
7 that Stop Potential Customers 
from Buying—and How to
Overcome Each One

Seven 
Obstacles



You’ve built your business from the ground up, poured 
countless hours into perfecting your product or service, 
and even set up a website. So why aren’t customers lining 
up at the door or clicking “Buy Now” as fast as they can?

Your potential buyers may have run into an obstacle that’s 
kept them from giving you their business. Whether you 
haven’t worded your content clearly or it’s difficult to find 
your company online, you might have made the buying 
process harder on your customers than you’d thought. 

The good news is, you can better engage with your 
customers while making it easy for them to find you, 
connect with your business, and buy your product or 
service.

In this guide, we’ll cover 7 obstacles that stop potential 
customers from buying, as well as ways to help people 
overcome these obstacles. Let’s jump in!

Introduction



Key into your customers’ emotions surrounding their issue, and don’t 
be afraid to name their emotions on your website and social media. 
For example, are they worried about finding a solution on time and on 
budget? Are they frustrated with the lack of options your competitors 
have offered them? Let them know you understand how they feel. 

Calling out these “pain points” may seem counterintuitive, but potential 
buyers are looking for companies that understand them. When you’re 
willing and able to relate to your customers, they’ll be more likely to 
rely on you to help them solve their problems.

1. You haven’t
empathized 
with them.

The Obstacle  
Your customers want to learn how they can succeed and how they can 
overcome their problem. But they also have an internal struggle, such 
as frustration or confusion, that they’re trying to solve—and they need a 
“guide” (your company) to walk with them. 

Showing empathy means focusing on the customer (not your business) 
in your messaging. If you don’t take the time to acknowledge what they’re 
struggling with or how they’re feeling, and you just talk about yourself, 
customers won’t be able to relate to you.

Overcoming It



You have what it takes to guide prospects to success, so tell them! 
You can do this by asking past customers for reviews, including 
testimonials on your website, and citing relevant facts and statistics. 

For example, if you’ve served 300 customers this month in your 
restaurant, or received a grant for $10,000 for your nonprofit, try adding 
this to your site or sharing on social media. Having these figures in 
front of them, as well as hearing from other customers, will show more 
credibility to your potential buyers than just talking about yourself ever 
would.

2. You haven’t 
shown authority.

You can talk about how great your business is all day, but customers are 
looking for more than your opinion. Potential buyers also want to hear 
from past buyers about their experiences, and they want to know you 
have the authority and expertise to help them solve their problem. 

In fact, customers now read an average of 10 reviews before they feel 
comfortable putting their trust in a company. If you don’t have positive 
reviews from customers on Facebook or testimonials on your website, 
you’re missing out on the chance to show credibility.

The Obstacle

Overcoming It

https://www.brightlocal.com/research/local-consumer-review-survey/


If you want to make it easier for customers to find your business online, 
focus on improving your local SEO (search engine optimization). 
In other words, make sure you’re optimizing your website’s pages 
with keywords that people in your community—especially your target 
audience—are actually searching for. 

For example, if your ideal consumers are searching for “all-natural farm 
in Indiana,” this would be a great keyword to include in your heading, 
subheads, and body copy. And while Google favors businesses that 
use relevant search terms, you’ll also want to make sure you’re writing 
naturally (without stuffing your keyword into, say, every other sentence). 
Remember: search engines are finding your site, but so are humans!

Word-of-mouth is no longer enough to promote your small business in 
your local community. 33% of consumers use the internet every single 
day to find a local business. What’s more, 88% of customers research a 
company and its products online before buying. 

And because potential customers want their searching and buying 
process to be as easy as possible, they typically won’t scroll through 
pages of Google results. In fact, 75% of consumers won’t even stray past 
page 1. If they can’t find you, they can’t buy from you!

3. Nobody can 
find your website.

The Obstacle

Overcoming It

https://www.treefrogmarketing.com/five-easy-ways-improve-local-seo/
https://www.brightlocal.com/research/local-consumer-review-survey/#Q1
https://www.pymnts.com/news/retail/2018/omichannel-ecommerce-consumer-habits/
https://blog.hubspot.com/insiders/inbound-marketing-stats


Make sure your website can keep up with customers’ desire for instant 
information. Try one of these free website speed testers to see how 
fast your pages load—and how long you’re making potential buyers 
wait.

If your report shows your pages are loading too slowly (anything longer 
than three seconds), check to see if you can reduce image sizes or cut 
unnecessary text. Sometimes, this is all it takes to get a page to populate 
more quickly, which leads to a better user experience for consumers. Or, 
perhaps you have lots of redirects (one URL taking you to another) 
that you can eliminate. A marketing professional can help you analyze 
your site report and provide guidance on ways to speed up your pages.

4. Your site
loads too
slowly.

The Obstacle
People are getting more impatient; that’s a fact! The average attention 
span used to be 12 seconds, but it’s dropped to eight: a full second 
less than a goldfish’s attention span. This poses a serious threat to 
businesses, especially if you have a slow website. 

53% of customers will leave a website if it takes more than three seconds 
to load. And 79% of those who experience slow loading times while trying 
to make a purchase won’t come back to buy from you again. A slow site 
doesn’t just hurt your credibility; it also affects your bottom line.

Overcoming It

https://www.designbombs.com/top-10-free-website-speed-test-tools/
https://www.thinkwithgoogle.com/marketing-resources/data-measurement/mobile-page-speed-new-industry-benchmarks/
https://www.treefrogmarketing.com/
https://www.theloop.ca/how-to-make-your-attention-span-last-longer-than-a-goldfishs/
https://www.thinkwithgoogle.com/marketing-resources/data-measurement/mobile-page-speed-new-industry-benchmarks/
https://unbounce.com/landing-pages/7-page-speed-stats-for-marketers/


If you want to attract the 61% of smartphone users who are more likely 
to contact (or buy from) a mobile-friendly business, set up responsive 
web design. This is the ability for a website to adjust and function on 
computers, tablets, phones, and other devices. 

Having a mobile-friendly site will show potential customers that you’re 
keeping up with their buying trends and catering to their desire for 
easy access to information—making them more likely to trust your 
company’s authority and invest in your products or services.

Creating a “mobile-first experience” with your website is more important 
than ever to online shoppers. In 2018, 52.2% of all global web traffic 
came from mobile devices. That same year, 63.5% of the world’s mobile 
e-commerce sales came directly from customers’ phones. 

While these statistics are on a global scale, they point to local, state, 
and national trends of consumers purchasing more and more from 
companies’ websites. In fact, 88% of customers who search for (and 
find) your local business on a mobile device will call or visit you within 
24 hours. If your made-for-desktop website isn’t easy to view on a 
smartphone, tablet, or other devices, then you’re making it harder for 
these consumers to discover your business (and buy from you).

5. Your site isn’t 
mobile-friendly.

Overcoming It

The Obstacle

https://www.brightlocal.com/research/61-of-mobile-users-more-likely-to-contact-a-local-business-with-a-mobile-site/
https://blog.hubspot.com/marketing/local-seo-stats
https://www.treefrogmarketing.com/5-responsive-web-design-benefits/
https://www.treefrogmarketing.com/5-responsive-web-design-benefits/
https://www.statista.com/statistics/241462/global-mobile-phone-website-traffic-share/
https://www.statista.com/statistics/806336/mobile-retail-commerce-share-worldwide/
https://blog.hubspot.com/marketing/local-seo-stats


While other useful social media platforms exist, focus on creating a 
Facebook Business page and setting up a Facebook ad campaign. 
Having a Facebook Business page will let you start conversations with 
potential buyers, answer their questions in real time online, share 
upcoming sales and promotions, and more. This blog walks you through 
all the steps you’ll need to create an account for your company, from 
setting up a local business page to writing your first post. 

Once you’ve set up your business page, Facebook ads will help you 
reach more members of your target audience. By paying to boost 
a post on your page, you’ll push the content higher in your customers’ 
newsfeeds. This is extremely helpful when you consider the fact that 
only 2% of your followers are actually seeing your organic posts. But 
Facebook advertising—which can have up to 10 times the impact and 
reach of organic posts—lets you combat this with advanced targeting. 
You can now include (and exclude) interests, geography, demographics, 
and more when boosting posts to reach your audience. A social media 
expert can help you plan your campaign and make the most of your 
social media ad budget.

6. You’re not active 
on social media.

Did you know there are now 2.41 billion daily Facebook users? It’s also 
the top platform for B2B (business-to-business) and B2C (business-to-
consumer) companies. Why are these stats important? Your customers 
are on Facebook every day, and so are your competitors.

Customers want to comment on and share posts they find helpful or 
entertaining, and they’re willing to click through an ad to a website if they 
think a product or service can help them. (The average Facebook user 
actually clicks on 11 ads per month.) Without an active social media 
presence—where you’re posting consistent ads or content and letting 
users ask questions or leave comments—your potential buyers won’t 
have the opportunity to engage with you.

The Obstacle

Overcoming It

https://www.treefrogmarketing.com/create-a-facebook-business-page/
https://www.treefrogmarketing.com/small-businesses-use-boosted-posts-facebook/
https://blog.hubspot.com/marketing/facebook-organic-reach-declining
https://www.kunocreative.com/blog/facebook-reach-in-2018
https://www.kunocreative.com/blog/facebook-reach-in-2018
https://www.treefrogmarketing.com/social-media-management/
https://www.treefrogmarketing.com/social-media-management/
https://blog.hootsuite.com/facebook-statistics/
https://blog.hootsuite.com/facebook-statistics/


You know the old saying “content is king?” Let’s replace that with direct, 
quality content is king. Focus on telling your target audience what’s 
in it for them if they buy your product or service. Will customers save 
40% on yearly energy bills if they choose your heating and A/C company? 
Tell them that! This will resonate with your audience so much more than 
“You’ll save money” because you’ve clearly told them how they’ll benefit 
from working with your business.

You’ll also want to remove any business jargon from your website and 
social media. Try defining industry terms for your audience, or replacing 
them with simpler concepts. Direct CTAs will also serve you well when 
trying to break through the online marketing clutter. Instead of saying 
“Learn More” or “Get Started,” try “Explore Your Options” or “Schedule an 
Appointment.” By explaining to the customer exactly what you want him 
or her to do, you’re helping him or her make an easier buying decision.

A major hurdle you may have accidentally set up for your customers? 
Writing website or social media content that’s not direct. Cute and clever 
marketing and advertising copy used to drive customers to buy, but 
that’s not the case anymore. People see an average of 5,000 ads each 
day, and they’re going to buy from brands that get to the point with their 
content.

In fact, using “clever” or vague messaging will actually cost you money. 
For example, using a call-to-action (CTA) such as “Learn More” or “Get 
Started” isn’t telling the customer what you want them to do. Neither 
is using business jargon, wordy processes, or content that’s hard to 
unpack.

7. Your content 
isn’t clear.

The Obstacle

Overcoming It

https://www.businessmadesimple.com/video/why-arent-people-buying-my-product/
https://www.businessmadesimple.com/video/why-arent-people-buying-my-product/
https://www.linkedin.com/pulse/have-we-reached-peak-ad-social-media-ryan-holmes/
https://www.linkedin.com/pulse/have-we-reached-peak-ad-social-media-ryan-holmes/
https://www.businessmadesimple.com/video/these-words-are-costing-you-money/


Now that you know what common obstacles may stop potential 
customers from buying, you can help them overcome these! But as 
a small business owner, you may not have the time to overhaul your 
marketing efforts while running your company. And that’s okay; you 
don’t have to be an expert in everything!

When you partner with a marketing agency, a team of professionals 
will help you clarify your message, make your business more 
accessible online, and engage potential buyers. This will empower 
you to keep your focus on providing great solutions for your 
customers.

Treefrog Marketing is a marketing agency focused on small business and located in 
Lafayette, Indiana. We specialize in strategic marketing and advertising, graphic design, 

web design, social media, SEO, and more. For more information, please visit our website. 
You can also connect with us on Twitter, Facebook, LinkedIn, and Instagram.

Ready to help your 
customers overcome 
their buying obstacles?

SCHEDULE A CONSULTATION

https://www.treefrogmarketing.com/
https://www.treefrogmarketing.com/
http://www.treefrogmarketing.com/
https://twitter.com/Treefroggers
https://www.facebook.com/treefrogmarketing
https://www.linkedin.com/company/treefrog-marketing-&-communications/
http://instagram.com/treefroggers/
https://www.treefrogmarketing.com/schedule-a-consultation/

