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COVID-19 has made a signi�cant impact on e-commerce businesses across the globe. As more  

consumers worry about losing their jobs and focus on essential spending, e-commerce businesses  

spanning a variety of industries are taking a �nancial hit. 

 

The negative economic impact from the spread of the coronavirus does not show signs of stopping  

anytime soon, leaving many e-commerce businesses wondering how they are going to survive this  

pandemic. As COVID-19 threatens their livelihood, businesses need the tools, resources, and  

information necessary to stay in business and remain pro�table during these uncertain times. 

 

To help businesses facing this struggle, we have put together this ebook. Let this book serve as a  

survival guide for your e-commerce business to navigate through these turbulent times and come  

out thriving on the other end. 
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The most important tool any e-commerce business needs to 

survive the impact of coronavirus is cash�ow. As many states 

and countries across the globe are enforcing a strict lockdown 

and are issuing stay-at-home orders, maintaining su�cient 

cash �ow will be critical for businesses hoping to make it 

through the lockdown.  

  

While this proves di�cult for traditional brick-and-mortar 

stores and restaurants, it is also a challenge for e-commerce 

businesses who face an uptick in competition due to 

COVID-19.  

  

Additionally, as conditions worsen, causing people to spend 

more time at home, e-commerce businesses that o�er non-

essential products have to �ght for attention from consumers 

who are focused on buying only the products they vitally 

need.  

 

The increase in furloughs and layo�s have not helped the 

matter as an increasing number of consumers have chosen to 

save money to pay bills rather than splurging online. 

For these reasons, it can be di�cult for e-commerce retailers to  

maintain su�cient cash �ow. Ecommerce businesses that can  

manage their cash �ow e�ciently, will emerge as winners after  

this pandemic. Here are a few strategies you can use to help  

increase cash �ow to your business:

Cash flow

Gift cards

Gift cards are a great tool for increasing cash �ow because they  

give your business money when you need it the most: presently.  

Gift cards are essentially a mini loan from a customer to your  

business, which is great for multiple reasons: 

  

1. You increase your cash �ow during a di�cult period 

 

2. You give consumers a reason to come back to your store and         

     make a purchase later 

 

3. You encourage consumers to buy products from your store  

     over competitors as they already have a gift card.
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According to a 2010 study conducted by First Data, 72% of  

consumers who shop using a gift card spend more than the  

value of the gift card. This means that gift cards will not only  

help your e-commerce business now, but they will help your  

business later as well. 

If you do not have a gift card system in place, you are going to  

want to implement one to boost cash �ow during this  

pandemic.

This is a strategy that is being used by the Chicago Red Stars,  

a professional NWSL team that is experiencing no cash �ow  

from online sales as the soccer season is postponed due to  

COVID-19. In a recent message, the Red Stars encouraged  

supporters to pre-order soccer jerseys for the upcoming  

season at their virtual launch. 

Enable pre-order for popular products

Ecommerce retailers that can identify high-demand products  

should allow customers to pre-order the items to increase cash  

�ow during the lockdown. Pre-ordering helps businesses like gift  

cards; customers pay money upfront when e-commerce retailers  

need it the most in exchange for a product they will receive later.
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According to a 2010 study conducted  

by First Data, 72% of consumers who 

shop using a gift card spend more than  

the value of the gift card. Even though there’s no incoming revenue, we are holding �rm on the  

front o�ce and player employment as long as we can so as not to  

extend the hardships that the club is feeling. We understand that this  

is a di�cult time �nancially for many, but if you are fortunate enough  

to have a steady income and want to support the club you can  

purchase a kit at the virtual launch. We’re also working on some  

unique digital experiences that will provide an opportunity for  

income, so keep an eye out! Thank you for all the love during this  

di�cult time. With your support we will come out of this even  

stronger as a community

While their season will not start for months, and fans will not  

receive the jerseys right away, it has allowed Red Stars to  

increase their cash �ow immediately.

https://www.firstdata.com/downloads/thought-leadership/firstdata_2010usgiftcardconsumerinsightssurvey.pdf
https://www.firstdata.com/downloads/thought-leadership/firstdata_2010usgiftcardconsumerinsightssurvey.pdf
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Discount Underperforming Products

A great marketing tactic that will help your business increase its cash flow is offering discounts on underperforming products. 

While lowering prices might seem counterintuitive, it will be more advantageous for you to move products that typically do not sell  

well now than to pay money to store them and hope they move later. Offering discounts on these items will increase the likelihood  

that consumers will buy these items at the lowered price, allowing you to make crucial sales that will help your business stay afloat.
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Another way to make sure your business can thrive despite the  

circumstances is by keeping up with your marketing. 

  

Many businesses, to show respect and sensitivity during times  

of crisis, signi�cantly decrease their marketing. While it is  

important to show customers you care about the hardships  

that everyone is facing right now, your business must continue  

to engage in e-commerce marketing to show customers that  

you are still there for them during this rough time. 

  

Here are some marketing strategies you should consider to  

survive the impact of COVID-19:

However, it is not enough for you to launch an Adwords  

campaign and then push it to the back of your mind. To  

maximize your cash �ow using Adwords, you need to make sure  

your Adwords campaign is optimized so that it is successful and  

helps your business remain pro�table. 

This means focusing on your ad targeting, copy, and analytics:

Marketing

Optimize Adwords spend

Most e-commerce retailers know the value of using Google  

Adwords. According to Google, businesses on average make $2 for  

every $1 they spend on Adwords, making it a useful tool for any  

e-commerce business.
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According to Google, businesses on  

average make $2 for every $1 they  

spend on Adwords

When you had �rst set up your campaign, maybe there were  

certain keywords that you had researched and decided they  

were the best for reaching your target audience. However, to  

make the most of your campaign, you need to make sure that  

you are constantly monitoring the success of these keywords  

and adapting when necessary. 

(i)  Ad targeting
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The coronavirus will also in�uence the way your ad copy is  

perceived by your target audience. If you want to increase  

cash �ow during this time, you do not want to launch ads that  

are insensitive considering COVID-19 and its impact on  

people’s health, safety, and income. You will want to create  

and test new ad copy so that you can make sure that your ads  

are adding value and not being insensitive to your audience.

PPC Gear o�ers actionable insights that you can use to adjust  

your ads to maximize cash �ow as well as a thorough return  

on spend analysis so that you can prevent yourself from  

wasting your budget in this economic crisis.Resources such as  

our machine learning tool, PPC Gear, can help your business  

use analytics to determine which ads are the most productive  

and which fail to make the cut.

It is important in this trying time for e-commerce businesses  

to focus on whether their ads are producing their desired  

results. If there are aspects of your Adwords campaign that  

are causing you to lose money, you want to be able to identify  

these elements and make changes immediately. This way you  

will be able to make the most out of your ads, increasing your  

cash �ow, and preventing your business from wasting money. 

(ii)  Ad copy

(iii)  Ad analytics

With the insights you gain from PPC Gear and your analytics  

tools, you can make changes that will help your business save  

and increase money. 

  

For instance, if there is a speci�c marketing channel that is not  

delivering the results you expect (and pay for!), you can  

decrease or eliminate spending on this channel. This allows  

you to save money and funnel it into more successful  

marketing channels that are increasing your pro�tability  

instead. 

  

Keeping these tips in mind, your business may be able to  

survive this economic crisis.

(iv)  Cut down non-performing marketing channels
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Your target audience may very well be searching for products  

using di�erent keywords and your products might appeal to  

a di�erent crowd altogether, so you need to keep an eye on  

who your target audience is during this time.
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Reach out to inactive customers

Now more than ever, it might be tempting to cut your inactive  

customers loose. However, it is the best time for you to reach out  

to these customers. Doing so will help you rebuild your company- 

customer relationship, which could lead to them doing business  

with you either now or in the future. 

 

It can be as much as 10 times more expensive to acquire new  

business than to re-engage inactive customers. Try adjusting your  

email marketing strategy so that you are retargeting and reaching  

out to inactive customers. 

 

Consider this part of Delta’s email campaign targeting customers  

who have not been flying recently due to the coronavirus:

This message allows Delta to demonstrate that it still cares about its  

inactive customers, and it also gives these customers a reason to �y  

with Delta again by showing changes they have implemented to their  

cleaning and health practices.
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Fandango’s retargeting campaign provides another good example  

of how businesses can reach out to inactive consumers:

This email, with movie recommendations and the subject line  

“You haven’t opened our emails in a while” is enticing to  

consumers who are looking for something to keep them busy  

during their time at home. Individuals who may have forgotten all  

about Fandango or who never had time to watch movies before  

will now be more likely to reengage with this business.

Grammarly also o�ers a strong example for reaching out to  

inactive customers:

Notice how Grammarly not only encourages inactive users  

to start using their service again, but they also provide a  

link at the bottom promoting their premium service and  

offer a discount.
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Reach out to your high-value customers

While businesses need to connect with inactive customers, it is  

also vital to engage high-value customers. These are the customers  

who are already making a positive difference for your business, so  

you must continue to keep them happy by offering them support,  

discounts, and high-quality content during this time. 

  

Because high-value customers are both more likely to make  

purchases from your business and will spend on average 31% more  

money than new customers, your business cannot afford to ignore  

this segment of customers.

Email marketing has a high ROI and is a great way for you to  

connect with your audience and draw them to your e-commerce  

business. Email marketing can generate as much as $44 in  

revenue for every dollar spent, and it is one of the most important  

and e�ective marketing tools for any e-commerce business. 

 

Now more than ever, it is important that you show your  

audience that you care by sending them emails about any  

updates on your business and any discounts or value your  

business can provide.

Now is the perfect time for your brand to be more active on social 

media. Since people are forced to spend time at home, social 

media use has increased, and there is a greater likelihood that 

your business can grow its audience and gain new customers by 

posting regularly on social media.

(i)  Continue your email marketing

(ii)  Stay active on social media
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High-value customers are both more  

likely to make purchases from your  

business and will spend on average  

31% more money than new  

customers
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Communicate your delivery status  
clearly

Continue advertising

During these uncertain times, it is more important than ever to be  

transparent with your customers. One of the best ways to maintain  

this transparency is to communicate your delivery status on your  

website. 

  

For a strong example of this, we look again at the Chicago Red  

Stars, who offer their consumers information about merchandise  

delivery and product delays.

Customers will be far more likely to purchase from a store that is  

honest about their delivery expectations and lets customers know  

when they should expect their products.

One of the biggest mistakes that e-commerce businesses  

make when they have a cash �ow problem is to stop  

advertising. While this tactic might seem like it will save  

money upfront, it will lead to a devastating downward  

spiral that will be hard for your business to recover from  

in the long run. 

 

When you stop paying for ads, you save a bit of money  

immediately, only to realize that your business is not  

gaining new customers or targeting your existing  

customers. The small amount of money you save on ads  

will be nothing compared to the heavy loss of revenue  

that comes from a lack of advertising. 

 

We know that marketing in the wake of the coronavirus  

can be challenging, but your business needs to continue  

to reach out to its audience, stay active on social media,  

and advertise using a variety of channels to survive the  

impact of COVID-19.
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Government relief programs can help your e-commerce business  

stay a�oat as the coronavirus threatens its pro�tability and  

overall cash �ow. 

 

On March 27, 2020, the United States Congress passed the  

Coronavirus Aid, Relief, and Economic Security (CARES) Act to  

help e-commerce businesses weather the storm brought upon  

them by the coronavirus. 

 

As a part of the CARES Act, the US government is o�ering relief  

money through the Paycheck Protection Program (PPP). While  

there are other forms of government relief, like SBA disaster  

loans, PPP loans are the easiest and most e�cient option for e- 

commerce businesses. 

 

Here is some information about PPP loans and steps you can  

take to help your e-commerce business take advantage of this  

relief money to stay pro�table during the rise of COVID-19.

Government relief  
programs

What are PPP loans?

How can I apply for a PPP loan?

PPP loans allow eligible businesses to receive loans that  

cover up to 2.5 months of payroll for a maximum of $10  

million. Businesses can apply for and receive this loan  

without any collateral, and it will be fully forgiven if they  

only spend the money on rent or mortgage payments,  

utilities, and payroll expenses.

To apply, you simply need to: 

  

• Complete this application on the US Treasury website 

• Apply for a loan at any SBA approved bank or �nancial institution 

• Prepare your previous tax information from 2017-2019 

• Provide proof of your payroll costs. 

 

You can learn more information about PPP loans and other  

government relief programs here.
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In addition to government relief programs, there are many private companies that are o�ering relief for e-commerce businesses 

right now.  One such program, from 3dcart, can help your e-commerce business stay pro�table and help customers during this 

pandemic. 

 

3dcart, an all-in-one hosted e-commerce solution that helps traditional businesses move online, has introduced the COVID-19  

eCommerce Assistance Fund, pledging to o�er $2.5 million for businesses looking to transition online and for e-commerce  

business owners looking to step up their online store and reach more customers. 

 

Businesses who do not already use 3dcart can apply HERE for 3 free months of their Basic Store plan, which can help them stay  

online without breaking the bank. Ecommerce businesses that already use 3dcart can still bene�t from this assistance fund by  

applying HERE for a free plan upgrade for 90 days, $500 in credit toward SEO services, and $150 credit toward website themes 

and apps.

3dcart COVID-19 eCommerce Assistance Fund
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Research shows that e-commerce in a variety of industries is going  

to boom after this pandemic is over.

Even after stay-at-home order and self-isolation have ceased,  

certain industries will see immense growth due to a shift in  

consumer shopping habits based on convenience, preparation,  

and a return to normalcy.

What’s next for e-commerce? Convenience

Preparation

The increase in online shopping has shown many consumers a whole  

new world of convenience that they are not soon to forget. Take grocery  

stores for instance, which have seen dramatic increases in online grocery  

shopping since the start of COVID-19. Many consumers who used online  

grocery shopping services for the first time during this pandemic will opt  

to use this service even when this pandemic is over because of their  

convenience. This pandemic is showing consumers that they can get the  

products they want and need without spending as much time and energy  

to get them by shopping online instead.

As a result of this pandemic and the craziness that ensued related  

to shortages of essential products like toilet paper and disinfectant  

sprays, many consumers are going to continue to err on the side of  

over-preparation, even after this pandemic.Ecommerce businesses that  

sell essential items and household goods have seen a spike in sales due  

to the pandemic. Hand sanitizer sales in the United States, for instance,  

have increased by over 54% when compared to this time last year.  

Businesses that specialize in providing essentials will likely continue to  

see an increase in sales after a vaccine has been made available  

worldwide.
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Return to normalcy

In the wake of the coronavirus, sales in industries such as fashion have decreased. After this pandemic, industries that 

specialize in non-essential goods or those that offer products that cannot be used during this time, like tickets to 

sporting events, will see a rise in revenue as consumers embrace a return to normalcy.  

 

You can keep track of how COVID-19 is impacting a variety of industries in real-time by using our COVID-19 Ecommerce 

Analysis.
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