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I Facts not opinion: MarketingSherpa
-\marketingsherpa Methodology

1. Primary Research
MarketingSherpa’s Ecommerce Eyetracking Study
MarketingSherpa’s Ecommerce Benchmark Survey
MarketingSherpa 100 Ecommerce Site Study

2. Partnered Studies
MarketingSherpa & Directions Research Shopper Survey

3. ‘Best of’ Secondary Research from 94 Sources, including:

Atlas, Inceptor, AW eber, Informz, comScore, The Kelsey Group, Coremetrics, Lyris,

Demandware, NielsenMNetRatings, Doubleclick, Pivotal Veracity, EmailLabs, Return
Path, eROI, ExactTarget, Silverpop, Fathom Online, Hitwise, and Truverse

4. Anecdotal Evidence from MarketingSherpa’s Own 3,300 Case Studies &
Interviews
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e, Budgeting for Online Marketing
f@arketingsherpa Tactics

Paid search ads (not 31.0%
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Email marketing (retention 16.1%
and acquisition) 4%

Search engine optimization

Afiliate programs m High growth in
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etc.) ‘ " | & Flat/declining
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Performance of Site Tests/Tweaks

Shopping cart
design/functionality tests

Tweaks of internal search
results pages

Product/feature
descriptions/copy tests

Multi-variate testing of page
elements

Product display tools
(zoom, \ideo, 3D, etc.)

\© 2006 MarketingSherpa Inc.
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Sl Abandonment — What Can
E@arketingsherpa You Do About It?

/ .
= Shopping cart abandonment rate © 2006 MarketingSherpa Inc.
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What’s Motivating Consumers?

4 .
I All Consumers - Top 2 Answers (5 point scale) © 2006 MarketingSherpa Inc.
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Source: MarketingSherpa / Directions Research, January 2006
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S What's in a Welcome Message?

=(marketin gsherpa

Dt GARDENS

A Special Thank You For Subscribing

FREE. _| ,

~

m Percentage of all welcome messages .
© 2006 MarketingSherpa Inc.
SHIPPING!* o
On Orders of $75 or More 26%
25% 4 -
of $75 or more!
e and Get Free Shipping! 20% 4 -
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00/0 -1
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Senice
.
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Our research team
welcomes feedback
and/or questions.

Stefan Tornquist,
Research Director

StefanTdMarketing
Sherpa.com

MarketingSherpa, Inc.

499 Main Street

Warren, RI 02885

(877) 895-1717

Outside the U.S.(401) 247-7655
http://www.MarketingSherpa.com

How to get your own copy today:

WD z,
“marketingsherpa
Ecommerce
Benchmark Guide

311 charts & tables, and
23 eyetracking heatmaps

v Improve online sales

<

Compare stats to e-retailers
v Raise ecommerce conversions

v For more information or to order call 877.895.1717 or
http://EcommTrends2006.MarketingSherpa.com
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Omniture Client Profile: Alienware

Alienware Offering - High-end PCs and laptops

Challenges:
« Gain deeper insight to analyze online channel
Examples:

« Conversion Fallout

 Shopping Cart Abandonment

 ROAS by Online Channels
* Optimize online channel to drive company growth
» Gain competitive advantage through advanced analytics
* Improve e-mail marketing effectiveness

18 . | OMNITURE
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Omniture Client Profile: Alienware

Solution:
 Omniture SiteCatalyst selected for its real-time, e-
commerce hosted analytics solution
 Omniture Discover delivers in-depth customer
behavior reporting analysis
« Utilize automated e-mail performance dashboards
to disseminate key data to decision makers of all

levels IR
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Omniture Client Profile: Alienware

Results:

« 35 % annual growth in unique site visitors

* 105 % annual increase in online holiday sales

« Company-wide analytics adoption empowering 30
employee stakeholders to use Omniture

« Spreading insightful data to improve online
performance

« Over $100 million in annual online sales

Details

@ Channel by Campaigns | B Impressions Il th%k_;ns 1| | Orders I| M Keyword Cost /|l Revenue v | ROAS ’
EG  Paid Search 6,646,284 18,618 46 $22,301.07 $275,034 1,233%
S AM P L E . 1.  Games Galore 2,767,024 7745 175 $9,332.38 $118,666 1.272%
- 2. New Computer Sale 1,756,649 4975 112 $5,896.47 $79,956 1,356%
= 3.  Application Abandoned 1,668,125 4639 105 $5,541.20 $60,871 1,099%
O m n Itu re 4. Mobile Technology 454 436 1,259 24 $1,531.02 $15611 1,020%
. GG Email 4,389,621 12,215 309 $14,652.63 $177,596 1,212%
An a Iyt I cs 1.  Cross Sell Emails Havigation
2. New Computer Sale
Re p o rts 3. Spring Customer Email Home Page
4. Mobile Technology Referrers, All Search Engines and G4.35% : i ) H.0%% S S R R R
5. Newsletters Bookmarked/Typed e —‘1 ST AR, R
& Affiliate Previous Page % £ — Next Page %
1.  New Computer Sale . . / a—— Fabout Repert
2. ZDNET Campsign Lancing Page 37% " 35.65% T b L — -
= Bamer ApoutlUs 33% Categ = =
T AT oNeTe Popup Promotion Page 3.3% Cateq Lo j...__ pre=s
2. Liveln &Wirelessworlg ~ Affiliates 32% Cateq R
3. Getaway Gear Guide All other previous pages 22.3% All oth 'i;:—
4. Dareto Compare . . . . ‘ . P S
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