Why 98% of your website visitors don't buy from you

And what you can do about it
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WebMedic

SMEs Have Unique Challenges

Overpopulation Consumers with Many Options High Expectations Unique Needs

MSC
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Status Company
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WebMedic

Geolocation

Bounce Rate

Newsletter Conversion
Subscribers Rate

Cart
Abandon
Rate

Email Open
Rate
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Number of
Transactions

Average
Order Size

Visitors

Customer
Acquisition
Cost

Average
Session
Duration

Customer
Lifetime
Value

Pageviews
Per Visit

Traffic
Source



WebMedic
The Online Business Formula

Visitors x Conversion Rate x Customer Lifetime Value = Revenue

The % of people that The total amount of money
become customers a customer spends
In your business
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WebMedic

MSC
—MALAYSIA——
Status Compan

The Power of Improving Conversion and LTV

30,000 x 1% x RM 500 = RM 150,000

Invest back in advertising

30,000 x 1.8% x RM 600 = RM 324,000
80,000 x 1.8% x RM 600 = RM 864,000

Visitors x Conversion Rate x Customer Lifetime Value = Revenue



Visitors x Conversion Rate x Customer Lifetime Value

= Revenue






WebMedic
High level numbers don't help

Audience Overview @ B SAVE }, EXPORT < SHARE @élNSlGHTs
I Jan 1,2019 - Apr 27,2020
O All Users + Add Segment
100.00% Users
Overview
Users ¥ VS. Select ametric Hourly Day Week Month
® Users
100,000

€50'000 Nov 1, 2019 - Nov 30, 2019

m Users: 61,506

March 2019 May 2019 July 2019 September 2019 November 2019 January 2020 March 2020

W

Google Analytics > Audience > Overview
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WebMedic

Nobody..

| Your visitors are people, but who are they and what do they like / don’t like?
M>C
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&
e



WebMedic

Ask Customers Why They Didnt Buy

If you did not make a purchase today,
what stopped you?

| don't believe the product will work.
| | don't understand the product.

The product is too expensive.

Please type here...

I'm just browsing

Please type here...

4 ,r N
MSC
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Sats Company Surveys using hotjar.com — Free service



http://hotjar.com




WebMedic

Offer Livechat To Support Them Quickly

Live Chat “~ ©

We are online! Please type your message or
comment and we will connect you to one of
our operators right away ...

¢ Hello, my name is John Doe. Do
1, you need help?

2 Hello, my name is John
"3 Doe. Do you need help?

Type a message
Type a message

LiveZilla Live Help Q

Live chat using drift.com — Free service

A
A
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http://drift.com

Visitors x Conversion Rate x Customer Lifetime Value

V = Revenue
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Ieaklng customers?!
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WebMedic
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The Online Business Funnel

100 Visitors

-f\/\
40 Shoppers

Bounce Rate

Add to Cart

No Cart Addition
Checkout

Cart Abandonment
||| I

"il'n'u””

T

Customers

Checkout Abandonment

1 out of 100 visitors become customers, that is 1% conversion rate



WebMedic
Key areas where we need to look for leaks

Channels Landing Pages Product Pages Checkout

I A\
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WebMedic
Channels

Top Channels

B Organic Search
™ Direct
M Referral
Social
~ Paid Search
- Affiliates
= (Other)
Display

Google Analytics > Acquisition > All Traffic > Channels

[ |
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—MALAYSIA——

Status Company



WebMedic

_anding Pages

Primary headline

Secondary headline

Hero image or video

Lead capture form

Call-to-action button

Trust indicators

Key benefits

|

MSC
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WebMedic

Product Pages

17.8% OF VISITORS REACHED THIS POINT

AVERAGE FOLD

Heatmaps using hotjar.com — Free service

_ e B .
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http://hotjar.com

WebMedic

Checkout

All Sessions Sessions with Product Views  Sessions with Add to Cart Sessions with Check-Out Sessions with Transactions

1,059,303 237,606 2.43% | 53,132 24,247 % 1,399

e
- EE— = —

\ 4 \ 4 \ 4

No Shopping Activity No Cart Addition Cart Abandonment Check-Out Abandonment

816,189 r7o5% 178,706 521 40,156 7558% 22 853 e

e Google Analytics > Conversion > Ecommerce > Shopping Behavior

Status Company



WebMedic
Abandoned Cart Recovery via Email

We noticed you left
something in your cart

Would you like to complete your purchase?

Deer Omament
$23.00

...............................................................................................................

3 St. O 555-8334
Share Vis
eck out my web -2
—MALAYSIA——
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WebhMedic
Apbandoned Cart Recovery via Remarketing

Your Ad On
Other Sites

0200

Visitor Returns
To Your Site

\_’

Visitor Your Website Visitor Leaves

MSC
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Visitors x Conversion Rate x Customer Lifetime Value

V V = Revenue



Customer Lifetime Value

Retention Is better than acquisition



WebMedic

| Ifetime?!

MSC
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WebMedic
Based on what they buy, how often and what you can offer

$+Z+&=CLV

Average Annual Purchase Expected Years Customer
Transaction Frequency of Relationship Lifetime Value
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WebMedic

_et's say you are en ecommerce store for babies

A
MSC
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WebMedic
Most your customers buy only once

TOTAL PAYING CUSTOMERS

5,578

SINGLE ORDER CUSTOMERS
3,842 68.88% of total

TOTAL REPEAT CUSTOMERS
1736 31.12% of total

MSC WebMedic.app — Customer Performance Analysis

Status Company



WebMedic
Quickly email everyone!

_YOU GET AN EMAIL!

mgﬁl‘

ANDYOUGETAN
R . 1 by = - | | (Mlﬂl .

‘\v"‘ - .l o
e ‘/".:,-.\l‘. >x)

o AND YOU GET AN EMAIL
4f‘r‘.'.?’-.° by gh =" | yt
|$ ’ f

EVERYONE GETS AN EMAIL!
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WebMedic

Customer Segmentation

MSC

Status Company



WebMedic
Better Lifetime Value = Exponential Growth

Customer Retention Profit Growth

Just 5% increase
In retention rates

Generates ) f

Up to 95%
iIncrease In profits

MSC

Status Company






We help online businesses
Increase sales by improving
on-site conversion rate

WebMedic



Stop Wasting Time and Money
Start Growing Online Today

https://grow.webmedic.com

Sign up here to get started

WebMedic


https://bit.ly/34m6dNJ
https://bit.ly/34m6dNJ

