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At-Checkout Upsell

Have you ever shopped at Vistaprint? “\l "

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

But the thingis, IT WORKS!

In fact, putting that upsell process in place,
was the one thing, that turned Vistaprint
into a cashflow positive business.

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

They are constantly testing and measuring, to see what gets them the greatest return and
what the tipping point is, that gets the biggest AOV vs the point where people abandon
cart.

When | looked at their process recently, | noticed the endless pages of upsells and cross
sells have been replaced with a (almost never-ending) page of cross sell products.

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE
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The Vistaprint upsell pages was sooooo long, | had to cut it in half to show you the whole thing!

W vistoprint Hialithey 547 Cande
0 s 450 3010 R USRS ChtrTas Felses
b, e = g g e o

L T

Sava S0
bl iy B35
Croue GAOTTe SH0SAM

44 b0 my O

Sranderd Buskass Card

Edn by fmage

Sava B0
bl iy 855
Crome Guztn 58052409

844 tomy Orser

it My g
R

S 15

Piusws Doy $5.95

Crazerduzans 00 S4RAP

Ad 1oy e

Bdd ko my Grder

Edit My intge

Crocsa Gusny | 108859 =

£td to my Drder

=n - |

vl (B )

moosaT o

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



On-Page Upsell

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.

i BH s

Plus if you look carefully, there is also a CROSS SELL for ajar/vase peekingin
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!)

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE



On-Page Upsell

DOLLAR SHAVE CLUB

In this example, Dollar Shave
Club don’t even offer an
incentive, they just ask you
straight up - “How Many Do
You Need”.

As a customer, it immediately How many do you need?
makes you think that you
need more than one, so you 1 @
feel compelled to buy more.

#kaching

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE
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Post Purchase Upsell

Post-Purchase One-Click Upsells

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

BOOM! Add 3 BOOM! Nectar 202 to vour order and save 15%

This limited time offer endsin - 09 : 20

Studies show that the biggest ————
endorphin rush hits us just as | s
we complete an order, so : |

leverage that feel-good state
and customise your
post-purchase offers. meie P g

uso $78.81

ential Oils

| ails for Boom Calm including
Srganic Lavender Essential Ol and
itial Cil, Together, these three

ish survkissed

s Nabural maisturizer, Organic Clive QI
ind essential fatty acids that quickly absorb
into your skin Finally, we chose Aloe Viera Gel, because it

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE
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Upsell vs Cross Sell

Yasetling Cross Selling

Offering customers a better, Offering customers

more expensive item when additional products that

they go to purchase compliment their purchase

PRODUCT OFFER CHECKOUT

FOR ONLY $3 MORE, GET 2LBS

UPSELL Coffee 118
A better product, or upgrade 200 .
is offered and when selected

REPLACES the original product

Coffee 2LBS
$25.00

DON'T RUN OUT OF FILTERS . Coffes 2LBS
. - L $22.00
CROSS-SELL —_—
A complementary product is $2200 ‘ . Coffes Filters
offered and when selected is

- $3.00
ADDED, alongside the original

ADD TOTAL $2s.00
product

Complete Order

The Upsetlt Reality Check

If you can add $33
to just 3 out of 10 orders
and you have just 10 sales a day...
Thats an extra $100 per day

Or $36,500 per year!



Bundling

BINDINUTRITION

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

&,
&, _— .
'd‘%t Bindi .Sports Hydration + Add 1o cart
"p‘,'? Protein Bundle

$76.00 ss008

Melon/Chocoli =

| -
&' 2.

s

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
Nutrition 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)!

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE



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.
Incentivising your customer to hit that free shipping threshold, is a no-brainer offer,
and an "upsell in disguise".

I~ POPSICLE COLOUR BLOCKED ANKLE GRAZER TIGHTS size 12 added to
your bag.
\ $40.00 57999
K CONTINUE SHOPPING > VIEWBAG / CHECKOUT

You're only $39.91 away from FREE SHIPPING

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE
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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

DON'T RUN OUT OF FILTERS!

ck of filters to your order for 3

Coffee Filters

$3.00

No Thanks :( Continue to cart!

HOW CAN YOU IMPLEMENT THIS IN YOUR STORE/WEBSITE
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Your Turn

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 identify 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 investigate apps that will help you implement upsells on your ecommerce site (we
love Zipify and Bold Upsell)

S5TEF 1
L& at your top 5 best selling products and see what you can upsell with them, and how they will benefit the customer:

Product Uips=ll Product Why |t Benefits the Customer To Have Both

wi | e | o | ma | =

STEP 2
Speak to your team and ask them which items people generally (or should) by together

a goes with

goes with

goes with

goes with

© ©0 0 0O

goes with



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