


– Melvin Ong

“TIPS & STRATEGY ON EFFECTIVE  
DIGITAL MARKETING”



About Karuna

• An award-winning Web & Digital Marketing 
Agency based in Malaysia. 

• Since 2009, Karuna Sarawak has participated in 
the growth of e-commerce in the United States 
as well as in Malaysia. 

• Karuna Sarawak was one of  the ear l iest 
partners  for  Groupon,  Lazada and Astro 
GoShop when they first started out in Malaysia.



Perface

Unlike big businesses, most start-ups do not 
have a lot of funds to promote their businesses. 
Traditional advertising such as brochure printing, 
newspaper ads and roadside buntings are not 
only no longer effective but expensive.
I n  t h i s  s e r i e s ,  w e  w i l l  s h a r e  t i p s  o n  h o w 
incorporating Digital Marketing strategies to 
your website can enhance your online presence 
and get you leads and referrals.



Malaysia has one of the most impressive growth 
in the e-commerce adoption rate.  E-commerce 
sales amounts to USD3.1 Billion in Malaysia in 
2017.

Why Expand Your Business Online?



Why Expand Your Business Online?

• Low start-up costs – All you need is a website; 
however, do not cut corners when building a 
website and ensure that proper optimization is 
done on the website and user experience is 
considered.

• Digital ads such as Google AdWords and Facebook 
Advertisements are much cheaper and more 
effective compared to newspaper prints  or 
roadside buntings 



Identifying Products for Online 
Success

Most of our clients in the following 
category carrying Imported Fashion, 
IT products, cosmetics and furniture 
that are unique and provide FREE 
delivery are doing extremely well and 
are receiving orders from customers 
in West Malaysia, Australia, America 
and even Europe



What is Digital 
Marketing?

• Digital marketing encompasses all marketing 
efforts that use an electronic device or the 
internet. 

• Businesses leverage digital channels such as 
search engines, social media, email, and their 
w e b s i t e s  t o  c o n n e c t  w i t h  c u r r e n t  a n d 
prospective customers.

• Digital marketing strategies includes having a 
website, search engine optimization for your 
website and utilizing social media and display 
ads to generate traffic to your website and drive 
customers to purchase or enquire (conversion).



STEP 1
BUILDING AN ONLINE PRESENCE

“Building a Responsive website is 
important. You will lose about 30% 
of customer traffic if your website is 

not responsive. ”



What is Responsive Website?

• A responsive website is a website 
that fits all screen sizes. Older 
w e b  t e c h n o l o g y  a r e  u s u a l l y 
meant to fit desktop browsers, so 
it is no longer relevant when it 
c o m e s  t o  v i e w i n g  o n  m o b i l e 
phones. 

• Unresponsive website needs to be 
rebuilt as it affects your ranking 
on the search engine and user 
experience. Hence you would be 
less visible on Google if  your 
website is not responsive.



STEP 2
DRIVING CONVERSION

“An Effective Website is a 
Website that 

Prompts for Action. ”



Call-To-Action Button

•Building a website must take into 
consideration the user experience 
and stages the customer will take 
to  obtain  information before 
contacting or purchasing your 
product online. 

•The most common CTA are as 
follows:
•Call now button
•Enquiry Form
•Add to Cart

•From our experience, most of our 
c u s t o m e r s  o b t a i n  5 - 1 5  l e a d s 
minimum per month organically 
w h e n  t h e  C T A ’ s  a r e  p l a c e d 
correctly.



Here are some E-Commerce Buying Factors 
to consider when creating Call-to-Action 
Cues

•There are several factors that affect buying behavior 
in Malaysia. The most important factor that drives 
purchases online are as follows:

a) Cash on Delivery Options –Most Malaysians are 
afraid to purchase things online, and even if they 
have a credit card, hence Cash on Delivery is a 
good option. 

b) Competitive Pricing & Free Shipping - Buyers are 
most likely to purchase if shipping is included at a 
resaonable cost price of the product

c) Returns -  A website that guarantees a good 
product and allows customers to return unsatisfied 
products has a higher chance of generating online 
sales



E-Commerce Buying Behavior Factors

d) Secure Website & Payment Gateway - Having 
an SSL (Secure Socket Layer) on your website 
shows customers that your website is secure 
and trustworthy along with a good payment 
g a t e w a y  t h a t  i n c r e a s e s  y o u r  c h a n c e  o f 
generating sales

e) Product Review / Testimonials - Providing 
customers  with  rea l  rev i e w s  f r o m  o t h e r 
customers is a good way of building trust 
towards a product

f) Gamification of e-commerce sites - Rewarding 
customers with coupons, points and rebates 
upon purchase will warrant next purchases from 
the same customer



STEP 3
UNDERSTANDING CUSTOMER BEHAVIOR

“Understanding Your 
Customers.

 WHICH PRODUCTS / 
PLACEMENT WORKS 

BETTER”



How To Analyse User Behavior

Google Analytics is a FREE tool that 
al lows you to understand your 
customer demographic as well as 
understand their behaviour on your 
website. You can learn more about 
the following: 

1. I n d i v i d u a l  P a g e  V i e w s  t o 
determine which Category or 
Page is more popular.

2. H o w  e n g a g e d  i s  y o u r 
Audience on your website

3. I n d i v i d u a l  P a g e  V i e w s  t o 
determine which Category or 
Page is more popular



Identifying Products that 
sell better

• F r o m  t h i s  G o o g l e  A n a l y t i c s 
analysis, it shows that bedroom 
and living room furniture have 
the highest hits on the website.

• There should be more variety of 
these products on the website 
and should be featured on the 
h o m e  p a g e  t o  e n c o u r a g e 
conversion.



How To Analyse User Behavior

▪ A heatmap shows exactly 
where users have clicked 
on the website and show 
p a t t e r n s  o n  h o w  t h e y 
interact. 

▪ The technology we have 
incorporated allows us to 
t r a c k  u s e r  b e h a v i o u r 
accurately and optimize 
t h e  w e b s i t e  f o r  t h e 
highest user return.



STEP 4
GENERATING TRAFFIC TO YOUR WEBSITE

“Search Engine Optimisation 

(SEO) ”



SEO is what allows your website to 
be found on the top pages of 
Google

▪ Most websites out there are not built 
with SEO in mind

▪ If a webmaster tells you that a template 
is SEO ready, it is not sufficient as having a 
template that is SEO friendly does not 
mean that you have the proper keywords 
in place. 

▪ I t  could just  mean that  i t  is  mobi le 
responsive and loads fast which does not 
make your website visible.



Among some of the important features are as follows:

• Mobile Responsive (the website must fit all screen 
sizes)

• Loading Speed (a slow website is not SEO friendly)
• Readability (your website must not be too messy, it 

must have consistent font size to differentiate your 
titles and content)

• Keyword density (this is the most difficult of all as it 
requires experienced SEO copywriting to ensure 
your keywords can be found on google)

• Meta description
• Sitemaps

▪ And the list goes on…

SEO covers many factors at 
how Google ranks your website

Leads are GUARANTEED to all 
websites with good content and SEO



STEP 5
SETTING UP A CONTACT FORM 

“Landing Page with

Contact Form”



Building A Contact Form 

▪ A contact form is a great way to collect 
information from potential customers 
who are ready to enquire about your 
services. 

▪ You are halfway into closing sales as only 
those who are interested with your 
services would ask for a quotation.



STEP 6 
WEBSITE MARKETING

“Google AdWords”



Google AdWords

• Get on top of Search Rankings with 
Google Ads

• Leverage on Google Ads for keywords 
that do not appear organically on your 
website through SEO

• Target key competitors names



Google Display Network

• Google GDN allows you to target 
websites based on keyword topics and 
place your visuals within the site. 

• It helps you reach your clients when 
they're browsing websites, showing a 
friend a YouTube video or checking their 
Gmail or using their phone application 
with advertisements.



Use keyword planner to identify 
keywords

• Use google keyword 
planner to target high 
volume search keywords & 
gauge cost per click (CPC)

• Seek advise from an 
experienced Digital 
Marketeer to avoid 
spending unnecessary on 
Google Ads as the cost can 
quickly add up



STEP 7 
SOCIAL MEDIA MARKETING

“Facebook Ads”



Facebook Ads

• Facebook currently limits the number 
of followers who see your posts, so 
do not be surprised if you do not get 
many likes even though you have 
10,000 followers

• Design engaging posts with less than 
2 0 %  t e x t  f o r  m o r e  e f f e c t i v e 
Facebook marketing and lower cost 
per click/ engagement

• Use Facebook's Text Overlay checker



Facebook Ads Variations

• Facebook Messaging Ads
• Facebook Engagement Ads
• Facebook Traffic Ads
• Facebook Lead Form Ads
• Facebook Re-marketing Ads



Facebook Campaign

• A digital marketing campaign is a 
collection of ads geared at creating 
i n t e r e s t ,  p r o v i d i n g  c a m p a i g n 
m e s s a g i n g ,  r e m a r k e t i n g  a n d 
converting viewers to customers.

• A digital marketing initiative should 
n o t  b e  c o n s i d e r e d  a s  a  o n e - o f f 
“boost” on a Facebook post and must 
be a cohesieve campaign.



What is the ROI for Digital Marketing

“Digital Marketing
Case Studies”



Digital Marketing study
of E-Commerce Website 

• From one of our case studies last 
year, online revenue increased 
exponentially after the website user 
experience has been improved

• Search Engine, Google & Facebook 
Ads contributed an increase of over 
297% visitors into the website with 
an average number of 16,220 users 
per month

• Aside from web revamp cost, client 
o n l y  s p e n t  R M  5 k  o n  d i g i t a l 
marketing monthly



Hotel Digital Marketing Case 
Study

Before

Sales Channel
% room 

contribution Cost
Online Marketing 50%  RM27,142.50 
OTA 30%  RM94,752.00 
Sales Staff 20%  RM1,974.00 

TOTAL  RM123,868.50 

After

Sales Channel
% room 

contribution Cost
Online Marketing 60%  RM32,571.00 
OTA 20%  RM63,168.00 
Sales Staff 20%  RM1,974.00 

 RM97,713.00 

• By allocating 10% of the rooms to 
market via Google and Facebook 
Ads marketing, the client saved an 
average of RM 26,000 per month

• The average digital marketing cost 
per room is RM 5.50 as opposed to 
RM 29.70 per room charged by 
Agoda



Sales Funnel Results of online marketing



Contact: 019-478 9319
MELVIN ONG

To read more Free Tips on 
Digital Marketing in driving 

conversions,
please visit

KARUNASARAWAK.COM


