STUDY
2016 PRODUCT PAGE CONVERSIONS

CURRENT ECOMMERCE BENCHMARKS
In eCommerce, one of the most crucial yet underappreciated hurdles to sales is driving
visitors to click and view products. Unfortunately, the data reveals that, on average,
eCommerce stores have a 33.9% bounce rate.
This suggests that approximately a third of all of the
visitors that hit your homepage abandon the site without
ever browsing through your inventory of products. On
the bright side though, once a shopper clicks to view a
product, you increase the likelihood of closing the sale.
Around the web, numerous studies have been conducted
to provide eTailers with estimates for average sitewide conversion rates. Yet, the research
on product page conversion rates (PCR) is sparse. Without a definitive resource that could
help eCommerce brands set product page benchmarks, we, at Receiptful, decided to
commission our own study.

http:/ www.smartinsights.com/ecommerce/ecommerce-analytics/ecommerce-conversion-rates/

htps:/w w.bigcom erc . om/blog/conversion-rate-optimzation/
htps:/moz.com/blog/ecom erce-kpi-benchmark-study

1.

DATA & METHODOLOGY
To produce our inaugural 2016 Product Page Conversion Rates
Report, we gathered data from 2,687 eCommerce sites* that use
Receiptful.
In total, these sites send 1.34 million receipts** through the
Receiptful platform each month and they generate an
estimated $848 million in annual sales.
The average store surveyed sells approximately $315,600
worth of product every year.

STORES
SURVEYED

AVERAGE STORE
REVENUES

AVERAGE
PCR

HIGHEST
PCR

MEDIAN
PCR

LOWEST
PCR

2,687

$315,636.73

7.91%

49.73%

5.97%

0.10%

Four major highlights from our study are:

• Among the 2,687 stores surveyed, the average PCR is 7.91%.
• eCommerce “unicorns” convert nearly half (49.73%) of
their product page traffic into sales.
• The median product conversion rate is 5.97%
among our eCommerce stores.
• At the low end of the spectrum, eCommerce brands only
convert 0.10% of the traffic that hits their product pages.

2.

CROSS TABULATION: STORE SALES
& PRODUCT CONVERSION RATES
Good data is relative. To produce a report that eCommerce brands
of all sizes could use to improve their businesses, we took our
research a step further. So, we segmented our stores by their
annual revenues and calculated each group’s average, maximum,
median, and minimum PCR.
Rather than benchmark your website’s performance against the
overall PCR average (7.91%), you can measure your success
relative to your peers.

STORES
SURVEYED

ANNUAL STORE
REVENUES

AVERAGE
PCR

HIGHEST
PCR

MEDIAN
PCR

LOWEST
PCR

133

<$10k

4.30%

36.33%

2.92%

0.13%

230

$10-20k

5.99%

28.88%

4.34%

0.29%

553

$20-50k

7.39%

38.80%

5.98%

0.10%

508

$50-100k

7.51%

49.73%

5.97%

0.34%

292

$100-150k

8.92%

45.34%

5.98%

0.27%

413

$150-300k

8.92%

48.81%

7.18%

0.23%

234

$300-500k

9.73%

44.20%

7.16%

0.78%

168

$500k-1M

8.38%

34.31%

6.37%

0.42%

156

$1M+

9.17%

46.07%

7.06%

0.58%

3.

Here’s a summary of the data:
• Of the 2,687 online retailers we surveyed, 133 earn less than $10,000 in annual sales.
These up-and-coming businesses have an average product page conversion rate of 4.30%.
The unicorn in the group has a 36.33% PCR. The median PCR is 2.92%, and the store with
the lowest conversion rates has a 0.13% PCR.
• Within our data set, we have 230 eCommerce brands that generate between $10,000 and
$20,000 in revenue each year. The average store in this group has a 5.99% product page
conversion rate. The highest PCR recorded was 28.88%, the median 4.34% and the lowest
0.29%.
• From our survey, we found 553 stores that drive between $20,000 and $50,000 in sales
every year. These eTailers have a 7.39% average product page conversion rate. The site
with the highest conversion rates has a 38.80% PCR. The media PCR is 5.98%, and the
lowest is 0.10%.
• The average product page conversion rate among the 508 brands that earn $50,000 to
$100,000 annually is 7.51%. The highest PCR in this group is 49.73%, the median 5.97%
and the lowest 0.34%.
• The 292 stores that generate $100,000 to $150,000 in annual sales have an average
product page conversion rate of 8.92%, a high of 45.34%, a median PCR of 5.98%, and
a low of 0.27%.
• Our report tracked 413 eCommerce brands with annual sales ranging from $150,000 to
$300,000 and found their average product page conversion rate is 8.92%. Their highest
PCR is 48.81%, their median 7.18% and the lowest 0.23%.
• Of the 234 larger stores earning between $300,000 and $500,000 in sales every year,
the highest product page conversion rate is 44.20%, the average 9.73%, the median 7.16%,
and the lowest 0.78%.
• 168 of our bigger eTailers sell more than half a million ($500,000) worth of product every
year, upwards to a cool million ($1,000,000). Among these stores, the average product
page conversion rate is 8.38%. The highest is 34.31%, the median 6.37% and the lowest
0.42%.
• The 156 eCommerce stores earning more than $1,000,000 a year have an average product
page conversion rate of 9.17%. Within this group, the website with the highest conversion
rate has a PCR of 46.07%. The median PCR among million-dollar eTailers is 7.06%, and the
lowest is 0.58%.

4.

Average Product Conversion Rate (PCR)

PRODUCT CONVERSION RATE TRENDS:
IDENTIFICATION & ANALYSIS
DO BIGGER ECOMMERCE STORES HAVE BETTER PRODUCT CONVERSION RATES?
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https:/ receiptful.com/academy/how-to-leverage-customer-feedback-to-improve-your-ecommerce-store/

https:/ receiptful.com/academy/7-ways-to-drive-mobile-conversions-for-ecommerce-businesses/

5.

Three supporting arguments for this theory are:

https://receiptful.com/academy/smarter-marketing-4-components-to-productive-partnerships-for-ecommerce-brands/

https:/ receiptful.com/academy/1 -lucrative-ideas-for-thriving-ecommerce-brands/

In eCommerce, product conversion rates are a bit of a catch-22. You need money to optimize
your conversion funnel, but with modest sales, you might not have excess cash or time to
invest in growth. Instead, you may be more preoccupied with managing day-to-day operations.
Of course, the good news is that one small tweak to your product pages can dramatically
impact your PCR, which also leads to better performance for all of your other downstream
metrics including sales. And that can be the catalyst for expanding your eCommerce business
from a part-time project to one that generates six-figures in annual revenue with enough cash
to cover expenses and pay yourself a proper salary.

6.

OPPORTUNITIES FOR IMPROVEMENT
Although our 2016 Product Page Conversion Rates Report
may provide store owners with helpful industry-wide benchmarks,
even top-performing eCommerce entrepreneurs and marketers
should constantly strive to optimize their product page
conversion rates.
Below is a handy checklist of things you can do to improve your PCR.

Accelerate page load time
Add an exit-intent pop-up or offer
Clarify your shipping policy
Compare your prices to competitors
Craft compelling product descriptions
Create urgency by quantifying how many items you
have left in stock
Display awards, quality badges and/or security seals
Ensure your product pages are mobile-optimized
Feature answers to frequently asked questions (FAQs)
Highlight your refund and returns policy
Include hard-to-resist coupons or special deals
Make your “Add to cart” CTA stand out
Offer social proof
Provide product recommendations to upsell and
cross-sell related products
Show both positive and negative customer reviews
Upgrade your product photos
Upload product video or 360-degree views
Use live chat

7.

AN EXTRA BIT OF DATA

Annual Store Revenues
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Across the 2,687 stores we surveyed, we found the average product page conversion rate was
7.91%. Of course, every store is different. So, we have included a scatter plot (above) that helps
visualize how much results vary for each individual eCommerce brand.
To make this visualization possible and readable, we purposely omitted results from stores with
more than $5 million in annual revenues.

8.

CLOSING THOUGHTS
For the longest time, the only research eCommerce store owners could find was focused on
storewide conversion rates, and many of those studies failed to segment their findings
according to store size. Now, Receiptful’s 2016 Product Page Conversion Rates Report provides
definitive data that helps businesses more accurately measure their product conversion rate
against industry benchmarks and PCR averages seen by their peers.
Of course, our work is not done yet. We have not yet segmented our data by business category.
When we do that, we will group our stores using 17 different categories ranging from automobile
to arts & crafts, gardening & home improvement to fashion & apparel, and toys & games to travel
& experiences. To get special access to that report and other upcoming studies, subscribe to
new content from Receiptful Academy.
For questions about the Receiptful platform or this report, please contact danny@receiptful.com.

ADDITIONAL RESOURCES
https://blog.kissmetrics.com/ecommerce-load-time-hazards

http://ecommerce-platforms.com/ecommerce-selling-advice/5-ways-exit-intent-technology-can-improve-conversion-rates-ecommerce-site
http://www.practicalecommerce.com/articles/85686-How-Shipping-Methods-and-Policies-Affect-Conversions
https://www.bigcommerce.com/blog/perfect-product-description-formula/
https://receiptful.com/academy/7-ways-to-drive-mobile-conversions-for-ecommerce-businesses/
https://receiptful.com/academy/smart-strategies-for-issuing-ecommerce-coupons/
https://receiptful.com/academy/8-psychological-principles-to-increase-your-upsells-and-cross-sells/
https://receiptful.com/academy/a-3-step-process-to-generating-positive-product-ratings-and-reviews-for-ecommerce-businesses/
https://www.shopify.com/blog/53641349-6-bulletproof-ways-to-improve-conversions-on-your-product-page
https://econsultancy.com/blog/11205-10-tips-for-improving-e-commerce-product-pages/

https://receiptful.com/receipts/ https://receiptful.com/recommendations/

https://receiptful.com/abandoned-carts/

9.

