1 CONTEVDO

HOW TO RECOVER
LOST ECOMMERCE
SALES WITH
FACEBOOK
REMARKETING




THE CONSUMER JOURNEY
IS EXPERIENCING
RADICAL CHANGES AS
BEHAVIOURS SHIFT WITH
DEVELOPING MOBILE
TECHNOLOGIES.

With these changes come challenges. Cart abandonment rate is
a colossal challenge, which, at times, is ignored. The truth of the
matter is that cart abandonment equals a tremendous amount
of lost eCommerce sales, so it's an area that every company
needs to overcome.

The process a consumer takes before purchasing online has
changed dramatically. It's no longer a case of identifying a need,
information gathering, finding, and then buying. The overall
journey is convoluted and the steps a consumer takes before
purchasing are far removed from the predictable pathway of
the past.
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Moreover, multi-step eCommerce journeys across multi-
channels increase funnel abandonments and eventually,
decrease revenue growth.

Imagine a situation where your ideal customer found your
product while browsing on their mobile, they then wanted their
friend’s opinion so they opened a messenger app window. After
asking for their friend'’s opinion, their conversation changed, the
consumer became distracted and lost their intent purchase.

There could be multiple cases like these and if you let your
customer forget about you so easily, you are leaving monstrous
amounts of money to the wind.

Baymard did a thorough analysis of 34 sources which came out
with cart abandonment numbers in the eCommerce industry.

According to their findings, an average of 68.8% shoppers
abandoned their carts.

Again - that's a lot of revenue!
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https://contevo.com.au/services/ecommerce-marketing/
http://baymard.com/lists/cart-abandonment-rate

REASONS FOR ABANDONMENTS DURING CHECKOUT

*Hive you abandored amy online purchase during the checkow! process in e post 3 monihs? I se, for whal reascns?
Anzwars normalized without the ‘| was jJust browsing’ option

1,044 RESPOMSES . US ADULTS

EXTRA COSTS 100 HIGH (SHIPPING, TAX, FEES) B1%
THE SITE WANTED ME TO CREATE AN ACCOUNT 35%
TOO LONG [ COMPLICATED CHECCOUT PROCESE 27%
I COULDN'T SEE / CALCULATE TOTAL COST UP- 24%
WEBSITE HAD ERRORS ¢ CRASHED 2%

| DIDH'T TRUST THE SITE WITH MY CREDIT CARD INFORMATION 18%

DELIVERY WAS TOO SLOW 16%

RETURH POLICY WASK'T SATERFACTORY 0%
THERE WEREM T ENOUGH PAYMENT METHODE 8%

THE CREDVT CARD WAS DECLINED B%

Why Are Cart Abandonment Rates So High?

Following further analysis, Baymard found that there were
Mmultiple reasons that made people quit. The graph below
outlines the key reasons for cart abandonment.

As you can see, some of the top reasons include high shipping
fee, complicated checkout processes (could be solved with
better UX) and account creation requirements (which could be
solved by adding a guest checkout).
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How
Facebook
Remarketing
Can Recover
eCommerce
Sales
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So, if your customers are abandoning their carts, however, still
have an interest in your products, how can you get them back?

Remarketing with Facebook is one very effective strategy as it
allows you to:

Segment people on the behaviour they performed on your
website.

Target them with customised marketing messages based on
their behaviour.

Boost your conversion rate and increase your marketing ROI.

What Is Facebook remarketing?

Remarketing on Facebook is a strategy many companies
implement in order to target users who have previously visited
your site. Using browser cookies, we can create highly relevant
advertisements based on the behaviour they exhibited on your
site.

For an eCommerce store, Facebook remarketing ads can help
you identify user behaviour while they shop on the site and
target them based on actions they took.
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Why does Facebook remarketing work?

According to this study by Adroll, B2B marketers increased their
retargeting budget by 51% and retail companies by 26% in 2015.

Why are companies investing more into remarketing?

The answer lies in the fact that you can segment people and
send them targeted messages which will convert to more
purchases.

For example, you can track everyone who abandoned your cart
in the last 30 days and pitch them with an exclusive coupon
code or free shipping on the product they chose earlier.

If you'd like to know more about remarketing, here are 10

interesting stats from Wishpond.
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http://www.wordstream.com/images/facebook-remarketing-shoes
http://blog.wishpond.com/post/85825723836/retargeting-the-10-stats-you-probably-didnt-know

How to use
Facebook
Remarketing

We've divided this post further into 5
actionable steps as to how you can

use Facebook remarketing ads for your
eCommerce store




Understand where
and how people quit

your funnel

Using Google Analytics and Facebook Ads, you can understand

where people drop off on your website. In the above example,
people drop off at the cart and checkout page. With Facebook

advertising, we can directly target those who abandoned their

items at these points.
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To further understand your audience, you can check a
demographical division:

5.008 Results: Conversions « 148.284 Reach «

Age
1 ! o P 1
—_— < - . 0=
Women 18-24 P | B e - Man 18.24
. — gy
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IN this case, men between the age of 18 to 35 are more likely to
convert than any other set.

This would mean that those who abandon their carts are
remarketing cart abandoners who are men between the age of
18 to 34 would make a good audience.
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Create targeted

audiences

Based on different Create a Custom Audience ]
conversion steps : ;
How do you want to create this audience?
a nd JOU rn eys, you Reach people who have a relafionship with your business, whether they are existing customers
or people who have interacted with your business on Facebook or other platforms.
Ccan seg ment your
. . ~—— Customer File
audience into |&=]
—" se a customer file to match your customers with people on Facebook and create
H an audience from the matches. The data will be hashed prior to upload
multiple groups. In
the above example, /AT, Website Traffic
“wf'r Create a list of people who visii your website or view specific web pages
we talked about
people who are . App Activity
P Creale a listof people who have iaken a specific action in your app or game
abandoning at the
™ Engagement on Facebook [NEW
cart and checkout ) a5
== /' Create a list of people who have engaged with your conient on Facebook
stage.
This process is secure and the deigils about your customers will be kept private.
However, on a
Cancel

broader level,
you can target
audiences in the
following fashion.
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Customer Lists refer to a list of your existing customer
information. As an eCommerce store, the email addresses
of your customers are one of your biggest assets. You can
now upload the list and use it to specifically target only your
existing customers.

Website traffic refers to segmenting people based on their
activity on your website. In the given example, you can
segment people as cart abandoners, checkout abandoners
and successful orders.

App activity is similar to website traffic segmentation. You can
divide users based on actions they took while using your app.

Engagement on Facebook lets you target everyone who
interacted with your Facebook posts. This gives advertisers an
opportunity to target people who have shown interest in the
page activity and might be potential customers.

You need to first setup a facebook tracking pixel on every page
of your website and then create custom audiences.

Facebook Pixel  Conversion Tracking Pixel (Old) Migration Dashboard

Create Audience Create Conversion Actions »

0 Pixel Traffic
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https://contevo.com.au/facebook-pixel-set-up-conversion-tracking/

To create a list of cart abandoners, you need to create a new
Facebook audience using the “Website Traffic” objective. By
including people who completed purchase behaviour right
up to the cart page but did not actually complete a sale (l.e

‘thank you' or ‘checkout complete’ page), you now have a cart
abandonment audience.

Create Audience

Pixel @ Default Pixel
Picel 1D:

Website Traffic People visiting specific web pages but not others «

Include people who visit any web page that meets the following rules.

URL contains v | |jcartx | Add URL keywords

Exclude people who visit any web page that meets the following rules.

URL contains v | |fthankyou = | Add URL keywords

In the Last 30 days

v Include past website traffic

Audience Name | Enter a name for your audience
Add a description

:
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Serve theright

marketing message

Now that you understand your funnel abandoners and have
segmented them, it's time to serve them with the right
marketing message. Although your message could vary
according to your vertical, the following scenarios may apply to
your company:

1. Cart abandoners don't purchase because they were simply
not ready to purchase or they may want to compare other
websites to get a better deal.

2. Cart abandoners may not have purchased if they thought that
the shipping price was too high.

In these cases, you could serve your audience with two types
of ads:
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Dynamic product ads: For scenario 1, these are ads where the
user sees the same products which they abandoned from the
website now in their Facebook feed to prompt them to return
to purchase.

Creative template ads: For scenario 2, you could create a
static image ad which offered a free shipping coupon to be
used within the next 24 hours.

PRODUCT CATALOG CREATIVE TEMPLATE DYNAMIC PRODUCT AD
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We recommend that you test both the ad styles and then
assess and compare the performance of both.

L] L]

Settlng up dynamlc adS: id title link description  product_cate product_typi condition

475 Bicycle https://www. One of Amerit Sport > Bicyc Bicycle new

You need to g et sta rted 513 Unicycle https://www. Better than a Sport > Bicyc Bicycle new

506 Tricycle https://www. Three wheels Sport > Bicyc Bicycle new

. . . 489 Road bike  https://www. Speed and pe Sport > Bicyc Bicycle new

WI t h bu l | d I ng a p rOd u Ct 468 Tandem Bicy https://www. You and a frie Sport > Bicyc Bicycle new

. 520423 Beach Cruise https://www. Santa Manica Sport > Bicyc Bicycle new

cata |Og ue in an X M |_ or CSV 456168 Multi color U https://www. Classic, pristir Home & Gar Umbrellas  new

15551 Classic Stripe https://www. Inspired by vit Home & Gari Indoor new

H H H 13812 Old Course L https://www. Nearly five fe¢ Furniture > C Ottomans  new

ﬂ | € an d N teg ra tl N g th at 27514001 Silver Porcel: https://www. Lustrous and ' Furniture > C Garden Stool new

. . 27621 Three-Fish G https://www. Lustrous and ' Furniture > C Garden Stool new

WI t h you r p|xe | . N ext, you 27554 Blossom Gar: https://www. Embellished w Furniture > C Garden Stool new

27554001 MNavy Blue & https://www. Embellished w Furniture > C Garden Stool new

27641 Kelly Garden https://www. Chinese garde Furniture > C Garden Stool new

need to Set an ad te m p I ate 27641001 Gold Porcela https://www. Chinese garde Furniture > € Garden Stool new

in which your ads would

be displayed. This detailed  Image Source :
Adespresso.com

guide illustrates how to
implement dynamic ads.
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https://adespresso.com/academy/blog/facebook-dynamic-product-ads/
https://adespresso.com/academy/blog/facebook-dynamic-product-ads/

Optimise your ad copy

with analytics

Setting up and running your ads is the first half of the process.
You then need to constantly be monitoring KPI's that matter
and always be optimising your ads further to maximise your ROI.

Here are some numbers that will guide you in the right direction

1. Cost per click and cost per acquisition

All T i = + Ciwals Campags e Parlonmands, CROKE bid Conwed iin =

Lampaegn MNarre (== P L L CPMy.., Lih LB, CPL L (10 Teinbr...

=
=
-
=
=

In the above snap, you can see that the 3rd campaign is
doing best in terms of purchases, cost per click and cost per
acquisition. This means that we can increase our spend in

this campaign and decrease in the non-performing
ones. Let's see how we can optimise this further.
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2. Understand the best and worst performing ads
el g LR . LR T LML, Lok Cc | CT.. Wt ie P Lol
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In the given example, the cost per acquisition for Ad 1is $2.71,
however for the other ad, the cost of acquisition is 7x more. It
Makes sense to pause the second ad here.

3. Test with different ad copies and imagery

Visual appeal and text play a big role in influencing click
through rates. The more appealing the ad is, the better people
will interact with your content.

As a process, you should optimise your ads every 48 hours to
reduce your cost of acquisition.

4. Maintain a process to achieve better numbers

While running Facebook remarketing ads, your customers will
get bored easily if you keep serving them the same content over
and over again.

You need to set up your remarketing ads with fresh content
(static ads) every 5 to 7 days in order to keep people engaged.
When you couple this with regular testing and analytics, the
chances of your campaign becoming successful are much
higher.
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In a nutshell, here is how you can get started with remarketing

on Facebook:

Understand the different conversion steps before someone
buys from your store.

Setup Facebook pixel on all pages.
Segment your audience base on the different steps they take.

Setup dynamic ads to serve people the products which they
abandoned.

Setup static ads with custom messages for people stuck at
different parts of the funnel.

Analyse and optimise your ads every 48 hours.

Need help to recover lost eCommerce sales? We can help get

you started with Facebook advertising.
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https://contevo.com.au/services/social-media-marketing/
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