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This checklist will help growth-stage ecommerce business owners and their 
teams to identify potential gaps in their growth strategy. The list is founded on a 
revenue equation:

20 Tactics You Need In Your 
Ecommerce Business For a Full 

Customer Lifecycle

We recommend this checklist in particular for the mono-brand ecommerce 
business model, but 92% of the advice it contains can also be applied to big 
ecommerce projects like Zalando.

Tactics for a full customer lifecycle can be segmented into 3 groups:

Group 1: Purchase Frequency related
Group 2: Average Order Value related
Group 3: Number of new customers (traffic & conversion) related
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1. Are you using the following tactics to increase Purchase Frequency?

Do you have a One-two punch email campaign in place to convert your
first-time buyers into multi-buyers?
Targeting your most recent first-time buyers with replenishment or upsell 
offers based on behavioral insights gained from your second-time buyers.

Do you have a Sheepdog campaign in place?
Targeting multi-buyers at times where their purchase frequency drops to say 
that you missed them and to update them on new or other appropriate 
products.

Do you use a Win-back email campaign?
Targeting past frequent buyers who haven’t purchased in a long time with a 
nice seasonal offer or presenting them with an entirely new offer that is 
related to their previous purchases.

Do you have a VIP email campaign?
Surveying your best frequent buyers (who made their last purchase not so 
long ago), to express your gratitude for their loyal custom and to learn more 
about them. 

Do you use SMS campaigns?
Sending short SMS messages to announce sales, store giveaways or other 
gifts to SMS subscribers who have purchased from you in the past (you can 
replicate all the campaigns above in your SMS campaigns). 

Do you use Push Notification campaigns?
Sending push notifications with offers, new product launches, giveaways, etc. 
to your subscription list. 

Do you offer Auto Subscription for the products in your store?
Placed on the product or a cart page.

20 Tactics You Need In Your Ecommerce Business
For a Full Customer Lifecycle
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2. Are you using tactics to increase Average Order Value (AOV)?

Do you have an ecommerce Bounce Back Email campaign?
Sending an offer email right after the transaction has taken place, targeting 
those who have just purchased from you for the first time. 

Do you offer Immediate Ecommerce Upsell via popup?
After a purchase, or at the stage where a user visits a product page or adds 
an item to their cart, show an upsell popup that invites them to purchase a 
related item (Cross-sell) or a bundle which includes the product that’s being 
purchased.

Did you organize split tests on the pricing of your products?
Copying the product with a 20% price increase and driving 50/50 to compare 
the revenue.

Do you offer free shipping on a selective basis?
Offering only on orders priced over AOV+20%.

3. Are you using tactics to Increase the Number of New Clients -
traffic and conversion?

Do you have an Abandoned Campaign in place?
Contacting customers who have abandoned their carts via email, push 
notifications and SMS to let them know that their cart is secure and they can 
still purchase those products.

Do you communicate a Unique Selling Proposition (USP) of your 
products across all channels?
USP Formula: 
We: _________ (who?)
Help: ________(whom?)
By: __________(how?)

When describing your product, do you focus on the pain points of your 
persona?
Explaining how your product can solve those pain points.

Do you use positive customer feedback on your product?
Adding it to your product pages, emails, ads, videos, etc. 

Do you allocate more budget on content distribution vs sales 
campaign?
Aiming for a paid traffic budget ratio of 57:43.

Do you use professional quality high-resolution photos on product sales 
pages?
Especially lifestyle photos showing someone holding/using/wearing etc. your 
product

Do you use videos on sales pages?
Both product and testimonial videos.
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Do you communicate the WHY of the product, –  who it is for and how to 
use it?

Do you have a “People Also Viewed” plugin enabled on your store?
Sometimes this section is also called “Recommended Products.”

Wanna chat about your business with one of our 
ecommerce business experts? Get in touch:

SCHEDULE A CONSULTATION

https://tribe47.com/consultation?utm_source=leadmagnet&utm_medium=post&utm_campaign=ecom_checklist_20EcommerceTactics_23012020

	1: Off
	2: Off
	3: Off
	4: Off
	5: Off
	6: Off
	7: Off
	8: Off
	9: Off
	10: Off
	11: Off
	12: Off
	13: Off
	14: Off
	15: Off
	16: Off
	17: Off
	18: Off
	19: Off
	20: Off


