
Activation Workshop

Improved 
Web Journeys



Ask not what your website can do for you –
ask what you can do for your website
“



Your website is your primary point of contact 
with patrons & donors 

63%
of transactions occured online in 2025



Matching You to the Right Solutions



Session Goal: What You’re Walking Away With Today

● A greater understanding of how customers 
experience your purchase paths online

● A list of features you can implement to 
enhance your online purchase paths

● Next steps to activate features you’re 
interested in
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“Iframe”

Short for inline frame, a “window” into Spektrix embedded 
on your website

“API”
Stands for Application Programming Interface, a way 
of using custom code to communicate with Spektrix
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“Subsite”

“Web Component” 

Customizable blocks that can be added on your 
website to complement your online booking journey.  

A ready-made website under your domain that 
hosts the Spektrix purchase path



Vocabulary

1
Enhancing Ways of 

Giving

2
Improving Customer 

Experience

3
Upselling 

Opportunities

4



VS

Monthly Gift

$120
$10 every month for a year

+20% MORE

One-Time Gift

$100
Single donation of $100

The Power of Recurring Giving



Variable Memberships are only available via Subsites, 
Web Components or the API

Memberships Oer Choices

Auto-Renewable or Manually Renewable

True “Membership” Program or Recurring Donations

Fixed or Variable
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Filtering With Aributes

Aributes can transform a 

generic booking path into one 

that reflects your brand, 

priorities, and audience needs









Enhanced Customer Seat Selection

● User accessibility at the forefront

● Beer experience on any device

● Set up via our existing iframe



Direct Checkout

https://docs.google.com/file/d/1999hVojYcHwIYeFGhI5HZrvRjeIcPjBw/preview
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35% average increase in revenue via 
upsells in the purchase path

Upselling in the Purchase Path











Cross Selling
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Upselling includes 
asking for donations too!




