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About This Report

Hello!

Thank you for downloading your free report. All
things equal, shoppers prefer supporting smaller
merchants over larger ones. Unfortunately,
smaller merchants often make seemingly
innocuous mistakes that cost them sales on

a daily basis. In this free report we will bring
common blunders to your attention so you can
fix them and grow your revenue as a result.

To prepare this report, my conversion testing team at Conversions On
Demand spent considerable time sifting through nearly 1,000 statistically
valid conversion tests that we conducted since | founded our company in
1997. We were in search of “gems.” What’s a gem? A small, easy-to-make
change that can have a big impact on your conversions.

After you are done scanning the blunders and gems below, we hope
you will consider test driving The Cart Closer or Time2Buy, our flagship
products on ConversionsOnDemand.com. These products, like the
recommendations below, are tested and proven to be effective.

Very truly yours,
Scott Smigler

Founder
Conversions On Demand
An Exclusive Concepts, Inc. brand
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No call to action under product thumbnails prompting shoppers to learn more
Add-To-Cart button colors that blend in with other colors on the page

Failing to emphasize “this site is secure” on the first step of checkout
Neglecting to advertise shipping promotions near your add-to-cart button

Not making “free shipping” more prominent than the words around it

Not confirming “free shipping” throughout your checkout to qualifying shoppers
Not surfacing product review stars on section pages

Displaying left-hand navigation on product pages

Ignoring cart abandonment

Making site search hard to find

Vague error messages on checkout pages

Having a generic “about us” page

Cluttering your “sort by” options

Neglecting easier conversions like mailing list subscriptions

Leaving out “low price guaranteed” messaging from item pages

Missing obvious navigation segmentation opportunities

Putting your add to cart button below the fold

Failing to put time-limits on special sales

Stale homepage content
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X Blunder1

No call to action under product thumbnails
prompting shoppers to learn more before
adding to cart

Itors:  Sorl By: Popularity

VICKERINAN 29858

10 Light Black Wire Orange Battery Operated
LED Pumpkin Light String with Timer

$5.99 T inStock

QLD $179.99
Asking for the sale too soon Obvious path to learn

scares shoppers away. more that doesn’t make

the shopper think.

Whether your call to action is “quick view,” “learn more,” or “shop now,” give the
shopper an obvious path for learning more about the product before asking them
to add it to their cart. Don’t make your shoppers think.
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X Blunder 2

Add-To-Cart button colors that blend in with
other colors on the page
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You can barely find the add- We don’t even need to
to-cart button. point out the add-to-cart
button

Go to your product page and zoom out on your browser window. If your add to-
cart button doesn’t stick out like a sore thumb, you’re doing it wrong.
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X Blunder 3

19 BLUNDERS THAT ARE HURTING YOUR CONVERSION RATES

Failing to emphasize “this site is secure” on the

first step of checkout

SHOPPING CART

st -

B R

No mention of secure
checkout makes shoppers
nervous about smaller sites.

M

R e e (e

ENTER SECURE CHECKOUT

Secure checkout emphasis
reassures that personal
info is safe.

Tests we’ve conducted suggest that many shoppers are fearful their personal

information will end up in the wrong hands. It’s often why they buy from big brands.

The good news for lesser-known brands is that you can often assuage these

concerns by saying two key words: Secure Checkout. No fancy trust symbols

necessary. Simply tell shoppers your cart is secure and conversions are all but

guaranteed to improve.
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X Blunder 4

Neglecting to advertise shipping promotions
near your add-to-cart button

Price: $179.99
Now: $159.99
aty: 1
ADD TO CART
- B onaize Now »)

ADSD TO WTSH LIST '.

Free Shipping on Orders owver ST00 = IR

e'ﬁ?ﬂrmms
No shipping info before 15% more revenue per
clicking add-to-cart = anxiety. visit with shipping promos.

Clicking the add-to-cart button triggers sub-conscious anxiety in the minds of
shoppers. They wonder what will happen next, and whether placing an order with
you is the right thing for them to do. Positive reinforcement, in the form of free
shipping promotions and guarantees, helps to relieve that anxiety. This tactic led to
a 15% increase in revenue-per-visit in a recent test.
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X Blunder 5

Not making “free shipping” more prominent
than the words around it

(¥) ADD TO CART (¥) ADD TO CART

= |5 out of 5 hased on 2 reviews) | -

(5 out of 5 based on Z reviews)

' i ; i : :
Read Reviews | Write a Review Read Reviews | Write a Review

© FREE SHIPPING
On U.S. orders over $150

Emphasizes qualifications

for free shipping.

¢ Free Shipping!™ on this item

*for US orders only

30% lift when you optimize
“free shipping” messages

throughout site.

“Free shipping” is the primary message you want to get across. Qualification
details, such as a shopper’s total purchase needing to exceed a threshold to
qualify should be deemphasized. When a shopper exceeds a required threshold,
don’t require they do the math. Tell them simply, “YOU HAVE FREE SHIPPING,”
and do that throughout your entire site. Our conversion tests show a 30%

conversion rate lift.

©CONVERSIONS ON DEMAND 2014. ALL RIGHTS RESERVED. o B m


http://www.facebook.com/share.php?u=http://hub.am/1j1BYQI
http://ctt.ec/9q2E0
http://www.linkedin.com/shareArticle?mini=true&url=http://hub.am/1j1BYQI

9 19 BLUNDERS THAT ARE HURTING YOUR CONVERSION RATES

X Blunder 6

Not confirming “free shipping” throughout your
checkout to qualifying shoppers

pping Cart

Shepping Cart

@ This order qualifies for Free Shipping!®

ITEM

mER

Chris Reeve Small Sebenza 21 Snakewood Inlay L o I T T g i

[ dretnd]
[rermove]

Chiis Reeve Lange Sebenza 21 Ladder Damascus Faldi

[rermcran]

Exchusie Chis Reeve Small Carbon Fiber Sebenza Fob

T::::-.ﬂ « Keep Shopping E
Is there free shipping? Who “Free shipping” confirmed
knows? every step of checkout.

Reinforce free shipping all the way through the checkout funnel above your cart
summary elements. If they are over the threshold (or get it with no minimum), tell
them ALL THE TIME! If they don’t have enough in their cart to get free shipping, tell
them how much more will qualify them.
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X Blunder?

Not surfacing product review stars on
section pages

Champion Cotton Max Hoodie s i
Hp:agular Price: $70.00 $40 Lettered Greek Hoodie
Sale Price: 534.84
You Save 50% SHOP NOW ))
No reviews shown Stars make a buyer likely
means shoppers are less to click on a product.
likely to buy.

63% of customers are more likely to purchase from sites that have customer
reviews (iPerceptions). By displaying review stars on section pages, you help focus
shoppers on the products they are most likely to buy, and move them further down
the funnel by compelling them to click into your item pages.
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X Blunder 8

Displaying left-hand navigation on product
pages

R L s |
— |
:
Left-hand nav is No left nav makes for
overwhelming. more focus on product.

You want to keep shoppers focused once they reach an item page, rather than
overwhelm them with options. We’ve run many tests showing that conversion rates
can be improved by removing the left-hand navigation so that the item photo and
buy-box becomes the most prominent.
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X Blunder9

Ignoring cart abandonment

20% OFF

If you complete your order from Pixie Market
now, in the next:
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A special offer just for you! You m
combined with othe

This shopper was distracted The Cart Closer pop-up
by cat photos and nothing helps seal the deal.
stopped them when they

abandoned their cart.

On average, 75% of shoppers who add something to their shopping cart leave
before completing a purchase. Pop-up window reminders, like The Cart Closer
from Conversions On Demand, give you a second chance to close the deal.
Use of pop-up window reminders surged 132% in 2012 to 12.1% of sites (MCM
Ecommerce Outlook survey).

©CONVERSIONS ON DEMAND 2014. ALL RIGHTS RESERVED. o B m


http://www.facebook.com/share.php?u=http://hub.am/1j1BYQI
http://ctt.ec/9q2E0
http://www.linkedin.com/shareArticle?mini=true&url=http://hub.am/1j1BYQI

13 19 BLUNDERS THAT ARE HURTING YOUR CONVERSION RATES

X Blunder 10
Making site search hard to find

Biank T-Sirta, Swaatahirts snd Poio Shicts: Hanes, Gidan, Free
preym—— Jaczass, Delia, Champion snd mors A

Shipping!

e

Free
Returns!

Site search too hard to find Wider search box
= lost sales. encourages shoppers to
search.

More than a third of shoppers use site search, and those shoppers are often the
most likely to convert. We’ve run many tests showing that by expanding the width
of the search box we can encourage more shoppers to search, which results in an
increased conversion rate.
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X Blunder 11

Vague error messages on checkout pages

. =0 :
nps://kyled.pinnaclecart.com says: = ies ment options

ncekrror: shippingTaxdmount 1s not defined
Credit or Debit Cards

Enter your card information:
L — B There was a problem
=« Empiration dakte is not corroct.
# Card number is not corract.
Stl‘ange error messages Card number Nam
make shoppers abandon [1890182049696 Test
the site.

Highlighted fields and
suggested solutions make
resolution easy.

Extremely motivated shoppers will probably buy from you regardless of whether
they encounter vague error messages in your cart. Shoppers who are somewhat
reluctant to buy, however, often abandon their purchase when they encounter error
messages they can’t resolve easily. Highlight the fields that have issues prominently
and suggest solutions.
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JX Blunder 12

Having a generic “about us” page

ABOUT US

We enjoy selling you things

and having your business. Our
products are the usual type you’d
expect and we assure you they’re
qualitry items. We’re a faceless,
corporate entity, but without the
brand recognition. Are we any
different than the other guys? Not
really.

Tagen! e Gougle Pogh  wesam W ..
e WMot ofetes @ unbeuros AT huly

Generic “about us” page Tells buyers unique value
gives shopper no reason to and that the company can
trust. be trusted.

Why do customers pay a premium for Starbucks coffee, even if the local coffee
shop offers the same coffee for less? Because they trust the brand. Tell a story on
your about us page that positions you as a unique and trustworthy merchant, and
you’ll overcome a key obstacle.
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X Blunder 13
Cluttering your “sort by” options

GUARANTEE ON ALL ITEMS
+ | FREE 1-2 DAY SHIPPING ON $99+- Leam More

- | e e NOw W) Cooe
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o
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Price: High w Low

Too many sorting options Streamlined, with popular
that customers don’t use. sorting option prioritized.

The sort by options that appear above thumbnails on a section page can have

a big influence on conversions. Find out what sorting option your shoppers

use most often and prioritize that above other lesser-used sorting options. For
example, we learned through testing that most shoppers on an apparel store
clicked “view all,” and dramatically improved conversion rates by emphasizing that
above everything else.
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X Blunder 14

Neglecting easier conversions like mailing list
subscriptions

EXHIBITION
CRIATARTONSCMI B, +

'™ VIEW CART

VERMEERY

e

Accessories

Captain Phillips Weekly Email Newslelier
Parchase Tickets Click FIERF. C“ck Tn sl‘p-uF!

> “CESSORIES THAT
= WGBS HARD AS Yo,

uine crafted John Deere brand wallets and belts,

3

i What's Playing at the : = beltshoppe
Elmwood? YL
Hunger Games: Catching Fire P e S ¥ - i Bocame 4 VIP Mamoar And
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s To Purchase Tickets Click Sy VDLUME«. .X:m’"f,“"m“;’.;
ik FIERE L » Special Dawls
Senor (2138 ¥ sHoP o :
No mailing list or hard to Mailing list sign up gives
find? 98% visitors will leave you another chance at
and never come back. conversion.

On average, 98% of visits to your website won’t result in a purchase, often
because they are early in the decision-making process. Most who leave will never
come back. Turn more of these tire-kickers into customers by offering them a one-
time use coupon-code in exchange for signing up to your mailing list.
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B Blunder 15

Leaving out “low price guaranteed” messaging
from item pages

Select s Rox Spring -
T—— <+ , Add to Cart
Select i Frama -
;EQTQ ADD TO CART Low Price Guarantee - Find A Lower Price And We"ll Match It!
constantly searches for the lowest prices so you
don't have to, If you find a lower price, callus at ar
&l lke? — i i
_—_—_____" Customers also shopped
these beds N
o — e & “Lowest prices guaranteed”
T ‘ near cart button reassures
This company’s lowest price the shopper.

guarantee is nowhere near
the cart button.

Simply stating “lowest prices guaranteed” near your add to cart button can
dramatically increase conversions according to our tests. By contrast, similar
messaging located in the header has a minimal impact. Many shoppers are
motivated by “fear of loss,” and if you can address that fear, you’re more likely to
close the deal.
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19

X Blunder 16

Missing obvious navigation segmentation
opportunities

= s withs Stoals &
B FREE APPI 15+ DEALS>

At boutique petmeds holiday & gifts~
— e

Canine Comforts offers a convenient and coz
experience for you & your four-legged £

FIND PET FOOD fast!
§- O
! )

Lacated in the Jack London Squsre Warehosse [t
308 Jacksum Streel, Uakland CA 94607
S10:2388T1T

 great prices on over 20,000 pet products

* award-winning 24/7 customer care

Requires lots of clicking to Easy one-stop navigation
get anywhere. for many.

Help shoppers find what they want faster by offering intuitive navigation options
that break the convention of standard navigation options. In the case of Wag.com,
they allow a shopper to select the type of pet they have, and the brand of pet food
they use, in order to save their shoppers from having to navigate 2 or 3 different
pages to get the same result.
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X Blunder 17
Putting your “add to cart” button below the fold

Cart below the fold = lost Above the fold sells much
sales. better.

Testing shows that conversions plummet when the add to cart button is moved
below the fold. This may be for both practical as well as psychological reasons. In
many cases, ready-to-buy shoppers simply can’t locate the add to cart button as
quickly as they would like, and leave due to frustration.
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B Blunder 18

Failing to put time-limits on special sales

|

\u.
Jerzees 50/50 Crewneck Jerzees 50/
Sweatshirt Sweat SANTA'S WORKSHOP COLLECTION
Regular Price: $22.00 Regular Pric "
Sale Price: $6.94 Sale Price iays, gamas & iy
You Save 68% You Sav UP TO 55% OFF | ENDS SUNDAY

A sale that lasts forever is Sales with time limits
less effective. make a shopper 25%+
more likely to buy.

Putting time limitations on special offers motivates shoppers and can make them
25%+ more likely to buy. Attach a time limitation on all of your offers. For site-wide
promotions, consider tools like Time2Buy which presents a persistent countdown
timer that follows shoppers as they browse, reminding them of how quickly they
must make their purchase in order to get the promotion.
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B Blunder 19

Stale homepage content

o (3

TR 14y

e

MEW TODAY  BESTSELLERS  LASTDAY  SMOP BY CATEGORY
[ —)

e i —
ALL-DAY BHORFING, ONE-TIME SHIFPING Place an order, then enjoy FREE SHIPRING

Nothing new means fewer New content daily keeps
reasons for customers to returning customers.
come back.

The retailers who grow quickly and profitably often do so because they’ve
mastered the art of generating repeat purchases from their customers. Your
homepage is an important part of that formula. Help your return customers
discover something new by showcasing merchandise that’s seasonal, trending
upwards in popularity or that’s available at a deep discount.
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Thank You

for taking time to read our free report. Was reading it worth your time?
Please send your feedback to me at scott@exclusiveconcepts.com. Your
feedback will help us to produce useful content for you.

Regards,
Scott Smigler
Founder of Conversions On Demand

An Exclusive Concepts, Inc. Brand

About Conversions On Demand

Conversions On Demand, an Exclusive Concepts brand, provides hosted
conversion improvement software to online retailers. Conversions on
Demand software is used by the U.S. Olympic Soccer Team’s online
store, and hundreds of other merchants on Yahoo! store, BigCommerce,
Magento, 3D Cart, and more. All of our products include control panels,
analytics tools, easy a/b testing, and CrowdWisdom for no additional cost.

Our flagship product, The Cart Closer, enables merchants to target deals
to shoppers based on their cart size at the moment they attempt to
abandon it. It’s offered on a pay-for-performance basis, and merchants
can sign-up today for a 30-day trial.
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BX Check Out These Exclusive Offers

From Conversions on Demand

The Cart Closer

75% of shoppers abandon their carts before buying. The Cart
Closer prevents cart abandonment —saving up to 28% of
abandoned carts. It's the easiest, most effective, and most
affordable solution of its kind.

Learn More

patent pending

Time2Buy

Timed offers proven to increase e-commerce conversion rates.
Time2Buy identifies unmotivated browsers and makes them
25.90% more likely to buy.

Learn More

30 DAY

FREE TRIAL

There are 2 types of online merchants — those who use
Conversions On Demand and those who've yet to try it.

Try any or all of our apps for 30 days free of charge
and choose for yourself!

Find Out More
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FOR THE LOVE
OF MARKETING.

HUBSPOT’S ALL-IN-ONE

MARKETING SOFTWARE. R
... brings your whole marketing world

together in one, powerful, integrated
system.

Request A Demo

SEARCH OPTIMIZATION
Improve your rank in
search engines by finding
and tracking your most
effective keywords.

MARKETING ANALYTICS
Analyze your web traffic
and see which sources
are generating the most
leads.

BLOGGING

Create blog content
quickly while getting SEO
tips and best practice
pointers as you type.

LEAD MANAGEMENT
Track leads with a
complete timeline-view of
their interactions with your
company

SOCIAL MEDIA

Publish content to your
social accounts, then
nurture leads based on
their social engagement.

EMAIL

Send personalized,
segmented emails based
on any information in your
contact database.




