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A post-purchase upsell is an offer that appears immediately after a Products
customer completes their purchase. They’ve already navigated the Tags
checkout process and submitted their credit card information. Now Page Views
you have an opportunity to secure a second order without the
friction of a second full checkout process.

PREREQUISITES
Post-order upsells are pure profit. Use them to increase your Average 50+ Initial
Order Value (AOV) without hurting your initial conversion rate. Purchases

The biggest lever for boosting AOV with post-order upsells is offer
relevance. Your upsell shouldn’t feel like a random product. It should VARIATIONS
feel like the logical next step in their journey, an upgrade, or )
) Immediate Upsell
complementary tool to help them use what they just purchased. Email Follow-U
mail Follow-Up

Downsell

PERFORMANCE CALCULATION METRIC TARGET

. o
Determine Your Average Order Value D +20~35%

) Product bame - Main offer 245

Track completed purchases of your core product

(o) Main + u(osell Revenue $3,234

E Track all revenue including upsell acceptances

Revenue + orders $43.20



SALES FUNNEL POST-PURCHASE UPSELL

Breakdown Your AOV

4 ways to segment your upsells to find what prints money and what kills momentum.

INITIAL PRODUCT

[B Sku|PRODUCT NAME | PRICE TIER

Compare AOV lift across different upsell offers.
Low-ticket upsells might have higher
conversions but lower AOV. High-ticket upsells
might have lower conversions but higher AOV.
Your most popular product might not be your
best upsell offer.

FOCUS ON HIGH-OPPORTUNITY PRODUCTS

Create product-specific upsells that match
buyer intent from the initial purchase.

@ CUSTOMER SEGMENT

m FIRST-TIME BUYER | PREV. CUSTOMER | LOYAL CUSTOMER

New customers are often cautious with upsells.
They don't know you well. Repeat customers
often accept more readily because they know
and trust you. Loyal customers will buy almost
anything you put in front of them.

TAILOR OFFERS TO TRUST LEVEL
First-time buyers need lower-risk upsells with

guarantees. Repeat customers respond to
"exclusive" framing. Loyal customers want
VIP access or premium versions.

SEGMENT OPTIMIZATION EXAMPLE

Product Optimization

Course - Foundation ( $9%)
Course - Advanced ( $293)
Template Bundle ($u#)
Coaching Session ($49%)

UPSELL PRODUCT / PRICE POINT

[ UPSELL SKU | UPSELL PRICE | DISCOUNT %

Test different upsells and price points against
the same initial product. A $47 upsell might
have 30% acceptance while a $97 version only
hits 12%. But that 12% might generate more
revenue per buyer.

TEST PRICE ANCHORING STRATEGICALLY
Start with upsells priced at 30-50% of initial

purchase value. If acceptance is too low, test
lower prices or bundle more value. If too
high, you're leaving money on the table.

INITIAL PURCHASE VALUE
[ CART SIZE | PRODUCT TIER | DISCOUNT APPLIED

Someone who bought a $27 product treats
money differently than someone who bought
$297. High-ticket buyers often have higher
acceptance rates because they've already
committed to investing. Low-ticket buyers
might see any upsell as doubling their spend.

MATCH UPSELL TO INITIAL COMMITMENT
For purchases under $50, keep upsells under

$30. For $100+ purchases, test upsells up to
50% of cart value. Track revenue per buyer,
not just acceptance rate.

FOCUS SEGMENT
Initial Product

“ $4,201 $43.20
22 $1,252 $56.00
15 $1,245 $1+.00
52 $u165 $4.00



SALES FUNNEL POST-PURCHASE UPSELL

Optimize Your Upsell

Four elements that turn a completed purchase into a bigger order

WAIT! Special
ONE TIME ONLY OFFER

Do not close this page...

@4 vipEO

YES! Add to My Order Now...

Add to Order - Just $XX

No Thanks, | don’t need this now.

URGENCY FRAMING
A\ ONE-TIME ONLY CREATES IMMEDIATE ACTION

Frame the upsell as exclusive to this moment:
"This offer disappears once you leave this page"
or "Only available to new customers right now."
Time-based scarcity works, but exclusivity often
converts better. Avoid fake timers — they
destroy trust.

FRICTION REDUCTION

A ONE CLICK OR THEY WON'T BUY
The entire value of post-purchase upsells is the
one-click purchase. No forms. No re-entering
payment info. Just "Yes, add this to my order"
or "No thanks." Any additional steps kill
conversion. Make saying yes effortless.

OFFER RELEVANCE
A\ MAKE IT FEEL LIKE THE OBVIOUS NEXT STEP

Your upsell must complement what they just
bought. If they purchased a course, offer
templates, coaching, or advanced training. If
they bought a product, offer accessories,
upgrades, or bundles. The offer should feel like
"oh, | need that too" not "wait, what?"

PRICE POSITIONING

A SWEET SPOT IS 30-50% OF INITIAL PURCHASE
Price your upsell relative to what they just
spent. Someone who bought a $100 course will
accept a $40 template pack more readily than a
$200 coaching offer. Test the ratio — too cheap
signals low value, too expensive triggers buyer's
remorse.



SALES FUNNEL POST-PURCHASE UPSELL

How to Optimize Post-Order Upsell

Pages for your Business

Tailor your upsell strategy to your business model and buyer psychology.

i.g COACHES
9 OFFER IMPLEMENTATION SUPPORT & ACCOUNTABILITY

After someone buys your program, offer a one-
on-one kickoff call, group coaching access, or
done-with-you implementation. Frame it as
"most clients who add this get results 3x faster."
Price it at 40-60% of program cost. Your buyers
want transformation, not just information.

E-COMMERCE
@ BUNDLE COMPLEMENTARY PRODUCTS WITH SAVINGS

Show exactly what they're getting and how
much they're saving versus buying separately.
"Add the Complete Bundle: Usually $87, Today
Only $47." Use product images and itemized
breakdowns. Include free shipping if they don't
already have it.

m B2B & SAAS
@ UPGRADE TO ANNUAL OR ADD PREMIUM FEATURES

Offer annual plans with 20% savings or
premium features for a monthly add-on. Frame
as ROI: "Add advanced analytics: $49/mo saves
10 hours per week." For services, offer
additional user seats or priority support
packages immediately after signup.

'j CREATORS
Pl @ BUNDLE COMMUNITY ACCESS OR EXCLUSIVE CONTENT

Offer access to a private community, bonus
content library, or monthly Q&A calls. Frame it
as joining an exclusive group. Creator audiences
buy for connection, so emphasize the
relationship upgrade. Consider recurring
upsells at lower monthly rates.

COURSE CREATORS
@ ADD IMPLEMENTATION TOOLS OR ADVANCED MODULES

Offer templates, worksheets, or bonus modules
that help them apply what they're learning.
Frame as "most students who get the
implementation pack finish 2x faster." Show
completion stats if you have them. Price at
30-40% of course cost.

4 PROFESSIONAL SERVICES
4

? ADD PREMIUM DELIVERY OR EXPANDED SCOPE

Offer expedited timelines, additional
deliverables, or ongoing retainer packages.
"Upgrade to priority delivery: get results in 2
weeks instead of 4 for just $X more." Frame as
exclusive availability. Limit upsells to those who
just booked premium packages.



