Tactics to boost your website sales,
enquiries & engagement

with simple UX (user-experience) optimisations

Brad Houldsworth

Head of Product, at Remarkable
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who am |I...

Working in ‘digital’ for the last decade

Lead the product strategy & marketing
strategy at Remarkable Commerce

Help brands to increase sales/enquiries &
engagement, through:

- Developing growth strategies
- Designing new technology functions
- Supporting the use of our platform
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LogIn

Sign Up

Use primary and secondary buttons, to push
users towards your preferred route
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Thirsty for Reading?

Sign up to read >1,000 books on The
Library for free

[ ==

Thirsty for Reading?

Sign up to read >1,000 books on The Library for free

[ Start Reading

Which has the
best
engagement?

Give styling prominence to the heading and use
light font colour on dark backgrounds

CCCCCCCC



.. Form : :
Personalisation Optimisations Design Tips

CCCCCCCC



74% of customers feel frustrated
when website content isn’t
personalised
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https://instapage.com/blog/personalization-statistics

Marketers who are personalising
their web experiences see a
19% uplift in sales
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Nice to |!1eet you,

Personalisation Tactics e=" "

ingful impact.
Ourintegrated

by Jond” DS o

Dynamic ‘name’ tag on site

Market-leading digital —
expertise at your fingertips

Product recommendation carousel

Dynamic content slots, based on previous
engagement




Personalisation Suggestions

1.  Know who your website visitors are...

Use a visitor tracking solution like il

Technology sector
500+ employees

LeadForensics or LeadFeeder. st ugon

Key contacts | @—E’, -

based on visitor behavior . -
S —
K< vm

2. Drive traffic to specific landing pages,
targeting particular customer/lead types.

3. Add personal data dynamically, ‘Welcome
Back Natalie! instead of ‘Welcome’,

Remarkable
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What data to collect

Here are the key types of data to collect for successful personalisation:

Demographic data - A collection of all the data points about a person,
such as their name, email, title, interests and location.

Firmographic data - A collection of all the data points about a business,
such as company name, industry, number of employees, annual revenue,
and stage in the sales cycle.

Behavioral data - Reveals everything about a visitor’s actions while using
your website or app, such as pages visited, links clicked, average time on
site, and number of visits.

Contextual data - Related to a visitor’s unique properties while providing
context to their behavior on a website or an app, such as device type,
browser type, location, and time of the day.
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Form optimisation
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Google’s UX
researchers found
that aligning labels
above fields on the

left-hand side
increased form
completion time

This is because it requires fewer ‘visual fixations’,
as illustrated in the diagram.

Radio buttons:

Radio

Ch:uck boxes:

Checkbox
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Selectable images
are engaging.
Where it makes
sense, use clickable
images as a
question type v di PG| LC i

Stocks @ Currencies @ Commodities @ Indices @

&SONS
SHOPALL CLOTHING ACCESSORIES HEADWEAR TRADING co ourstoRy JournaL sToRe Q Yy R [ SIS eeee

The Pioneers choice > Your Jainn Shirt >

c
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Give users a clear

view on where to
iInput
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Name

Use microcopy to
give confidence and
reassurance
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UX design tips
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Learn what is and isn’t engaging
with heat-mapping
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We'vm rubrandest - Feut out wity famt hew) Jn tha | Weive rebranded! (\ Fand out why {an how) in the bios os)

% hotjar P —— -

Understand how t S Do i F Understand how users behave on your site, what they
need, and how they feel, fast. need, and how they feel, fast.

B Nocreditcardrequired (7 31618 companies signed uplastmonth (G @D

collating data The slow, manual days of collating data

and feedback are over.

ign 1o with emait

Trusted by 900,000 websites in 180+ countries

Panasonic HubSABt Bsion DECATHLON

How it works

ndarstand b
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Use the
same
typeface in

+Sofa Chair

a great way to extend the
SF Pro Display - Regular o feof h jourite s o1a beda d

your design




Position
progression
links within
thumb’s
reach




Let your o
C 0 n t e n t Product Designer Product Designer

Hil 'm Maja, A passionate product Hil 'm Maja, A passionate product

designer from Brooklyn. When I'm not designer from Brooklyn. When I'm not
re a e designing | love reading, and playing designing | love reading, and playing
with my dog, Bruno.

with my dog, Bruno.

Maja

Remarkable
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Remind your
visitors of
their next
preferred

step

Don't forget about me.

YOU HAVE | ITEM IN YOUR BAG.

VIEW BAG




Track Order Store Finder Help Returns Q E i i
Dunelm COMMERCE

’ a An endlessly customisable,

Free Same-Day Click & Collect headless eCommerce platform
Order by 5pm*

built for speed, agility and

innovation.

Give clear ;

( Watch the testimonial video (} ’

CTAs above
t h e fo I d Be Remarkable

A refresh in every room Retail is changing
The latest updates, from little somethings to big- fa st. But ca n yo U?

impact ideas

I _ -
v s sosolt | Draw on the power of a cloud-based
el o~ sl e
e r o bespoke commerce platform built for digital
o8 Wise L o retail, to make your commerce vision a
V' Retfrom / » ;
reality today.

Trusted by many leading UK retailers an ™

BEDROOM > BATHROOM > paired with an accelerated, low risk re-
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GARDEN HOME PET  Loro%

GAMES
) Home Garden Garden Furniture

The Outdoor Living Collection:

Checkout
P ALL DEPARTMENTS RoLETs  oar . BENERY  Buigs  ELECTRICALS  FRAGRANCES
‘ : R Venice Round Outdoor Day Bed -
: Grey
5 ¢ £399.99
I . f
U S ' o U CHANGE YOUR MIND?
A 3 30-day . FREE at our st
e apply. Click for info.
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Test out optimisations first
by only showing the change to a
small % of users
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Continuous

improvements
and learning

2000 Visitors
over 30 days
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ge 3)
5% Conversions 5.5% Conversions

Webpage Version with small changes
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Thanks for listening!

Brad Houldsworth
brad@remarkable.net

https.//www.linkedin.com/in/bradlie/
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