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23% Increase in Visitors Viewing Cruise Details

Best at Cruises, part of the Best At Travel group, is a leading UK tour operator selling a range of bespoke
tailor-made cruise holidays and standard retail cruise ship holiday products, engages Maxymiser to
effectively manage conversion rate onsite through continual testing to discover winning web content to
improve performance.

Following a successful test which drove a 5% increase in product searches, the next goal was to drive this
extra traffic through the funnel towards completing an enquiry or requesting a callback.

Before:

Multiple approaches to the search results page were tested with live
visitors whilst the success of each was monitored by measuring both
clicks on the ‘cruise details’ call to action and callback requests.
Elements tested included:

the positioning of the refine search area

the layout of search results

the size at which pricing information is shown
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The best performing approach to the page drove a 23% increase in
clickthroughs to cruise details and a 9% increase in clickthroughs to
request a callback.

After:

Best at Cruises benefits from 23% more visitors reaching
a cruise details page and a corresponding uplift in
sales, delivering a large positive return on investment.

By discovering and applying the winning page layout,
clicks to the callback request were increased by 9% at
a time when general market conditions were poor

Maxymiser’s results allowed Best at Cruises to make an
informed decision on the best page layout  to drive
traffic deeper into the site

“Maxymiser have worked with us to enable us to discover winning
content to drive more traffic through our conversion funnel. The initial
5% increase in search volumes followed by this 23% increase in
clicks to cruise details have led to a significant increase in overall
sales performance.” — Simon Colley, Best at Cruises
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