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Answers convert shoppers to buyers



Where Q&A Fits in the Purchase Journey
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Coverage, Volume, and Diversity
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Adding Q&A to a product lifts traffic, sales, conversion
When the number of answers increases from 0 to > 0 answers

47%

82% 

77%

Traffic Lift

Sales Lift

Conversion 
Rate Lift

Ulta 

Traffic:
Impressions on 
product pages

Sales:
Orders per day

Conversion Rate:
Percentage of traffic 
making a purchase



Ulta and Q&A
with Jeff Klonowski



The “Fear” of Q&A
If it works so well, why doesn’t everyone do it?

Not getting the 
answer fast 

enough

Burden of 
answering 
questions

Getting the 
answer “wrong”



Q&A Best Practices
Answers Convert Shopper to Buyers

Ask a Product 
Owner

Leverage 
SME’s

Leverage 
Brands



Best Practices in Action

Ulta and Q&A
with Sasha Smith



The Future of Q&A at PowerReviews
What’s next

Brand
Engage

Enhanced answers 
(images, video, etc..)

Q&A
Syndication
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Questions?
Matthew Strozak

matt.strozak@powerreviews.com


