
What a year it has been. And as 2020 (thankfully) reaches its conclusion, it’s time to start getting 
your online store ready for the holiday season. One thing we know for sure, 2020 has dramatically ac-

celerated already changing consumer spending habits.

In 2019, consumers spent over $601 billion in online purchases, this is up a whopping 15% from the 
previous year.

Industry experts forecast e-Commerce holiday sales will skyrocket 25% to 35% in 2020 and 
generate more than $182 billion in sales.

has created a great article about
consumer spending during the holidays. Here’s  a couple 
things we’ve learned:

• 45% start shopping by the end of October.
• 25% do it in September.
• 12% plan their shopping during the summer.
• 59% of women plan their holiday shopping days before Black Friday/
   Cyber Monday weekend, while 48% for men.

1. Start planning now

2. Improve your 
website’s speed

3. Let your products
stand out

4. Consider 
  cross-selling

4. Use proven techniques that don’t 
hurt your pocketbook

Social Media

Email Marketing

A recent study by abstracta.us states that 74% of 
visitors are likely to leave your website if it takes 
more than 5 seconds to load on a smartphone. 
Start optimizing both desktop and mobile versions
 of your website now to avoid losing prospect 
customers.

When consumers start shopping for the holidays, most 
people—nearly 7 in 10—are totally undecided or 
considering multiple gift options. One great way to 
make your products stand out is to post a short video 
on Youtube and embed it in your product descriptions.

Paid ads can break the bank, instead try using less expensive ways to promote your products
like social media and email.

In 2016, eCommerce stores that used Facebook experienced a 42% increase in sales.

Here are some tips for marketing on social media: 

• Use quality product images.
• Add your business logo, if possible.
• Ensure written posts are creative, short, and engaging. 
• Remember to include the link of the product on your post. Use custom URL shorteners.

It works! Custora reported that 25.1% of sales during 
Black Friday promotional season originated from email 
marketing, which makes it the biggest driver for 
Black Friday sales.

Tips in email marketing: 

• Connect with your email subscribers and loyal 
   customers. 
• Write an enticing subject headline that will want them 
   to read the entire email. 
• Start your email campaign at least a month ahead.
• Include promotional codes for first time customers.

As discussed above, never expect customers to
know what they’re looking for. Consider creating a 
separate page with gift ideas and sale items. This 
will guide consumers in finding the right product 
to purchase.  

Update product descriptions of items on sale to 
build a sense of urgency. Here are a few ideas 
you might want to use:

• For a limited time only!
• One item left
• High demand
• On sale!

Ready to grow your 
online sales? Sign-up 
for a FREE 14-day trial 
of PinnacleCart

GET STARTED

www.pinnaclecart.com
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