SALES

How ‘Share of Wallet’ Is 
the Key to Bigger Profits
There are three ways to grow your business. You can get more customers, get your customers to spend more by increasing transaction sizes or get your customers to buy more often.

Most businesses tend to focus on the first method - acquiring more customers. However, increasing market share is really the least profitable way to grow a business. Gaining market share is expensive, time-consuming and extremely competitive.  

Getting customers to spend more is a good way to boost business. It’s often referred to as “share of wallet,” a marketing term that refers to the amount of a customer’s total spend you capture in the products and services you offer. 

Increasing share of wallet is usually a more efficient way to boost revenue than is growing market share.

Increasing share of wallet can be done by adding new products or services to your line or by cross-selling the products and services you already have. 

Banks, auto dealers and restaurants all do this effectively with their respective versions of “Would you like fries with that?” and “Would you like that super-sized?” 

Cross-selling, up-selling, and offering add-ons or bumps can easily boost your profits by 20%, 40% or 60%.

Meanwhile, getting customers to buy more often can be as easy as recommending a product or service.  

Notice that whenever you make a purchase from Amazon, a page pops up that says, “Customers who bought this also bought this and this and this.”

You can implement this technique quickly and easily simply by coming up with a bonus, package or add-on that will encourage people to return sooner.
