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The difference between mediocre personalization and excellent personalization is 
enormous, but it can be hard to tell the difference between personalization platforms.
 
Some personalization providers offer a very high ROI and can boost your revenue 
greatly, while other solutions merely mimic the personal recommendations of the more 
advanced platforms.  
 
If personalization is done based on a “one-size-fits-all” principle, the results will often be 
limited. On the other hand, a more agile and customizable solution that can personalize 
based on a “one-to-one” principle will yield much higher outcomes. 
 
In this white paper, we will discuss 7 personalization techniques that can help you retain 
users, improve their user experience, and in turn increase your basket size and overall 
revenue – in other words, your customers will be happier and so will you! 
 
If you are already using a personalization platform, you will still be able to take away 
best practices and key findings from this whitepaper that can provide instant value for 
your online business. 

How to provide instant value for your online 
business with personalization 
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The more relevant your landing page is, the more likely it is to facilitate conversions. If 
you haven’t already, you should consider making your landing pages more personal. 
Start by utilizing personalization to create memorable user experiences that will convert.
 

Show your customers that you know who they are and what they like  

Depending on your level of personalization, you can personalize landing pages on many 
different aspects of user behavior such as device, time of day, most viewed items, and 
purchase and browsing history. This way, you can show your customers that you know 
who they are and what they like. At the same time, you are cutting away all the noise.
  
Creating personalized pages will increase conversions, but our advice is to take 
personalization one step further. You should extend your personalization through all 
your user touch points to get the best results.

1. Personalize your landing page to improve the 
user experience 
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There are a number of different ways to personalize product recommendation. For 
example, you can encourage bigger baskets if you make qualified recommendations of 
complementary products. They make it easier for customers to find additional products 
that go well with what they are buying. 

Personalization platforms quickly learn patterns and themes in users’ behavior. 
Complementary recommendations are a great way to provide a better customer 
experience and increase order values dramatically.

Another great example is when customers are looking for a specific type of product. 
Here you can recommend the most relevant products based on what other users have 
seen. This feature is especially relevant if you have several variations of a product. Your 
customers will be inspired and they can easily find the best alternatives, meaning that 
your conversions will increase.

Adapt your recommendations to increase margins 

In some instances, it can even be relevant to recommend higher-margin products similar 
to the product your customers are searching for. 
 
There are several options for customizing recommendations, but we often see the best 
revenue lifts when the algorithm is allowed to recommend the most relevant products.

2. Recommend products that are relevant for 
the individual user 
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Personalized content is very similar to the personalized product recommendation. It can 
increase user experience greatly, for example, if you have large quantities of content. 

A large content database is necessary if you are a media publisher or run a recipe 
database. One user might browse recipes on a weekly basis but never look at dishes that 
have fish or shellfish in them.
  
In this case, it would increase their user experience and loyalty towards your brand if 
you showed them the dishes without fish or shellfish at the top of your result page.
 

Guide readers to a purchase with relevant products  

You can also recommend products based on what users are reading. It can be very 
helpful to your users, if they are reading a certain piece of content, to see products that 
relate to the content. 

Let us say you run an online hardware store with a content section on DIY projects. You 
might want to consider recommending products that users might buy in relation to a 
specific project. 
 
If your users are reading about redoing their bathroom, they will probably find related 
product recommendations helpful. For example, different types of tiles might be 
something you are looking for in a bathroom DIY project.

3. Increase your relevance with personalized 
content
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Internal or on-site search has several 
features that make it easier for user to find 
what they are looking for:

Typo correction 

Multi-language support  

Elimination of results that are expired or 
give no results  

Promoting results that are new, related 
or have a higher margin  

Demoting results that have a low rating 
or are sold out

Predictive “live-search” results. (In the 
example to the right “sh” is typed in the 
search box, and we are already seeing 
shorts and shirts.) 

Combining these basic features with personalization technology can improve user 
experience even further. Search results that are based on cookies and real-time 
browsing behavior will always be more relevant to the user, which means that your 
conversions will increase.

4. Personalize the search results on your site to 
give customers what they want
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Reduce the noise to give your customers a seamless experience
 
To illustrate why personalized search will improve the user experience and conversion rate 
on almost any site, here is an example: Let’s say I own a small townhouse with a front lawn, 
but you own a large mansion with a yard and gardens. I’m looking for a small electrical 
lawn mower, and you might be looking for a larger riding mower.

 
If we both go to the same web shop and search for “lawn mower”, we would often be 
presented with the same products. If the on-site search engine displays regular petrol 
push-mowers, neither one of us will be very happy with our first search. We might even 
leave the web shop and go looking for our lawn mowers somewhere else.

On the other hand, with personalized search we would each be presented with a lawn 
mower in the category that we are looking for, making us less inclined to leave, but more 
inclined to make a purchase. And that is the reason why personalized search will decrease 
your bounce rate and increase your overall conversion rate. 
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If you are in e-commerce, you probably already know the benefits of up-selling and 
cross-selling. Both practices are a great way to get your customers to buy more.  

A great way of earning yourself an extra profit is to utilize the power of personalization 
to increase your average order value (AOV) and average order size (AOS).  

Start taking advantage of the information you have gathered from your customers and 
provide them with additional value by showing related products. When customers put 
something in their basket, it is a clear indication of interest and intention to buy.  

Once they do, you have the last chance to convince them to buy more by making a 
relevant and personalized recommendation.  

Recommend products based on users’ past behavior and increase 
your basket size 

When you use intelligent product recommendations, you don’t have to make the same 
product suggestions to every customer. Instead, you can recommend on the basis of 
customers’ previous behavior, such as browsing and buying history.

Doing so you fulfill the magical recipe for success:

5. Personalize basket recommendations to 
increase your revenue

Content + Context + Timing = success!*
*In the perfect e-commerce world
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Even though email marketing has been around since the 90s, it is still one of the most 
profitable marketing channels.

To complement your personalized landing pages and your product/content 
recommendations, you should also be doing personalized email marketing. They work 
well together as an extension of each other.

Profit from the balance of relevance in multiple channels

Combining personalization in multiple channels creates a powerful and profitable 
synergy. You can make highly relevant offers, which will not only convert but also satisfy 
your customers and make them more loyal towards your brand.

We know balancing your email marketing efforts can be tricky. You don’t want to send 
too many or too few, and it should all be done at the right time and in the right context.
Keep in mind that if you send out your emails too early, you risk having shoppers 
forgetting about it. Too late and potential earnings might be spent elsewhere.

6. Personalize your newsletters to connect with 
the individual user
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Act on data in order to communicate on a personal level

Instead of just blasting your customers with the same offers, hoping to get just a few 
conversions, make the offers more personal. Think about what you will be offering your 
customers. It could be a discount, free gifts, free shipping or when specific products go on 
sale.

Then use the data gathered from each customer and send them highly relevant offers with 
products they have shown interest in. By utilizing the data insights to make personalized 
emails, you can cut through the noise and create valuable offers for your customers.

“We have seen an average of 18% improvement in 
click-through rates and an average of 10% increase 

in conversion rates on our personalized emails.”
 

- Kenneth Boll, CEO at Raptor Services A/S
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To top it all off, you can use collected data to do personalized retargeting.

Most shoppers will compare prices to find the best deal across multiple sites. If your 
customers showed interest but did not buy, they are not necessarily lost. You can use 
the information you have gathered to have another go at closing the deal with a new 
approach. This is often used in email marketing, but it could easily be done through social 
media and display ads. Here are some clever and profitable ways of doing retargeting 
that will minimize the frequency and loss of abandoned purchases:

Abandoned basket:

Abandoned baskets are probably one of the most 
common problems within e-commerce. There 
are no clearer indications of buying intent than 
products in the basket. So why not re-engage your 
customers and give them a chance to complete the 
purchase?

Send them a helpful reminder with the things they 
might have forgotten about. Using data intelligently 
even gives you the possibility to combine it 
with personalized up-selling or cross-selling 
recommendations. In fact, abandoned baskets can 
“recover” up to 30% of all lost baskets

7. Be top of mind with personalized retargeting 
and behavioral triggers
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Win back:

Win back customers that have been 
away for a specific period of time by 
sending them a “we miss you” email 
with personalized offers.

Product interest:

If a customer has shown interest in a 
specific product, but did not end up 
buying, you could try giving them 
a discount for that specific item 
or making them aware when it 
might be on sale.

Follow-up emails:

When a customer has made a purchase on your site, you can send them a thank you 
email to show your gratitude. This can make customers feel valued. It also gives you a 
chance to cross-sell by suggesting complementary products to what they just purchased.

https://www.raptorsmartadvisor.com
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The more personalized you are in your communication with your users, the more 
it will improve their user experience and boost their engagement and loyalty 
towards your brand.

Dynamically generated and personalized content will out-perform the static and 
manually selected content every time.

Certain personalization solutions can directly increase your revenue by making 
cross-selling easy. Especially when you recommend products that go well together.

Related product recommendations are one of the best ways to encourage 
customers to add more to their basket.

The benefits of cross-selling are no secret, but with personalization you can 
maximize your profit by making relevant offers on a 1:1 scale.

Retargeting is a cost-effective way of increasing customer lifetime value, 
enhancing brand awareness and increasing conversion rates.

Finally, it can be highly profitable to make recommendations based on real-time 
behavior and previously shown interests. The experience on your website will be 
perceived as more helpful and personal.

Summing up the strategies and benefits of 
personalization across channels
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So,  
are you ready to get 

personal?

If not, don’t worry. We can help you get to know every last 
one of your customers and help you make personalized 

and relevant offers that convert.
 

Contact  us and one of our representitives will help you 
get ready - and to maximize your outcome.

Got any questions?

Don’t hesitate to call us now

+45 61 55 15 54

Request a Demo

www.raptorsmartadvisor.com

sales@raptorsmartadvisor.com 
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