




My bio (ran 4 eshop)
● 15 years of SEO and WordPress experience
● Built 50 site to test SEO
● Handled over 350 WordPress design and 

development
● Lead organiser of WordCamp, co-organiser 

of HK WP meetup and HK elementor 
meetup

● 5 times amazon ebook best sellers
● Mailchimp HK partner 



Digital transformation in SME

● Type of businesses which are suitable for digital transformation

● Type of digital marketing SME could do



Type of businesses which are 
suitable for digital 
transformation





Digital transformation meter

Less likely Very likely

● Travel business
● Beauty salon
● Fitness center

● Restaurant ● Education center
● Retail to eshop
● Remote service





Challenge for business

● Have no experience
● Do not know how to kick start



Challenge for individual / staff

● Adapt the remote tool
● Lose their job and force to startup online business





Outsource 73 jobs.



Once you figure out whether your 
type of business is likely or not 
likely to transform digitally.



Type of marketing SME could do



1/ more customer
2/ higher AOV
3/ frequent purchase
4/ eshop SEO



1. More customers



but first...measure

● analytics

● surveys

● usability studies



google analytics



google analytics



heatmap



getting new customers

● SEO
● SEM
● re-targeting ads
● direct
● referral
● affiliates
● refer a friend
● social media
● offline PR



3 type of traffic

1. Free traffic
2. Paid traffic
3. Own traffic



1/Free traffic



SEO tips
● title

● meta

● keyword

● sitemap

● friendly url

● search engine submission



search engine sitemap



social media
● facebook like & share

● fan page/content distribute

● youtube channel



seo measurement



blogger PR



where do visitors land?



engaging customers

● news/blog/facebook feed

● promotion/group buy

● content & photo

● landing page

● ease of use navigation



2/Paid traffic



Traffic is important but most crucial is Conversion

You have to get people to visit the site or page 
you're directing them to. You may get tons of 
traffic but it does not mean you’re doing well. 
Unless you can capture some lead and convert 
them into your customers eventually.



Traffic is important but most crucial is Conversion

Conversion means persuading the reader to do the 
thing you want them to do, whether that's to buy a 
product from your online store, download your 
case study in exchange for his email address or to 
call you to set up a consultation.

Your end goal isn't traffic. It's sales! Without sales, 
you'll be out of business, regardless of how much 
traffic you have. So define your goal of the landing 
page.





What is the average conversion 
rate for a NORMAL WEBSITE?



0.1 - 1%
Surprisingly, studies show that the average conversion rate for a website is between 

0.1% and 1%, which means it’s only converting a teeny tiny portion of site traffic. 
With such a poor outcome, why do businesses still rely on the homepage to do the 

heavy lifting?



Maths questions

 If you have 100 traffic to your website, what is the 
converted traffic for 

 normal website 1%



Maths questions

If a successful order will earn you $500,
Are you making money if each traffic cost $10
Are you making money if each traffic cost $2



Traffic CPC 100 traffic cost NET

$10 / traffic $1,000 -$500

$2 / traffic $200 +$300

100 traffic => 1 customer (1% conversion) => $500 income



So what is your ads budget if CPC 
is $2?



If cpc is $10, any reason why I 
should continue to place ads?



Consider LTV



3/Own traffic

● eDM



How to build up email list?



Facebook lead ads (SGD$0.8 / lead)



Trigger email automation 
in mailchimp.



a/b on test on title with emoji.





2. Higher AOV











cross selling





Why do we up sell / down sell / 
cross sell / bundle product to 
customers?





Responsive design



Facebook login



Pop up after x second



What makes a good proposition

● desirable products
● well presented
● attractively priced
● securely paid for
● nicely delivered



customer service



Delivery options

● free shipping over $xxx purchase

● next day delivery

● select date/time delivery



schedule delivery



Review & rating (on/off site)



Make it simple to purchase

● basket

● security

● delivery cost

● big buttons (especially 

for mobile)



Packaging



Making it simple to purchase

● more payment options
● no distractions (same header/look & feel)
● language & tone
● registration or guest checkout
● analytics





3. Frequent purchase



Flash sales



abandoned cart reminder
70% people add to cart but quit 
the site without checkout.



survey after order
simple multiple choice



Getting them to come back

● survey/analytics

● trigger emails

● email marketing (weekly, not 

monthly)

● loyalty schemes

● re-targeting ads



Re-targeting ads



What is retargeting ads?

Retargeting converts window-shoppers into buyers. 

Generally, 2% of shoppers convert on the first visit to an online store. 

Retargeting brings back the other 98%. 



To sum up, focus on 3 main areas

1. More customers
2. Higher AOV
3. Frequent purchase



Positioning

● USP (unique selling point)
● Differentiation
● Single brand / multiple brand



Branding











eCommerce software





eShop SEO



Difference between SEO and SEM





1/ How SEO works?



SEO in simple term

Relevancy (keywords) and Popularity (Links)



Ranking signal

200+ ranking signal 
(year: 2010)







iPhone 11 Pro. HK$8,599 起. 全新三相機系統 (超廣角、

廣角、長焦距); 長達20 小時影片播放時間; 防濺耐水， 可
在水深達4 米長達30 分鐘; 5.8 吋或6.5 吋超級Retina

In the past, this is how we do



User browsing device:
75% Mobile VS 25% Desktop / Tablet



How frequency does google 
update their algorithm?



Update frequency

Each year, Google makes hundreds of changes to search. In 2018, they reported an 
incredible 3,234 updates — an average of almost 9 per day, and more than 8 times the 
number of updates in 2009. 

While most of these changes are minor, Google occasionally rolls out a major 
algorithmic update (such as Panda and Penguin) that affects search results in 
significant ways.



How does Google find my 
website?



Google crawl => index => optimize



Do you know how quick Google 
index?





Can it be quicker?





Top 3 ranking signal out of 200 
ranking signal



● Keyword (content)
● Backlink
● UX (rankbrain)



https://www.google.com/search?q=english+tutor&oq=english+tutor&aqs=chrome..69i57j69i59j0l4j69i60l2.2439j0j7&sourceid=chrome&ie=UTF-8


2/ How do users search?

What is their search intention?



Search intent

● Informational
● Commercial
● Navigational 
● Transactional





eShop SEO matters

● Keyword research

● Backlink

● UX

● Site speed (1s slow drop 7% conversion)

● Content framework

● Structured data

● Duplicated content

● Security

● Site structure



反向連結 
backlink (supplier)



https://mailchimp.com/




用戶體驗 
user experience (cdn, above the 
fold)





Above the fold matter.



Many product but 20% product has 80% sales.

https://www.hktvmall.com/hktv/zh/


改善網速 
speed (1s slow drop how many 7% 
of conversion)



https://wemakewebsites.com/blog/a-1-second-delay-on-your-page-load-can-cause-a-7-reduction-in-conversions-how-do-you-solve-it/


吸引流量的內容架構 & 分類描述
content length, category 
description and approach (blog 
include product add to cart or url)



Category description

https://www.zalora.com.hk/men/calvin-klein/?csa=calvinkleinsstwenty


產品圖像 SEO





BIG…..

https://www.hktvmall.com/hktv/zh/main/%E5%A4%AA%E5%B9%B3%E5%AE%B6%E5%BA%AD%E9%9B%BB%E5%99%A8/s/H0873005/%E9%9B%BB%E5%AD%90%E9%9B%BB%E5%99%A8/%E9%9B%BB%E5%AD%90%E9%9B%BB%E5%99%A8/%E5%AE%B6%E5%BA%AD%E9%9B%BB%E5%99%A8/%E6%8A%BD%E6%BF%95%E6%A9%9F/%E5%A3%93%E7%B8%AE%E5%BC%8F%E6%8A%BD%E6%BF%95%E6%A9%9F/27%E5%85%AC%E5%8D%87%E6%B4%BB%E6%80%A7%E7%A2%B3%E6%8A%97%E8%8F%8C%E6%8A%BD%E6%BF%95%E6%A9%9F-GD27YW/p/H0873001_S_GD27YW


結構化數據 & 安全性
data schema (product) & security



Product schema



https://search.google.com/structured-data/testing-tool/u/0/




如何解決重複內容 
duplicated content / keyword 
cannibalization / noindex



Duplicated content



noindex



網站結構及連結建議
site structure (3 clicks) & url 
structure





3 clicks approach



Take action now, what’s next?



Find your hero product / service

1. MVP approach

2. $50 ads

3. Measure => iteration



As a solopreneur 

● People business, find your niche and become high 
income skill. 

● Ongoingly share content to provide value to build trust. 
● Eventually turn the cold traffic to hot traffic. 
● Generate lead and end up closing them as customers.



My case
● 15+ years experience but my friends don’t know what I do. 
● share stuff in facebook and youtube 1.5 years ago. 
● Done 250 blog post, 130 youtube and 48 paid  online courses. 
● Find your strength. Stick to it.
● Fail fast and try another way. 
● Now: 1,900+ facebook fans, 4,000+ email, 3,000+ linkedin 

connection =>Inbound marketing.



Thanks for listening.

Question?



www.HDcourse.com 

www.facebook.com/ivansopage

www.youtube.com/c/ivanso


