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What would 
happen if you got 

5% 
new customers?

Let’s say you have 

100 000 
current customers.

That would be 

5000 
new customers.

And if their average 
order value was 

€50...

And if you at the 
same time increased 

the order value on 
15% of your extisting 
customer base with 

€20 (add on sales)...

...that would increase 
your turnover with 

€250 000.

...you would increase 
your turnover with 

additional 

€300 000 
(15 000x€20).

This would lead to a 
monthly increase of 

€550 000.

What would happen if you...?

Let us show you how to do it!

Introduction
During times of uncertainty in retail, you might notice store visits 
decreasing and budgets being cut, it’s more important than ever 
to optimize your online store. In this guide we’re going to give you 
the steps on how to do it all – increase traffic to your website, get 
customers to visit more frequently and spend more per visit. Of 
course, these scenarios would be great to improve no matter what 
state the world is in. So, take this time to set a strategy, re-think some 
of your marketing, and get the most out of your CRM platform to 
really rev up the engine on your ecommerce site and marketing.
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Imagine for a minute that you could increase the number of new 
customers by 5%. What if, at the same time, you got your current, 
loyal customers to spend slightly more per purchase? In one month, 
you could see figures like this example to the right.

As you see, just a small increase can lead to great results. But how 
do you get there? And how do you keep customer acquisition costs 
low? You start by dividing your strategy up in to these three different 
questions, focus on one at a time, each with small changes to 
implement, keep track of the performance, and wait for the results 
to blow your mind. 

Lets get started!
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Getting your marketing out to the right audience takes more than 
sending it to people who have liked something similar on social 
media. Your CRM platform has all the data organized so you 
can know who your profitable customers are, and it’s time to 
find more, new – similar customers. 

Increase the amount of new, 
valuable customers 

This might feel overwhelming, but you just have to know where 
to start. Voyado lets you create segments of customers based 
on who’s already bought a particular item or line of products and 
what you want to promote. These segments can be exported to 
your social platforms (Facebook, Youtube, Instagram), where you 
can find contacts with similar demographics and interests. This 
means that you target your ads toward those who are most likely 
to become your future customers, driving new traffic of relevant 
people to your site. Once the contacts make a purchase, they will 
automatically fall out of the targeted social channel audience, 
saving money from your ad spend and avoiding annoyance for 
the customer. 

After that, it’s important to have a clear message on your website 
on why the new customer should become a member. This is your 
chance to create a future loyal customer, so don’t let the chance go 
by. Visualize the benefits of becoming a member of your loyalty 
program, not just with the money they could save or gifts they might 
receive, but what it means to be a part of your community. Email 
communication is the most cost efficient and profitable way to 
send out your marketing. Therefore, having a lot of members in 
your database is likely to bring you the highest ROI.
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Get your customers to come 
back more often 
By now, we all know that you’re much more likely to sell to an existing 
customer than a new one. Generally speaking, loyal customers will 
buy more items at a lower cost to you. So how do you entice your 
current customers to come back and become repeat buyers? 

The truth is in the marketing. Your communication needs to be 
spot on. For that to happen you need to understand the customer’s 
needs before they may have even thought of it themselves. If they 
have recently purchased an item, send a recommendation email 
of complimentary products. Once you get the customer to the 
website, they should be met with a personalized homepage that 
recommends products based on their previously visited pages. 
Everything you send out when it comes to marketing should be 
personalized, whether that’s email, SMS, social media or another 
channel. Give the customer the sense that you understand them 
and why they became your customer. The worst thing you could 
do is send out a general message to everyone, no we take that 
back, the worst would be a misdirected marketing message (ever 
received ads for Apple accessories, Samsung users?).

You might be thinking, this all sounds well and good, but how 
do I actually send out personal communication to every-single-
customer? It sounds like a lot of work, but we’re here to let you in on 
a secret – it’s not.
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NOTE! We’ve said it before but now more than ever it’s 
important to optimize the shopping experience on mobile, 
to encourage spontaneous, quick purchases. Many people 
have the credit card information saved and ready to go on 
their phones, so make the experience seamless – from first 
google search to purchase confirmation. The CTA buttons 
need to be conveniently located and the image gallery 
swipe-able so customers get all the information needed 
when they scroll through the page. 

In your CRM platform, in this case Voyado, the email design editor 
lets you add a module with dynamic product recommendations 
based on items the customer has previously looked at, added to 
their cart, or that are similar to what they’ve bought before. These 
modules are linked the customer’s email by tracking cookies and is a 
very successful and easy way to personalize your email marketing 
quickly. The simplicity of it also makes it possible for anyone in your 
organization with access to go in and set up campaigns.
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A global company use a vast amount of languages to meet 
customer expectations and needs. So, you might be wondering 
how to  send out content in local languages? Don’t worry, 
we’ve got you covered. Voyado enables you to send out local  
content, in the local language, with local currencies, simply from 
one central office. It’s done automatically when the email goes 
out, by checking which country the customer has registered in their 
customer data. 



Three ways to get 
customers to buy more 
items per purchase
Do you find that customers usually just buy one item from you, even 
though you offer accessories and matching products to most of 
what you sell? Ask yourself, where do they go then to get these 
accessories and why don’t they buy them from you? Are you actively 
working on getting the customer to come back or buy more items 
at once? Perhaps it’s due to price, but more often than not, the 
customer simply lacks the information on what products you have 
that go with what they’ve previously purchased or have taken an 
interest in. There are many ways to change this and increase how 
much and how often a customer buys from you. Start by inspiring 
the customer with easily accessible information on items they might 
be interested in. 
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Here are a few things to try!



Create a sense of urgency
If an interested customer thinks they have infinite amount of time to 
purchase the item, nothing is stopping them from closing the page 
to “maybe” return later. Get customers to act fast by showing that 
you only have a few items left, or run a sale for 24 hours on an item 
they’ve recently looked at to get customers who were unsure about 
a purchase to click that add to cart button. 

Abandoned cart emails
So close, yet so far away! You might have thought a customer that 
left something in their cart was gone forever, but that’s no longer 
the case with abandoned cart emails, that are 8x more likely 
to be opened, and increase conversion by an average of 20%. 
Include more product recommendations in these emails in case the 
customer might want something similar instead of what they put in 
the cart, or just for the opportunity to upsell. 

Not everyone that’s browsing knows what they’re looking for, so 
inspire them with beautiful images of your bestselling products at 
every chance you get. Adding a box at the bottom of a product 
page with similar or matching items is a very effective way to 
promote an additional sale. A customer has added a TV to their 
cart, so make sure they see some accessories, like the speaker system 
that goes with it, a wall mount or HDMI cable. If they’re buying one 
big item, the cost of an additional one might seem less significant. 
But more than cost, it’s the convenience of having several items 
delivered at once that’s appealing to customers. 

Cross-sell your products 1

2

3

14



Conclusion
If you have KPIs telling you to “increase sales”, you know there are few 
things that could sound more overwhelming. By breaking it down 
into sections and optimizing each part, you are likely to get to that 
ultimate goal much quicker than you thought possible.  Focus on 
one at a time and you will be amazed how much simpler it becomes. 
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With a CRM platform like Voyado, you can tackle each part of 
this strategy in an efficient way. Even if you’re one small, centrally 
located team, you can send out relevant content to seem like you’re 
in hundreds of markets at once! For example, use marketing 
automation to set up workflows that lead to hundreds 
of different solutions, sending out content in local 
languages, find lookalikes to your current 
customers and so much more. Start setting 
them up, one by one, and see how they 
together help you work towards the 
ultimate goal of increasing sales. 

Increase Sales...

Personalized 
communication

Abandoned 
cart emails

Increase amount of customersIncrease site visits

Social media 
campaigns

Create segments 
of profitable

 current customers

Showcase 
products

Marketing 
automation

Social channels 
lookalike audiences

Create sense 
of urgency

Increase purchase value

Online store Physical store

Stay tuned for 
tips and focus on 

your online strategy 
for now.




