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At-Checkout Upsell

Have you ever shopped at Vistaprint? 

If so, you know how bloody awful the 
checkout process, with all those upsells can 
be, right? 

But the thing is, IT WORKS!

In fact, put t ing that  upsell process in place, 
was the one thing, that  turned Vistaprint  
into a cashflow posit ive business. 

Just as an insight, Vistaprint now spends over $20 million per year, purely on market ing.

They are constant ly test ing and measuring, to see what gets them the greatest return and 
what the t ipping point is, that gets the biggest AOV vs the point where people abandon 
cart .

When I looked at their process recent ly, I not iced the endless pages of upsells and cross 
sells have been replaced with a (almost never-ending) page of cross sell products.



The Vistaprint  upsell pages was sooooo long, I had to cut  it  in half to show you the whole thing!

If a customer purchases a low end cross sell, that 's around an ext ra $8 per order!



PROFLOWERS

You can see here, on the proflowers.com website has an UPSELL, on the right 
side. You can ?upgrade? to the Deluxe version OR an even BIGGER  
arrangement in the Premium version. 

Plus if you look carefully, there is also a CROSS SELL for  a jar/vase peeking in 
at the bottom. You actually have to scroll down and select "no jar" if you don't  
want to purchase (sneaky, but I'm guessing that $9.99 is taken by a good 
amount of buyers!)

On-Page Upsell
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On-Page Upsell

In this example, Dollar Shave 
Club don?t even offer an 
incent ive, they just ask you 
straight up - ?How Many Do 
You Need?.

As a customer, it  immediately 
makes you think that you 
need more than one, so you 
feel compelled to buy more.

#kaching

DOLLAR SHAVE CLUB
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Post Purchase Upsell

In this example, BOOM 
cosmetics use the Zipify one 
click upsell AFTER checkout.

Studies show that the biggest 
endorphin rush hits us just as 
we complete an order, so 
leverage that feel-good state 
and customise your 
post-purchase offers.



Upsell vs Cross Sell



Cross-selling is the weapon in your sales-boost ing arsenal - selling a complimentary 
product that will usually give an enhanced benefit  to the purchaser.

A great way to encourage customers to buy more, is bundling your best sellers. 
Customers love having their buying decisions made easier, so in this example, Bindi 
Nutrit ion has bundled up two best sellers to give athletes better performance. 
These products are often purchased by customers in their subsequent orders, so 
offering them together is actually better for the customer (and the retailer)!

BINDI NUTRITION

Bundling
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Free Shipping Accelerator

Free Shipping is the highest motivator for customers, BUT, it  costs you money. 
Having a free shipping threshold allows you to control the purchase journey.
Incent ivising your customer to hit  that free shipping threshold, is a no-brainer offer, 
and an "upsell in disguise".
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Pop-up Upsell

There are lots of apps that will allow you to add pop-up upsells to individual products. 
Offering complimentary products that enhance the buyers use of the original product 
is your go-to offer.
Hint: you can also do this instore with product placement and point of sale offers



So how do you implement this in your store and get your team on board ?
It?s easy to want to go all ninja warrior and start  upselling and cross selling 
EVERYTHING. 

Start  with your top 5 selling products, and ident ify the complementary products that 
would benefit  the customer if they purchased together.

Give yourself a target (try $5 or 10% of an average order value to start  off with).
Pull your team together and think of some ways you can increase the average sale order 
by $5 (or 10%).

And invest igate apps that will help you implement upsells on your ecommerce site (we 
love Zipify and Bold Upsell)

Your Turn

http://affiliate.boldapps.net/apps/product-upsell?ref=sal
http://affiliate.boldapps.net/apps/product-upsell?ref=sal
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