
Sell Smarter, Not Harder: How to Launch

and Grow a Business Selling Digital

Products

What you’ll learn:

The most profitable types of digital products to sell and how to choose the best one for

your audience

A step-by-step plan for turning your ideas into income using your own website or popular

marketplaces

Tips for pricing, licencing, and delivering digital goods like ebooks, courses, audiobooks,

and templates

How to scale your digital sales with email marketing, social media, and automation



What features to look for in an ecommerce platform to grow your business with less

overhead and no hidden fees

Ecommerce is booming and expected to reach $8 trillion by 2027. Digital products are playing a

major role in that growth.

From online courses and ebooks to design templates and SaaS tools, selling digital products has

never been more accessible. You don’t need inventory, packaging, or shipping. Just create once

and sell repeatedly.

Whether you're an artist, freelancer, or growing brand, the benefits are clear:

Lower overhead

Instant delivery

Global reach

Passive income potential

Digital commerce isn’t just the future. It’s happening now. Let’s explore how to tap into it and

build a thriving business from your expertise.

Selling digital products vs. physical products

A digital product is an intangible good or service you can make once and sell online repeatedly.

Unlike physical products that require ongoing production and shipping, digital products shi�

your focus from inventory management to innovation and growth.

They also o�er a sustainable path forward. Digital goods eliminate manufacturing waste,

packaging, and transportation, reducing your carbon footprint with every sale. For

environmentally conscious consumers, that’s a clear win.

Even more reasons to embrace digital products.

Digital products deliver instant gratification. Customers receive access immediately — no

shipping delays, no tracking numbers.

They’re easy to update and improve. You can refine your o�ering without creating a new version

or asking customers to repurchase.
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They’re also accessible. With low startup costs, solo entrepreneurs and small businesses can

compete with big brands.

You gain valuable insights too. Digital formats track user behaviour, helping you improve based

on real data.

And once your product is launched, it works for you. Personalisation features and automation

help drive revenue with less hands-on e�ort.

Profitable digital product ideas to sell online

First, you'll need to determine what to sell. Digital products o�er numerous possibilities for

creative entrepreneurs. Here are di�erent types to consider.

1. Online courses and educational products.

Online learning is booming, and it's easier than ever to build a business around your knowledge.

Why now?

The online education market will hit $203.81 billion in 2025, growing to $279.30 billion by

2029 at an 8.2% annual rate.

Average revenue per user: $219.

User penetration: nearly 16%.

What you can sell:

Online courses hosted on your ecommerce store with integrations like Paradiso LMS

Ebooks, a fast-growing market expected to reach 1.2 billion global users by 2027

Podcasts, made easy through platforms like Spotify, Audible, and more

How to start:

Package your expertise into a structured course or written guide.

Use BigCommerce tools to manage delivery, access, and payments.

Promote your content through email, social media, and your existing audience.

New to this?

Growing your high-volume or established business?
Start your 15-day free trial, schedule a demo or give us a call at 0808-1893323.

https://www.bigcommerce.co.uk/articles/ecommerce/small-business-ecommerce/
https://www.bigcommerce.co.uk/articles/ecommerce/personalization/
https://www.bigcommerce.co.uk/articles/ecommerce/sell-online/
https://www.statista.com/outlook/emo/online-education/worldwide
https://www.statista.com/outlook/emo/online-education/worldwide
https://www.statista.com/outlook/emo/online-education/worldwide
https://market.us/report/ebooks-market/#:~:text=Ebooks%20have%20experienced%20a%20significant%20uptick%20in,marketing%20organizations%2C%20accounting%20for%2039.5%%20of%20demand
https://www.bigcommerce.co.uk/start-your-trial/
https://www.bigcommerce.co.uk/request-a-demo/


Build trust by sharing free webinars or downloadable guides.

Position yourself as an expert before launching paid o�erings.

Digital education is scalable, profitable, and in high demand. If you have valuable knowledge,

now is the time to turn it into a product.

2. Licences for digital assets.

Licenced digital assets let others pay to use your creative work, from stock photos and video clips

to templates and themes.

What you can licence:

Stock photography

WordPress themes and website templates

Infographics and illustrations

Music, sound e�ects, and video footage

Where to sell:

Through your own ecommerce store using tools like SendOwl, which can auto-generate

licence keys

On marketplaces like Canva, Creative Market, or Envato, which o�er more reach but o�en

take a cut of each sale

Why it works:

Sell once, earn repeatedly

Maintain ownership and control

O�er di�erent licencing tiers or usage rights

Digital licencing is perfect for creatives who want to monetise their work at scale, without

constant production or fulfilment.

Common licencing types and usage rights.

Understanding licencing forms the foundation of fair compensation and legal protection in the

digital marketplace. Digital product licencing grants permission to use assets in specific ways. 
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Here's an overview of common types:

Royalty-free (RF) requires a one-time payment for ongoing use with minimal restrictions. Buyers

don't pay royalties for each use a�er purchase. This licence typically limits redistribution or

resale.

Advantages: Simple and predictable. Perfect for projects where usage frequency varies.

Disadvantages: Non-exclusive; many others might use the same asset. Sometimes, it

includes restrictions on print runs or specific industries.

Rights-managed (RM) restricts usage by specific parameters such as duration, location, industry,

medium and distribution size, and pricing scales with usage scope.

Advantages: Potentially higher creator revenue, mainly for high-demand assets. O�ers

exclusivity, increasing value for specific projects.

Disadvantages: More complex to manage and requires careful tracking. It is less attractive

for buyers seeking simple, predictable costs.

An exclusive licence grants sole usage rights to a single buyer for a defined period. Creators

cannot sell the same asset to others during this time.

Non-exclusive licences allow multiple buyers to licence the same asset simultaneously, typically

at lower costs than exclusive licences.

Extended licences add permissions to basic licences, enabling specific additional uses like

merchandise creation or unlimited reproduction.

Best practises for pricing digital assets.

Finding the right price for your digital products takes both strategy and instinct.

Key factors to consider:

Time saved: Assets that save buyers hours of work are worth more.

Quality: Polished, professional work can demand premium pricing.

Uniqueness: If your creation is hard to replicate, it holds higher value.

Target audience: Know who your customers are and what they’re willing to pay.

Usage rights: Commercial-use licences o�en justify higher prices than personal-use ones.
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Balancing these elements helps you price confidently, without undervaluing your work.

Proven pricing strategies:

Cost-based pricing:

Factor in your time, tools, and production costs.

Add a fair profit margin to set your baseline price.

Market research:

Study pricing on platforms like Creative Market, Envato, and Adobe Stock.

Benchmark against similar products to find your competitive range.

Value-based pricing:

Price based on the results your asset delivers.

The more your product helps users save time or solve a problem, the more you can

charge.

Smart pricing supports both your creative e�ort and your business growth.

3. Music and art.

Artists no longer need to rely solely on live events or physical merchandise to earn income. Digital

products open new revenue streams, o�en with lower costs and wider reach.

Ways creatives monetise digital work:

Musicians: Sell song snippets as ringtones, beats, or full tracks.

Filmmakers: O�er digital downloads or streaming access to films and video content.

Designers: Sell digital art like mobile wallpapers, printable cards, and posters.

Visual artists: Use platforms like Etsy, Society6, or your own site to o�er digital downloads.

The art world is going digital.

As museum foot tra�ic declines, institutions are rethinking how they connect with audiences. For

example:

The National Theatre in London launched virtual curator talks and online events.
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Members get free access, while guests pay for premium experiences.

These digital o�erings help build interest for future in-person visits.

Monetisation strategies for digital exhibits:

Tiered pricing for access to live or recorded events

Guest speakers and artist Q&As to add value

High-quality streaming platforms for a professional viewing experience

Balance of free and paid content to grow reach while generating revenue

Digital formats aren’t just a fallback. For many artists and institutions, they’re a powerful way to

scale creative impact and income.

NFTs evolve beyond speculation.

NFTs have moved past hype and speculation. Today, they’re becoming part of a more stable and

practical digital ecosystem.

What’s changing:

Community-first projects are gaining traction:

55% of NFT owners cite community as their top reason for buying.

Projects with strong engagement see 30% higher growth.

Utility is on the rise: NFTs now o�er perks like exclusive content, memberships, or access to

virtual spaces.

Interoperability is expanding: NFTs increasingly work across platforms, from social media

to video games and virtual worlds.

As the market matures, NFTs are becoming tools for digital identity, access, and engagement —

not just digital collectibles.

4. Digital productivity tools.

Remote work has driven massive demand for digital tools that keep teams connected, e�icient,

and secure.

Why it matters:
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The global collaboration so�ware market will reach $16.62 billion by 2029.

US revenue alone will hit $7.89 billion in 2025.

Opportunities for creators:

Build niche tools for specific industries or compliance needs.

Examples: HIPAA-compliant solutions for healthcare, GDPR-compliant tools for Europe.

O�er lightweight, user-friendly platforms for freelancers and remote teams.

Focus on security, accessibility, and real-time collaboration features.

Digital productivity tools aren't just in demand, they're essential for the modern workforce. If you

can help teams work better together, there’s strong, sustainable business potential.

5. Memberships.

Membership models turn one-time buyers into loyal, long-term customers, while giving you

predictable, recurring revenue.

What to include:

Bundled access to digital products like courses, coaching, templates, or fitness classes

Exclusive content, discounts, or community perks

Smart pricing strategies:

Tiered pricing: O�er multiple plans with di�erent features and access levels.

Freemium or free trial: Let users explore basic features before upgrading.

Annual discounts: Encourage upfront payments to boost cash flow and retention.

Membership sites help you scale while building strong customer relationships. When done right,

they increase engagement, retention, and overall customer lifetime value.

6. AI-driven digital tools.

Digital tools powered by AI transform business operations across sectors, enhancing e�iciency

and data-driven decision-making. 

Based on Mordor Intelligence's findings, several key developments deserve attention.
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No-code solutions.

People without programming knowledge can now develop applications through simplified

interfaces. 

These accessible platforms enable the creation of sentiment-analysing chatbots and

recommendation systems previously requiring technical expertise.

Educational technology.

Learning experiences have evolved with adaptive platforms and intelligent tutoring systems.

Students receive individualised support through personalised content delivery based on their

needs and progress.

Mental health support.

Applications designed for psychological well-being o�er valuable tools for managing anxiety and

building resilience. Diagnostic capabilities help healthcare providers identify conditions earlier,

enabling faster intervention.

These innovations demonstrate how AI tools continue transforming various fields by enhancing

e�iciency, personalising experiences, and driving meaningful progress.

Selling digital products with ease and scale

BigCommerce supports selling digital products without physical inventory requirements. 

Businesses can o�er so�ware, ebooks, subscriptions, and licences while managing downloads

seamlessly. Our platform automates delivery processes and allows customisation of access

permissions based on customer needs.

With BigCommerce, you can:

Streamline your B2B operations.

Native B2B functionalities simplify complex business transactions and bulk ordering processes.

Custom pricing options enable personalised quotes for di�erent client categories. Purchase

orders, invoicing support, and bulk discount features help companies serve corporate clients

who buy digital products in volume.

Create exceptional buying experiences.
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API-driven flexibility and headless commerce approaches allow for highly customised B2B

storefronts. 

Businesses can develop personalised purchasing pathways tailored to specific client needs. Self-

service portals give enterprise customers control over their accounts. Customer-specific

catalogues and e�icient reordering options enhance the procurement journey.

Expand your reach across multiple channels.

Merchants can distribute digital o�erings across various platforms, including websites,

marketplaces, and social media, with tools like Feedonomics. 

Integration capabilities connect smoothly with subscription management tools. Recurring billing

models open new revenue streams for growth-focused organisations.

Secure complex payment processing.

B2B deals frequently involve substantial order values and specialised payment terms.

Leading platforms accommodate multiple payment gateways supporting net terms and digital

wallets. Security remains paramount through compliance with industry standards such as PCI

DSS, protecting buyers and sellers during transactions.

Automate critical business processes.

Workflow automation reduces manual e�ort throughout the digital product lifecycle. 

Built-in connections with ERP, CRM, and accounting systems streamline operations behind the

scenes. Customer support processes can respond automatically, enhancing e�iciency while

maintaining service quality.

Sell globally with confidence.

Multi-currency support makes international sales straightforward for businesses entering new

markets. 

Tax automation features simplify compliance with regulations across di�erent countries.

Integrations with providers like Avalara and TaxJar help navigate VAT requirements and digital

goods taxation, reducing legal complications.

Reduce your investment while maximising returns.
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BigCommerce o�ers a lower total cost of ownership compared to legacy platforms, delivering an

average 211% ROI and a breakeven point in just eight months. 

With automatic updates and minimal maintenance requirements, you can reduce overhead while

scaling e�iciently. As your business grows, BigCommerce provides the performance and

flexibility you need, without the high costs typically associated with digital commerce

infrastructure.

The right platform includes these must-have features

The right ecommerce platform makes digital selling simple and scalable.

Look for features like:

Ample storage

Seamless file delivery

User-friendly checkout

Flexible payment options

Avoid platforms with hidden fees that eat into your margins. Prioritise tools that enhance both

the customer experience and your bottom line.

Ample digital storage.

Digital products require plenty of storage, especially large files like videos, so�ware, or high-res

images.

Why it matters:

Self-hosted platforms can run out of space as you grow

Cloud storage scales with your business and avoids storage limits

Built-in security, backups, and redundancy protect your files and ensure reliable delivery

For digital sellers, cloud-based storage is essential for smooth operations and customer

satisfaction.

What to look for in cloud storage solutions.

Scalability: Grows alongside your digital inventory.
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Strong encryption: Advanced protection prevents unauthorised access.

Automatic backups: Regular saving guards against data loss.

Fast delivery: Quick download speeds enhance customer satisfaction.

System reliability: Multiple data centres ensure consistent uptime.

Ecommerce integration: Seamless connection with platforms like BigCommerce for

e�icient management.

Your storage solution significantly impacts how e�ectively you store, handle, and deliver

products without interruptions.

Optimised shopping cart.

A smooth checkout is essential, especially for digital products where customers expect instant

access a�er purchase.

Why it matters:

70.19% of shoppers abandon their carts before completing a purchase.

Optimising your checkout can increase conversion rates by 35% or more.

What to prioritise:

A fast, intuitive checkout flow

Immediate product access a�er payment

Mobile-friendly design that works flawlessly on any device

When your checkout is seamless, it builds trust, improves the customer experience, and drives

more completed sales.

E�ective checkout strategies for digital sellers.

One-click purchasing: Companies like Amazon prove that simplified buying processes

dramatically reduce abandonment by eliminating unnecessary steps.

Limited time o�ers: Creating urgency through countdown timers or exclusive deals

motivates quick decisions.
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Security indicators: Featuring trust badges, satisfaction guarantees, and customer reviews

reassures hesitant buyers during checkout.

Instant support options: Adding chat functionality at critical checkout moments allows

shoppers to resolve questions immediately, preventing lost sales.

Recovery campaigns: Following up with personalised emails containing gentle reminders

or special discounts recaptures potentially lost revenue.

Integrates with top payment gateways.

O�ering multiple secure payment options is key to earning trust and increasing conversions.

Why it matters:

Shoppers expect fast, secure, and familiar checkout options.

Relying only on PayPal or Stripe may limit global reach.

Payment preferences vary by region, device, and customer type.

How BigCommerce helps:

65+ pre-integrated gateways across 230 countries and 140 currencies

Supports top options like Apple Pay, Adyen, Amazon Pay, and Visa Checkout

Enables one-touch checkout for returning customers

Trusted payment solutions reduce cart abandonment and improve buyer confidence. With

BigCommerce, you get built-in flexibility without added complexity.

Transparent transaction fees.

Hidden fees can cut deep into your profits, especially if you're scaling fast.

What to watch for:

Many platforms charge extra for hosting, SSL certificates, plugins, or premium themes

These add-ons o�en aren't included in the base price and can quickly add up

Examples:
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WooCommerce: Free to start, but you’ll pay separately for hosting, domains, security, and

extensions.

Magento: The open-source version requires heavy development investment. Magento

Commerce starts at $22,000 per year.

Shopify: Adds up to a 2% transaction fee when using external payment gateways.

What to look for instead:

Clear, upfront pricing

No extra fees for using your preferred payment processor

A platform like BigCommerce, which never charges transaction fees, no matter how you get

paid

Transparent pricing gives you more room to grow without surprise costs holding you back.

A six-step action plan to sell digital products

Creating and selling digital products o�ers an excellent entry into ecommerce without the

logistical challenges of physical inventory. 

This section provides a structured approach to finding, validating, and launching a successful

digital product business.

1. Uninhibited brainstorming and targeted research.

Start with open-ended brainstorming. Don’t filter — jot down every digital product idea that

comes to mind. Some of your best concepts will emerge when you let ideas flow freely.

Ask yourself:

What topics energise you?

What skills or knowledge can you teach?

What digital products complement your current o�erings?

What problems could you help your audience solve?

Once you’ve generated ideas, validate them through research.

Where to look:
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Reddit threads and niche Facebook groups

Product reviews for similar o�erings

Customer surveys and feedback

Industry forums, blog comment sections, and social media conversations

Bonus tip: Use AI research tools like Brandwatch, Sprout Social, or NetBase Quid to analyse

trends and consumer sentiment across channels. They can help you spot opportunities others

miss.

2. Rigorous idea validation.

Before investing significant resources in development, validate your digital product concept

through multiple assessment methods:

Keyword analysis tools: Use Google's Keyword Planner or sophisticated tools like Semrush

or Ahrefs to assess search volume for terms related to your product. Higher search volumes

typically indicate greater market interest.

Trend analysis: Google Trends o�ers historical data visualisation to confirm whether

interest in your topic grows, remains stable, or declines. AI-enhanced trend forecasting

tools like Exploding Topics can identify emerging opportunities earlier in growth cycles.

Direct audience feedback: Connect with potential customers through surveys, interviews,

or focus groups. Use platforms like UserTesting or Respondent to gather structured

feedback from target demographics.

Minimum viable product testing: Create simplified versions of your digital product and

o�er them to test audiences to gauge response and collect improvement suggestions.

3. Precise target market definition.

Don’t market to everyone. The more specific your audience, the more e�ective your product and

messaging will be.

Start by researching:

Demographics: Age, location, income, education.

Psychographics: Values, interests, lifestyle.

Behaviours: Online habits, buying patterns.

Growing your high-volume or established business?
Start your 15-day free trial, schedule a demo or give us a call at 0808-1893323.

https://www.bigcommerce.co.uk/start-your-trial/
https://www.bigcommerce.co.uk/request-a-demo/


Professional traits: Roles, industries, a�iliations.

Pro tip: Create detailed customer personas to guide your product design and marketing. Tools

like Helixa and Audiense use AI to uncover audience insights and hidden market segments.

When you understand exactly who you're targeting, you can create digital products that feel

tailor-made, giving you a strong edge in a crowded market.

4. Professional product development.

Once you've validated your idea and defined your target market, invest appropriate resources in

creating high-quality digital products. Whether developing courses, ebooks, so�ware tools, or

design templates, ensure your o�erings meet professional standards and deliver exceptional

value.

AI tools have transformed digital product development across numerous categories:

Content creation platforms can polish writing and suggest improvements.

Design tools with AI capabilities enhance visual elements.

Audio enhancement so�ware improves podcast or music production quality.

Code generation tools accelerate so�ware development.

Remember that while AI tools enhance e�iciency, your product's unique value comes from your

expertise, perspective, and understanding of audience needs.

5. Strategic marketing to drive sales and tra�ic.

Develop comprehensive marketing strategies tailored to your audience and digital product type.

Consider which platforms your target customers prefer and how they consume information.

Your marketing approach might include:

Content marketing demonstrating your expertise

Email marketing campaigns nurturing potential customers

Social media presence on platforms relevant to your audience

Partnerships with complementary businesses or influencers

Search engine optimisation capturing organic tra�ic
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A�iliate marketing programmes compensating third parties to promote your products

Free samples exchanged for email addresses to establish relationships for future

promotions

6. Continuous improvement based on feedback.

Successful digital product businesses commit to ongoing refinement based on customer

feedback and performance data. Implement systems to:

Collect and analyse customer reviews and suggestions

Monitor usage patterns and identify potential improvements

Stay current with market trends and competitive o�erings

Regularly update and enhance your products

Following these principles, you'll create resilient digital product businesses that evolve with

customer needs while following clear product roadmaps.

Why digital selling is booming now

The digital product market is growing fast, and the numbers prove it.

The global market will reach $331.05 billion by 2028.

That’s an expected 8.59% CAGR from 2023 to 2028.

Why it matters:

Digital products scale easily without added infrastructure

They generate revenue around the clock

You can reach a global audience instantly

This shi� isn’t just a trend. It’s a smarter, more sustainable way to grow your business.

The power of selling digital products for your business

Selling digital products puts you in control of your business model. With low overhead, built-in

scalability, and global reach, it’s one of the most e�icient ways to turn your skills, content, or

creativity into revenue.
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Why digital products are a smart move:

Flexible and easy to update: You can refine or expand your o�erings quickly based on

customer feedback or market shi�s — no physical inventory required.

Higher profit margins: With no shipping, storage, or production costs, more of each sale

goes directly to your bottom line.

Streamlined operations: Without physical logistics, you can focus on what matters most —

growing your audience, refining your content, and increasing conversions.

Scales e�ortlessly: Sell the same product to one person or one thousand. Digital products

don’t require extra time or resources to scale.

Builds recurring income: Once created, your product keeps working for you. Over time,

digital sales can build consistent, sustainable revenue.

Real-world success stories: 

Thinkific & Teachable help creators launch and monetise educational courses across

industries.

Envato enables designers, developers, and musicians to sell digital assets to global

audiences.

Gumroad supports direct-to-consumer sales of ebooks, templates, so�ware, and more.

Skillshare uses a membership model to generate steady income from a library of digital

courses.

Digital products give businesses of all sizes the tools to grow faster, earn more, and operate with

greater freedom, all without the limits of traditional commerce.

Tips and tools for selling digital products

Now that you understand products, platforms, and action plans, here are additional

recommendations for selling digital products online and across marketing channels.

Email marketing: Your personalised sales machine.

Email marketing drives tra�ic and sales to online stores by building relationships with potential

customers, providing value, and nurturing purchase decisions.

Lead magnets: The irresistible o�er.
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Compelling lead magnets go beyond generic "Subscribe" buttons by o�ering genuine value for

email addresses. 

Examples include:

Ebooks: Free chapters, checklists related to book topics, or cheat sheets.

Online courses: Free introductory modules, downloadable resources, or community

access.

So�ware/templates: Free trials, limited versions, or template collections.

Music/sound e�ects: Free sample packs, remix competitions, or behind-the-scenes

content.

Segmentation: Speak directly to your audience.

Segment your email list based on the following:

Interests: Topics they care about.

Purchase history: Previous buying behaviour.

Engagement: How they interact with your website and emails.

Email automation: The time-saving secret.

Automation reveals email marketing's true power. Set up automated sequences triggering based

on specific actions:

Welcome series: Emails introducing your brand a�er subscription.

Abandoned cart recovery: Messages sent to customers who added items without

completing purchases are a proven tactic to increase conversions. O�er discounts or

reminders.

Onboarding sequence: Guides for new customers using your digital product e�ectively.

Upsell/cross-sell campaigns: Recommendations based on past purchases.

Re-engagement campaigns: Special o�ers or engaging content for inactive subscribers.

Social media marketing: Building community and driving sales.
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Social media is more than just posting updates; it builds community, provides value, and drives

sales.

Omnichannel strategy: A seamless experience.

Ensure consistent brand experiences across all social channels and websites, including

messaging and customer service.

Engaging content: Attract, retain, and convert.

Create content resonating with target audiences:

Educational content: Tutorials and tips related to your digital product.

Behind-the-scenes: Show creation processes and connect personally with audiences.

User-generated content: Encourage customers to share experiences and feature them on

your channels.

Interactive content: Polls, quizzes, and Q&A sessions engaging your audience.

Repurposing content: Maximise your e�orts.

Don't constantly create new content from scratch. Repurpose existing material into di�erent

formats for various platforms. Transform blog posts into social media updates or short videos.

Social commerce: Streamline the buying process.

Leverage social commerce features:

Ecommerce integration: Sell directly through platforms like Facebook and Instagram.

Shopping tags: Tag products in posts and stories.

One-click checkout: Simplify purchasing directly from social feeds.

Social media ads: Meet customers where they gather.

Create ads that appear on the social platforms your customers use most:

Targeted advertising: Focus ads based on demographics, interests, and behaviour.

Retargeting ads: Show messages to people who visited your website or engaged with your

content.
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Third-party websites and marketplaces: Expanding your reach.

Leverage existing platforms to reach wider audiences.

Online course platforms.

Consider Teachable, Udemy, Skillshare, or Coursera for selling courses. These platforms o�er

built-in audiences and marketing tools.

Ebook marketplaces.

Amazon Kindle Direct Publishing, Apple Books, and Barnes & Noble Press provide excellent

options for ebook sales.

Digital asset marketplaces.

Envato Market (ThemeForest, CodeCanyon, AudioJungle, VideoHive), Creative Market, and

Design Cuts work well for selling digital assets like templates, graphics, and fonts.

Membership platforms.

Platforms like Patreon, MemberPress, and Podia support creating and selling membership-based

content.

Specific niches.

Research marketplaces for your product category. For stock photos, consider Shutterstock, Getty

Images, or Unsplash. 

Music sellers might explore:

Single Music: Helps artists sell music online, including free samples on product pages.

FetchApp: Integrates with popular ecommerce platforms for selling digital downloads,

including music, videos, ebooks, art, and so�ware.

FlickRocket: Integrates with online stores to sell DRM-protected digital content, including

videos, PDFs, and music.

Establishing trust and reducing refunds

Trust drives sales, and fewer refunds.
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Key ways to build it:

Deliver high-quality, error-free products

Use clear descriptions, visuals, and free previews

Show social proof through testimonials and reviews

O�er a money-back guarantee to reduce risk

Use trusted payment processors like Stripe and PayPal

Provide fast, helpful customer support

Be transparent with terms and conditions

Address negative feedback professionally

Use DRM carefully to protect content without frustrating buyers

When customers feel confident in your brand, they’re more likely to buy and stay satisfied.

The final word

Selling digital products isn’t just a smart business move, it’s one of the most flexible, scalable,

and profitable models available today.

From online courses and design templates to so�ware and memberships, digital products let you

build recurring revenue with minimal overhead. You can launch faster, reach global audiences,

and create once while selling repeatedly.

Success comes down to three things:

Creating real value for your audience

Choosing the right tools to deliver it

Using a platform built for scale

BigCommerce helps you do all three. With built-in support for digital product delivery, no

transaction fees, and powerful B2B and multichannel capabilities, we make it easy to grow your

business on your terms.

Whether you’re just getting started or scaling fast, the opportunity is wide open, and the time to

act is now.
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Ready to see how BigCommerce can help you sell digital products with confidence? Request a

demo and get started today.

FAQs about selling digital goods

How do I handle refunds for digital products?

Refunding digital products requires clear policies. First, decide whether you'll o�er refunds at all.

If yes, clearly state your policy in easily accessible locations (website footer, FAQ, checkout

pages). Specify refund conditions and distinguish policies for di�erent product types (so�ware

might di�er from ebooks or courses). Some products might become non-refundable a�er

download, while others allow limited refund windows. Set specific refund periods (seven, 14, or

30 days) a�er purchase. Shorter timeframes reduce abuse risk. Clarify whether refunds apply

before or a�er downloading products. Post-download refunds become di�icult to justify for many

digital items and increase piracy risks. Specify refund methods (original payment or store credit)

and ensure your policy complies with consumer protection laws in relevant regions.

What are the best tools for securing digital products against piracy?

Securing digital products against piracy requires multiple protective layers. No perfect solution

exists, but these methods prove e�ective: Subscription model: Licence management with online

activation is a digital key that unlocks your product. Purchasers receive unique keys or login

credentials requiring activation through your server or licencing service. This verifies legitimate

purchases before granting full access. Subscription models allow revoking access when

payments stop. Code-based products: Obscuring the code for so�ware makes it harder for pirates

to understand how the so�ware or application works. It makes it di�icult for someone to reverse-

engineer your product to remove licence cheques, steal algorithms, or create counterfeit

versions.  Content-based products: Watermarking is a relatively simple technique that deters

piracy and identifies leak sources by secretly marking each copy with unique identifiers (serial

numbers, email addresses, usernames, or embedded codes). When pirated copies appear, you

can trace them to original purchasers. Watermarks may appear visibly (subtle overlaid text) or

invisibly (embedded data).

Do I need to charge sales tax on digital products?

Yes, you generally must charge sales tax on digital products, though requirements vary by state

and change frequently. BigCommerce integrates with TaxJar, whose API handles digital product

taxability automatically. You can read a detailed explanation of state-by-state requirements to

ensure compliance here.
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How do I automate the delivery of digital products?

Automating digital product delivery creates smooth customer experiences and operational

e�iciency. Ecommerce platforms o�er straightforward approaches: Popular ecommerce

platforms: BigCommerce integrates with learning management systems to sell courses and

training through your storefront. Dedicated platforms: Solutions like Shopify excel for beginners

with robust app ecosystems for digital delivery. Marketplaces: Etsy works ideally for creative

goods within established marketplace environments. Content management systems: Options like

WooCommerce (WordPress) provide power and flexibility for those with technical knowledge and

customisation needs. Website builders: User-friendly options like Squarespace include integrated

ecommerce features suitable for visually appealing digital products. Specialised platforms:

Services like Sellfy focus specifically on digital products with simplicity and ease of use.

How do I optimise my ecommerce store for digital product sales?

Fast-loading websites keep visitors engaged, while mobile-friendly designs ensure you reach

customers wherever they are. Clear, compelling product descriptions highlight value, and

professional visuals help your digital o�erings stand out. A secure, seamless checkout experience

builds trust, and automatic delivery provides instant satisfaction upon purchase. Targeted SEO

brings in the right audience — those already searching for what you o�er. Your business thrives

when marketing strikes a balance between promotion and value. Monitor performance regularly,

adjust based on results, and stay aware of marketplace trends, without getting caught up in every

passing fad.

How can I provide customer support for digital goods?

Create clear FAQs, o�er email or live chat support, and provide straightforward access

instructions. Respond quickly to download enquiries to prevent frustration. Implement a

knowledge base addressing common technical issues, including video tutorials for complex

products. Track customer questions to identify areas needing better documentation or product

improvements.

Can I sell both physical and digital products in the same ecommerce store?

Yes, many successful businesses sell both digital and physical products together. The key lies in

configuring your store to handle inventory types with distinct workflows. Your platform should

automatically manage physical shipping for tangible goods while delivering digital products

immediately through downloads. This provides customers with seamless shopping experiences

regardless of what they purchase. Consider how your store interface organises these di�erent

product types. Straightforward navigation helps shoppers find what they need without
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confusion. Your checkout process should intelligently adapt based on cart contents, eliminating

irrelevant shipping questions for digital-only orders.

What should I consider when pricing digital products?

When pricing digital products, balance several factors: production costs (time and resources

invested), competitor pricing (market expectations), and perceived value (benefits delivered to

customers). Digital goods o�er pricing flexibility without shipping expenses but should still

reflect unique value propositions. Consider tiered pricing strategies o�ering di�erent feature

levels or access options. Entry-level products provide a�ordable access points, while premium

versions generate higher margins from customers needing additional features. Subscription

models work particularly well for regularly updated content or so�ware requiring ongoing

support. Test di�erent price points with limited audiences before full launches. This reveals price

elasticity and helps identify the sweet spot, maximising sales volume and profitability.

Remember that perceived value o�en matters more than actual development costs — products

solving significant problems command premium prices regardless of production simplicity. Your

pricing strategy should account for platform fees and payment processing costs to preserve

profitability while remaining competitive. Regular evaluation of pricing e�ectiveness keeps your

digital product business thriving in evolving marketplaces.

How should I manage updates to digital products a�er customers have purchased

them?

Use version control and clear communication to manage updates e�ectively. If your product

changes, such as an updated workbook, e-learning module, or spreadsheet, let customers know

via email or a dedicated landing page. If you run your own website, automate notifications and

updates with secure download links. Content creators o�en include lifetime access or tiered

update options depending on the product type. Keeping your files organised and your buyers

informed helps reduce support issues and builds long-term trust.

What are the best ways to set prices for digital products?

Pricing depends on the type of digital product, the value it delivers, and the audience you serve.

Start by researching similar items, such as audiobooks, graphic design templates, or digital

marketing guides. Use a step-by-step approach: Estimate your creation time and expenses

Analyse competitor pricing Consider the time or cost your product saves buyers Test and refine

over time If you're starting a side hustle or online business, you may want to start low to build

traction, then raise prices as your reputation and demand grow.

How can I control access to digital products, such as download or device limits?
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Use ecommerce tools that let you set download limits, expiration dates, or unique licence keys.

Platforms like BigCommerce and SendOwl allow you to restrict access to prevent file sharing or

piracy. This is especially important for high-value assets like graphic design files, workbooks, or

audiobooks. You can also link access to user accounts on your own website or require login

credentials, adding a layer of protection while maintaining a smooth user experience.

What’s the best way to deliver large digital files to customers?

Use cloud storage or secure file delivery services to handle large files, such as video tutorials,

spreadsheets, or audiobooks. Ensure your ecommerce platform supports automatic delivery via

email or a landing page a�er purchase. Compression, streaming options, and segmented

downloads are helpful for maintaining speed and reliability. The best digital products not only

look great but also download easily, contributing to a seamless post-purchase experience.
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