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Using a new site-visitor tracking
service, Steve Pollock, Ashok Khosla
and Nick Ezzo (I. to r.) have seen
their company's leads double.

WEB SIGHT
SEE WHO S VISITING

ING TOO! p

hen you've got a potential customer on the

hook, you need to act immediately. That’s

| what prompted call-antomation technol-

ogy company TuVox to invest in a new site-

-visitor tracking service 1wo years ago.

The service it vses from VisiStat allows

the TuVox sales team to view visitor activity on its website in

real time, rather than having to comb through log reporis

24 hours later for nuggets of information. It aleris users to

activity by sending out an ¢-mail whenever someone visits

designated pages—sort of like the bell ringing on the front
door of a retail establishment.

Using VisiStat, the TuVox sales team has doubled the number
of appointments it has been able to make with website visitors,
says Steve Pollock. 45, co-founder and executive vice president
of TuVox. “Before that, the sales team had no idea which leads
to prioritize and who to call. Now they're not wasting their time.”

In addition, by associating certain ¢-mail marketing cam-
paign messages with unique web landing pages, TuVox's team
can tell exactly who is taking a peek at its information, fur-
ther refining the sales prospecting process. In all, 13 people
from the Cupertino, California-based company ¢an view the
website traffic reports. “As an executive, | feel very comfortable
looking at this information,” says Pollock. “I can also see that
it has even more value for my people.”

TuVox, which generates about $20 million in annual sales,
currently pays between $300 and $400 per year for the Visi-

Stat service, compared with the ceveral thousands of dollars
per year it previously spent on its website analytics service.

The service starts at $29.95 per month, $69.95 per quarter or
$270 per year for small and midsize businesses. That gets your
business 24/7 access to the information and up to 25,000 page
views analyzed. As your website traffic gocs up, so will your fees.
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ALIPH JAWBONE 2 BLUETOOTH HEADSET

CNET'S RATING: 8.7 Excellent

THE GOOD: The Aliph Jawbone 2 (from $105) is a fashionable
Bluetooth headset with a comfortable fit and an array of noise-

canceling and voice-enhancement technologies that result in

amazing sound quality.

THE BAD: The Aliph Jawbone 2 doesn’t have a volume rocker,

and the LED light is located directly on top

of the Talk button.

THE BOTTOM LINE: Despite its quirks,
the Aliph Jawbone 2 is quite paossibly
the ultimate Bluetooth headset in

terms of design and sound gquality.
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