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Maxymiser Delivers 26% More Customers to Checkout

Fragrance Direct engages Maxymiser to manage conversion rate onsite, discovering the content that is most
effective at converting visitors based on live response. Recent work by Maxymiser is predicted to deliver a £1M
increase in revenue, firmly establishing the test & improve methodology as an important part of the client’s
future growth strategy.

The search results page plays an important role in the
purchase process with 40% of customers passing through it

before buying. However, funnel analysis highlighted significant
headroom for improvement with this page having a higher : .
abandon rate than other routes to purchase. : :
A number of variations to page layout and the behaviour of the CERTELTTRPLEITR Y .

‘add to bag’ button were tested as follows:
Left vs. right hand product image placement

Alternative presentations of pricing and discount
information

Taking visitors directly to the basket vs. refreshing the

page with basket contents shown alongside Before:

The winning page delivered 26.31% more visitors to start the
checkout process compared to the default. Product image
placement and the behaviour of the ‘add to bag’ button proved to
have the largest impact on performance.

Fragrance Direct benefit from 26% more visitors
entering the checkout.

Fragrance Direct reduced business risk by measuring After:

the impact of changes against a baseline.

Maxymiser enables Fragrance Direct to continually test
and improve web content based on live visitor
response .

Concluding, Katie Jowle, MD of Fragrance Direct added
“Continually improving our website through multivariate testing
means that we avoid the risk of making untested changes
based on gut-feeling and have established a fantastic process
of continuous improvement in performance.”
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