
Bridging the Gap between 
Business and Customer with 
Personalized Product Lists 
It's no surprise that consumers are spending more and more time on 
mobile devices. In fact, more than half of annual online website traffic 
comes from mobile devices.¹ Why? Well, one reason we believe for that 
is that now, customers have the option to directly message brands and 
companies on their phones. 
 
Over a billion people around the world are currently using conversational 
messaging to discover new products and engage with their favorite 
brands.² Whether they’re talking to a business via chatbot or messaging 
them on social media, consumers prefer conversational shopping 
because it’s simple, convenient, and mimics real-life conversations. 
 
Buying power continues to grow amongst millennials and Gen Z 
audiences, which means that mobile-optimized and personalized 
digital experiences are even more critical for businesses that want to 
engage these audiences.³ 

¹ “The Ultimate List of Marketing Statistics for 2021,” Hubspot, 2021 

² MZ Earnings Call, Feb 2022

³ “Gen Z And The Future Of Spend: What We Know About This Generation,  
The Pandemic And How They Pay”, Forbes, Jan 2021

But how do you start?
First, take a look at your business’s product 
discovery process. Ask yourself - is it simple 
for shoppers to locate an item in your product 
catalogue? Would they find it easy to tell what’s 
in stock, or to come across new products they 
hadn’t seen before?

If the answer to any of these questions is “no”, 
then it’s time to address these issues or risk 
falling behind. Conversational messages can help 
create a smoother shopping experience for your 
customers, and help close the gap between the 
discovery and purchase phases while putting 
personalization at the forefront.   



Curated Messages  
Lead to Better Conversions

All this paints a very clear picture: 
Personalization can be the key to a business’s 
success, and messaging is the future of 
m-commerce. Meeting your customers where 
they are on their mobile devices is crucial for 
connecting directly with your audience. By 
offering them the option to cut through the 
noise with curated products tailored to their 
preferences, you’re helping them get one step 
closer to conversion. Guiding them further down 
the funnel benefits your bottom line, helping 
create better business outcomes. 

⁴ Business Messaging Research Study  
(Facebook Commissioned study of 8,214 adults ages 18 and older in U.S.,  
Germany, the UK, India, Mexico, Brazil and Indonesia), September 2020
 
⁵ “Consumer Behavior Stats 2021:  
The Post-Pandemic Shift in Online Shopping Habits,” Stackla, Aug 2021

Over the years, consumers have made their preferences known 
when it comes to e-commerce. In a 2020 study, nearly 7 in 10 adults 
surveyed said they’re more likely to do business with and/or purchase 
from a company they can contact via messaging (e.g. via chat app, 
text) versus ones they can’t.⁴ And 72% of people surveyed have 
stated that they’re more likely to make a purchase from a business 
that can consistently provide them with a more personalized 
experience.⁵ It’s clear that brands who are making committed efforts  
to provide more relevant and personal mobile shopping experiences 
can be strongly rewarded by consumers.  



Closing the Gap Between 
Discovery and Purchase 
As a business, it’s crucial that you ensure a smooth buying 
experience for your customer at every stage of their purchase. 
In the discovery stage, your potential customer is familiarizing 
themself with your brand and your products before choosing  
to make a purchase. 
 
But keep in mind: if a customer has to sift through a lengthy 
product catalogue to find what they need, this extra time spent 
searching can disrupt the buyer journey, making it more difficult  
for shoppers to complete their purchase. Gone are the days  
where your customers are willing to scroll endlessly through 
hundreds of product pages on your website.
 
Lengthy product catalogs can be messy, and customers can’t 
discover a product that they don’t know exists. They also can’t 
buy a product that they can’t locate.

The solution? Creating a curated list of products tailored to your 
customers’ tastes, making it easier for them to find and compare 
products they’re interested in. By generating a personalized 
selection of products for your customer, you can help eliminate 
some of these disruptions between the discovery and purchase 
stages, making conversion quicker and simpler.

So here’s the takeaway: personalized product lists help give 
customers a simpler and quicker shopping experience.  
Plus, with conversational messaging, customers can view items 
from a list, add to cart, and send back as an order message,  
all in a matter of minutes.



The future of m-commerce can be won by businesses that get 
and stay closer to their customers, and conversational commerce 
platforms can help you do that at unprecedented scale. 

With conversational messaging, you can add the convenience, 
efficiency, and personalization necessary to the customer journey 
by sending relevant and personalized product recommendations, 
shaping a truly curated shopping experience. 


