
How to sell a pink banana? 
(actually no idea. Let’s figure out together!) 



Alina Mitrica 
-10 years along Meli Melo team 
-I started with corporate 
contracts 
- Now I manage 2 departments, 
e-commerce and corporate sales 

Meli Melo story begins with a single 
store opened in Bucharest in 1998. 
 
It was from the beginning an 
overwhelming success, through 
our  fashion accessories and jewelry 
collections, but also through the new 
concept who let people interact with 
the products.   
 
Many of the girls, our clients at that 
time, grown us with Meli Melo and 
their girls are now our clients or future 
clients, together with their moms. 



Today’s topics 
 

1. Reasons to buy or not to buy a pink banana 
 

2.  Basic ingredients in e-commerce: website, products, 
client profile, content, data tracking and data use, 
forecasting and sticking with the plan. Case studies 
Meli Melo & others. 
 

3. Online marketing tools to sell and have happy 
returning customers  



1.Reasons to buy or not to buy a pink banana 
 
I have an online shop and I sell pink bananas. Wanna buy one? 
Why not?  
 
 

A) It’s a strange product, never heard about it, I don’t 
have trust 
 

B) I don’t know you, again, I don’t have trust 
 

C) Why do I need a pink banana? (rational reason) 
 

D) Why do I have a desire to buy it? (emotional reason) 
 



A) Pink bananas are REAL! 
Musa velutina, the hairy banana or pink banana, is a 
species of seeded banana. Its fruits are 8 cm long and 
pink obviously. It is often grown as an ornamental plant, 
but has soft, sweet flesh that can be eaten.  



Hainan island 





B) Who am I? Why should you trust me? 
 
-Especially if you are not a known brand, tell people 
about you. Be human, honest and transparent 
 

-Tell your story 
 

-Transparency with the buying, payment and 
returning policy 
 

-Use testimonials about your site. Use REAL 
testimonials, happy clients are the best copywriters! 



C) Why do I need a pink banana? Create the need! (rational 
reason, right message for rational buyers) 
 
Pink banana it’s a special assortment from Hainan, where 
grace to the nutrients existing in the soil, these fruits are 
rich in Potassium and Magnesium, double in comparison 
with the normal yellow bananas.  
 
->Magnesium helps fighting with chronic pain, fatigue and 
insomnia. 
 

->Potassium fights with stress. It contains the components 
for maintaining a high level of well-being and an improved 
lifestyle. 
 



D) Why do I have a desire to buy it? (emotional reason) 

-Help local community of 
Hainan (social). Storytelling, 
put a story behind! 
 
-Your little girls doesn’t like 
fruits, but she loves pink 
 

-It’s a rare fruit, it’s special (caviar example)- premium 
positioning  
 

-It’s different, your guests will be surprised 

Steve Jobs video 



2.  Basic ingredients in e-commerce: website, products, 
client profile, content, data tracking and data use, 
forecasting and sticking with the plan 

2.1 Choose an website 
platform easy to be used by 
you, but specially by your 
clients!  
-Pay attention to the site 
speed.  
-Ask people, if you can, your 
clients, with no or low 
experience in online to test it.  



If they fail, accept feedback, fix the problem, and 
permanently develop the site! 



Put very clear information about terms&services, 
how to buy and return, how to pay, delivery term. 
Contact address, phone, email and if it’s possible 
names. 
 
Tell them welcome and…thank you. Be friendly, give 
a positive vibe. 



2.2 Products 
You might have a beautiful product, but if there is no 
demand on the market, your job to sell it it’s tough.  
 

Listen to the client needs (Google searches, Google 
trends, ask people) 
 

Adapt to their needs is not the same with sell what the 
others are selling! You may identify a niche segment 
and cover the needs of that niche. 
 

Always look at your competition even if (or especially 
when) you are on the top. Monitor their prices, what 
they do good and what they do wrong. 
 

Trust in your product! 



Google trends https://trends.google.com 
Search for“rochii” 
 

https://trends.google.com/








2.3 Buyer persona 
 

-Do you know who is your client? 
 

-Do you have only one client profile?  
 

-Define your buyer persona. If there are many, define 
different profiles. 
 

-Eg: Meli Melo – market search + online research.  
 

-It’s easy and cheap to use. Ask for information: 
-www.SurveyPlanet.com 
- Send them an email inviting to give you feedback for 
your products, services, site, delivery etc 
 

http://www.surveyplanet.com/


Online survey –5% from the subscribers answered 









Overall business & brand survey 



2.4 Content, text and images 
 
- Clear description of the product. If the description is 
not complete or wrong, the client can return the 
product on your cost. 
 
-Give value, put attributes (roomy bag, elegant scarf) tell 
them why they need (a perfect backpack for your 
holiday). Create a need or a desire! 
 

-Use many pictures, good quality. If you cannot afford a 
photographer, you can use even your phone camera, for 
the beginning and a photo editor. 





No fancy words! Use familiar words, it’s also SEO friendly 
(find the key words for your products and include them 
in the title and description) 



2.5 Data tracking and data use, forecasting and sticking 
with the plan 
 
Everything is written in the statistics! 
 
-How many visitors in a month,  
-how many bought, 
- how long they stayed,  
-from where they came and in which landing page, 
- from where they left your website,  
-if they are at the first time in your website or not, 
-The efficiency of each traffic source and the efficiency 
of your advertising! ( to be discussed at chapter 3) 
 
 



Google analytics is free and gives you all these information: 
https://analytics.google.com 
-> Real time data 
 

https://analytics.google.com/




-> Statistics about your visitors’ profile 



-> Statistics about your traffic and how efficient is every 
traffic source and advertising campaign 



3. Online marketing tools to sell and have happy returning 
customers  

3.1  Go where your clients are! If they are in social media, 
go there. If you are in B2B, maybe linkedIn is an option, 
Adwords or business magazines 
 
For Meli Melo, the main traffic channel are: 
-Organic search and direct traffic (brand) 
-Newsletter 
-PPC campaigns 
-Social media 
 



3.2 Identify your needs, purposes, function of the 
maturity of your business. Use appropriate 
marketing channels for each of them: 
 
-Brand awareness: display banners, advertorials, 
endorsement, blogging, social media 
 

-Lead generation – build your own community on 
facebook and email, let people to get use with you. 
It’s like a relationship, sometimes it takes time to 
convince them to buy.  
 



-Conversion generation- Evrika! Performance marketing. 
google search ads, affiliate marketing, newsletter 
campaigns, facebook ads and posts. 
 



But there is still life after SALE (conversion) 
 
First conversion (sale) cost is not cheap! Take care of your 
clients! Talk with them, “haunt” them, don’t let them forget 
you! 
 
-Thank you email after you receive the order 
-Ask for feedback 
-Little gifts, surprises  
-Use remarketing  
-Fidelity card 



3.3 Make tests, what 
is useful for me 
maybe is not good 
for you!  
 
Sometimes you fail 
and spend money 
with no reason, but 
this is part of the 
experience.  
 
Use A/B test to 
diminish your risks. 



There is no perfect recipe for a marketing mix, 
applicable to all.  
 
But unfortunately we need advertising. 
 
-Offline parabola 
 

-Mom’s example 



You can find us in the major cities in Romania, in Chisinau and Sofia, and, of course, 
online at: 
 www.melimelo.ro 
www.melimelo.eu 
https://www.facebook.com/MeliMeloFashion/ 
https://www.instagram.com/meli_melo_paris/ 
 
Keep in touch at:  
email me: Alina.mitrica@melimelo.ro 
Call me @ 0746 196 482 
Facebook addicted: https://www.facebook.com/alina.mitrica.31 
Let’s keep it business @ https://www.linkedin.com/in/alina-mitrica-8a6a237/ 
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