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 Showcase key products by vendor
 Use contracts to facilitate group buying
 Increase visits to your webstore
 Webstore first impressions
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 Top 40 Items by Type Report
 Create a page of those items
 Create excitement for the page



6

 Top 40 Items by Type Report
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 Create a Contract for Groups
 Communicate item details with contract notes
 Set group available online
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 Set contract items
◦ Customize these to the specific group
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 Finalize the contract with respective details
◦ Name of the contract
◦ Start and end date
◦ Display name
◦ Sign-in Code
◦ Graphic
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 Communicate to your groups how easy it is to 
order
◦ Sign into the group and order. That’s it!
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 Email Marketing
◦ In a constantly evolving digital age, this is still a relevant 

marketing practice
 Promo Codes
◦ Add to customer receipts
◦ Standardize weekly / monthly promo codes
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 Average ROI is $38 for every $1 spent
 Customer conversion 40x more likely to happen with email
 Engagement and personalization
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 Filter, tag, and export customers who have email addresses
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 Mail Chimp / Constant Contact
◦ Powerful email marketing tools
◦ Customizable templates
◦ Personalization
◦ Analytics to measure success
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 Add promo codes to receipts
◦ Give value to your existing customers
◦ Encourage future visits in-store and online

 Monthly promo codes
◦ Create demand with limited timeframe and availability
◦ Draw visits each week / month to view specials
◦ Incentivize sales team with custom promo codes
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 Add value to your existing customer purchases
 Encourage future visits in-store and online
◦ Communicate this to your sales team and clerks

 Add the same promo code to your webstore
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 Woot!
 Create demand
◦ Limited timeframe, availability

 Draw visits each week / month to view specials
 Incentivize sales team with custom promo codes
◦ Give each sales team member their own promo code for a monthly 

race
 Add call to action to the webstore



23

 Bounce rate
 Fitts’ Law
 Calls to action
 Online resources
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 Visits are measured in seconds
◦ How do you create a customer in 10 seconds or less?
◦ Are you communicating what your customer needs from you?
◦ Your site is an extension of your brick and mortar.
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 What is it?
 Why it matters
 Applying Fitts’ Law to web design
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 Shorter distance
 More accurate clicks
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 Longer distance
 Tendency to overshoot
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 Why you need them
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 Image Editing
 Microsoft Paint
 Paint.Net
 Gimp

 Royalty Free Images
◦ Pexels
◦ Pixabay
◦ Burst
◦ Unsplash


	Webstore Marketing
	Create a Scalable Webstore
	The Right Tools For The Job
	Don’t Be Me
	Showcase Key Products by Vendor	
	Run Those Reports	
	Create a Custom Page
	Link To Your New Page
	Create Excitement!
	Hook, Line
	And Sinker!
	Group Buying
	Create a Contract For The Group
	Make the Contract Available Online
	Making It Easy
	Increase Visits to the Webstore
	Email Marketing
	Tag! You’re It!
	Enroll In An Email Campaign
	Promo Codes
	Add Promo Codes to Receipts
	Monthly Promo Codes
	First Impressions
	Bounce Rate
	Fitts’ Law
	Fast and Efficient
	Slow and Difficult
	Fitts’ Law Today
	Call to Action
	Tie It All Together

