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PetDoors.com is an e-commerce website that offers the world’s largest
selection of pet doors. Customers can choose from over 2,000 varieties of
simple, secure, and weather-tight options for homes and pets of all sizes.

The Challenge
MAKING A SIMPLE PRODUCT STAND OUT
(AND SELL)
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Pinpointing why people should buy from you isn’t easy, even when you’re
selling a simple product like a pet door. This was the case for Nick Pullano,
the CEO of PetDoors.com, who was struggling to create a compelling value
proposition for his brand.
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Nick wanted to know what his customers were thinking when they went
shopping for a pet door. What were their concerns? What were their doubts?
What was most important to them?
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He knew that if he could nail the answers to these questions, the PetDoors.
com homepage could do a better job generating sales, and he would be
able to increase his gross profit margin.
To find words that would resonate with his 20,000 customers, Nick knew
that he would have to look for help beyond his small team of 15 people.

“

“[Our product] sounds simple—it’s a doggy door, after all—but
people buy them for different reasons. We wanted to address the
questions our customers really cared about. We were trying to
figure out what value proposition would resonate best.”

The Solution
A C OMPLE TE ME SSAGING A ND C OPY MAKEOVER
Nick decided to take our course on product messaging and sales page copywriting, which we hosted
through CXL (formerly ConversionXL). Nick hoped the course would give him a bit more insight on
how to write an effective value proposition, and maybe spark some new ideas for the PetDoors.com
homepage.
But Nick ended up getting more than he bargained for when we used PetDoors.com as a live example for
the course.
Using insights distilled from the analysis of hundreds of customer reviews, survey responses, visitor polls
and user tests, we devised an entirely new sales narrative for the PetDoors.com homepage.
With a careful eye for details and a data-driven process, we then chose a value proposition we knew
would speak directly to the key motivations and pain points of Nick’s target audience and completely
revamped the PetDoors.com homepage.

“

“Momoko was able to tap into the masses in a way that was much more efficient than we
ever could have. She mined through the data, asked the right questions, and found out
what matters most to our customers. It was a flurry of insights that really opened our eyes
and changed how we market the website.”

”

The Result
REVENUE-PER-VISI TOR THROUGH THE HOMEPAGE
SOARED 145%
A key aspect of our strategy for PetDoors.com was rewriting the homepage copy using words and
phrases that came directly from the mouths of actual customers and visitors.
For example, instead of calling pet doors “energy efficient,” our research showed the phrase “weathertight” would resonate better.
And the research was right.
Since implementing our changes, not only has the e-commerce conversion rate attributed to the
homepage gone up 106%, revenue-per-visitor has increased by 145%.
Overall, gross profit through the entire website has gone up by 10%, which Nick says is “the biggest deal”
for his team. He credits a lot of these improvements to the work we did on the PetDoors.com homepage.

“

“I certainly would recommend Momoko. She captures what matters to your customers and
turns it into a killer value proposition. She also has a great process that works in any field.
With her help, we’re now absolutely better at attracting the right type of customers and our
gross profit is up.”

”

Discover your killer value proposition
and get more out of your
website’s traffic
Boost your conversions and revenue with our uniquely datadriven approach to sales messaging and copywriting.
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