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INCREASE YOUR ONLINE SALES

WeTalk2U - What is does and how it works.

Love him or hate him this is what Bill Gates said at the ETRA Conference in Belgium “In the future, there will not be any significant web sites that do not contain this capability. The question is: How significant do you want your web site to be?”

What was Mr Gates talking about?  He was talking about the “We Call You NOW” tool that is being provided through WeTalk2U.  And the future is here now.

This tool is a button, located on your web site, in your emails or even in electronic files similar to the one below:




For someone connected to the Internet (and on your website!) who clicks on this button, a window will open where they can put their phone number.  They then simply click the call button to arrange a phone connection to you. Their phone will start to ring and when they answer YOU are already on the other end, ready to service their query (and close the sale!).

This is NOT voice over the Internet or VOIP.  You require no additional hardware, no computer speakers and microphone. This rings on your existing landlines (or mobile).  

This tool is simple and easy to use.  It’s just the insertion of one line of code.  That’s it.

Let’s be honest here.  While we love the convenience and utility of the Internet for many activities, we still require and demand a personal touch to conduct business, especially in the beginning.  The only way we can do this is by communicating.  Our choices are,

· Meetings

· Telephone, in bound

· Telephone, out bound

· Chat

· IM

· SMS

· Email

· Fax 

· Post

Notice what’s missing?  Web sites.  They are NOT a communications channel but a form of intelligent transactions, interactions or information dissemination.  Your web site serves one of three purposes (maybe all three).

1. Conduct sales.  It sells and you want orders and reorders.  

2. Customer service.  It helps support existing clients and customer with 24/7 assistance.

3. Knowledge, information or education distribution – usually as a product in its own right or as an element of customer service and/or acquisition.

The problem here is that we know that 65 to 90 percent of all shopping carts are abandoned.  If only we could have “talked” at the time of abandonment, at least 1/3rd more of these sales could have been closed.  (eStara, Click to Call Services: The Right Call for Your Enterprise?)

Self-service IS customer service for many items BUT what about those that are outside the “Frequently Asked Questions” (FAQ’s)?  What about complex problems? What happens when the provided knowledge, information and education results in more questions than answers?

From a web site point of view, after providing automated customer service, non-assisted sales and information distribution the only goal/or action from all web sites is to capture emails and phone numbers for follow up.  Rarely does a web visitor leave you a phone number but they will click a “Call Me NOW” button.

Business is best nurtured from a non-intrusive “keyboard to keyboard” process to a fully interactive “ear to ear” or “eyeball to eyeball” process.

Lets revisit the communication channels from above and identify their attributes.

	Medium
	Interactivity type
	Intimacy
	Timing
	Cost

	Meetings
	“eyeball to eyeball”
	Emotional, audio, visual
	Simultaneous
	$100’s

	Telephone, in 
	“ear to ear”
	Emotional, audio
	Simultaneous
	>$1.00

	Telephone, out 
	“ear to ear”
	Emotional, audio
	Simultaneous
	>$1.00

	Chat
	“keyboard to keyboard”
	Text
	Simultaneous
	free

	IM
	“keyboard to keyboard”
	Text
	Simultaneous
	free

	SMS
	“keyboard to keyboard”
	Text
	Delayed
	$0.22

	Email
	“keyboard to keyboard”
	Visual, colour
	Delayed
	free

	Fax
	“keyboard to eyeball”
	Visual, b/w
	Delayed
	>$.025

	Post
	“keyboard to eyeball”
	Visual, colour
	Delayed
	>$1.00


The challenge for all web sites is to move from the “keyboard to keyboard” non-simultaneous environment to the “ear to ear” level.

Collecting phone numbers is a start, but it is rare that a request to talk is actioned immediately.  Usually it is hours or days later, and the moment to work together is lost.  It is also very hard to get someone to give you his or her phone number. Most of us are loathe to receive an outbound telesales call.

Email is also challenged, in that many remain unanswered or never answered at all.  Alternatively, the email is placed into a system that bombards the recipient with repetitive emails that verges on being spam.

While 1-800 numbers are useful, and nearly 1/3rd of all Internet initiated sales in America end this way, they can be frustrating when the reception to an in bound call is met with:

“Press1 for sales, 2 for technical support and 3 for accounts”, or

“We value your business and we will be recording it for training purposes and you are 6th in the queue”, or worse, it’s a call centre that you know is NOT even in your own country. 

Now there is something that is new and different.  It is a simple push button on your web site or in your email.  It initiates a telephone call between current or potential customers or clients and you, BUT on their terms and at no cost to them.  They enter their phone number and the tool immediate rings their telephone.  They are then connected to the phone number of your choice at your establishment and the assistance can be given and business progressed.  You pay for the call but in most cases this is less than USD$0.13 per minute, virtually worldwide.

When can you demonstrate customer service from your web site and cement the lifetime value for your clients?  NOW!

When can you answer a question from a qualified prospect on your web site and close a sale?  NOW!

When can you transform a question about some of your information into the introduction of your products or service offerings?  NOW!  




This button/link can be on as many pages of your web site as you wish, in all your emails, or even imbedded into reports and white papers. Click to see how it works.

Businesses who have used it on their websites have doubled sales and booking completion rates. (Forrester Research, May 5, 2005Click-To-Callback Bridges The Cross-Channel Gap by Bob Chatham with Nate L. Root and Elizabeth Backer)

After finally getting our website right, with great automated customer service, easy to use shopping carts and information rich distribution systems, it’s time to talk again.  It’s not with outbound call centres.  It’s not fax broadcasts.  It’s not mass emailing. It’s not with inbound integrated voice response systems.  It’s not cheap and nasty call centres.  It’s with clients and prospects conversations that you initiate!

This is NEW and Different. Try it. Organisations who use this tool are reaping huge rewards in sales conversions and client satisfaction. It’s inexpensive – only USD$4.95 per month prepaid, with calls from under USD$0.13 per minute (+ tax if applicable). There’s no contracts to sign, no hardware to buy, and it’s so easy to set up. Do your online marketing a huge favour! Sign up today.
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