  F R A M E W O R K

The 5 Pillars of
Business Independence™

Business independence is not one big leap. It is five specific things you can own, tackled in a deliberate order.

Each pillar converts one major dependency into a lasting asset. You do not need to complete all five at once —

you need to know your weakest pillar and start there.

1 Know Your Dependency

Measure exactly how exposed your business is today with the Business Dependency Scorecard™.

2 Own Your Audience

Build an email list you control, so you can reach your buyers without a platform’s permission.

3 Own Your Traffic

Create discovery channels — Pinterest, YouTube, SEO — that send buyers you don’t rent.

4 Own Your Platform

Give your brand a home beyond Etsy: your own store, domain, and direct way to sell.

5 Own Your Operations

Document your systems and protect your assets so your business could survive being moved.

H O W  TO  M OV E  T H R O U G H  T H E  P I L L A R S

Pillar 1 tells you where you stand. Your lowest category score points to the pillar you should build first.

Everything else follows the order that protects your income fastest: your audience, then your traffic,

then your platform, then your operations.
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P I L L A R  O N E

01
Know Your
Dependency

You cannot build independence until you can measure
dependence. This is your baseline.



P I L L A R  O N E

Know your dependency

Before you change anything, you need an honest picture of how exposed your business really is. Most sellers

dramatically underestimate their dependency because everything feels fine — right up until it isn’t. A number

cuts through that.

The Business Dependency Scorecard™ measures four things that decide whether you own a business or rent

one: your audience, your traffic, your platform, and your operations. Score yourself honestly. A low score is not

a failure; it is a map.

W H Y  I T  M AT T E R S

You cannot fix what you have not measured. A score turns a vague worry into a clear priority — and

gives you something concrete to improve every 90 days.

R E A L  E X A M P L E

If someone had handed me this scorecard in year three, I would have scored somewhere around 20 out

of 100. I was doing $40,000 a month at the time.

That is the trap. Revenue felt like proof that everything was fine, and revenue had nothing to do with it.

My income was enormous and my ownership was almost zero, and nothing in my dashboard was ever

going to tell me that.

Score yourself on ownership, not on sales. They are completely different numbers, and only one of

them protects you.

How to score

Rate each statement from 1 to 5, where 1 = not true at all and 5 = completely true. Add each category for a

score out of 25, then total all four for a score out of 100.
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A S S E S S M E N T

The Business
Dependency Scorecard™

Audience Ownership ___ / 25

I have an email list I own and can export at any time. 1  2  3  4  5

I can reach past customers without relying on Etsy Messages. 1  2  3  4  5

I collect customer contact details, with permission, from my orders. 1  2  3  4  5

I know roughly how many people are on my owned audience list. 1  2  3  4  5

I communicate with my audience regularly, outside of Etsy. 1  2  3  4  5

Traffic Ownership ___ / 25

I drive traffic to my products from sources I control. 1  2  3  4  5

Less than half of my traffic depends on Etsy search alone. 1  2  3  4  5

I have at least one external channel that sends steady visitors. 1  2  3  4  5

I could still be discovered if Etsy search visibility dropped tomorrow. 1  2  3  4  5

I track where my traffic actually comes from. 1  2  3  4  5
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A S S E S S M E N T,  C O N T I N U E D

Platform & operations

Platform Ownership ___ / 25

I own a store or website outside of Etsy, or have one in progress. 1  2  3  4  5

I own my domain name. 1  2  3  4  5

I could sell directly to customers if I needed to, without Etsy. 1  2  3  4  5

My brand exists somewhere buyers can find it beyond my Etsy shop. 1  2  3  4  5

I am not one hundred percent dependent on Etsy to process a sale. 1  2  3  4  5

Operational Portability ___ / 25

My core business processes are documented, not only in my head. 1  2  3  4  5

My product files, photos, and records are backed up outside Etsy. 1  2  3  4  5

My business is registered or structured, or I have a clear plan to. 1  2  3  4  5

I could rebuild my shop on another platform within 30 days. 1  2  3  4  5

My brand name and key assets are protected. 1  2  3  4  5

TOTA L  YO U R  S C O R E

Audience ______  +  Traffic ______  +  Platform ______  +  Operations ______  =  ______ / 100
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YO U R  R E S U LT S

What your score means

Find your total below. Then note your lowest category — that is the pillar you build first.

0–24 Platform Dependent

Your business lives almost entirely on Etsy. This is the highest-risk position — and the one with the
most to gain. Start immediately with your weakest pillar.

25–49 Early Stage

You have taken a few first steps. The foundation is fragile but real. Focus on your lowest category
and build consistency.

50–74 Building Independence

You are meaningfully diversified and far safer than most sellers. Close the gap on your weakest
pillar to reach true ownership.

75–100 Business Owner

You own your business, not just a shop. Etsy is now one channel among several. Protect and
systemize what you have built.

YO U R  P R I O R I T Y  P I L L A R

Whichever category scored lowest is where you begin. Audience → Pillar 2. Traffic → Pillar 3. Platform

→ Pillar 4. Operations → Pillar 5. Fixing your weakest link raises your whole score the fastest.
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W O R K S H E E T  1

Your dependency snapshot

My total dependency score

Out of 100.

My lowest-scoring category

This is my priority pillar.

What that score tells me about my current risk

One or two honest sentences.

SAMPLE ANSWER

I scored 31. My audience score was 6 out of 25, which means if my shop closed tomorrow I could not contact a
single person who has ever bought from me. My sales are healthy, so I have been telling myself I am fine. I am not
fine, I am exposed.

YO U R  D E C I S I O N

Based on my lowest category, the first pillar I will build is:
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P I L L A R  T W O

02
Own Your
Audience

An audience you can reach without permission is the single
most valuable asset in your business.



P I L L A R  T W O

Own your audience

Right now, your customers are not really yours. Etsy owns the relationship. You cannot email a past buyer

whenever you like, you cannot export your customer list, and if your shop went away tomorrow, so would every

person who ever bought from you.

An email list changes that permanently. It is the one audience you fully own — you can export it, move it, and

reach it any time, with no algorithm deciding whether your message is seen. This is why it is Pillar 2: nothing

else you build matters as much as being able to reach the people who already trust you.

W H Y  I T  M AT T E R S

Ads rent attention. An email list owns it. A list of even a few hundred real buyers can relaunch your

entire business from scratch — which is exactly what a platform can never take from you.

R E A L  E X A M P L E

By the end, I had two ways of capturing emails and both of them were working.

Every physical product went out with a package insert with a QR code on it — no typing a URL, no hunting

for a link, just scan it with your phone. And every digital product buyer got a thank-you email with an

invitation to join the list built right into it.

Neither one was complicated. Neither one took long to set up. Signups were coming in steadily.

I built them in year four.

For four years, roughly 40,000 people bought something from me, trusted me enough to leave a review,

and came back to buy again — and I had no way to reach a single one of them outside of Etsy. When my

shop was suspended, I had 25 email addresses. Not 25,000. Twenty-five.

The methods worked. I just ran them for a few months instead of four years. That is the entire lesson of

this pillar: the tactics here are not hard and they are not expensive. The only variable that actually

matters is when you start.

A list of 200 buyers you can email today is worth more than 40,000 customers you can only reach with

a platform’s permission.
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P I L L A R  T W O  ·  I M P L E M E N TAT I O N

How to implement it

You need three things: a place to collect emails, a reason for people to give you one, and a habit of showing up

in their inbox. Keep it simple. A solid email platform, one genuinely useful freebie, and a short monthly note

will outperform any complicated funnel you never finish.

Start by capturing the buyers you already have — they are the warmest audience you will ever get — then add

steady new signups from every place your brand appears.

T H E  P L AT F O R M  I  U S E  A N D  R E C O M M E N D

I use Klaviyo. The reason is the only reason that matters for this pillar: you own the list and you can

export it, in full, at any time, without asking anyone. Whatever you choose, confirm that is true before

you build anything on top of it. A list you cannot export is not an asset you own.

Your action steps

Set up an email platform you can export from at any time. Klaviyo is what I use; the export test is the
requirement, not the brand.

1

Create one simple lead magnet — a guide, discount, or checklist your ideal buyer actually wants.2

Add a QR code package insert to every physical order. Use a code, not a printed link. Nobody types a URL
from a card into their phone; almost everybody will scan one.

3

Build the signup invitation into your digital delivery email. Digital products never get a physical insert, so
the thank-you or download email is your only capture point — use it.

4

Put your signup link in your shop announcement and every social bio.5

Send one short, useful email each month so your list stays warm and remembers who you are.6
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P I L L A R  T W O  ·  I M P L E M E N TAT I O N

Your Own-Your-Audience checklist

Set up an email platform and confirm you can export your subscribers.

Create one lead magnet worth trading an email address for.

Add a signup link to your Etsy shop announcement.

Design and order QR code package inserts inviting buyers to subscribe.

Add the signup invitation to your digital product delivery email.

Add your signup link to every social media bio.

Write and schedule your first welcome email.

Commit to one email per month and put it on your calendar.
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W O R K S H E E T  2

Build your list

My lead magnet idea (what will I give away?)

Something my ideal buyer genuinely wants.

SAMPLE ANSWER

A one-page printable seating chart planner for brides, delivered instantly. It solves a problem my buyer already has
on the same day she is shopping for my invitations.

Where I will collect emails

List every place: inserts, delivery emails, announcement, bios, website.

SAMPLE ANSWER

QR code insert in every shipped order, signup line in my digital download email, shop announcement, Instagram
and Pinterest bios.

What my first email to buyers will say

One helpful message, not a hard sell.

SAMPLE ANSWER

Thank them, deliver the freebie, and share one genuinely useful tip about using what they bought. No pitch at all in
email one.

YO U R  D E C I S I O N

The one list-building action I will complete this week is:
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P I L L A R  T H R E E

03
Own Your
Traffic

When you control how people discover you, a change to Etsy
search stops being a threat.



P I L L A R  T H R E E

Own your traffic

Most Etsy sellers have exactly one traffic source: Etsy search. It is free, it is powerful, and it is completely

outside your control. The day it shifts, your visitors vanish and there is nothing you can do.

Owned traffic means building discovery channels that send buyers to your products no matter what any single

search algorithm does. The three that work best for handmade and digital sellers are Pinterest, YouTube, and

content built around SEO — because all three keep working long after you publish.

W H Y  I T  M AT T E R S

Etsy search decides who sees you today. Owned traffic channels decide who sees you for years. A single

Pinterest pin or YouTube video can send buyers to your shop for months, from an audience Etsy never

controlled.

R E A L  E X A M P L E

I want to be honest about this one, because it is the pillar I did worst at.

Almost all of my traffic came from Etsy search. Almost a million dollars in sales, and the overwhelming

majority of the people who found me were handed to me by a search bar I did not control.

The one exception was Pinterest. I pinned occasionally — generic pins, low effort, no real strategy,

whatever I could throw up quickly between orders. And it still sent me buyers. Consistently.

That is the detail I want you to sit with. Pinterest sent me real traffic while I was barely trying. I never

once gave it genuine attention, and it still worked. I have thought about that a lot since, because it means

the ceiling on that channel was never the channel — it was me treating it as an afterthought.

In the rebuild I am leading with Pinterest and paid search, because my buyers are looking for specific

things at specific times, and both of those channels put me in front of someone at the exact moment they

are searching.

If a channel produces results while you are ignoring it, that is not a small signal. That is the channel

telling you what it would do if you showed up.
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P I L L A R  T H R E E  ·  I M P L E M E N TAT I O N

How to implement it

You do not need to master every platform. Pick one owned traffic channel that fits how you like to create, and

go deep before you add a second. Pinterest suits visual products and takes the least time. YouTube builds the

deepest trust. Blog or content SEO compounds slowly but powerfully.

Whatever you choose, the pattern is the same: create searchable content, link it to your products, use the

words your buyers actually type, and stay consistent long enough for it to compound.

PA I D  T R A F F I C :  R E N T E D  O R  O W N E D ?

Paid ads pointed at a marketplace listing are pure rent. You stop paying, everything stops, and you keep

nothing.

Paid ads pointed at your own site, capturing emails as visitors land, are how you buy an owned asset.

Same tactic, completely different outcome.

The question is never whether traffic is paid. It is whether you keep anything after the traffic leaves.

Your action steps

Pick one owned traffic channel to focus on first — Pinterest, YouTube, or content SEO.1

List the exact words and phrases your ideal buyer searches for. Their words, not your product names.2

Create your first five pieces of searchable content linked to your products.3

Add a clear link path from that content to your shop or website.4

Set a realistic publishing rhythm you can sustain for 90 days.5

If you run paid ads, send them to a page you own and capture the email before the sale, so you keep
something either way.

6
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P I L L A R  T H R E E  ·  I M P L E M E N TAT I O N

Your Own-Your-Traffic checklist

Choose one primary owned traffic channel to focus on first.

Write down 10 keywords or phrases your buyers actually search.

Set up your profile on that channel with your brand and shop link.

Create and publish your first five pieces of content.

Confirm every piece links clearly back to your products.

Add a simple way to track which channel sends your traffic.

Point any paid traffic at a page you own, with email capture on it.

Schedule your publishing rhythm for the next 90 days.
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W O R K S H E E T  3

Build your traffic

The one traffic channel I will focus on first

And why it fits me.

SAMPLE ANSWER

Pinterest. My products are visual, my buyers plan events months ahead, and I can make a pin from photos I already
have in about ten minutes.

10 keywords or phrases my buyers search

Write the words they actually type.

SAMPLE ANSWER

Not “elegant stationery suite.” Try “rustic wedding invitation template,” “printable baby shower invite,” “last
minute invitations.” Real buyers type plain words.

My publishing rhythm I can keep for 90 days

Be honest about what is sustainable.

SAMPLE ANSWER

Three pins every Monday morning while my coffee brews. Not twenty a week — I will quit by week two.

YO U R  D E C I S I O N

My first piece of owned-traffic content will be:
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P I L L A R  F O U R

04
Own Your
Platform

A brand with a home of its own is a business. A brand with
only a shop is a listing.



P I L L A R  F O U R

Own your platform

Your Etsy shop is a storefront inside someone else’s mall. It is a wonderful place to be — but you can never own

the building, set the rules, or take the address with you. Owning your platform means giving your brand a home

that is entirely yours: your own store, your own domain, and the ability to sell directly if you ever need to.

This is not about replacing Etsy. It is about making sure Etsy is one door into your business, not the only one.

W H Y  I T  M AT T E R S

A domain and a simple store are permanent assets. They keep your brand findable, let you sell without

paying a marketplace, and mean that if a platform ever closes its doors to you, your business still has a

front door of its own.

R E A L  E X A M P L E

I was mid-move when it happened.

I had bought the domain. I had started transferring listings over to Shopify. I was still working out how to

structure the store so it would actually convert, and I had not finished — so when the banner appeared, I

had an address and a half-built house and nowhere to send 40,000 people.

The difference between “I own a domain” and “I can take a payment today” turned out to be the entire

difference.

I am on Shopify for the rebuild. It is genuinely easy to use and the app ecosystem does most of the heavy

lifting, which matters when you are running a business alone.

But I want to be clear-eyed about what I am telling you, because the whole point of this workbook is not

pretending. Shopify is also a platform. Shopify can also remove you.

The difference is what you walk away with. If Shopify closed my store tomorrow, I still own my domain. I

have a backup of my site. I own my email list. I could relaunch somewhere else in days, and every

customer I have would follow me there, because I can reach them without asking anyone.

Ownership is not finding a platform that will never fail you. It is making sure that when one does, you

keep the things that matter — your address, your files, and your people.
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P I L L A R  F O U R  ·  I M P L E M E N TAT I O N

How to implement it

Start with the two assets that matter most and cost the least: your domain name and a simple direct-sell store.

You do not need a beautiful custom website to begin. You need an address you own and a way to take a

payment that does not depend on Etsy.

Then start pointing traffic there gently — on your packaging, in your emails, from your owned content — so

your own platform grows alongside your shop rather than competing with it.

W H AT  I  U S E ,  A N D  T H E  H O N E S T  C AV E AT

I build on Shopify. It is user-friendly and the app ecosystem removes most of the technical work, which

matters when you are doing this alone.

But Shopify is still a platform, and it can remove you too. What makes it different is not safety — it is

that the assets underneath it are portable. Your domain is yours. Your site can be backed up. Your list is

exportable. That is what makes the choice defensible, and it only holds if you actually do the backups.

Your action steps

Buy the domain name that matches your brand, even if you are not ready to use it yet. This is the
cheapest asset in the entire workbook.

1

Set up a simple store where customers can buy directly from you.2

Add your bestsellers with clear photos, descriptions, and a working checkout — and test it by buying
something yourself.

3

Put your domain on your packaging, emails, and content.4

Back up your store and export your customer list on a schedule. A platform you can rebuild from a
backup is a platform you effectively own.

5

Send a small, steady share of your traffic to your own platform.6
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P I L L A R  F O U R  ·  I M P L E M E N TAT I O N

Your Own-Your-Platform checklist

Buy the domain name that matches your brand.

Choose a simple platform for your own store.

Add your top-selling products with photos and descriptions.

Set up and test a working checkout with a real purchase.

Add your domain to your packaging and email signature.

Link to your store from your owned content and social bios.

Set a recurring schedule to back up your site and export your customer list.

Make your first direct sale outside of Etsy.
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W O R K S H E E T  4

Build your platform

The domain name I will claim for my brand

First and second choice.

SAMPLE ANSWER

First choice: my exact shop name, .com. Second: shop name plus my product category. Buy it today — it costs less
than one month of Etsy fees.

The products I will list on my own store first

Start with proven bestsellers.

SAMPLE ANSWER

My top five sellers only. Not the whole catalogue — I will never finish, and five is enough to take a real payment.

How I will point buyers to my own platform

Packaging, email, content, bios.

SAMPLE ANSWER

Domain printed on every insert card, in my email signature and footer, in my Pinterest bio, and linked from every
piece of content I publish.

YO U R  D E C I S I O N

The one platform-building step I will take this week is:
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P I L L A R  F I V E

05
Own Your
Operations

A business you can move, rebuild, and protect is a business no
single platform can end.



P I L L A R  F I V E

Own your operations

The first four pillars build your independence. This one protects it. Owning your operations means two things:

your business runs on documented systems rather than living entirely in your head, and your brand and assets

are protected so no one can take what you have built.

The simplest test of whether you truly own your business is this: if you had to move it somewhere else

tomorrow, could you? Most sellers cannot — not because the business is weak, but because everything holding

it together is undocumented and unprotected.

W H Y  I T  M AT T E R S

Systems make your business portable, teachable, and calm. Protection makes it durable. Together they

turn a shop that depends on you and one platform into a business that can survive both change and

growth.

The Business Portability Test™

Five questions. If you can answer yes to all five, you own a business — not a shop.

Could someone else fulfill your orders using your written process?

Could you reach every customer without logging into Etsy?

Is your revenue documented somewhere you own and control?

Could you keep selling if your Etsy shop disappeared tomorrow?

Are your core processes written down, not just remembered?
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P I L L A R  F I V E

How I actually
lost my shop

R E A L  E X A M P L E

The details matter more than the headline, so here is exactly what happened.

Etsy removed one of my listings and gave me a strike. That was the first I knew anything was wrong. No

warning. No email. No request to change a word or remove a term. The listing was down and the strike

was on my account before I knew a claim existed.

The claim was trademark infringement. And here is the part that still gets me: the trademark did not

exist when I created that listing. It was registered eighteen months after my listing went live, by someone

who then used it to report me.

There is no way to counter a trademark claim on Etsy. It is not a hard process. It is not a process at all.

The same person also filed a copyright claim against me — a newer competing shop, and this is

apparently something he was known for doing. Normally I could have countered a copyright claim. I could

not counter his, because of where he was located. Had he been in the US, I would have had that option.

He was not, so I did not.

This year, that trademark was challenged in court and thrown out. The registration is gone.

My shop is still gone too. I have contacted Etsy with the court outcome and have not heard back.

I do not think of that as vindication, because I always knew I had not done anything wrong. What it

actually proved was something worse: I was right the entire time, and being right changed nothing.

That is what dependency really means. Not that you might make a mistake and get punished for it — that

you can do everything correctly and still lose all of it, because the decision was never yours to make.
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P I L L A R  F I V E  ·  S E C T I O N  5 . 1

Build your systems

Document the handful of processes your business actually runs on. You are not writing a manual — you are

writing down what you already do so it lives outside your head. Aim for five core processes.

O W N  YO U R  TO O L S ,  N OT  J U S T  YO U R  TA S K S

Keep your master files, photos, product data, and records in tools you own — your own cloud storage

and a simple spreadsheet — not locked inside Etsy. If it only exists on the platform, you do not really

own it.

Order fulfillment — exactly how an order goes from sale to shipped.1

Product creation — how you make or prepare each product.2

Customer service — how you handle questions, issues, and refunds.3

Listing and launch — how a new product goes live, everywhere.4

Weekly admin — the recurring tasks that keep the business running.5
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P I L L A R  F I V E  ·  S E C T I O N  5 . 2

Protect your business

Legal basics. Register your business structure and look into trademarking your brand name once it is
established. This is not legal advice — it is a prompt to talk to someone who can give it.

Data backup protocol. Back up your product files, photos, customer list, and records on a regular schedule,
in storage you control.

Brand protection. Secure your brand name across your domain and key platforms so no one else can claim
it.

Monitor, do not just check

Most advice tells you to search for existing trademarks before you list. Do that — it is necessary. But my

situation proves it is not enough. My listing was clean on the day I published it. The trademark came later.

A one-time check protects you against what exists today. It does nothing about what someone registers

eighteen months from now and then uses against you.

What you actually need is monitoring — a recurring check of your own listings against newly registered marks.

When I was running my shop this was not realistically possible. Scanning thousands of listings against a

constantly changing register by hand is not a thing a solo seller can do.

That has changed. It is now possible to build a simple AI-powered tool that scans your listing titles and tags

against trademark databases on a schedule and flags anything newly registered. If you have a large catalogue, it

is one of the highest-value protective systems available to you, and it did not exist as a realistic option a few

years ago.

I am building exactly this tool right now, for the obvious reason — I am not willing to rebuild a catalogue and

leave it exposed to the same thing twice. I will be releasing it to my community once it is ready. If you want to

know when, my email list is where I will announce it.

D O  N OT  WA I T  F O R  I T

Set a calendar reminder and check your highest-earning listings by hand every quarter, starting this

week. Ten listings checked manually beats a thousand listings monitored by a tool that does not exist

yet.

• 

• 

• 
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Two honest caveats on any scanning tool, mine included: it is a monitoring aid, not legal clearance, and

a flag is a prompt to look closer, not a verdict. If something surfaces, that is when you speak to an

attorney.
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P I L L A R  F I V E  ·  I M P L E M E N TAT I O N

Your Own-Your-Operations checklist

W H Y  T H AT  L A S T  O N E  M AT T E R S

My listing predated the trademark by eighteen months, and that is exactly the kind of evidence that

eventually invalidated the registration in court. Most sellers keep nothing that could prove first use.

Screenshots and dated exports cost you nothing today and may be worth everything later.

Write down your five core processes in a document you own.

Move your master files and photos into storage you control.

Start a simple spreadsheet that records your revenue and key numbers.

Set a recurring backup schedule for all critical files.

Look into registering your business structure.

Check whether your brand name can be trademarked and secured.

Run a trademark search before publishing any listing containing a phrase, name, or event term.

Set a recurring schedule to re-check existing listings against newly registered marks.

Keep dated records proving when each of your listings first went live.
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W O R K S H E E T  5

Protect and systemize

The first process I will document this week

Pick the one only you know how to do.

SAMPLE ANSWER

How a custom order goes from message to delivered file. Right now it lives entirely in my head, which means I can
never take a week off.

Where my files, photos, and records will live

Storage I own and control.

SAMPLE ANSWER

One cloud folder with subfolders for product files, photos, and exported order history. Backed up on the first
Monday of every month.

My biggest protection gap right now

Legal, backup, or brand — be honest.

SAMPLE ANSWER

Brand. I have never run a trademark search on any of my listing phrases, and I have no record of when my listings
first went live.

YO U R  D E C I S I O N

The one operations step I will complete this week is:
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I M P L E M E N TAT I O N

Your 90-day action plan

Independence is built in weeks, not weekends. This plan turns the five pillars into a realistic schedule. Adjust

the order so your lowest-scoring pillar comes first — but keep the rhythm of one meaningful action at a time.

PHASE FOCUS & OUTCOMES

Days 1–15
Baseline

Complete your Business Dependency Scorecard™. Identify your lowest category and
commit to your priority pillar. Set up your email platform and confirm you can export from
it. Small, foundational wins.

Days 16–45
Audience & traffic

Launch your lead magnet and start capturing every buyer’s email through QR inserts and
your digital delivery email. Choose one owned traffic channel and publish your first five
pieces of content. Send your first email.

Days 46–75
Platform

Claim your domain and set up a simple store. List your bestsellers with a working checkout
and test it yourself. Begin pointing a small share of your traffic to your own platform.

Days 76–90
Operations

Document your five core processes. Move your files into storage you own. Set a backup
schedule. Run a trademark check on your top listings and record their live dates. Re-take
the scorecard.

T H E  O N E  RU L E

One meaningful action per week beats a burst you cannot sustain. Independence is a compounding

asset — the consistency matters more than the speed.
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M E A S U R E  YO U R  P R O G R E S S

Progress tracker

Re-take the Business Dependency Scorecard™ every 90 days. Watching your score climb is the clearest proof

that you are converting dependencies into assets.

CATEGORY START DAY 90 DAY 180

Audience Ownership ____ / 25 ____ / 25 ____ / 25

Traffic Ownership ____ / 25 ____ / 25 ____ / 25

Platform Ownership ____ / 25 ____ / 25 ____ / 25

Operational Portability ____ / 25 ____ / 25 ____ / 25

Total ____ / 100 ____ / 100 ____ / 100

Pillar completion

Pillar 1 — I know my dependency score and my priority pillar.

Pillar 2 — I own an audience I can reach any time.

Pillar 3 — I own at least one traffic channel that sends buyers.

Pillar 4 — My brand has a home beyond Etsy.

Pillar 5 — My systems are documented and my assets are protected.
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YO U  D I D  T H E  W O R K

You now own
your business

When you started this workbook, almost everything that made your shop work belonged to a platform. Now,

one asset at a time, it is starting to belong to you — your audience, your traffic, your platform, and your

operations.

You did not walk away from Etsy. You did something far smarter: you kept the launchpad and built a business

underneath it. That is the whole point of Build Beyond Etsy.

I lost a million-dollar shop in an afternoon because I built everything I had on ground I did not own. You now

know exactly what I did not. Keep the rhythm, keep going, and re-take your scorecard until you reach 100.

Success leaves clues.

You are now following the clearest one there is: build a business you

own.
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