Ways to attract
customers to
shop Online

Ways to Attract Customers to Shop Online

Description

The global eCommerce market is projected to reach $7.4 trillion by 2025, with online sales accounting
for 24% of all retail transactions. Imagine a small online store selling handcrafted jewelry. Just a few
years ago, it thrived on organic traffic and word-of-mouth referrals. Now, with countless competitors
emerging daily, sales have fluctuated, and customer acquisition costs have risen. This scenario is
becoming increasingly common as the online marketplace grows more saturated.

To stand out and drive consistent sales, businesses must implement effective eCommerce marketing

strategies to attract and retain customers. Consumers have more choices than ever, and brands that
fail to adapt risk losing market share and revenue.

Grab the opportunity before it’'s gonel!

Understanding Your Customer Base

To effectively market your online store, categorize customers into two segments:

1. Existing Customers: Those who have already made a purchase and may buy again.
2. New Customers: Those who have never purchased from your store but are potential buyers.


https://paxcom.ai/blog/ecommerce-advertising-strategies/

eCommerce Marketing Strategies to Retain Existing Customers

Loyalty Programs and Exclusive Discounts

Offering reward programs or exclusive discounts can keep customers engaged. A 2024 McKinsey
report shows that 79% of consumers prefer shopping on platforms that offer rewards and cashback
incentives, with loyalty program members spending 22% more than non-members.

Personalized Offers and Al-Driven Recommendations

Al is on the roll. As per Salesforce, Al-powered recommendations increase sales by 20-30%.
Personalized emails, product suggestions, and targeted ads based on purchase history improve
customer retention.

Subscription & Membership Programs

Programs like Amazon Prime or Walmart+ offer free shipping, early access to sales, and exclusive
deals to retain loyal customers. The Amazon Subscribe and Save program offers additional discounts
up to 10 to customers.

Post-Purchase Engagement

Follow-up emails, how-to guides, and customer support messages help strengthen the customer
relationship. Offering discounts on their next purchase can encourage repeat buying.

Eg: A guide on how to connect the Bluetooth speaker with TV might pique the customer’s interest who
is considering buying it.

Many D2C brands offer an additional 10% discount coupon for the next purchase to the customers.
This strategy often results in repeat purchases.

Gamification and Referral Programs

Implementing gamification and referral programs fosters deeper customer engagement and enhances
brand loyalty. Interactive promotions, combined with rewards for successful referrals, not only captivate
users but also build a sense of community. Research highlights that customers referred by friends
show a 37% higher retention rate, making this approach highly effective. This strategy
seamlessly broadens customer bases while cultivating lasting relationships beyond existing shopping
habits.

P.s: Referrals are just Word-of-Mouth but DIGITAL.

Superior Customer Service and Easy Returns

Superior customer service and easy return policies play a pivotal role in retaining loyal customers. By



ensuring seamless support and removing barriers in the returns process, brands build trust and
confidence. According to a Zendesk report, 67% of customers are even willing to pay a premium
for exceptional customer experiences, highlighting the substantial value of prioritizing satisfaction
and convenience in today’s competitive market.

eCommerce Marketing Strategies to Attract New Customers

Comprehensive eCommerce Marketing
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Free Shipping & Express Delivery

According to the Baymard Institute’s study, 48% of shoppers abandon carts due to high shipping
costs



. Offering free shipping on minimum purchases can reduce cart abandonment.

Platforms like Amazon, Myntra, and Nykaa offer express shipping, which even includes 30-minute to 2-
hour and same-day delivery in a few cases. The initiative has been taken in lieu of the growing quick
commerce landscape in the industry.

Buy One, Get One Free (BOGO) Offers

A classic tactic that entices first-time buyers. Brands like Nike and Adidas use this during seasonal
sales to attract new customers.

Payday sales, BOGO offers, heavy discounts result in an extended customer base and often help with
inventory clearance. Swiss Beauty, Pilgrim, Moxie, The Soulflower Co., Renee, Blissclub, many more
brands are heavily incorporating these marketing strategies for customer retention and customer
acquisition.

Flash Sales & Limited-Time Discounts

56% of shoppers are likely to buy when they see a personalized discount.

Surfaced from platforms like Shopee, Lazada, and TikTok, many eCommerce platforms like Amazon
and Flipkart have introduced this concept. These time-sensitive deals create urgency and encourage
visitors to drive conversions.

Social Media & Influencer Collaborations

Social commerce is expected to reach $1.2 trillion by 2025. Leveraging platforms like Instagram,
TikTok, and YouTube influencers can introduce your brand to a larger audience.

User-Generated Content is also one of the prominent marketing strategies that has been popular with
growing d2c brands and is cherished by both the creator and brand.

Cashback Offers & First-Time Buyer Discounts

Cashback incentives, particularly through digital wallets like Paytm and Rakuten, encourage first-time
buyers. Offering discounts to new customers helps in conversion.

SEO & Content Marketing

SEO and content marketing help attract new online shoppers by optimizing your website for search
engines, ensuring visibility to potential customers. Engaging blogs, product-focused articles, and
customer success stories build trust and interest. Combining this with mobile-friendly designs, strong
calls-to-action, and social media promotion encourages users to explore your site and make
purchases, boosting traffic and conversions organically.
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Google Ads & Retargeting Campaigns

Google Ads and retargeting campaigns effectively capture potential customers by targeting users
who've previously visited your store but didn’t complete a purchase. Pay-per-click (PPC) ads ensure
your products appear prominently on search results, while retargeting ads remind past visitors of items
they viewed, encouraging them to return and convert into buyers. This approach helps maximize reach
and improve conversion rates efficiently.

Common eCommerce Strategies for Both Customer Segments

1. Sign-Up Bonuses: Providing first-time sign-up bonuses, such as discounts or freebies, is a
proven eCommerce promotion strategy. This tactic appeals to new visitors and inactive
customers, boosting conversions. Research shows that personalized incentives increase the
likelihood of purchase by 63%, enhancing both eCommerce marketing and customer retention.

2. Email Marketing & Drip Campaigns: Automated email sequences are integral to eCommerce
marketing strategies. By sending reminders for abandoned carts, personalized offers, or buy-one-
get-one deals, businesses can increase conversions by up to 59%. This approach nurtures
relationships and aligns seamlessly with customer retention goals.

3. Lurking Offers & Exit-Intent Popups: Strategically placed exit-intent popups with limited-time
discounts are effective for eCommerce promotion. These marketing strategies target impulsive
behavior, with studies revealing that 35% of users who see such offers make a purchase. This
method is ideal for reducing site abandonment rates.

4. Flexible Payment Options: eCommerce marketing success often depends on offering diverse
payment methods, such as BNPL options. According to a PYMNTS report, over 50% of Gen Z
shoppers prefer flexible payment methods, encouraging customer retention and improving sales
through enhanced convenience and adaptability.

5 Non-Negotiable eCommerce Best Practices for 2025 & Beyond
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From personalized experiences to faster delivery options, these strategies are now must-haves for
brands looking to stay competitive in the digital marketplace. Here are five trends that will become
essential for attracting customers to shop online:

1. Hyper-Personalized Experiences: Leveraging Al and big data to offer tailored
recommendations, promotions, and shopping journeys is crucial. With 91% of consumers
favoring brands that personalize their offers, this trend is indispensable.

2. Seamless Mobile Commerce: As mobile devices dominate online traffic, businesses must
prioritize responsive design and app-based shopping experiences. Reports show that 73% of
eCommerce sales are expected to come from mobile devices by 2025.

3. Sustainable eCommerce Practices: Eco-friendly packaging, carbon-neutral shipping, and
ethical sourcing will attract environmentally conscious consumers. Studies indicate that 70% of
shoppers are more likely to buy from brands committed to sustainability.

4. Social Commerce Integration: Platforms like Instagram, TikTok, and Pinterest are driving
purchases through shoppable posts and live-stream shopping, bridging the gap between social
media and eCommerce.

5. Enhanced Delivery Options: Fast, reliable shipping and flexible options like same-day delivery
or pick-up services are must-haves. Nearly 54% of online shoppers prioritize brands offering
seamless delivery experiences.

The Future of eCommerce Marketing

With Al-driven personalization, voice commerce, and AR shopping experiences on the rise, businesses
must stay ahead of trends. Implementing modern eCommerce promotion tactics, optimizing customer
experience, and leveraging data-driven insights are key to staying competitive.

By categorizing customers and using tailored marketing strategies, businesses can improve
customer retention while also attracting new shoppers. Now is the time to refine your eCommerce
marketing
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approach and boost sales in today’s digital-first world. Reach out to info@paxcom.net for more
information.
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