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79% of shoppers have not 
purchased a product due to a 
problem with product content

27% of shoppers place the blame 
specifically on product data 

inconsistencies across retail sites.

46%

79% 

46%

27% 

The overwhelming majority of online shoppers (79%) have not 
purchased an item due to a problem with product content, 
according to our upcoming 2020 consumer research report, 
and over a quarter (27%) place the blame specifically on product 
data inconsistencies across retail sites.

The path to purchase for shoppers has evolved to include 
more than a single visit to a brick-and-mortar retailer. Customers 
increasingly browse multiple retail sites to compare prices, read 
customer ratings and reviews, and examine your product pages.

What shoppers find on these pages is your digital brand identity — 
and whether your company was founded within the last year or the 
last century, your brand identity is everything.

How shoppers experience and perceive your product content 
online can shift buying behavior, and inconsistent product 
experiences impact brand trust and loyalty while flattening sales.

Take Control of Your 
Product Experiences to 
Build Trust and Loyalty
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Imagine you’re in the market for a new vacuum cleaner. After 
some online research, you narrow your search to two final 
contenders: one vacuum made by “Company A” and another 
made by “Company B.”

At first glance, Company A’s vacuum seems comparable to 
Company B’s, and you’re intrigued by the slightly lower cost. 
But while searching multiple sites for the best price, you 
notice something strange: The listed product information for 
Company A’s model varies wildly from retailer to retailer.

Options available at one vendor don’t appear as options at 
another. One listing has a solid block of technical copy, while 
another page barely has any relevant product information at all. 
A list of accessories on one page excludes adapters that are 
featured on another.

• Which product pages are recent, and which are out of date?
• Will the product actually come with the features I’m expecting?
• Will I have to return the item immediately after it arrives? 

In contrast, after searching for Company B’s vacuum, you notice 
a distinct brand voice and content consistency across the retail 
sites you visit. There aren’t any surprises or contradictions as you 
move from channel to channel. If you’re like most customers, you 
would choose Company B’s vacuum — even if it’s slightly more 
expensive.

Make no mistake: Your customers are making the same judgments 
about your messaging and presentation. Don’t give them the 
chance to infer your products or services are inferior because of 
inconsistent messaging. 

Inconsistent Messaging 
Equals Consistent 
Buying Reservations You start to ask questions about the vacuum from 

Company A, based on the varying product content:

https://www.salsify.com/blog/2019-consumer-research-5-new-rules?reg_source=website-trendemon-unpaid-contentrecommendations
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Our upcoming 2020 consumer research report found that 80% of 
shoppers will pay more for a product that comes from a brand they 
trust. Inconsistent experiences can baffle customers, make them 
less likely to be evangelists for your products, or — worst of all — 
turn them off to your brand entirely.

Brands must not only meet shopper’s demands for accurate 
and up-to-date product information, but they must also exceed 
expectations to stand out against the competition.

Consider your top-performing product: Is your product 
content consistent across all of your priority retail channels? 
Maintaining consistency can be challenging, as every retailer 
has unique requirements for product content — and there’s no 
one-size-fits-all solution.

Activating product content across retailers can be complex, but 
having the right syndication solution in place can help you manage 
and optimize product content for every audience, helping you 
meet and exceed shifting consumer expectations.

Build Brand Trust By 
Meeting and Exceeding 
Expectations

Stand Out Against 
Your Competition With 
Enhanced Content
Consumers have more avenues through which to research their 
purchases than at any time in history. Brands capable of engaging 
customers at every touchpoint will always win out over those who 
miss the mark. 

The product page is the new packaging. Enhanced content 
experiences can help your brand stand out on the digital shelf. 
From 360-degree image spins, videos, and editorial images to 
comparison charts, downloadable product guides, and more, 
content can help give your customers the information they need 
to make final buying decisions.

Our 2019 internal data shows that enhanced content can even help 
brands increase conversion by up to 10% across most categories.

https://www.salsify.com/blog/how-i-did-it-globe-electric-syndicates-and-centralizes-content-wins-in-time-to-market
https://www.salsify.com/blog/how-i-did-it-globe-electric-syndicates-and-centralizes-content-wins-in-time-to-market
https://www.salsify.com/enhanced-content-brands
https://www.salsify.com/enhanced-content-brands
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Shifts in consumer behavior have required companies to be more 
organized than ever to maintain product information consistency, 
but there are still many challenges for brands. From internal issues 
like scattered product content and inefficient go-to-market (GTM) 
processes to external issues like frequently changing retailer 
requirements, it can be difficult for one ecommerce team to manage.

Having a platform in place that can help you centralize your 
core product content, adapt it for every retailer, and activate 
it across those channels can help you minimize unnecessary, 
time-consuming, and costly processes.

Give Yourself the Agility 
Needed to Win

Time-Tested and 
Shopper Approved
Careful management of your product content is a time-tested way to 
both convert and retain new customers. It engenders shared values 
and trust. It helps your products become instantly recognizable. 
It can even help your brand form authentic connections with your 
customers that can help grow revenue over time.

It’s not always easy to stay consistent — but it’s worth it. Every step 
your business can take to ensure your customer’s expectations 
are met, at every point in their path to purchase, can make a big 
difference in your bottom line.

https://www.salsify.com/blog/essential-roles-successful-ecommerce-team
https://www.salsify.com/blog/business-cost-breakdown-the-true-price-of-labor-intensive-gtm-processes-salsify
https://www.salsify.com/blog/business-cost-breakdown-the-true-price-of-labor-intensive-gtm-processes-salsify

