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WHY MILLENNIALS HATE YOUR WEBSITE

We develop and execute strategic solutions for wineries 

to grow DTC sales and customer engagement.



WHY MILLENNIALS HATE YOUR WEBSITE

MILLENNIALS

21-35 years old - #3 wine buying group
Very tech savvy

Website expectations ★★★★★

GEN X

36-55 years old - #2 wine buying group
Tech savvy

Website expectations ★★★★

BABY BOOMERS

56 years old and over - #1 wine buying group
Not tech savvy

Website expectations ★★
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MEET
MILLENNIALS’ EXPECTATIONS

EXCEED 
GEN X AND BABY BOOMERS’
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SESSION OUTLINE

1. SET GOALS AND TRACK

1. BUILD TRUST

1. ALIGN YOUR GOALS WITH USER’S INTENT

1. REMOVE BARRIERS TO SALES
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SET GOALS 

AND TRACK



SPECIFIC

ACHIEVABLE

YET

CHALLENGING

MEASURABLE

SET GOALS AND TRACK



SET GOALS AND TRACK

TRACKING TOOLS

IMPROVE YOUR WEBSITE RANKINGS 

AND CUSTOMER ENGAGEMENT
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SET GOALS AND TRACK

TRACKING TOOLS

IMPROVE YOUR WEBSITE RANKINGS 

AND CUSTOMER ENGAGEMENT

GET ACCURATE DATA FROM GOOGLE ANALYTICS

SUBDOMAIN TRACKING

● YOURWINERY.COM

● SHOP.YOURWINERY.COM

CROSSDOMAIN TRACKING

● YOURWINERY.COM

● YOURWINERY.ORDERPORT.COM
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BUILD 

TRUST



BUILD TRUST: STORYTELLING

WHY STORIES?

CREATE SHARED EXPERIENCES

SHOWCASE EXPERTISE

DEMONSTRATE INTEGRITY

APPEAL TO THEIR VALUES

DON’T SELL PRODUCTS, SELL YOUR PURPOSE.



BUILD TRUST: USER EXPERIENCE



BUILD TRUST: UX - AESTHETICS

USE THE POWER OF ILLUSTRATION

High-resolution, expressive photography

Consistent with brand image

Tank Garage Winery Dierberg Starlane Vineyards



BUILD TRUST: UX - AESTHETICS

USE THE POWER OF ILLUSTRATION

> HAVE COHESIVE COLOR SCHEME

Cohesive across website pages and all marketing channels

Strategically used throughout website to provide seamless experience



BUILD TRUST: UX - AESTHETICS

USE THE POWER OF ILLUSTRATION

HAVE COHESIVE COLOR SCHEME

> USE THE POWER OF SIMPLICITY

Importance of whitespace, clear and intuitive navigation



BUILD TRUST: UX - FUNCTIONALITY

SPEED UP YOUR SITE

Every second counts! Slower page response time results in an 

increase in page abandonment 

➔ Test and improve your speed: website.grader.com & gtmetrix.com

What is a good Page Load Speed?

2-3 seconds load time is tolerable, anything slower compromises 

the user experience.

“Nearly 70% of consumers 

admit that page speed 

impacts their willingness to 

buy from an online retailer.”

(Source: Unbounce)



BUILD TRUST: UX - FUNCTIONALITY

SPEED UP YOUR SITE

> BE MOBILE FRIENDLY

50/50 mobile traffic vs desktop traffic, and mobile is stil growing

Have a “mobile first” approach! 



BUILD TRUST: UX - FUNCTIONALITY

SPEED UP YOUR SITE

BE MOBILE FRIENDLY

> PROMOTE SOCIAL SHARING

Encourage your Millennial customers to share their experiences



BUILD TRUST: UX - FUNCTIONALITY

SPEED UP YOUR SITE

BE MOBILE FRIENDLY

PROMOTE SOCIAL SHARING

> INCLUDE CREDIBILITY FACTORS

Display customer reviews and wine scores strategically on your site



BUILD TRUST: UX - FUNCTIONALITY

SPEED UP YOUR SITE

BE MOBILE FRIENDLY

PROMOTE SOCIAL SHARING

INCLUDE CREDIBILITY FACTORS

> ADD PERSONALIZATION

Make customers feel special with personalized, tailored experiences 



BUILD TRUST: USER EXPERIENCE

GET RID OF

➔ Blurry, low-resolution, or out-of-focus images

➔ Non responsive/non mobile-friendly elements

➔ Incoherent color scheme

➔ Incohesive typography: too many font colors, sizes and spacings

➔ Complex or broken navigation

➔ Hard to find information

➔ Lack of SSL certificate



BUILD TRUST: SEO

SEARCH ENGINE OPTIMIZATION (SEO)

SEO is the practice of writing and altering website content and code 

to improve ranking in search engine results.

“Even with ever-changing 

technology redefining many 

aspects of content strategy, SEO 

is still king. Today, 93% of online 

experiences begin with a search 

engine, and the top three Google 

search results rack up 75% of all 

clicks. Making sure your content 

ranks well is a marketing must.” 

(source: WP Engine)



BUILD TRUST: SEO

SEARCH ENGINE OPTIMIZATION (SEO)

SEO is the practice of writing and altering website content and code 

to improve ranking in search engine results.

“Even with ever-changing 

technology redefining many 

aspects of content strategy, SEO 

is still king. Today, 93% of online 

experiences begin with a search 

engine, and the top three Google 

search results rack up 75% of all 

clicks. Making sure your content 

ranks well is a marketing must.” 

(source: WP Engine)



TAKEAWAYS

❖ SELL YOUR PURPOSE, NOT YOUR PRODUCTS

❖ PROVIDE THE SAME CUSTOMER EXPERIENCE ONLINE 

AS IN YOUR WINERY’S TASTING ROOM

❖ OPTIMIZE YOUR WEBSITE FOR SEARCH ENGINES

BUILD TRUST
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ALIGN GOALS

& USER’S INTENT



ALIGN YOUR GOALS WITH USERS’ INTENT

HOW TO FULFILL YOUR USER’S INTENT?

PROVIDE A WEALTH OF INFORMATION

Be as transparent as possible, keeping things simple, real, and honest

… your wines, tasting experience, winemaking philosophy...



ALIGN YOUR GOALS WITH USERS’ INTENT

HOW TO FULFILL YOUR USER’S INTENT?

PROVIDE A WEALTH OF INFORMATION

Be as transparent as possible, keeping things simple, real, and honest

… your wines, tasting experience, winemaking philosophy...



ALIGN YOUR GOALS WITH USERS’ INTENT

HOW TO FULFILL YOUR USER’S INTENT?

PROVIDE A WEALTH OF INFORMATION

> USE YOUR CUSTOMER’S LANGUAGE

Direct and engaging language, familiarity, consistent messaging...

twistedoak.com



ALIGN YOUR GOALS WITH USERS’ INTENT

HOW TO FULFILL YOUR USER’S INTENT?

PROVIDE A WEALTH OF INFORMATION

USE YOUR CUSTOMER’S LANGUAGE

> FOCUS ON THEIR BENEFITS

Put the customer first! Concretely, what’s in it for them?



ALIGN YOUR GOALS WITH USERS’ INTENT

HOW TO FULFILL YOUR USER’S INTENT?

PROVIDE A WEALTH OF INFORMATION

USE YOUR CUSTOMER’S LANGUAGE

FOCUS ON THEIR BENEFITS

> MAKE IT EASY FOR THEM

Keep navigation and offers as clear and simple as possible



ALIGN YOUR GOALS WITH USERS’ INTENT

GUIDE THEM THROUGH YOUR SITE

Use active and engaging language

Structure your website and web pages around your goals

HOW TO DIRECT THEIR EXPERIENCE?



ALIGN YOUR GOALS WITH USERS’ INTENT

GUIDE THEM THROUGH YOUR SITE

> APPEAL TO FOMO (FEAR OF MISSING OUT)

Use ephemeral content that is only available for a limited time

Showcase experiences to trigger their FOMO

HOW TO DIRECT THEIR EXPERIENCE?



ALIGN YOUR GOALS WITH USERS’ INTENT

GUIDE THEM THROUGH YOUR SITE

APPEAL TO FOMO (FEAR OF MISSING OUT)

> RETARGET TO PAST VISITORS

“Over 75% of people abandon their shopping carts online” (source: SaleCycle)

Retargeting ads on Facebook and Instagram, and via email. An effective 

way to bring past visitors back to your site to complete a conversion action

HOW TO DIRECT THEIR EXPERIENCE?



ALIGN YOUR GOALS WITH USERS’ INTENT

GUIDE THEM THROUGH YOUR SITE

APPEAL TO FOMO (FEAR OF MISSING OUT)

RETARGET TO PAST VISITORS

> ASK FOR THE SALE WITH CALLS TO ACTION

❖ Direct language

❖ Familiarity

❖ Contrasting colors

❖ Placement

❖ Focus on top benefits (fast shipping, discount on case…)

HOW TO DIRECT THEIR EXPERIENCE?



ALIGN YOUR GOALS WITH USERS’ INTENT

TAKEAWAYS

❖ PUT THE CUSTOMER FIRST - FOCUS ON THEIR BENEFITS

❖ PROVIDE A WEALTH OF INFORMATION

❖ USE THE POWER OF RETARGETING

❖ DIRECT THEIR EXPERIENCE TO ACHIEVE YOUR GOALS
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REMOVE 

BARRIERS TO SALES



REMOVE BARRIERS TO SALES

EXAMPLES OF BARRIERS TO SALE: 

➔ Performance issues, errors, and crashes

➔ Slow loading speed

➔ Poor product information and imagery

➔ Lack of payment methods & shipping options

➔ Forced account creation or registration

➔ Unexpected additional charges and fees

➔ Too many form fields to fill out at checkout

➔ No SSL Certificate (https://...)

➔ Overly complicated checkout process

➔ Distracting pop ups



REMOVE BARRIERS TO SALES

PROVIDE SEAMLESS EXPERIENCE

Keep similar page design, structure, and messaging throughout the site

to ensure a seamless user experience



REMOVE BARRIERS TO SALES

PROVIDE SEAMLESS EXPERIENCE 

> LIMIT DISTRACTIONS

Reduce the number of choices offered to visitors will increase conversions and 

sales. Remove distractions & competing offers. Essential information only.



REMOVE BARRIERS TO SALES

PROVIDE SEAMLESS EXPERIENCE 

LIMIT DISTRACTIONS

> PROVIDE ERROR-FREE, FAST CHECKOUT

❖ Refine and simplify checkout process (think Amazon)

❖ Make it easy to purchase on mobile

❖ Allow guest checkout

❖ Allow auto-population of form fields

❖ Don’t surprise customers with additional costs

❖ Provide a range of payment options



REMOVE BARRIERS TO SALES

PROVIDE SEAMLESS EXPERIENCE 

LIMIT DISTRACTIONS

PROVIDE FAST AND ERROR-FREE CHECKOUT

> KEEP IT SAFE

❖ SSL Certificate sitewide

❖ Trust signals

❖ Secure payment options



REMOVE BARRIERS TO SALES

TAKEAWAYS

❖ PROVIDE A SEAMLESS EXPERIENCE

❖ LIMIT DISTRACTIONS AND REMOVE COMPETING OFFERS

❖ AIM FOR ERROR-FREE, FAST CHECKOUT
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CLOSING

REMARKS


