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Introduction

As a web professional, continually marketing to your current customer 
base is not only a good idea, it’s imperative. A study by Invesp found 
that the probability of selling to completely new customers was only 
5-20%. However, the chance of closing the deal when marketing to 
an existing customer increases substantially to a conversion rate of 
60-70%.

Selling to existing customers is referred to as “upselling” or “cross-
selling.” In this short guide, we’ve put together a few upselling strategies 
for three of our top features that you can upsell and easily implement 
for your agency. 

This short guide will quickly walk you through three of Duda’s most 
popular and profitable features for upselling to customers.
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1. Website PERSONALIZATION

It is settled science that consumers respond more positively to 
personalized experiences. That statement may seem a bit too forward, 
but the numbers add to its weight. 
 
One report by Salesforce found that, “63% of Millennial consumers 
and 58% of Gen X consumers are willing to share data with companies 
in exchange for personalized offers and discounts.” 
 
The one-of-a-kind website personalization tool built into our platform 
creates a rule that triggers a change to a site for an individual visitor 
based on parameters like:

Date 
Time 
Location
Device type 
Time of day
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In a real-world example, a Phoenix-based restaurant using Duda, The 
Gladly, added a simple Notification Bar with our personalization tool 
and scheduled it to run during a busy time of year. After they added the 
personalization parameters, they saw a 70% increase in conversion.
 
According to Gladly owner Andrew Fritz, “even if only half of those 
people ended up coming to the dinner, that would still account for 
almost $9,000 in revenue, all from a simple message at the top of our 
website. Clearly, website personalization is working for us.”

The Camel, a digital marketing agency on the Duda platform, uses 
website personalization as a key feature that sets them apart from 
other agencies. They position personalization as an ongoing marketing 
service (similar to email or search engine marketing), which provides 
them with an additional recurring revenue stream. 
 
Each month, The Camel’s team of salespeople and account managers 
reach out to their existing customers to determine what kind of 
personalization rules they would like to implement as a part of their 
ongoing marketing campaigns. 

Upselling Strategy
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2. SSL CERTIFICATES

At the end of 2016, Google announced that HTTPS encryption would not 
only become a ranking signal for SEO, but Google Chrome itself would 
start to alert users when they were about to enter an unencrypted site.
 
Nobody wants to get a warning from Google. So to make sure your 
customers are in good standing, we include free SSL certificates with 
every Duda website that you can install with just one click. However, 
just because Duda gives this valuable feature away for free doesn’t 
mean you have to. 
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When upselling SSL to customers, it’s important to highlight some of 
the main reasons why moving to HTTPS is vital for their website. Here 
are a few main points you can include in your messaging:
 

Google will start displaying warnings to visitors who come to 
sites without SSL.
It’s good for SEO since Google has added it as a ranking factor.
The green lock that comes with SSL adds trust to visitors on 
a site.

 
Competitive pricing normally puts SSL installation at between $60 
and $90 per website per year, but how you price SSL certificates for 
your customers is up to you. 

Upselling Strategy
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2. ecommerce

As a business grows, its website needs to adapt accordingly. This may 
mean implementing all kinds of changes on your customer’s website, 
and one common addition is an online store. 
 
When this need arises, you can swoop in and offer the eCommerce 
features of our platform. Our eCommerce options are expandable for 
online stores selling a single product all the way up to 2,500 products.



www.dudamobile.com07

Part of upselling eCommerce involves continually putting out there that 
this feature is available for your customers should they ever need it. 
 
You can offer to do a one-time setup for a fee and then hand the reins 
to your customer, or manage the store yourself on an ongoing basis 
for a recurring fee. One great way that you can get your potential 
eCommerce clients to convert is to let them know that their account 
comes with free eCommerce for up to 10 products. 
 
By telling them about the built-in online store options and showing 
them how they can set up their store with a few products, you allow for 
more room to upsell this feature when they hit their 10 product limit.

Upselling Strategy
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4. New Custom-Built Widgets

Duda has a large selection of widgets that can be used to effectively 
drive for your customers, but we know that sometimes, a customer 
may require an additional widget we don’t currently offer. And that 
is why we created the new Widget Builder! 
 
Here are a few examples of the kind of widgets you can now create:
 

Analytics Widget Combine CSS effects with data and turn them 
into a stunning visual.
Countdown Widget Create a sense of urgency on deals or 
landing pages with a countdown timer.
Designed Testimonial Widget Display testimonials in a rich 
and captivating widget that can be placed front and center on 
any page you build.
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You can offer custom widget creation as a one-off service in which a 
customer tells you the type of widget they want and pays a flat rate for 
it. If you work in a specific industry, you could also productize this and 
create a few specialized widgets that you can sell over and over again.
 
In any case, you’re going to be able to sell more widgets if you can 
build something that solves a real problem or adds value to your 
customer and/or their end user. Even if don’t know how to code, you 
can still offer this service by forwarding your customer requests to our 
Fulfillment Channel to help you get the job done. 

It’s important to note that the Widget Builder is best utilized used by  
someone who can code. So if you don’t know your way around HTML, 
CSS, and JavaScript, building your own widgets will be difficult.

Upselling Strategy


