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Kara Lamerato is a former private banker turned stay-at-home mother of two. In her 
spare time, she runs Kara’s Vineyard Wedding, an online store that started on Etsy to 
sell primarily wine-themed wedding placecard holders. How about that for a niche 
market! 

http://www.sidehustlenation.com/vending
http://karasvineyardwedding.com/
https://www.etsy.com/shop/KarasVineyardWedding


As she built up the Etsy business, she’s also expanded on to her own platform and now 
hosts The Wedding Planning podcast, a creative way to get in front of her target 
audience in an entirely new channel.  

The Idea 

Every business starts with an idea, and in Kara’s case it came from her own wedding. 
About 6 months after the big day, she was looking for a way to earn some extra income 
and thought that other brides might be interested in the wine cork placeholders she’d 
made for her wedding. 

Since a visual might help, here’s the picture of what they look like: 

 

Starting on Etsy 

Kara had discovered Etsy while planning her ownwedding, so it was naturally her first 
stop to set up shop. “I had very limited technical background and or skill,” she explained. 
“They make it very easy.” 

It took about 2 weeks before her first sale, but she explained, “It was the biggest rush! It 
got really addictive really fast.” The first order was $70, and weddings turned out to be a 
great market because people tend to buy items based on the number of guests. An item 
might only cost $2 or $3, but multiplied times 100 guests, all of a sudden that’s a 
sizeable order. 

Kara explained Etsy is like its own mini search engine, and was really popular among 
the brides-to-be she was trying to reach. To optimize her Etsy store, she focused on 



keyword tagging and product names that included descriptive phrases like “winery 
wedding”, “vineyard wedding”, “wedding placecard holders”, “wine cork wedding decor”, 
and others. 

The other thing she said was most important in making her listing stand out was 
beautiful product photography. Kara said photography was a hobby of hers so she 
already had the camera and the editing software, but in a visual marketplace like Etsy, 
you absolutely have to have awesome pictures. 

Kara attributes most of her early success to the quality of her images. It’s especially 
important when selling niche items like she is, and by adding tags and keywords to the 
images you’re essentially putting your images in front of potential customers searching 
on Etsy. 

Each product you add costs a nominal listing fee of $0.20, and when products sell, Etsy 
collects roughly 6% for facilitating the transaction. Kara explained it is a really small 
price to pay for all the infrastructure, marketing, payment processing, and support they 
provide. 

Kara urges those new to Etsy to take advantage of their blog and help center. The help 
center features interviews and advice from experienced sellers. Kara herself was 
interviewed and features in their wedding product marketing section. There is everything 
a new seller could need to know in these areas so it’s a great place to spend some time 
reading. 

Growing the Store 

Today Kara has more than 100 different products listed on Etsy, and each of those 
gives her a new chance to be discovered by a buyer and to turn up in search results – 
even if the product offerings are very similar. Since 2011, she’s made nearly 2500 sales. 

In addition to placecard holders, she’s expanded her product line to include wedding 
favors, wine bottle stoppers, wine glass tags, and even keepsake Christmas ornaments. 
Many of the product variations and new additions have actually come from customer 
suggestions and requests. “Some of the products that are really popular and I still sell 
today, actually originated from a customer request,” she explained. 

Like other peer-to-peer commerce platforms, Etsy has their own 5-star review system. 
Kara mentioned she didn’t actively solicit reviews, but that Etsy does a nice job 
collecting reviews on your behalf. For example, when someone makes a purchase 
through the app they will receive a push-notification to leave a review not long after. 

Making the Products 

“Almost everything I do is made to order,” Kara explained. It’s a labor-intensive process 
to physically hand-make the items; nothing is mass-produced. On the one hand, that 
care and unique-ness is what’s made Kara’s business and others like it a success, but 
on the other hand, it takes real physical work to produce each order. 



Back when Kara was starting out she went through a lot of trial and error and her 
products took a lot longer to make. As time goes on it’s natural to speed up the process, 
and now Kara spends very little time on photography while still capturing those stunning 
images, and is a skilled glue gun operator. 

Another interesting point Kara raised was that some of her product ideas actually came 
from customer requests. A lot of customers have asked if Kara can make certain 
products for them over the years, and these have become products she added to her 
store and still sell to date. 

I asked if that aspect of the business ever wore on her, and she was quick to exclaim, “It 
never gets old!” She said her main production time is in the afternoon after her husband 
gets home from his teaching job, and sometimes goes late into the evening. “I do what it 
takes,” she said, adding that the work is still really fun for her. 

Building a Standalone Brand 

While Etsy still accounts for 75% of her sales, it’s an established channel. “Marketing 
wise, traffic wise, Etsy is pretty much on autopilot now,” Kara explained. “All of my 
marketing efforts go toward my own store.”  

There are a couple advantages of building up her own online presence outside of Etsy, 
including avoiding their sales fees. Kara also mentioned she’d like to create an ebook to 
help brides with wedding planning and eventually build a real-life wedding venue; both 
items that can be a little more time-leveraged and don’t require her to build and ship 
products each time an order comes in. 

I asked if she’d considered hiring help on the production side, but she said she didn’t 
really want the burden and headache of managing staff, and that when she reaches her 
own production capacity, she’ll either raise prices a little or continue to look for other 
non-physical product growth channels. 

The Podcast 

Kara gets up at 5am each morning to handle all her “computer work”—social media 
scheduling, customer support, and recording The Wedding Planning Podcast. The aim 
of the podcast is to increase Kara’s platform and brand awareness outside of Etsy, and 
it introduces brides to her products as well.  

“I know weddings inside and out,” she said, adding that an accessible audio blog is a 
unique way to reach brides without the visual demands of a blog on the same topic. She 
essentially “sponsors” her own show and credits the podcast with some of strong 
business growth this year. 

Other Marketing Channels 

Kara mentioned that Pinterest was also a big driver of traffic to her own site, 
KarasVineyardWedding.com. Even without a huge following, pins tend to have a long 



lifespan and get re-pinned over and over again, especially if they’re beautifully designed 
and provide some useful wedding planning info. 

The new Pinterest iPhone and iPad app also integrates with Shopify, the shopping cart 
platform Kara uses, and people can place orders directly from the app. The thing to 
keep in mind with Pinterest is that it’s a search engine as well; people are actively 
looking for information, products, and ideas, and if you make it easy for them to find you, 
good things can happen. 

The last marketing channel Kara told me about was Facebook retargeting, which allows 
her to serve ads on Facebook to people who’ve visited her website or online store but 
who didn’t buy. She explained the costs are lower because they’re “warm” leads instead 
of people who’ve never heard of you before.    

Kara’s #1 Tip for Side Hustle Nation: 

“Don’t wait; the time will never be just right.” —Napoleon Hill 

More Info: 

 http://www.sidehustlenation.com/etsy 
 http://karasvineyardwedding.com 
 

Until next time! 

-Nick 
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