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Many smallholders have something to sell – produce, livestock, craft, their time 
and skills. If you’ve got more capacity or supply than demand, selling and 
marketing online can be a great way to earn extra income (or even a main 
income).

I’m going to use the terms marketing and selling interchangably – it may be that 
you have nothing to actually sell online, but have a meat-space business you 
want to promote. That’s part of this too.

Most of this is generally applicable and not specific to smallholding.
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If you’ve got a smallholding or a small farm, or even a large garden, you probably 
have something you could sell.

Eggs, livestock, vegetables, plants, craft, fleece, accommodation, skills, 
knowledge.

If you don’t have anything to sell, or have no inclination to sell online, hopefully 
you might still find some of this stuff interesting, and it will provide some insights 
for you as a potential buyer online.
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Caveat – my advice, like almost everyone else’s, can be summarised by this 
quote from Paul Buchheit.

I know a lot about the processes and techniques for this stuff, but you know your 
situation (or business) better than me or anyone else.

So in 45 min there’s going to be a lot of generalisation, and for you some of it 
might even be plain wrong.
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If you can, ignore the web and sell locally. If you can get enough business locally 
that’s absolutely the best thing – you get to meet and know your customers, can 
give much better customer service, save on delivery charges / environmental 
costs, and get the best feedback and help with future planning.

This is our sign, at our road end. We sell £4k+ eggs per year, all of our meat, and 
some plants, and give away some surplus.

But not everyone is in this situation, and you may have something much better 
suited to selling online or where you need the audience online brings, because 
the internet is a big place…
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We’ve come a long way in a short space of time.

Google is worth about $198bn today.

For these purposes, website = unique registered domain. Only about 20% of 
domains are genuine websites.

Still, in 2014 that translates to 200m sites, or 15 users per site.

The web is now mind-bogglingly big, with about 200m active sites. We’re coming 
to the end of the land-grab / frontier phase of the web.
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This is good news – although 1m websites account for 50% of all web traffic, 
most of those are way-stations – people are passing through, some of them 
looking for you!

There are exceptions, including Facebook and Youtube.

The take-away from this slide is that Facebook, Google and YouTube especially 
are likely to be important to you if you’re selling online.
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The userbase is so large, you only need a tiny fraction of it to do okay.

Less than one thousandth of one percent of internet users visit our wee 
smallholding corner of the web – in 2015 that was 1m unique visitors, viewing 5m 
pages.
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This should be fairly obvious by now, a quick recap.
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Who has seen this photo?

Posted by Chris Smith to Facebook in 2015, I posted it on imgur and Reddit, 
shared widely across all major social networks, Pinterest etc. Millions of views.

Benefit to Chris? Not much.
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We need to distinguish between supporters and customers
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Let’s look at some of the best and most commonly used channels available to 
you.
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We’ll use a meat-space analogy to look at some of the most popular and effective 
online channels available to you.



13

eBay is an established marketplace, a great place to sell casually.
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As a standard user, there are pros and cons.

eBay is great if you’re just selling a little, are happy with the fees, and aren’t 
trying to sell a story / added value.
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If you sell more than about 100 items per month, a shop becomes better value. 
Still gouging for 15% of sale price though.
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Facebook – one thing you need to know - it’s complicated. There are lots of 
options for marketing and selling.

I want to look at three options:

Selling groups
Business page
Store apps
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Buying and Selling Groups on Facebook.
Tend to be private – need to apply to get access.
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It’s an ok channel for the occasional sale.

No long term value, listings will disappear quickly, never appear in Google.
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Pages – setup your own business or organisation page on Facebook.

Allows you to brand the page, people can Like your page, and may see stuff you 
post.
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Pages are essentially a marketing channel – good for brand awareness, for 
educating and informing people about your product or services, and for sharing 
pages from your website.

BUT – very limited visibility if your posts in user timelines. On average a post will 
appear in only 6% of your followers’ timelines. You have to pay to ‘Boost’ posts to 
have them appear in more timelines.

This isn’t going to get better – it’s FB’s growth revenue stream.
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To get most value from FB pages, you need your own website and/or a mailing 
list (more on that later).

So people see your stuff on FB and visit your website / sign-up for a mailing list.

FB algorithm promotes ‘interesting’ posts, those that get Likes and Shares 
quickly.
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Don’t do it. Or call if F-commerce.

People come to FB to socialise, for entertainment and for information/news.

Most of these shop apps just shovel you off to a website to buy – FB is a horrible 
user experience for shopping.
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Lots of other options for small-scale selling of most stuff.

The pros and cons are largely the same though – free and easy to list, 
frequented by buyers.

But no long-term value, very little search engine traffic, some fees.



24

3 easy steps to your own website.

It’s not quite this easy, but it’s getting that way.

WordPress powers 25% of the world’s websites – for good reason. Mature, 
flexible, easy to use.

Use wordpress.com for an easy hosted solution.

Get a web host with WordPress for more control.

There are many, many other options, IMHO all small businesses should use 
WordPress – ubiquitous, easy to find skilled help, easy to learn, incredibly 
powerful.
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Content is king.

Make your site look nice, but don’t spend more time on detail than on content.

Ling – famous for having a terrible website. Moderately successful because of 
prices, not presentation.
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Craigslist – successful because it’s useful, not beautiful.
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Responsive design – makes your website usable on any screen



28

650m people worldwide have a disability that may affect the way they access the 
web.

Make sure you site’s accessible – harder to do, but at least try using it without a 
mouse.

Moral case and business case (and it’s the law).
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Having your own site has lots of positives.

On the downside you do need to have modest computer skills – but if you can 
use Facebook you can use WordPress, and like most things to master it you 
need to practice and set aside time to learn.
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Rosedean Shetland Cattle
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BrickWorld – free e-commerce.
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We saw from the stats how few users there are now per website.

The figures lie though – there’s a lot of low quality sites out there with little to offer 
visitors.

Just building your site *might* be enough to attract visitors. If you focus on 
original, quality, interesting content, promote through other channels, and 
participate in other spaces online you will succeed.
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How to get traffic.

It will be a slow haul, but you will get there.

Everyone wants to be #1. You only need to be #1-20 for a very small, select 
range of searches to be successful.
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This is how Google makes its money. $67bn+ in 2015
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It’s fairly technical to get up and running, but this is excellent for targeted, 
economical marketing.

You can set a budget – try it with a fiver and see how it goes.

Directs potential customers straight to your products, on your site.
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It works. We use it a lot. 
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A mailing list – enables you to send emails to people who have opted-in. You 
know they’re interested in what you do, which is a great confidence booster.
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In summary – optimal solution is to use all of this stuff to some degree.

Even if you’re not selling consider having your own site – it’s a fulfilling and 
valuable thing to do just for yourself, recording your progress smallholding.


