
and how to create the best experience for your customers

This eguide is about how to make money
from your web site. It’s also about 
making sure customers know they can
buy from you online, and making this 
process as straightforward as possible.

It gives you the key ideas you need to 
think about when talking with you web
designer, and tips to make sure your 
online marketing gets off to a flying start.

What is this eguide about? Those that ask, get

Boosting customer visits

Sign up for regular sales

Top tips for ecommerce web sites 

Never be shy about asking for orders. Make ‘click
here to order’ prominent, and make sure it appears
on every page.

To generate customer visits to your store, or drive
them online, you can provide downloadable
vouchers to be used by your customers.

Always offer site visitors the chance to register on 
your site. You can reward customers for signing up
with special offers or discounts. Then you can send
them regular news updates and offers by email.

Most customers expect to pay online for their 
purchases with a debit or credit card - which means
you get paid quicker.
There are plenty of different transaction types, like
paypal, google checkout or merchant accounts with 
banks. Make sure you have the flexibility to change
your at the point of puyour at the point of purchase.

Getting paid

Know the rules

When selling goods online you need to be aware
of the data protection act 1988, consumer protection
regulations 2000 and the electronic commerce
regulations 2002.

Don’t forget about accessibility, this is not just for 
visually impaired users, but also for users browsing
your site on mobile devices and low tech hardware.



How to click with your customers

Make it easy for your customers

Keep everything clear

Use the power of FAQ

Any suggestions?

A decent ecommerce site should at least
have real-time inventory management, 
and order processing.

Images of products must be clear and 
accurate. Consider adding a feature to 
magnify the product, or show additional 
images. Always include measurements
and specifications clearly.

Make order forms easy to complete. Try
using testimonials for added reassurance.
Always give your physical business address
along with a map and even photos of your
staff. People like to know they are dealing 
with a real company!

leave irrelevant comments as replies to
blog posts

Customers like to feel involved, and can often
give you useful information to help improve 
your site and ordering system. Get as many 
people tooffer ideas in what they would expect 
from your site.

Every 3-6 months, send customer emails
asking for their opinions on you products or
services. You can put the best ones on your
site.

Testimonials provide invaluable credibility
for new customers, and reassure existing 
customers too.customers too.

Your customers are your best sales people

Avoid the big turn-offs

Show you’re secure

Your site must use an SSL licence for all 
transactions, so customers are safe when 
entering their personal details. Provide 
information on this as reassurance.

Add a ‘send to a friend’ option on your product
pages, maybe giving entry into a prize draw for 
every referral.

Out of date information, difficult site navigation
or checkout process, late delivery, poor 
customer support. It is essential that these 
processes are put into place for your site
to be successful.

A ‘Frequently Asked Questions’ page clearly
linked to your order pages, where customers
can check through all the details of how the 
order process works, and when deliveries 
can be expected. This provides solid 
reassurance, and can keep your admin 
down.down.
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