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let’s start

Challengers and start-ups like Starling Bank, Monzo Bank, 

and Depop have surged through the ranks, taking full 

advantage of their digital agility and rapid adoption of new 

technology. 



In fact, so-called ‘digital adoption’ - the trend for businesses 

to plough the majority of their investment and efforts into 

digital strategy - has increased from 81% to 95% in Europe 

across the COVID19 pandemic, according to McKinsey. 



Turbocharging sales and increasing revenue relies on 

leveraging technology more than ever.


Turbocharging sales and 
revenue is a broad remit 
and modern businesses 
are incredibly diverse, 
but there are still 
strategies that apply 
universally across both 
the B2B and B2C 
spectrums. 


https://www.mckinsey.com/business-functions/mckinsey-digital/our-insights/europes-digital-migration-during-covid-19-getting-past-the-broad-trends-and-averages
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Forbes reports that 56% of all CEOs report that digitisation 

results in higher revenue and are 64% more likely to achieve 

their goals than their peers. 



At the back-end, digitisation encapsulates the progression 

from rigid, monolithic software architecture and 

on-premises legacy systems towards wireless, modular 

digital systems that integrate together. 



At the front-end, digitisation invokes much of this back-end 

modernisation whilst placing immense focus on serving 

business functions over the internet. 



The combination and interconnection of the two results in 

an omnichannel digital experience. 



There are 4 main groups of revenue-generating channels, all 

of which can be improved to drive more sales:


The omnichannel 
storefront: establishing a 
digital presence  


Web and organic search; websites both desktop and 

mobile-optimised

Social media; primarily Facebook, Twitter, Instagram and 

Pinterest 

Paid advertising; PPC, social media and 

platforms-specific ads (e.g. Etsy ads)

Smartphone and tablet apps 

https://www.forbes.com/sites/blakemorgan/2019/12/16/100-stats-on-digital-transformation-and-customer-experience/
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These digital channels double up as sales channels in their 

own right and are integral to creating an omnichannel digital 

experience. 



For retailers, pretty much everything else happens on the 

back end - whilst the back-end is eminently important, you 

won’t make sales without impactful front-end retail 

channels. 


Even 20 to 30 years ago, the price of an app or the price of 

running a paid ad campaign was out of reach for the vast 

majority. This has changed dramatically - digital adoption is 

now highly accessible. 



Services that offer a hassle-free, intuitive way to establish a 

digital presence have proliferated and more and more small 

businesses and SMBs are able to access all channels. 



As such, the multi-channel retail paradigm has given way to 

the omnichannel retail paradigm that seeks to connect all 

available physical and digital touchpoints on both the 

front-end and back-end. 



It’s tempting to believe that this strategy is exclusive to 

enterprise-level businesses or well-funded startups and 

SMEs, it’s definitely possible to establish multiple 

touchpoints with a minimal budget. 



Today’s online landscape is a better meritocracy than it once 

was and whilst hyper-competitive spaces do require 

businesses to leverage more paid tactics, it’s certainly 

possible for any business, even small local businesses, to 

digitise and adopt new high-tech channels. 



The omnichannel retail 
paradigm 
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Forbes highlights that there were 3.8 million Google 

searches conducted per minute in 2019. Some 93% of online 

experiences start with a search engine and organic search 

traffic still vastly outpaces paid or social-media traffic, 

according to BrightEdge. 



Establishing an online presence with a website is crucial for 

driving sales and revenue - that won’t come as a surprise to 

most people. But how can businesses leverage new 

technology to improve standard web experiences? 



One solution is automation. 



Modern websites can be automated with RSS feeds that 

repurpose content automatically, e.g. turning a blog post or 

product into a social media post. Chatbots enable visitors to 

search sites rapidly and intuitively. It’s even possible to use 

automated user testing to build the perfect web UX without 

needing to monitor real data. 



Organic search: websites and 

marketplaces

So you have a website and have invested some time and 

effort into SEO, how do you boost sales from there?


Best practice for boosting sales via organic search


Your website is your brand hub; make sure your 

branding sets the tone for all other business channels

Build a feature-rich but solid UI and a fluid UX. Optimise 

your UX to ensure a fluid journey between your store 

and checkout. 

Integrate pop-ups and notifications to prevent cart 

abandonment 

Display your social proof on your website with strong 

social media integration 

https://www.forbes.com/sites/forbesagencycouncil/2020/07/02/building-a-brand-why-a-strong-digital-presence-matters/?sh=41d3e62c49f2
https://www.forbes.com/sites/ajagrawal/2017/08/30/how-to-optimize-your-seo-results-through-content-creation/?sh=fb84ab2aa37b
https://www.forbes.com/sites/ajagrawal/2017/08/30/how-to-optimize-your-seo-results-through-content-creation/?sh=fb84ab2aa37b
https://videos.brightedge.com/research-report/BrightEdge_ChannelReport2019_FINAL.pdf
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Use scarcity tactics such as limited edition product 

runs, flash sales, sales timers and other countdowns 

Increase your off-page and on-page SEO by building 

backlinks and increasing load speeds 

Optimise your site for mobile-first browsing 

Regularly update your website and publish new content 

Automate web processes like customer service to free 

up time and money 


Leverage automated RSS feeds and auto-posting with 

platforms like Buffer

Almost half of the world and counting uses some form of 

social media. 



1 in 4 sales are now generated from social media and this is 

expected to increase with the advent of Facebook and 

Instagram Shops. 



Social media is a powerful retail tool for so many reasons. 

83% of people use Instagram to find new products and 

services and a remarkable 87% of those individuals went on 

to take a specific action like purchasing the product or 

clicking through to business pages, etc, according to 

Facebook for Business.



Social media is also imperative for building trust, rapport and 

awareness, connecting to customers in a mutually 

intelligible environment. 



Harness Social Media for increased sales

https://econsultancy.com/stats-roundup-coronavirus-impact-on-marketing-advertising/
https://www.facebook.com/business/news/insights/how-instagram-boosts-brands-and-drives-sales
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Always focus on creating content for your specific 

audience(s). Stay on-trend, authentic, active and engaged.


Best practice for boosting sales via social media


Analyse your data; when are your users online, what are 

their main demographics, what are they interested in?

Be pragmatic, creative and innovative; drill down into 

the content that your demographics are interested in 

Create cross-talk between your social media and 

website to drive traffic 

Utilise hashtags at all times and conduct hashtag 

research 

Use social media-specific discount codes to reward 

your followers with exclusive deals 

Establish an open line of conversation; always respond 

to comments and drive conversations

Collaborate with others and consider promoting 

products via influencers 

Paid advertising used to be confined to search engine PPC 

and print advertising, but now, it’s possible to use internal 

advertising on social media and marketplaces like Etsy. 



The primary advantage of paid advertising is that it’s laser 

targeted and easy to control. Whilst formerly only accessible 

by specialists in the field, search engines and social media 

platforms have made it much easier to run low cost, simple 

and scalable campaigns. 



The trick to paid advertising is granular research. Broad 

keywords will be pricier to target and perhaps less efficient, 

but it’s usually possible to target niche or very specific 

keywords at a low cost. 


Drive sales with paid Advertising
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Today, it’s possible to auto-optimise PPC and advertising 

campaigns. Everything from bid management to key 

research can be automated for easy optimisation using 

platforms like Wordstream. This allows businesses to drill 

down into the very best ROI keywords without spending 

hundreds of hours manually monitoring campaigns. 


Here are some tips on maximising their potential:

Best practice for boosting sales via paid advertising 


For PPC, keyword research is everything; use SEO tools 

to discover low-cost, high-potential PPC keywords in 

your niche(s)


For social media advertising, do not target arbitrarily; 

look at your audience data by analysing past posts and 

looking at competitors 

For social media ads, use high-quality thumbnails and 

images that display both products and ad copy 

Run more short, targeted campaigns first then re-run 

the most successful

Use PPC automation to monitor campaigns and their 

performance with minimal manual input 

For social media, hashtags are extremely important 

Create impactful ad copy that uses the active voice 

https://www.wordstream.com/ppc-automation
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Google found that the average smartphone user has more 

than 35 apps installed on their phone, not including stock 

apps. Some 218 billion apps were downloaded throughout 

2020 and there are now over 5 million apps in total spread 

across Google Play and the Apple Store. 



According to Statista, app revenue is forecast to grow from 

$581 billion in 2020 to a mighty $935 billion in 2023. 



Apps are a key component of modern retail digitisation. 

Once confined to enterprises and well-funded or successful 

businesses, the cost of building an app has decreased 

hugely and their functionality has increased dramatically. 



More businesses are discovering the profitability of DTC 

using their own apps and websites. Customers enjoy 

smartphone apps, especially when they come with plenty of 

brand interactivity via personalised offers, 

recommendations, loyalty programs and more. Apps are now 

a superb way of moving towards a more profitable DTC-first 

business model.



Utilise smartphone and tablet apps

Smartphone apps are becoming more accessible than ever. 

Builder.ai has worked with a huge range of enterprises, 

SMBs and entrepreneurs, creating successful apps that 

have empowered businesses with an exciting new 

DTC-enabled channel. 


Best practice for boosting sales via smartphone 

and Tablet Apps


Invest in an expandable but robust app; UI and UX is 

everything; make sure your app is well-branded and 

fluid to use 

https://www.thinkwithgoogle.com/marketing-strategies/app-and-mobile/average-number-of-apps-on-smartphones/
https://www.statista.com/statistics/269025/worldwide-mobile-app-revenue-forecast/
https://www.builder.ai/enterprise
https://www.builder.ai/smb
https://www.builder.ai/entrepreneur
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Take advantage of push notifications, loyalty programs 

and recommendations functionality 

Keep your app regularly updated for security and 

compatibility 

Connect your app to the shared back-end to pool data 

from your website, app and social media touchpoints 


Promote your ad on social media; incentivise new users 

with promotional deals and app-specific promo codes 


It’s easier to cut out the middle-man now than it probably 

ever has been, but understandably, many businesses are 

still quite reliant on third-party marketplaces to sell their 

products online. 



The main names in e-commerce here are Amazon and eBay, 

but sites like AliExpress, Etsy and a whole host of others 

certainly take their place too.



UberEats and Deliveroo are two relatively new intermediary 

giants that essentially offer a similar service as e-commerce 

marketplaces but oriented towards the burgeoning food 

delivery market.



The problem is the fees charged by some third-party 

intermediaries inevitably eat into revenue and profits. 



A New York Times analysis found markups could bring the 

total cost of a $15 dish to something closer to $30 after all 

fees and taxes were applied by various food delivery 

companies. The BBC reported price hikes of some 40% when 

ordering through delivery apps. 


The third-party conundrum: to DTC or 

not to DTC?

https://www.nytimes.com/2020/02/26/technology/personaltech/ubereats-doordash-postmates-grubhub-review.html
https://www.bbc.co.uk/news/technology-57497997
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Some might argue that this is the price of convenience, 

others argue that fees and price hikes are strengthening the 

positions of retailers that go direct - this is reflected in 

recent data that suggests DTC retailers are increasing their 

collective presence over third-party markets.  



More takeaway companies are now going direct with their 

own websites and apps and customers are largely very 

receptive to this - they understand the benefits for both 

themselves and the business.  



We can see DTC in action by observing companies such as 

Nike, who now sell directly to customers via their fully 

e-commerce-operational websites and apps. 



Nike’s DTC sales grew by 36% in Q1 2020 and they expect 

their total DTC sales to exceed 50% of all revenue, according 

to McKinsey.



Gymshark is another DTC archetype, which despite selling in 

180 countries in 13 different languages has a wholly 

DTC-first business model - you can only buy Gymshark 

clothing and equipment directly from Gymshark. 


$

https://www.builder.ai/blog/takeaway-app-features
https://www.builder.ai/blog/takeaway-app-features
https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/dtc-e-commerce-how-consumer-brands-can-get-it-right#
https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/dtc-e-commerce-how-consumer-brands-can-get-it-right#
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The benefits of DTC


The simple and streamlined DTC-first model allows 

businesses to invest more time and effort into their own 

direct omnichannel strategies. “With one main distribution 

channel, it allows us to focus on efficient scaling, and 

without a lot of the overheads that building a traditional 

drink brand would entail,” Paul Wyber, founder of Gerry’s.


Establish direct relationships with customers


1

DTC businesses are more agile and by taking advantage of 

rapid-deployment no-code or low-code websites and apps, 

they can quickly roll out e-commerce-ready solutions under 

their own brand ownership. This allows retailers to take 

advantage of headless e-commerce solutions that 

disengage their front-end channels from their monolithic 

backend. 



This makes it much easier to integrate data from OMS and 

in-store systems, moving the entire business to a more 

unified, modern software stack. 


Tech enablement 


2

https://www.drinkgerrys.com/
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One of the key emerging trends of 2020 and 2021 has been 

customers' increasing tendency to purchase directly from 

brands and businesses, snubbing marketplaces like Amazon 

in the process. 



As The Motley Fool right points out, Amazon’s greatest 

threat right now is not a competitor, but a collective. Two 

out of five Americans bought directly from brands in 2020 

and some half of all retail brands are now offering a DTC 

option, according to Shopify. 



This isn’t just a trend for established brands to take heed of, 

but small, independent businesses too. 

DTC-First strategy: why it works



DTC keeps marketing more streamlined with much greater 

in-house control. For enterprises, this means iterating new 

features faster, enabling the rapid in-house A/B testing of 

new landing pages, storefronts, promotions and more. 



For small businesses and SMBs, this means tighter control of 

marketing efforts and rapid scaling - the time (and money) 

you’d waste on third-party distribution is put directly into 

the business and its own first-party channels. 


Enhanced marketing 


3

https://www.fool.com/investing/2020/01/04/amazons-biggest-threat-isnt-a-huge-competitor-but.aspx
https://www.shopify.com/enterprise/direct-to-consumer#:~:text=The%20DTC%20movement%20accounts%20for,time%20high%20of%20103%20million.
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Some 75% of consumers plan to support small businesses 

more often going forward. 


DTC is often perceived as risky, especially when a business 

is already running relatively smoothly using a third-party 

distribution model or another business model that takes 

advantage of middle-man sellers. 



To succeed with DTC, a business firstly needs the correct 

retail software architecture in place - the aforementioned 

benefits of building a sound three-dimensional digital 

presence that extends to both websites, apps and social 

media is crucial.


Best practice for boosting sales via DTC

Customers are the ones pushing demand for DTC so you’ve 

got to be confident that they’re open to buying directly with 

you if you give them the chance. 



What value will you pass on? How much will their favourite 

products come down in price? Let them know and promote 

this value heavily prior to releasing your own DTC channel 

via website and app. 



Be open with customers about DTC

1

https://smallbiztrends.com/2020/05/75-of-consumers-plan-to-support-small-businesses-more-often.html
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Just because you’re selling directly to customers doesn't 

mean you need to run your own fulfilment network. 

Third-party logistics companies have skyrocketed in the 

wake of e-commerce’s growing popularity. There are more 

courier services around than ever and they can provide 

faster handling and shipping with well-designed returns 

processes. 

Consider third-party logistics and delivery services 

2

Acquiring a customer is generally much more expensive 

than retaining a customer. 



McKinsey points out that the ‘lock in’ effect of a superb DTC 

experience is one of its greatest assets - customers tend to 

be a lot more loyal than when shopping through the major 

marketplaces. 



To boost your retainment efforts, combine a rock-solid email 

marketing campaign with personalised promos, a strong 

recommendations engine and a loyalty program. 



According to Google, apps are extremely tough to beat when 

it comes to customer retainment. Powerful 

recommendations engines combine with loyalty programs 

and personalised promos executed by push notifications to 

provide an excellent app-based DTC experience. 


Focus on retainment

3

https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/dtc-e-commerce-how-consumer-brands-can-get-it-right
https://www.thinkwithgoogle.com/marketing-strategies/app-and-mobile/personalized-experience-statistics/
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Builder.ai understands how to make a modern smartphone 

app that is armed to the teeth with personalisation features 

- all of our apps include powerful features for customer 

personalisation. 



Retainment provides a unique opportunity for automated 

scoring and 360-degree profiling. Machine learning models 

learn from past customer data to score churners and predict 

future churners. This allows businesses to intervene just 

before these individuals are predicted to churn. 


We live in the Big Data revolution. A Deloitte report found 

that 49% of respondents believe e-commerce analytics 

helps them make better decisions whereas 16% say that 

data analytics enables key strategic business planning. 



Before analysing anything, the data engineering process 

must lay the pipelines and infrastructure for data induction, 

transformation, storage and analysis. 



Once data has been collected, cleaned, segmented and 

analysed, it can be used to automate marketing campaigns 

and feed recommendations models. 

The role of data in 
e-commerce sales and 
revenue 

Most businesses are already collecting some form of data, 

but data sources are often disparate and separated both 

physically and in terms of technology. 



For example, one common source of data for sales is the 

order management system or OMS. OMSs vary from 

traditional in-store systems to SaaS platforms or other 

bespoke software options. 

Data engineering for e-commerce

https://www.builder.ai/
https://www2.deloitte.com/content/dam/Deloitte/global/Documents/Deloitte-Analytics/dttl-analytics-analytics-advantage-report-061913.pdf
https://www2.deloitte.com/content/dam/Deloitte/global/Documents/Deloitte-Analytics/dttl-analytics-analytics-advantage-report-061913.pdf
https://understandingdata.com/data-science-vs-data-engineering/
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For example, Builder.ai apps can be built with their own 

order management systems that amalgamate customer and 

sales data together into one close-knit database. 



Businesses can perform analysis on their data or connect it 

headlessly to third-party data solutions like customer 

experience platforms (CXPs), customer data platforms 

(CDPs) or more traditional legacy systems. 


Data intersects with every stage of the sales funnel. There 

are 5 core components to the sales funnel:

Data analysis for e-commerce

the method and action by which people become aware of 

your brand in any shape or form. Does not necessarily lead 

to acquisition.

Discovery

where you acquire a customer that discovers your brands. 

May mean signing up for an account, entering an email 

address in a subscription box, clicking through to another 

piece of content or something else.

Acquisition

where a customer actually derives value from your business, 

e.g. by making a purchase or activating a paid subscription.

Conversion

the long-term retainment of customers.

Retainmen

https://studio.builder.ai/welcome?utm_campaign=&utm_source=&utm_medium=&utm_content=&utm_term=
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marketers may also choose to measure ‘advocacy’, the 

number of loyal customers who go on to actively promote 

your products. 



Advocacy

Analysing data around these key poles allows your business 

to hone in on its weaker points. 


Here are some common problems that 

to can find and fix by analysing your 

sales funnel data:


If your discovery data is weak then spend more time 

marketing. This is a surefire sign that you need to invest in 

SEO and social media marketing. Build your social media 

profiles and strengthen your website’s on-page and 

off-page SEO. Consider running a series of low-level paid 

campaigns on social media, home-in on the most effective 

one and repeat it. Offer strong introductory promotions, 

giveaways and stay maximally engaged with your first 

customers and followers. 


If your discovery data is strong, e.g. you’re receiving a 

decent amount of impressions and clicks, but your 

acquisition data is weak, i.e. few people are clicking through 

to your brand content, then this may be an indication that 

you’re targeting the wrong audience. People might be 

seeing your brand in the feed, etc, but they’re not interested 

in a commercial sense. Check your branding, your brand 

messaging, targeting and content strategy. 

If you’re acquiring customers but failing to convert them 

then this might indicate that whilst your marketing 

campaigns are quite strong, your site is poorly optimised for 

conversion. You could then use data from your actual 

website or app, e.g. heatmaps, to analyse precisely when 

customers decide to leave without converting. 


!?!?
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If you’re converting customers but at a low rate, or only for 

your very cheapest items or introductory promos, then 

maybe you aren’t offering enough long-term value. Or, your 

intro products may just be too good - customers aren’t 

convinced you’ll keep it up (a common problem with 

subscription box businesses). Once customers come 

through the door, you want to promise them that future 

products are worth their while. Thicken up your product 

inventory and keep marketing new products.

If you can’t retain customers and have an above-average 

churn (of above around 5%), then augment your 

personalisation options and offer more long-term incentives 

for repeat buyers.

Check out your landing pages and product pages to ensure 

that everything from copy to branding to product 

photography is absolutely on-point. 

Increasing sales and revenue is the end-game of the vast 

majority of brands and businesses that operate in the 

commercial sector. 



Leveraging all channels can increase sales, but leveraging all 

channels with a degree of conviction and consistency will 

yield much better results. 



Always seek to improve them, using data analysis to plug 

bottlenecks and strengthen your sales channel. 



Automation is one way to move swiftly between channels. 

Summary: 

thank you!
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