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new customer acquisition 
getting them to buy is just the start 

Your business thrives on getting new customers through the door, and luckily, there’s 

a fire-hose of potential customers surging through the web on their computers or on 

their phones at any given second. You just need to know how to acquire them. 

This is a process called New Customer Acquisition (NCA)—getting in front of 

potential new customers online, getting them to make a purchase, and making sure 

they keep coming back to your business.

Want to make sure no customers leak through your business?

Here are the five essentials for a watertight online NCA strategy.



1 be where your customers are
Waiting for new customers to just walk in through the door is slow and unprofitable. 
Rather than waiting for them to find you, your business needs to find them when and 
where they’re most likely to buy from you.

The trick to doing this? Instead of singling out each potential customer, locate their 
social circles first. By popping up where they hang out online, you increase the chance 
of potential customers noticing your business.

there are 1.35 billion monthly users 
of facebook who spend at least 40 

minutes per day on the site.

google processes over 3.5 billion 
searches each day.



1 be where your customers are

clearly, facebook and google are where 
people are hanging out these days. by getting 
“in” with them, your business will have a 
number of opportunities to nab local targets.

facebook ads
Zero in on your ideal target by setting parameters based 
on geographic region, gender, interests, etc.

google +
Google will nudge targets toward your business when you 
have a Google+ page that is chock full of current customer 
reviews and is searchable and easy to find.

google adwords
Get face-time with customers whenever they search 
words related to your business.



leak-proof tip: if you aren’t an ad expert, get 

help. successful advertising is a science that takes 
a knowledge of what makes a compelling ad, how to 
run that ad on a platform like facebook or google, 
and how to optimize it so it generates results.



2 watch them, wherever they go

only 2% of your targets 
will make a purchase 
on their first visit
to your site. 
you’ve found your ideal targets, but all 

they do is browse your site. with no way 
to reconnect with them once they’ve gone, 

you’re left with a leaky NCA bucket.
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I. How Retargeting Works – AdRoll



so how do you get the other 98% back once 
they’ve dripped away from your business?
go after them through a process called 
retargeting.

Using tracking codes on your site and throughout your 
business’ online presence, you’ll be able to follow these 
browsers through the web. This way, even when they’re 
exploring other options, your ads on places like Google and 
Facebook will keep your business in front of them and 
continue to channel them down the conversion funnel.

2 watch them, wherever they go



leak-proof tip: if you’re not up for 

advertising, try email retargeting. sending 
reminders like “did you forget something?” or 
“last chance!” callouts are great ways to 
pinpoint your retargeting methods on 
customers who have engaged your business but 
haven’t yet made a purchase.



To leak-proof your online 

NCA, find a way to convert 

visitors instantly. Buttons with 

“buy now” links or claimable 

offers and purchasing widgets 

extend your business’ reach 

to give potential customers an 

easy, direct way to make a 

purchase wherever they are 

online – even if they aren’t 

100% familiar with you.

pull window-shoppers into your 
business3



The difference between a customer and a potential customer is 
that a customer has actually made a purchase. When it comes to 
your business’ web presence, offering a potential customer 
downloadable content, linked pages and product ads is great 
(and a necessary part of your selling funnel). But it isn’t the 
watertight solution that will turn them into a buyer.

the fact is, first-time customers have 
virtually no reason to be loyal to your 
business. no matter how good your offer is, 
they will have little patience for a clunky, 
complicated purchasing process.



2014 saw three trillion dollars in abandoned online sales. ii

67.89% of online buyers abandon shopping carts. iii

The average online conversion rate for retailers is 3%.

90% of leads go cold after an hour.

47% of consumers expect a web page to load in two seconds or less.

4 streamline your purchasing process

II. [Infographic] 2014 Cart Abandonment Forecast – Andrea Puhak at SaleCycle
IIII. 22 Insane Shopping Cart Abandonment Statistics – Mary Weinstein at CPC 
Strategy



Greasing the hinges of your online purchasing process 
makes it easier for customers to complete their transaction 
and provides a faster road to profit for your business. 
Think about the bare minimum needed to complete a 
transaction and leave it at that:

Do Ask:
 Name
 Contact Info
 Purchasing Info

Do NOT Ask:
 Login/Password
 Unnecessary

Information
 To Put Them on Hold –

Have a Phone System,
Not Just a Phone!

4 streamline your purchasing process



leak-proof tip: enable potential customers to 
buy on any device – desktop, phone and tablet 
- anywhere they go - email, your website, the
web, or social media.



retaining just 3% 
one-time buyers can 
increase business 
growth by

80%of customers
are one-time buyers.

12%.
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IV. Predictive Analytics’ Killer App: Retaining New Customers – Eric Siegel, Ph.D at Predictive Analytics World
V. Predictive Analytics’ Killer App: Retaining New Customers – Eric Siegel, Ph.D at Predictive Analytics World



it’s one thing to get a new customer to make their first purchase—
it’s quite another to turn them into a loyal, returning 
customer.
You need to have the mechanisms in place to nurture 
customers down the funnel. This is your chance to 
show your customers that you’re thinking about them: 
wish them a happy birthday with special birthday offers, 
greet them on your site with a welcome discount, or say 
thank you for their repeat business by inviting them into 
a loyalty program or asking them to write you a review 
on Google+ or Yelp. 

nurture your new customers 
through the funnel5



In addition, non-monetary 
transactions like sending 
them educational content 
and asking them to follow 
you on Facebook or review 
you on Google or Yelp can 
go a long way in cementing 
your relationship with new 
customers to make your 
NCA process leak-proof.

nurture your new customers 
through the funnel5



Big gains in new online customer acquisition don’t 
suddenly flow into your business. They’re achieved —
and achievement takes strategy, thoroughness, 
professionalism and goal-orientation all coming 
together. This is hard to do, especially when you’re 
trying to run a business. Thankfully, there are 
marketing resources available to help small 
businesses put together a leak-proof NCA approach.

saying
“we’re Open, come in!”

isn’t enough



LocBox has the all-in-one online marketing tools for 
streamlining your business’ new customer acquisition. 
Thousands of businesses have used our expert online 
marketers and online platform to establish a 
marketing performance that doesn’t just attract new 
customers but has them coming back for more. 

www.LocBox.com 
Blog.LocBox.com 

Support@GetLocBox.com 
(855) 980-1982
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