
Click Here to Find Out How We Can Help You Improve Your Site!
Mobile Conversion Optimization Features

Used by Best-In-Class Retailers

Category Feature or Consideration Details/Criteria Adidas Barney's Express Glasses USA GoPro Hayneedle JC Penney Marshall 
Headphones Nike Nordstrom Patagonia Room & 

Board Shutterfly Sorel Sperry Uniqlo Urban 
Outfitters Wayfair Zappos Zulily Total Y Total N Total NA Insights

Mobile Site

Responsive site Is the site set up as responsive? N Y Y N Y Y N Y N Y Y Y Y Y Y Y Y N N Y 14 6 0

The trend now is going back towards m. sites. Separate sites can lend themselves to a 
better experience per device type.  Responsive sites also suffer from slower page load 
speeds while trends in SEO are putting value back on having separate sites.  

Optimal Site Speed
Does the site meet speed requirements 
from Google (above 85)? N N N N N N N N N N N N N N N N N Y N N 1 19 0

This shows how difficult it is to actually attain this.  Looking at Wayfair (the only site on 
our list to achieve "Good" according to Google's page speed tool), you have to wonder 
how much site speed has meant to their success.

Global Elements 
(Header/Footer/etc.)

Sticky Menu/Header
Main navigation/menu sticks to the top of 
the page N N N N Y Y N N N N N Y N N Y Y N N N Y 6 14 0

Trend is moving towards pinning at least something at the top or bottom of the site to 
facilitate navigation. Just be sure not to take up too much real estate with it. 

Tap to Call

Is there an option to tap to call a 
customer service line or another 
phone number? N N N Y N Y Y N N N N Y N N Y N N Y Y N 7 13 0

This is often an underappreciated feature.  Most eCommerce sites don't want phone 
calls, but any phone # on the site should be clickable (our extensive research has 
discovered that most people on mobile have a phone handy - LOL)

Hamburger Menu w/Menu text
Does this site have a hamburger 
menu with the text "Menu" under it? N N N N N Y N N N N N Y N N N Y N N N N 3 17 0

Trending away from including text. Impact will depend on individual site demographics - 
less sophisticated audiences still need the text cue. 

Hamburger Navigation Is a hamburger present (no wording)? Y N Y Y Y N Y Y Y Y Y N N Y Y Y Y Y N Y 15 5 0 See above comment.

Store Locator prominence
Is the store locator feature easily 
available? N Y N NA N NA Y N Y N Y Y NA N Y Y Y NA NA NA 8 6 6

This is important for brands with stores. For brands that just sell within other stores this 
becomes less important as a prominent feature, but should still be offered somewhere 
on the mobile site.   Generally, if your analytics shows locations (relative to its presence 
on the site) are popular, then it should be included in the mobile header.

Cart Items
Do they show the number of items in cart 
(even if it's zero)? N N Y N Y Y Y Y Y Y Y Y N Y Y N N Y N Y 13 7 0

This is convention. All you need to do is look at your analytics and see that "New" 
visitors land and then click the cart, even when empty (because they don't know it's 
empty after coming from another device or browser.

Sticky Bottom Promo
Site has a promo that sticks to the bottom 
when scrolling N N N N N Y N N N N N N N N N N Y N N N 2 18 0

Very few sites are doing this, and the bottom of the mobile screen has a lot of uses, but 
when we've had opportunity to test this has performed well. 

Orientation

Aesthetics
Look & feel is attractive, appropriate and 
professional. Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0 As expected, all our best in class sites score a yes on this one.

Simple
Not too much text on homepage with clear 
direction into other pages Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N Y Y Y Y 19 1 0

Simplicity is more important on mobile than on desktop - users tend to have less time to 
devote when beginning a mobile session, so they need to be able to complete their task 
quickly and simply.  It's fitting that the only site to not be considered simple is the one 
that appeals to the most advanced demographic.

Homepage

Shop By Category (not within the 
menu)

Categories offered in the homepage in 
addition to what may be in the menu or 
header area.  This does not include listing 
the category links in the site footer. Y N Y Y Y Y Y N Y N Y Y Y N Y Y Y Y Y Y 16 4 0

Category navigation from the Homepage is becoming convention and has consistently 
tested well, particularly on mobile. It is OK for this experience on mobile to differ from the 
standard desktop experience. While the best in class sites all do this, it is not uncommon 
to see eCommerce sites overlook or underplay the power of clear category navigation.

Show Merchandise
Products are shown on the homepage so 
users can see examples. Y Y Y Y Y Y Y Y Y Y N Y Y Y N Y Y Y Y Y 18 2 0

It used to be considered distracting to show products on the homepage, especially with 
mobile. However from wide testing, the conclusion is that select products on the 
homepage win, when displayed properly.

Promotions
Shows shipping or regular promotion on 
homepage N Y Y Y N Y Y N N Y Y N Y Y Y Y Y Y Y Y 15 5 0 It is conventional to show promotions on the Homepage when they exist.

Build Trust

Link to customer service, Show Phone, 
Offer Chat, Provide Privacy Policy, and 
company background information, and 
look professional and reliable. Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N Y Y Y Y 19 1 0

Building trust is more important on mobile than on desktop when it comes to securing a 
sale. Mobile users are inherently less confident about the security of their transactions 
and need to be reassured more so than desktop users.  Trust factors do not have to be 
"in your face".  More sites are getting this, with almost all on our list doing it this year.

Scroll through Best 
Sellers/Featured Products/etc.

Expanding on "Show Merchandise", 
does the mobile site make space-
saving use over horizontal scrolling? Y Y N Y N Y Y N N N N N Y Y N Y Y Y Y Y 12 8 0

This is trending up.  Last year had 1/3 of Best In Class eCommerce sites using this and 
now it is more than half.

Hero Image Auto Slide
Hero image automatically slides through 
images Y N N N N N N N N N N N N N N N N Y N N 2 18 0

This year's list sees only 2 sites still rotating the hero banner, down from 7 last year.  
This feature, long despised by CROs everywhere, is finally going away.

Top Nav Available through horizontal scroll or not N N N N N N N N N N N N Y N N N N N Y N 2 18 0
A new feature this year is just starting to be tested and adopted by innovative sites.  The 
Inflow Conversion team has tested this all year and has yet to see it NOT work.

Classification / 
Navigation

Search in Header (not within menu)

Search function not hidden within the 
menu. Best option to have eyeglass that 
opens search functions when clicked Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0

Today most sites have search in the mobile header, but in years past this was not the 
case.  Last year, only 2 sites did not have it, and this year it is only 1.  It is pretty clear 
that the majority of sites should do this.

Search Field Exposed
Search field is already pre-opened so the 
user does not have to click N N N N N N Y N N N Y N Y Y N N N Y Y N 6 14 0

Noticable Subcategories to aid main navigation

User is offered the ability to navigate 
beyond top level and to other categories 
without clicking N N N N N N N N Y Y N Y Y Y Y Y Y 8 9 0

Similar to the mega menu, if your desktop site offers this level of granularity in navigation 
you likely should be doing it on mobile as well. 

Facets Are facets available? (Gallery Pages) Y Y Y Y Y Y Y N Y Y Y N Y Y Y Y Y Y Y N 17 3 0

This year, we see the same level of adoption as last year, however we notice that the 
user experience has improved and more facet navigations now allow the selection of 
multiple facets before refreshing page, for instance.

Sticky Filter/Sort Bar Y N N N Y N Y N Y N N N Y N Y Y N N N N 7 13 0

A new trend this year, where the Filter/Sort feature is kept at the top as the user scrolls.  
This of course helps users filter their product results.  It is such a good experience that it 
seems like it has always been there, but the reality is no Best in Class site did it in 2016.

Multi-Select facet navigation
Ability to select more than one filter option 
at a time to gain more targeted results. Y Y Y Y Y Y Y NA Y Y N NA Y Y Y Y Y Y Y N 16 2 2

As mentioned above, this feature is gaining more adoption with just a couple of sites on 
our list not doing this...yet.

Color Selection with Color Cue in 
facets

Showing the user the color rather than 
just the names of the colors. Y Y N N N Y Y NA Y Y N NA Y Y N Y Y Y N N 11 7 2

The best experiences actually show you color and texture rather than explaining them. 
Explanations leave room for confusion while colors are very clear. 

Price Selection within facets Allowing for filtering on a price range. N N Y N N Y N NA N Y N NA N N N Y Y N Y N 6 12 2
Fewer sites on our list allow filtering against price now.  This is trending down as Wayfair 
and others have removed it in order to focus on their brand, not their cost.

Auto Scroll (No Pagination)

Presenting all products on one page 
rather than viewing a set number of 
products. N N N N Y N N Y Y Y Y N Y Y Y N N Y N N 9 11 0

Higher adoption on the list this year with now nearly half of best in class sites doing this 
now.

"New" label on gallery page Labeling products as new. Y Y N N Y N Y N N N N Y Y Y Y N N N N N 8 12 0

This is important for sites that have a high return visitor rate or where latest trends are 
important. Otherwise you're better highlighting other features than how recently 
something was added to your site.  For this reason, it is a little less common on our list 
than last year.

Regular Price (or Range) on gallery pagesPosting the price on the category page. Y Y Y Y NA Y Y Y Y Y Y Y Y Y Y Y Y Y Y N 18 1 1 This is convention, you'd have to have a very specific reason to consider not doing this. 

Swatches available on gallery 
pages

Presenting the colors the product is 
available in and allowing selection of a 
color to enter with to the product page. N N Y Y N N N Y Y N N N Y Y N Y N Y N N 8 12 0

Due to the difficulty of doing this on mobile (fat fingering can be an issue) some sites are 
handling this by mentioning that there are other options.

Swatches Click into PDP
Leads to selected color from swatch 
selected. NA NA NA NA NA NA NA NA NA NA N NA NA NA NA NA NA NA NA NA 0 1 18

Reviews on gallery pages
Showing the star ratings and the # of 
reviews. Y N N N Y Y Y N N N N Y N Y Y Y N Y Y N 10 10 0

Recommend testing - we've seen removing this have a positive impact, especially when 
not all products have reviews or there are not a lot of reviews per product.

Sale Price (called out) on gallery pages
Sale price is called out after regular price 
is crossed out. Y Y Y Y NA Y Y NA Y Y Y Y Y Y Y Y Y Y Y N 17 1 2

This is convention unless you have good reason to do this differently - for example, sale 
price is a small discount. 

Savings Amount on gallery pages
Shows in $ or % how much a user will 
save N N N N NA Y Y NA N Y N N N N N N N N Y Y 5 13 2

This is more commonly reserved for PDP in order to save space on mobile gallery 
pages. 

Grid on Gallery Pages Multiple items per row Y Y Y N Y N Y Y Y Y Y Y Y Y Y Y Y Y Y Y 18 2 0

This allows more product to be shown at once, which is generally a good thing so people 
see more product more easily. Recommend doing this for sites where browsing quickly 
is the preference, whereas if image quality and detail is important on the gallery you 
might go with a single column. 

Quick Add to Cart CTA
On the gallery page, does it allow you to 
add to cart while bypassing the PDP? N N N N Y N N N N N N N N N N N N N N N 1 19 0

Only suitable for sites where product details are clear from the main gallery page. Works 
well when there are only a few products sold.

Quick View on gallery pages Do they have a quick view feature? N N N N Y N N N N N N N N N N N N N N N 1 19 0 This is a desktop feature that can bleed over to mobile and typically shouldn't.

Compare

On Gallery Pages
Can users select products they would like 
to compare from the Gallery pages? N N N N N N N N N N N N N N N N N N N N 0 20 0

Compare features is difficult to implement on Mobile and really is not a good place for 
the concept in general.

On Product Pages
Can users add and compare products 
from the product pages? N N N N N N N N N N N N N N N N N N N N 0 20 0 See above comment.

Separate Page?
Does the site take the user to a new, 
dedicated compare page? NA NA NA NA Y N N NA NA N N N/A N/A N/A N/A N/A N/A N/A Y N 2 5 5 N/A

Product Images

Pinch to Zoom
User uses fingers to zoom in. Site uses 
tooltip to show pinch to zoom Y Y N N N Y Y Y Y Y Y Y Y Y Y Y Y N N Y 15 5 0

Last year only 5 best in class sites did this, while this year, only 5 don't.  This is no 
longer an emerging trend, but rather an emerging convention people are growing to 
expect.

View Larger Image/Enlarge Image Y Y Y Y N N Y Y N Y Y Y N N Y Y Y Y Y N 14 6 0
Despite Pinch to Zoom becoming more popular, not many on our list have given up the 
larger image.

Video on PDP
In the thumbnails, does the product have 
video? Y N N N Y Y Y N N N N N N N N N N N N N 4 16 0

Video was practically non-existent a year ago on this list, while this year, it has 4 sites 
doing it, and doing it well.  This is an emerging trend. 

Thumb Scroll of Product Site allows user to scroll through images Y Y N Y Y Y Y N Y Y Y Y N Y Y Y Y Y Y Y 17 3 0 Being able to thumb through images is convention now and customers expect it.

360 Degree View on PDP
Does the product have a 360 degree view 
(not just multiple images) N N N N N N Y N N N N N Y N N N N N N N 2 18 0

360 is a rare effort retailers put in.  It will never be a norm due to the time and cost to do 
it, but when it adds real value, it converts.

PDP Accordion Style
Description, reviews, etc. in an accordian 
style setting N Y N N N Y Y N Y N N Y N Y Y Y Y Y N N 10 10 0

This is the most common way to handle large amounts of information on a PDP. Another 
option is anchor tags to scroll users down to the appropriate section.  People are used to 
this now, however a store should not assume it is the best format for them.

Price

Presents Discount Messaging on 
PDP Presents Discount Messaging Y Y Y Y NA Y Y N/A Y Y Y Y Y Y Y Y Y Y Y Y 18 0 1 We recommend testing pricing display on PDPs. 

States Saving of Sales on PDP As a percentage or actual amount. N N Y N NA Y Y N N Y N N N N N N N Y Y Y 7 12 1
This is something every eCommerce site should test.  Try showing whichever is larger - 
dollar difference or % difference. 

States previous price of Sale Item 
on PDP

States previous price of Sale Item, or 
MSRP. Y Y Y Y NA Y Y N Y Y N Y Y Y N Y Y Y Y Y 16 3 1 This is the convention today.  Do, and then test not doing it.

Trust

Trust Seals: Security, Customer 
Service, MBG Highly visible on the site.  N N N N N N N N N N N N N N N N N N Y N 1 19 0

The overwhelming majority of best in class sites do not expose trust factor is a highly 
visible way such as with trust seals, but they do have them, and are using them more 
and more frequently where it makes sense.

Unfamiliar Trust Seal

Show a trust seal outside of well 
established trust marks like Norton, 
McAfee, Google Trusted Stores. N N N N N N N N N N N N N N N N N N N N 0 20 0

Make sure seals are recognizable to the user.  If the user does not know a "trust seal", 
they do not trust it.  In fact, they may distrust it.

Reviews on PDP Does the PDP have reviews? Y N Y Y Y Y Y Y Y Y Y Y N Y Y Y Y Y N N 16 4 0

Reviews are convention, just make sure you have enough of them to help drive a sale, 
otherwise this can be seen as a distrust factor. If you don't have enough reviews, get 
better at it, they are that important.

Promotional

Promote at top of Gallery Pages
Having a dedicated area at the top of the 
product results. Y Y N Y Y Y Y N Y N N N Y Y Y Y Y N N Y 13 7 0

This is common but not a convention. If you are running sitewide or even department 
specific sales this is a good way to keep that information front and center. 

In Navigation Promotion Promotional banner within the navigation N Y N Y N Y Y Y N N N N Y N N Y Y N N Y 9 11 0 Emerging trend.  Last you only 1 site on this list did this.  

Global Promotion Elements
Placed persistently on every page of the 
site, or at least every navigation page. N N Y N N N N Y Y N Y N N N Y N N Y N N 6 14 0

Be careful when doing this to keep your promotions small - screen real estate is 
valuable!

On Sale/Clearance Area Y Y Y Y N Y Y N Y Y Y Y Y Y Y Y Y Y Y Y 18 2 0 This is a business decision more than it is a mobile site consideration

Promote Online Shopping
For Brick & Mortar Stores - promoting 
buying online Y N N NA N NA Y N Y Y N Y NA N N N Y NA NA NA 6 8 6

This is a business decision - some companies with brick & mortar locations want feet in 
the door, while others are wanting more online sales.  In either case, what the customer 
wants should be put first.

Entry Offer
Does site offer have pushup or 
pushdown? N Y N Y N Y Y N N Y Y N Y N Y N Y N N Y 10 10 0

Google is going to penalize pop-up entry offers on mobile moving forward. Be sure to 
use a push up or push down instead of a pop-up.   On this list, the number of sites 
offering push-down or push-up has doubled over the year.

Personalization

People who VIEWED also... N N N N N N N N N N Y N N Y N N N Y N N 3 17 0 See line 65

People who BOUGHT also... Y N N N N N Y N N N N N N N N N N Y N N 3 17 0 When accessories are required, this is a must.  Best done after the user adds to cart.

Recently viewed Y Y N Y N Y N N N N N N N N Y N N N Y Y 7 13 0 See line 65

OTHER SUGGESTIONS

i.e "You might also like", "May we 
suggest", "Complete the Look", "More 
items in the Collection" Y Y Y Y N Y Y N Y N Y Y N N Y Y Y N Y Y 14 6 0

This is becoming the convention for recommendations. Generally requires a 
recommendation engine of some sort, normally 3rd party rather than curated. 

From the Same Brand...
Cross-selling products from the same 
designer or brand. Y N Y N Y N N N N N N N N N N N N N N N 3 17 0 This is not common and has not been shown to drive sales with Inflow's testing.

Customer Support Tap to Chat Chat on the Mobile site.  N N N Y N N Y N N N N N N N Y N N Y Y N 5 15 0
Users prefer tap to call on mobile.  This is neither trending up or down and should be 
tested.

Shipping /Returns

Free Shipping, No Minimum 
Offered On all products and orders. Y N N Y Y Y N N Y N N N N N N Y N N N N 6 14 0 Business decision. 

Minimum Order Size Free 
Shipping

Free shipping over a certain dollar 
threshold (i.e. over $75). N N Y N N N Y Y N Y Y N N Y Y N Y N Y N 9 11 0 Business decision. 

Free Returns (Return Shipping 
Paid) On all orders Y Y N Y Y N N N Y Y Y Y N N Y N Y N Y Y 12 8 0

Free returns doubled on this list since last year, and it is definitely a selling point for 
users. If your business doesn't have high shipping costs, this should drive enough sales 
to cover an added expense from the free returns. If you have a storefront, offer free in 
store returns which reduces cost while still providing that same benefit. 

Social Media

Promotion
Call to "Follow Us" and/or take part in 
Contest. N N N Y N N Y N N N N Y Y N N N Y N Y Y 7 13 0

Social engagement is not a focus for many of these sites. Determine whether to focus 
here or not based on business model and target demographic. 

Social Proof i.e. 457 people like this page. N N N Y N N N N N N N N N Y N N N N Y Y 4 16 0
Social proof is not needed as much on well branded sites, but should be tested on any 
emerging brands.

Social Sharing
Allow people to Share the products of the 
site. N Y N Y N Y N N N Y N Y N Y Y Y Y Y Y Y 12 8 0

Allowing users to share specific products is generally more impactful than sharing the 
overall site. Friends don't get excited about a site the way they do about a product they 
love. This has more potential to drive engagement. 

Social Sign In
Allow people to sign in to site features 
using Facebook or other. Y N Y Y Y N N N N N N N Y N N N N N Y Y 7 13 0

eCommerce has been a late adopter of this feature, with none of last year's best in class 
sites doing it.  This year, it is clearly an emerging trend.

Email Marketing

Newsletter Universal Element
Email capture mechanism, or link to email 
capture page in header/footer Y Y NA Y Y Y N Y N Y Y Y N Y Y Y Y Y Y Y 16 3 1

This is convention and is a key part of building your recurring revenue streams. This 
reflects how powerful email still is.

Pop up on site entry
Is there an offer to capture email on 
entry? N Y NA Y N N N N N Y N N N N Y N N N N Y 5 14 1

We recommend capturing emails on entry or exit, just make sure you're not using pop-
ups to avoid Google penalties. Use push up or push down modules instead. 

Q & A Q & A
Can users ask previous customers about 
the product? N N N N N Y Y N N N N N N N N N N Y Y N 4 16 0 This is slowly growing as more eCommerce give it an honest effort.

PDP Add to Cart

Bag or Pop-in

Does the site keep the user on the page 
and notify the user with either a pop-in 
box or drop-down "bag"? Y Y N N N Y N Y Y Y Y Y N N N Y Y Y N Y 12 8 0

Convention is to keep users shopping rather than taking them to checkout unless 
purchasing more than one item is unlikely.

  Uses Bag Drop down bag style cart info layer. N N NA NA Y N NA N Y Y Y N NA Y N N N N NA Y 6 9 5
This is the most common choice for displaying the shopping bag, and offers the most 
flexibility in terms of what is displayed. 

  Uses Slide-In

Element of confirmation is presented and 
slides other elements aside. Not a slide 
down bag. N N NA NA N N NA N N N N N NA N N N N N NA N 0 15 5 Not being used by any site on the list, but has tested mostly neutral.

  Uses Bottom Ribbon  
A persistent Ribbon Strip is used for the 
Cart N N NA NA N N NA N N N N N NA N Y N N N NA N 1 14 5

Ribbons are easy to miss. When triggering an action based on user activity you want to 
make sure it's noticeable. 

  Uses Pop-in Light-box takes over page as layer. N Y NA NA N Y NA Y N N N N NA N N Y N Y NA N 5 10 5 Emerging trend, consider testing this against your current bag experience. 

  Persists The bag stays open (includes Slide-Ins) N N NA NA N N NA Y Y Y N Y NA N Y Y N N NA Y 7 8 5
This is ideal on mobile due to significant variation in connection speeds - give users an 
easy way to close or to move forward but don't have it disappear on its own. 

Focus to Cart, not Checkout
Leads user to Cart, even if they say they 
are going to Checkout Y Y Y Y Y Y Y Y Y N Y Y Y N N Y Y Y N N 15 5 0

It is counter intuitive, but is never questioned and one eCommerce experience most 
customers still expect.  That said, last year's ration of sites not doing this was 1/4 and 
this years is 1/4, so we might be seeing a shift from this.

Provides sub total

Below the line item prices, as 
summary before taxes and perhaps 
shipping costs. Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N Y Y 19 1 0

Last year, 11 sites on the list did not provide a sub-total in the cart, now it is only 1. It 
seems obvious people want to know the sum of their cart, however its been an 
overlooked element by many sites up to now.

Provides Product Attributes
Like Fabric, Finish etc. (Excludes Slide-
Ins) Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0

Unlike last year, with 11 sites on our list not providing full attributes in the "bag" on 
mobile, all sites now do this.  Just another reminder that not having enough space on a 
mobile screen was not excusing the fact that customers want to know what is in their 
cart.

Provides Image (Excludes Slide-Ins) Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0
Again, a missed opportunity by sites in the past, with 9 sites on last year's list not 
providing images on mobile.  This year they have learned to do it.

Contains Promotions or Value 
Proposition

Often seen is "You may also like…" or 
"Your order is Eligible for Free Shipping". Y Y N Y Y N Y Y Y Y Y N Y Y Y N Y N Y Y 15 5 0

This is an emerging trend as designers find ways to do this that perform. We 
recommend reviewing the sites that are doing this to help design your own treatment. 
Sephora, for example, tells you how far off you are from the Free Shipping threshold. 
Room & Board has an upsell section that allows thumbing through the list. 

Cart

Final Pricing Available
The user is able to obtain the final cost in 
the cart or at least an estimate. Y Y N Y Y Y Y Y Y Y Y Y Y Y Y N Y Y N N 16 4 0

The majority of sites are doing this now.  Just last year, only 8 Best in Class eCommerce 
sites did this, but that has doubled since then because showing final pricing (or as final 
as possible) increases cart conversion rates.

Shipping and Handling listed Listed in the cart/cart page Y Y Y N Y Y Y Y Y N Y Y Y Y Y Y N Y Y N 16 4 0 This is a convention.

Image and full attributes provided.

Does the cart page have relevant product 
images, that help users identify and 
remember easily what they've added to 
their basket? Y Y Y Y Y Y Y Y Y Y Y Y Y N Y Y Y Y N Y 18 2 0 This is a convention.

Returns Information
Is the return policy clearly stated on 
the cart page? Y Y N N Y N N N Y Y N Y N N Y Y N N N N 8 12 0

Last year 12 sites on our list did this, and now it is 8.  This is something that should be 
tested, especially on bricks to clicks sites (the sites giving up prominent returns 
information are bricks to clicks sites).

Customer Service Prominent

Does the site provide a very visible 
and simple customer support 
method? N Y N Y N N Y N Y N N Y N Y Y N Y N N Y 9 11 0

Down 11 to 8 from last year to this.  Why are companies burying their customer service 
information?  Only they can tell us, but know that some like Zappos have increased 
customer service visibility in the cart.  We hope it is because these sites are so good that 
clients don't need it anymore.

Badge Assurances

Does the cart page display any secure 
shopping certificates? (Including customer 
service rating, identity theft, etc.) N N N Y N N N N Y N Y Y N N Y N N N N N 5 15 0

Down a bit from last year.  Badges are generally on a downward trend, but can still be 
positive, especially in the mobile cart (based on the Inflow test bed).

Estimated Arrival or Ship date

On the cart:  Clear indication of when 
the user can expect the item to arrive, 
or at least when it will ship out. N N Y N Y N N N Y N N Y N N Y N N Y N Y 7 13 0 3 fewer sites do this in the cart than they did last year.  

Repeat Main Value Proposition
i.e. Free Shipping, Free Returns, Next day 
delivery. Y Y Y Y Y N Y N Y N N Y Y Y N Y N N N N 11 9 0

Same as last year.  This is recommended if you have a clearly defined value proposition. 
Most sites that aren't repeating this in the cart haven't clearly defined this value prop in 
the first place. 

Mention Credit Card or Rewards 
Program Includes Financing N N Y Y N N Y N N N N N N N N N N N N N 3 17 0

Most of these merchants do not offer financing by default. Recommended only for sites 
with high AOV or pre-existing financing program. 

Pay with PayPal in Cart
Option to enter PayPal from the cart 
page. Y N Y Y N Y Y N Y N Y N N Y Y Y Y Y N Y 13 7 0

Most sites are doing this and we have seen a consistent lift when adding this to sites we 
work on.  Unchanged in the last year.

https://inflowconversion.com/services/?utm_source=bicmatrix&utm_medium=contentmarketing&utm_campaign=bic
http://www.adidas.com/
http://www.barneys.com/
http://www.express.com/
http://www.glassesusa.com/
http://www.gopro.com/
http://www.hayneedle.com/
http://www.jcpenney.com/
https://www.marshallheadphones.com/
https://www.marshallheadphones.com/
http://www.nike.com/
http://shop.nordstrom.com/
http://www.roomandboard.com/
http://www.roomandboard.com/
http://www.shutterfly.com/
http://www.sorel.com/
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Click Here to Find Out How We Can Help You Improve Your Site!
Mobile Conversion Optimization Features

Used by Best-In-Class Retailers

Category Feature or Consideration Details/Criteria Adidas Barney's Express Glasses USA GoPro Hayneedle JC Penney Marshall 
Headphones Nike Nordstrom Patagonia Room & 

Board Shutterfly Sorel Sperry Uniqlo Urban 
Outfitters Wayfair Zappos Zulily Total Y Total N Total NA Insights

Cart

Save for later
Offer to save the product in the cart for 
later Y N N N N Y Y N N N N Y N N N N Y N N Y 6 14 0

Was a growing trend and now it is trending back down with half as many sites doing it 
now.  Rather than the experiment being over, it is likely a case of the eCommerce 
industry not having found the right treatment and not yet establishing a known 
convention for customers.  Inflow thinks this is still worth doing, and to see how it could 
work, check out the sites doing it.

Has "Candy Rack"
I.e. Recently Viewed, Wishlist, People 
who bought… Y N Y N Y N N N N N Y N N Y N N Y N N Y 7 13 0

Another trend last year that appears to have settled as sites balance purchase path 
distraction against increased average order values.

Promotional Code Redemption 
Field

Overtly offers the Promotion code field to 
the point of distraction. Y N Y Y Y Y Y N Y N Y N Y Y Y Y Y N N Y 14 6 0

More and more sites adopt this each of the last years.  Inflow testing of over a dozen 
sites show this works well unless users are coupon driven (i.e. A printed catalogue 
provides a coupon).

Proceed to Checkout CTA on top 
and bottom of cart

Does the cart show a Checkout CTA at 
the top and bottom of the page to prevent 
user from requiring to scroll? N Y N Y Y Y N N N N Y N Y Y Y N N Y N Y 10 10 0

eCommerce sites are realizing that a good flow on the cart works better than plastering 
additional buttons on the page, explaining the downward trend as cart pages got 
optimized this year.

deprecate nav in cart Nav is simplified to only the essentials. N N N Y N N N Y Y Y Y N Y N N Y N N Y Y 9 11 0

A growing trend this past year as the best in class eCommerce companies test and keep 
this key improvement.  Inflow has tested this on more than 2 dozen eCommerce sites 
with a winner in all but one case.

Checkout

Bypasses Account/Guest Screen User goes directly from Cart to Checkout. N N N N N Y N Y N N Y N Y N N N N N N Y 5 15 0

This is trending down as more sites push site registration.  Best in Class sites with 
strong brands can do this, but it is not for every eCommerce site.  This is best A/B 
Tested.

Guest Checkout
The site allows for guest checkout (not 
account creation). Y Y Y Y Y Y Y N Y Y Y Y N Y N Y Y N N N 14 6 0

Even with a renewed push into account creation and use, the level of Guest Checkout is 
the same as last year, showing how it is one feature online shoppers are not willing to 
tolerate a loss of yet.

Badge Assurances
Security, Customer Service Rating, 
Identity Theft etc. N N Y Y N N N N Y N Y N N N Y N N N N N 5 15 0

Long considered a best practice, many sites here have this, however most do not.  It 
really depends on the site and the products sold.  Best to test.

One Page Checkout
The checkout is all on one page with no 
accordion N N N N Y N N Y N N N N N N N N N N N N 2 18 0 Half of the sites had this last year and now it is down to just 2.  

Accordion Style Checkout
The checkout is all on one page but 
accordions between sections N N N Y N N Y N Y Y N Y Y Y N N N N N N 7 13 0 Accordion is strong on mobile as it takes full advantage of the limited screen space. 

Dynamic Field Validation
Form Fields are validated as the user 
completes them. Y N N Y N N Y N N N Y N N Y Y Y N Y Y N 9 11 0

A continued trend that sees half of all sites on this list doing it on mobile. This shows that 
users value clarity over clutter in checkout.

Auto-Suggest for Address
Does the site provide an auto complete 
feature for the order forms? N Y N Y N N Y N N N Y N N N Y N Y Y Y Y 9 11 0

Twice as many eCommerce sites do this now on mobile.  It speeds up checkout, so it 
does well.  Inflow has tested this and won on each occasion.  

Reason provided for information 
request i.e. Why a phone # is needed. Y N N N N N N N N N N N N N Y Y N N Y Y 5 15 0

This is harder to do on mobile with limited space, but still worth doing. Recommend 
testing treatments to find the best way to do this. 

Pay with PayPal
Does the site offer an option to pay 
with PayPal in checkout? Y N Y Y Y Y Y Y Y Y N N N N Y Y Y Y N Y 14 6 0 Allow use of the PayPal app for login on mobile, streamlining this process even more. 

Order Summary Persists
Does the site show the customer's order 
throughout the checkout process? N N N N N Y N Y N N N Y Y Y N Y Y N N Y 8 12 0

Persistent summary is more difficult on mobile due to limited screen space. Majority of 
merchants skip this on mobile and use a review page. 

Shipping & Billing Auto select same as shipping or billing. Y N Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N 18 2 0 This is a convention.

Promo code Place to enter promo code N N N N N Y N Y N N Y N Y N Y N Y N Y N 7 13 0

Trending down.  eCommerce best in class sites in general have moved away from 
Promotion code redemption in Checkout, relegating it the cart only.  This again depends 
on how coupon driven purchases are.

deprecate nav in checkout
Is the navigation removed in 
checkout? Y Y N Y N Y Y Y Y N N N N N N Y Y Y Y y 12 8 0 This is a convention.

Review Page
Does the site have a review page in the 
checkout process? Y Y N Y Y Y Y N Y Y Y Y N Y Y N Y Y Y N 15 5 0

Unchanged from last year.  Use of review page seems largely dependent on whether 
you have a running order summary during checkout. As the running summary feature is 
less popular on mobile, the order summary page may be necessary. Additionally, the 
more complex the customization of items, the more likely a user is to want this summary. 
Determine use based on business needs but remove if feasible. 

Store Locator

Individual Store Location Page
Has store locations that have their 
own site pages Y Y Y N N NA N NA Y N Y Y NA N Y Y Y NA NA NA 9 5 6

Trended up a bit from last year.  Use of this depends on your business and whether 
individual stores differ enough to require this. For example, if a location of a store has 
classes or departments vary by location it might require an individual page. For most 
merchants this is unnecessary. 

Easy to find Store Locator
If the site has stores, is the store 
locator easy to navigate to? Y Y Y NA Y NA Y NA Y N Y N NA N Y Y Y NA NA NA 10 3 7

This year sees the 1st time on the Best in Class list where some bricks & click 
eCommerce sites are making it a bit harder or less obvious that they have stores and 
where to go to them.

Take Online Order In-store for 
Completion

Reserve for Pick-up or even just 
allowing users to print out the cart or 
wish list to take into the store. N N Y NA N NA Y NA N N N N NA N N N Y NA NA NA 3 10 7

This was not an option last year on this list, and now 3 out of the 10 stores on this list 
have figured this out and offer in-store pickup as an option.

Do They Have Local Inventory? Y N Y NA NA NA Y NA N N Y N NA N Y N Y NA NA NA 6 6 8

This has doubled this year from last as more stores FINALLY figure out this key to 
thriving online.  For many stores not making store inventory online, this will be a key to 
their survival.

Wishlist

On Gallery Pages Is it present on the gallery pages? Y Y N Y N Y Y N N N N N Y N N Y N Y N Y 9 11 0
Most do this on PDPs, particularly on mobile where it is difficult to display too many 
options on the gallery page. 

On Product Pages Is it present on product pages? Y Y N Y N Y Y N Y N Y N N Y Y Y N Y Y Y 13 7 0
Convention, but happening less than last year which could reflect the difficulty of making 
it usable on mobile.

Gated?
Does a user have to register as the 1st 
action after listing a product? N Y NA N NA Y N NA N NA Y NA N Y Y Y NA Y Y Y 9 5 6 On mobile, the best practice is to un-gate wishlist and other similar features.

Apps

Appify
Does it allow users to save site to home 
screen? N N N N N N N N N N N N N N N N N N N N 0 20 0 Last year none of the stores on this list did this, now it is the majority.  

Notifications Do users get notifications from the site? N N Y N N Y Y N Y Y N N N N N N Y N N N 6 14 0
Up from 0 last year, this trend has taken off, almost to the point of annoyance.  We will 
see next year how it is being done.

Do they have an app? Is an app promoted on the site? Y Y Y N Y Y Y N Y Y N N Y N N Y Y Y Y Y 14 6 0
Most eCommerce apps initially launched then failed years ago.  Now, with 
improvements, these apps are making a comeback.

If yes, is it presented on the site to 
download? N Y Y NA Y Y Y NA Y Y NA NA Y NA NA N Y Y Y Y 12 2 6 More than ever.

Total Y 64 57 52 61 53 67 75 39 64 53 53 52 55 69 66 61 57 1178/998
Total N 61 68 65 53 65 53 46 74 61 72 67 62 68 54 58 58 58 1233/1043

Total NA 2 2 10 13 9 7 6 13 2 2 6 12 2 2 2 7 12 116/109
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Desktop Conversion Optimization Features
Used by Best-In-Class Retailers

Mr-Porter

Category Feature or Consideration Details Barneys Bras N Things Crate & Barrel Dolls Kill Glasses USA Hayneedle Houzz Modcloth Net-A-Porter New Balance Nixon Patagonia REI Sorel Under Armour Walmart (CA) Wayfair Webroot 
Consumer

Williams-
Sonoma Zappos Total Y Total N Total NA Inflow Conversion Insights

Site Speed Optimal Site Speed
Does the site meet speed requirements from Google 
(above 85)? N N N N N N N N N N N N N N N N N N N N 0 20 0

None of these sites meet Google's Page speed standards, which can 
be difficult for enterprise eCommerce. YoY Desktop has remained the 
same with all sites falling into the "Slow" category.

Orientation

Aesthetics Look & feel is attractive, appropriate and professional. Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0
While subjective, this was quantified by 25 online professionals at 
Inflow. If a site had a N, they would likely not be on this list.

# of Items in Cart in header
Does the site show the number of items in the cart 
(even if it's zero) ? Y N Y N N N Y N N Y Y Y N Y Y N N N Y N 9 11 0

A common and secret conversion killer.  In today's cross-device world, 
people often land on a site as a "New" visitor according to analytics, yet 
go right to the cart as if they expect something there. Clearly they think 
they have something in the cart and if you don't tell them the cart is 
empty, they will get there, less likely to add their item/s to the cart 
again.

Answers: What does it mean to me?
User can easily discern what benefits there may be in 
shopping on the site. Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0

This needs to happen on every page someone may land on, which 
means it has to happen in the global header area. All sites here do this, 
save Modcloth.

Homepage

Category Navigation on Homepage

Outside of the main navigation, some or all site 
categories are available within the homepage as an 
alternate path into the site N Y N N N Y Y [1] N N Y N Y N N N Y Y Y N Y [2] 9 11

Jury is out on this one - on desktop navigation is readily available so 
while many sites do expose this on the homepage, it doesn't appear to 
be convention. 

Show Merchandise
Products are shown on the homepage so users can 
see examples. Y Y Y Y Y Y Y Y Y Y Y N Y Y Y Y Y Y Y Y 19 1 0

All sites here are showing merchandise that they sell on their 
homepage. In the near past this was not the case with some sites 
believing it was not possible to show just a few of their products when 
they sold so many.  

Direct Entry to Merchandise
Provide direct access to products. (Jump directly into 
one specific PDP) Y Y Y Y Y N Y Y Y Y Y N Y Y Y Y N Y N Y 16 4 0 Increased a lot in our update, now dominant. 

Simple
Does not overwhelm users with the number of links and 
amount of content on the page. Y Y N Y Y N N Y N Y Y Y Y Y N Y N Y N N 12 8 0

Online retailers like Zappos, Walmart Canada and Crate & Barrel still 
offer a barrage of links on their homepage, facilitating navigation. This 
is what is right for these sites because they offer so many product 
categories AND their users have so many varying objectives where 
more that just "Product Stream" navigation is needed.

Banner Animation Rotating Hero banner (aka Carousel) N Y N N N Y Y N N N N Y N N N Y Y N N N 6 14 0

Most eCommerce retailers don't have hero banner carousels anymore, 
as that trend, which was never right for them, has past. The site where 
it remains (and a reason these sites are on our list) is where the 
carousel does work. AND, if you take a look at how the sites here do 
carousels, you see only Wayfair and Hayneedle do it the typical way 
you'd expect, with each tweaking the concept to offer their user's the 
best experience.

Sell and Deliver
Provide Information and links to purchasing options, 
return policy, shipping, and delivery information. Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0

While presented in a low-key way, all but one of our best-in-class sites 
provide easy access to their policies and delivery information.

Build Trust

Link to customer service, Show Phone, Offer Chat, 
Provide Privacy Policy, and company background 
information, and look professional and reliable. Y Y Y Y Y Y N Y Y Y Y Y Y Y Y Y Y Y Y Y 19 1 0

Increased substantially in our update. Most of the sites on this list are 
well known brands and therefore have already earned a lot of trust with 
their site visitors, yet most of them still make an obvious effort to build 
trust.  

Navigation

Sticky Menu/Navigation Main navigation/menu sticks to the top of the page Y Y N Y Y Y Y N N N N Y N Y Y Y Y Y Y N 13 7 0

Trending up as predicted and now dominant, but some sites lagging. 
This has tested well for Inflow on desktop (not recommended for 
tablet).

Full Width Navigation

When hovering over navigation, the area is full width, 
not customized based on the amount of categories 
within Y Y N Y N N N Y Y Y Y Y N Y Y N N Y N N 11 9 0

Trending higher and a design trend. Inflow has no data points to 
indicate user's prefer one width over another.

Noticeable Subcategories to aid 
navigation

User is offered the ability to navigate beyond top level 
and to other categories at the same level. Y Y Y Y Y Y Y Y N Y Y Y Y Y Y Y Y Y Y Y 19 1 0 Category headers in the mega menus should be hot.

Top Navigation Facets Are the facets located on the top of the gallery page? N N N Y N N Y N N N Y N N Y Y Y Y N Y N 8 12 0
Trending higher. Inflow has not done A/B testing, however Serial 
Testing shows some promise.

Left Navigation Facets
Are the facets located on the left side of the gallery 
page? Y Y N N Y Y Y Y Y Y Y Y Y Y N Y N N Y Y 15 5 0 Still conventional and powerful.

Multi-Select facet navigation

Ability to select more than one filter option at a time to 
gain wider results. (Doesn't necessarily mean that the 
page doesn't refresh in between applying facets) Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N/A Y Y 19 0 3

If you don't allow users to select multiple facets, you likely need to 
invest, as Inflow has shown the ROI to be there.

Color Selection with Color Cue in facets
Showing the user the color rather than just the names 
of the colors. N Y Y N Y N Y Y N Y Y Y Y Y Y Y Y NA N N 13 6 1

Trending up. Most sites on the list now do this. It does not come "out of 
the box", but is worth doing according to Inflow testing.

Price Selection within facets Allowing for filtering on a price range. N Y Y Y Y Y Y Y N N Y N Y N N Y N NA N Y 11 8 1

The key to allowing users to sort by pricing, is that the option has to be 
well placed or else users will make decisions based on price, lowering 
AOV.  For the sites that allow users to filter product results on price, 
you can see on each what they want people to consider BEFORE 
getting to a price filter such as size, width, brand, color.

Auto Scroll (No Pagination)
Presenting all products on one page rather than 
viewing a set number of products. N Y Y N N N N N N Y N Y N Y Y N N N/A Y N 7 12 0

Trending up, but still in the minority.  Can convert higher when done 
well. 

Recently Viewed Items within Mega 
Menu

Are users allowed to see items that they've already 
viewed within the mega menu (if one is present)? N N N N N N N N N N N N N N N N N N N N 0 20 0 None of the sites in the Best in Class list do this any longer.

Alternative Navigation within Mega Menu
Streamed navigation such as "Top Selling," "New 
Products" etc. such as collections or a stream. Y Y Y Y N Y N Y Y Y Y Y Y Y Y N N N Y N 14 6 0

It is often important to offer more than just a "Product Stream" for users 
to navigate through.  The standards like "Recently Added" and 
"Clearance" are good, but getting to usage is best (i.e. REI's Expert 
Advice).

Promotions within Mega Menu
Site has promotions offered to its visitors in mega 
menu. N Y Y Y Y Y Y Y N Y N Y Y Y Y Y Y N Y N 15 5 0

Dominant and still trending up. The Best in Class list is split for 
promoting within mega-menus and this reflects each doing what is best 
for them.  With lots of basic product navigation, additional streams etc, 
sometimes there just is not enough room to have visual promotions.

Search Field Exposed
Search field is already pre-opened so the user does not 
have to click N N Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N Y Y 17 3 0

"New" Denotion on gallery page New products are labeled as new on gallery pages Y Y N Y N N Y Y Y Y Y N N Y Y Y N N Y Y 13 7 0

Trending up.  Sites like Walmart.ca and Wayfair.com sell what sells 
best and are always introducing new products, so the concept of what 
is new is not really important, while sites like ModCloth.com and 
William-Sonoma.com cater to fashion enthusists always on the lookout 
for the latest styles, making "New" an important navigation stream to 
their customer's experience.

Regular Price (or Range) on gallery 
pages Regular price is shown on gallery pages Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y 20 0 0

All sites offer pricing on their gallery pages because that is a key factor 
that users consider when looking at items. 

Colors Available on gallery pages
The colors in which the product is available is present 
and allows selection of a color on the product page. Y Y Y N Y Y N Y Y Y Y Y Y Y Y Y N NA Y N 15 4 1

Has trended up and become dominant as predicted. This has grown 
more common as eCommerce technology advanced.   In testing, 
providing a good indication of what colors a product is going to be in, is 
typically the winner.

Reviews on gallery pages Showing the star ratings and the number of reviews. N N N N N Y Y N N N N N Y Y Y Y Y Y Y Y 10 10 0

Is now dominant, but still some sites are not doing it.  When personal 
taste (i.e. glasses, bras, sofas) are a strong consideration, or the 
eCommerce store is that of the manufacturer, these best in class sites 
don't push review ratings up the gallery pages, however resellers 
(Walmart.ca, Zappos.com, etc.) show them in an effort to aid shopping.

Sale Price (called out) on gallery pages Sale price is called out and regular price is crossed out. NA Y Y Y Y Y Y Y Y N N N Y Y Y Y Y NA Y Y 15 3 2 Trended down a small amount.  

Savings Amount on gallery pages Save $X NA N N N N Y N N Y N N N Y Y Y N N NA N N 5 13 2
This is worth testing.  Most sites on our list don't use this feature, but it 
clearly works for some.

Quick View on gallery pages A quick view feature is present on the gallery pages N Y N N Y Y N N N Y Y Y N Y Y N Y N N N 9 11 0

The sites that do this are all Branded Apparel sites except for 
Hayneedle which basically shows the entire product page in the quick 
view, just leaving out cross-selling elements.

Gallery Page Image Mouse-over
Upon hover over the image, are other images 
viewable? N Y N Y N N N N Y N N N N N Y N N N N N 4 16 0 Big change here, and this is now the dominant best practice.

Compare

On Gallery Pages
Can users select products they would like to compare 
from the Gallery pages? N N N N N Y N N N N N Y Y Y N N N Y N N 5 15 0

A hard feature to get right, and likely worth the investment when the 
products sold have a "high consideration" factor but the ones that do it 
do a fairly good job.

On Product Pages
Can users add and compare products from the product 
pages? N N N N N N N N N N N N N N N N N Y N N 1 19 0

A very, very hard feature the best-in-class sites have all but abandoned 
unless they sell very few products that have a high need to differ 
between. 

Separate Page?
If compare feature is present, does the site take the 
user to a new, dedicated compare page? NA NA NA NA NA Y NA NA NA NA N/A Y Y Y NA NA NA N NA NA 4 1 14

Comparisons are mostly done on the Gallery page rather than sending 
the user to dedicated page.  This is a best practice. 

Product Zoom

Zoom-Over
Hovering the mouse over the product image zooms into 
the image N Y N Y Y Y N Y N Y N N Y N N N N NA N N 7 12 1

Still common, but trending away in favor of "Click to Zoom" with 
showing a larger image.

Mouse Over Thumbnail change
Mousing over the thumbnail images changes the main 
product image that the user sees NA NA N Y N Y N N N Y N N N N NA Y N NA N N 4 12 4

Only a few sites on our list do this, but don't be fooled, as it has tested 
well dozens of times.

Click Thumbnail
User must click thumbnail to change main product 
image NA NA Y N Y N Y Y Y N Y Y Y Y NA N Y NA Y Y 12 4 4

The current convention.  Worth testing thumbnails changing on mouse-
over.

Click to Zoom/Lightbox User can click to zoom into the main product image N Y Y N Y N N N Y N Y Y N Y N Y Y NA Y Y 11 8 1 In our update, this is no longer dominant.

Video on PDP
On the product page, is there a video of the product 
within the images? N N N N N N N N Y N N Y Y N N N N NA Y Y 5 14 1

Worth doing on main products, especially if the product has hard-to-
explain benefits.

360 Degree View on PDP
Does the product have a 360 degree view (not just 
multiple images)? N N N N Y N N N N N N N N N N N N NA N N 1 18 1

This feature's trend has waned now, and the sites that still pay for the 
overhead are the ones that see the benefit for their customers.   Even 
the companies that do it are select in the products they have 360 for.

Price

States Saving of Sales
States saving of sales either as percent or monetary 
value N N N N N N N N NA N N N/A Y N

N (Sometimes -
Special Offers 
"Limited Time: 

25% Off" Y Y Y N Y 5 12 1
Trending down.  This takes up additional room, but can underscore the 
amount saved if it is notable.

Reference Pricing States previous price of sale item N Y Y Y Y Y Y Y Y Y N N/A Y Y Y Y Y Y Y Y 17 2 0 Most sites do this and it shows this is clearly a best practice.

Trust

Trust Seals, Security, Customer Service, 
Money Back Guarantee

Site uses well known trust seals and/or provides trust 
through customer service, security (i.e. https) and 
money back guarantee N N N N Y N N N N N N N N N N N N N N N 1 19 0

Well branded sites don't need to show security seals the way they used 
to back when eCommerce was new and people worried about the 
security of the site.  In fact, most sites (all well branded), don't show 
security seals anymore.  If your site is not a significant brand that 
people know prior to arriving on the site, then you are best leveraging 
well known security seals like Norton's Verisign.  For the sites that do 
have a "Yes" here, Zappos is typical in that its seals are not security 
related, but customer service related (BBB & Bizrate).  Google Trusted 
Stores as well.

Unfamiliar Trust Seal
Show a trust seal outside of well established trust 
marks like Norton. N Y N N Y Y N N N N N N N N N N N N Y N 4 16 0

If a user does not know a trust seal, they may dis-trust the site more 
than before.  Few of these sites have distrust factors, and when they 
do, they are either too small to make out or crowded out by meaningful 
seals.  Not sure what Hayneedle is thinking with their footer though.

Reviews on PDP
User reviews are collected and shown on the product 
pages. N N Y N Y Y Y Y N Y N Y Y Y Y Y Y Y Y Y 15 5 0

A convention that is not always followed within branded eCommerce as 
much as retailer eCommerce, but expected especially if you sell 
another company's goods.

Promotional

Promote at top of Gallery Pages
Having a dedicated area at the top of the product 
results. Y N N Y Y Y Y Y Y Y Y N Y N Y Y Y Y Y N 15 5 0

Trending strongly up.  Something site owners need to test for 
themselves.  

Global Promotion Elements
Elements such as a header with messaging is placed 
throughout the site. Y Y Y Y Y Y Y Y Y Y Y Y Y N Y Y Y N Y Y 18 2 0

In our update, this is now a dominant best practice. Done most 
commonly with a top ribbon, either on top of the pre-existing header, or 
within a ribbon that is part of the header.

On Sale/Clearance Area Site has a sale or clearance area present. N Y Y Y Y Y Y Y Y Y N N Y Y Y N Y N Y Y 15 5 0

A lot of sites struggle with whether or not to include a "Sales" or 
"Clearance" area of their site.  The worry is that such an area degrades 
the site and lowers the amount someone may otherwise pay.  In testing 
we have seen having such an area almost always increases 
conversions, however whether or not that translates into more profit 
both short-term and long-term require testing over a long period of time 
(should be geo based testing for accurate results).

Promote Online Shopping

For Brick & Mortar Stores - promoting buying online 
either through in-store signage or via traditional printed 
material (i.e. mail flyers). Y Y Y NA NA NA NA NA N Y N Y Y N Y Y NA NA Y NA 9 3 8

Sites with brick & mortar stores most often encourage shopping online 
with promotions, copy, and benefit statements.  These same stores 
also encourage online shopping for customers who are actually in the 
the store, seeking to create the best "front-of-mind" experience for their 
customers.

Exit Offers
When the user goes to leave the page, they are shown 
a offer in exchange for their email. N Y N N N Y N N N N Y N N N N N N N N N 3 17 0

No change in share, but we still recommend. Exit Offers can do 
wonders.  With the right offer and strategy, they can save a sale and 
even collect more emails than an entry offer.  Over the past few years, 
the treatments for exit offers have gotten more brash, and the language 
more persuasive, all the betterment of the effort, as our tests show.

Personalization

People who VIEWED also...
On the product page, users can view products that 
other users viewed

Y 
(Recommended

)? N Y N Y N Y N N N N Y N Y N Y Y N/A Y Y 9 9 1

This is better than nothing, but has not tested as well as People who 
BOUGHT, or Other Suggestions. Few eligible sites use this alone 
without either "people who bought" or "Other Suggestions".

People who BOUGHT also...
On the product page, users can view products that 
other users purchased related to that product. N Y N N N N Y N N N N Y Y N N N Y N/A Y Y 7 12 1

Most effective in testing as a way for people to find other items they 
may need or want.

OTHER SUGGESTIONS

On the product page, users can view other products in 
various other categories such as but not limited to: 
"You May Also Like"
"May We Suggest" 
"Complete the Look" 
"More items in the Collection" Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N/A Y Y 19 0 1

Update: now required. Depending on your site, in testing, have more 
than one recommendation feature has tested better.  With a bit of 
thought, it's obvious which 2 recommendation features you should 
have. Only William-Sonoma has 3 recommendation features.

Recently Viewed Items
On the product page, users can view products that they 
previously viewed throughout the site. N N N N Y Y Y N N N N N N N N Y N N Y Y 6 14 0 Trending up.  This has not tested well on Inflow's eCommerce Testbed. 

Coming Soon Feature/Pre Sale Notify users that new products are coming in. N N N N N N N N N N N N N N N N N N N N 0 20 0

Of all these sites in the Best in Class list, only 1 does this any longer.  
The reason is simple; If they can't get it now, then knowing about it will 
send them off other places.  There are exceptions to this if your brand 
and products are unique and sought after (i.e. Apple).

Customer Support

Customer Support Chat Offers chat that speaks directly to customer support N Y Y N Y N N Y Y Y N Y Y Y Y N Y Y N Y 13 7 0

Trending up. The more questions customers may have about your 
product, or delivery of products, the more you need chat.  Many sites 
on this list do without it because the user experience is so honed in, 
and the teams are so in touch with customers that they don't see a 
benefit in its cost.  If you site is not totally "dialed in" and your brand is 
not well established, and you don't have stores in most major markets, 
chat is highly recommended.

2 Clicks or Less to Contact
The site allows users to reach the contact page within 
two clicks or less. Y Y Y Y Y Y N Y Y Y Y Y Y N Y N Y Y N Y 16 4 0 This is a best practice, as per the number of sites that do this.

Expert Customer Service 
Representatives

Does the site offer customer service representatives 
who are experts with the products? Y Y Y Y Y N N Y Y Y Y Y Y N Y N Y Y Y Y 16 4 0

If your product line involves any level of experience-benefit, then your 
customer service people should be experts.  Hack: Go now, download 
your chat logs and search them for either your CSR or your customers 
saying "not an expert".  If you see it, then you need an expert on chat.

Proactive Chat Does the user receive a prompt to engage in chat? NA Y Y (?) NA NA NA NA N N N NA N N NA N NA N Y NA Y 3 7 9
Trending down in our update. This is worth testing based on the 
dozens of tests we have conducted.

Shipping /Returns

Free Shipping, No Minimum Offered On all products and orders. Y N Y Y Y N Y N Y N Y N N N N N N NA N Y 8 11 1 Has grown a lot in the best in class list.  If you can do it, do it.

Minimum Order Size Free Shipping
Free shipping over a certain dollar threshold (i.e. 
over $75). N Y N N NA Y N Y N Y N Y Y N Y N Y NA N N 8 10 2

We recommend testing if at all possible.  The key is to find the sweet 
spot in a shipping threshold that is not so high that it turns users off 
when they see it, and one that is not so low that you lose money 
looking at LTV.

Free Returns (Return Shipping Paid)
Return shipping is paid by the website - users are not 
charged a return fee. Y N N N Y N N Y Y Y Y Y N N Y N Y NA N Y 10 9 1

In our update this is now more common and has 50% share. Testing 
wise, this is the 2nd most valuable value proposition because it handles 
the 2nd most common objection to eCommerce (what happens if I don't 
like it).  It makes sense when there is already some level of Free 
Shipping, but can move the needle even if there are shipping charges.

Social Media

Social Promotion Call out to  "Follow Us", etc. N Y N Y Y N Y Y N Y N N N Y N Y N N Y Y 10 10 0

In our update this has grown to 50% share from 0%.  It has become 
much easier to run social promotions and contests which might be 
contributing to this growth.

Social Proof i.e. 457 people like this page. N N N N N N N N N N N N N N N N N N N N 0 20 0
Not recommended for established brands. For lesser known brands, 
this tests well.

Social Sharing Allow people to Share the products of the site. Y Y Y Y Y Y Y Y N N N N N Y Y Y N N Y Y 13 7 0
This is a best practice, especially for sites selling products their "tribes" 
might be interested in.

Social Sign In
Allow users to use social media logins to log into their 
accounts. Y N N Y Y N Y [3] Y N Y Y Y N N Y N N N N N 9 11 0

A convention has now been established for sites that have registration,  
as seen on ModCloth.  

Email Marketing

Newsletter Universal Element
Email capture mechanism, or link to email capture page 
in header/footer Y Y Y Y Y Y Y [4] Y Y Y Y Y Y Y Y Y Y N Y Y 19 1 0 Best Practice for retention strategies.

Pop-up on site entry Is there an offer to capture email on entry? N N N N N Y N N N N N N N N N N N N N N 1 19 0

Now is almost non-existent on this list.  In testing we see this hurts 
conversion rates (which is hard to discern with regular testing since 
many people will leave the site before tracking code is executed on the 
page.)  It is a "pipeline" killer and sites using it should consider 
converting over to Pushdowns or other styles.  

Configurators Has Configurator/s
Does the site offer a more-than-basic way to configure 
products (other than selecting color, quantity etc.) Y N Y Y Y Y Y Y Y Y Y N Y Y [5] Y Y Y N Y Y 17 3 0 If products are configurable, a configurator is a must.

Q & A Q & A on Product Pages Can users ask previous customers about the product? N N N N N N Y N N N N N Y
Kinda (revisit) 

[6] Y Y Y N N Y 6 13 0

Still a growing trend.  If reviews are valuable to your site users, 
chances are Q&A will be valued as well, especially if you sell goods 
people are passionate about or using in a hobby or sport.

PDP Add to Cart

Bag or Pop-in
Does the site keep the user on the page and notify the 
user with either a pop-in box or drop-down "bag" Y Y Y Y N Y Y Y Y Y Y Y Y Y Y Y Y N Y N 17 3 0

In our update this is now dominant. Our rule of thumb is for sites that 
sell, on average, more than 1.6 products per order should not send 
users to the cart each time they add to cart.

Uses Bag Drop down bag style cart info layer. N Y Y Y N Y Y Y Y N Y Y Y Y Y N N N Y N 13 7 0 In our update this is mixed.  
Uses Pop-in Light-box takes over page as layer. Y N N N N Y Y N N Y N N Y N Y Y Y N Y N 9 11 0 Trending up.  Allows for more salient cross-selling.

Bag or Pop-In Persists
If site does have bag or pop-in, the bag/pop-in stays 
open (includes Slide-Ins) Y N Y Y NA Y Y N N Y NA N Y N Y Y Y NA Y NA 11 5 4 Considered a best practice.

Focus to Cart, not Checkout
Lead users to Cart, even if they say they are going to 
Checkout Y Y Y Y NA N N Y Y N Y N Y Y Y Y Y NA Y Y 14 4 2

If you ever offer a button that says "Checkout" (other than in the Cart), 
know that people are expecting to go to the cart.   That is the 
convention and only 3 of the sites on the list deviate from that, which is 
right for them, not necessarily for you.

Provides sub total
The Bag or pop-up offers a subtotal of all the products 
in the cart Y N Y Y NA Y N NA N NA Y Y Y Y Y N NA NA Y NA 10 4 6 This is now a convention and best practice.  

Provides Product Attributes Like Fabric, Finish etc. (Excludes Slide-Ins) Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N Y NA 18 1 1

Dramatic growth in our update.  When you have similar products that 
may differ by one product attribute, you need to show the product 
attributes with the product name and picture to assure users that the 
right item is in their cart.

Provides Image (Excludes Slide-Ins) Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y Y N Y NA 18 1 1 This is a must.

Contains Promotions or Value 
Proposition

Provides add-ons such as  "You may also like…" or 
"Your order is Eligible for Free Shipping". Y N Y Y Y Y Y Y Y Y N N Y Y Y Y Y Y Y Y 17 3 0

Huge increase here and now dominant.  With the increased use of pop-
in cart models, the use of cross selling in them has increased.  This is, 
for many sites, is very relevant since it is the perfect time to bring 
accessories and other products to their attention.

Cart

Final Pricing Available
The user is able to obtain the final cost in the cart or at 
least an estimate. Y Y Y Y Y Y N Y Y NA Y N Y Y Y Y Y Y Y Y 17 2 1

Dramatic increase in this must have feature.  Previously, most sites still 
didn't allow the user to see final pricing in the cart despite users 
wanting it.

Shipping and Handling listed The shipping charges are shown in the cart page. Y N Y Y Y Y Y Y Y NA Y Y Y Y N Y Y NA N Y 15 3 2
Has increased in our update.  Easy to do when you offer free shipping.  
If not, you need to test offering a shipping calculator.

Image and full attributes provided.
Cart page provides information such as product image, 
and attributes like color, size, material, etc. Y Y Y Y Y Y Y Y Y NA Y Y Y Y Y Y Y NA Y Y 18 0 2 A must.

Returns Information
Is the return policy clear or available for the user to 
view in the cart? Y N Y N Y N N Y Y NA Y Y Y Y Y N N N N Y 11 8 1 If you have a good returns policy, here is where it pays off.

Customer Service Prominent
Does the cart show customer service information for 
users who may want to contact before purchasing? Y N Y N Y Y Y N Y NA Y Y Y Y Y N Y Y Y Y 15 4 1

This is when an offer of help is most appreciated, even by some who 
won't reach out.  See how it's done by those on the list.

Badge Assurances
Cart page provides badges regarding Security, 
Customer Service Rating, Identity Theft, etc. N Y N N N Y N N N NA N Y Y N N N N Y N Y 6 13 1

When you have a good brand, you don't need security assurances as 
much, but customer service and delivery assurances go a long way.

Estimated Arrival or Ship Date The estimated shipping time is listed in the cart N N N Y N N N N N NA N Y N N N N Y NA N N 3 15 2
This has decreased considerably, which we believe is a bad thing.  
This is a good practice for any product that is not a basic widget.

Repeat Main Value Proposition i.e. Free Shipping, Free Returns, Next day delivery. Y N N N Y Y N Y N NA N Y Y Y Y Y Y y Y Y 13 6 1 Based on our testing, every site should at least try this.
Mention Credit Card or Rewards 
Program Includes Financing N N Y N N N N N N NA N N N N N Y N N Y Y 4 15 1

Not fit for every site, but if your site has a high potential of re-orders, it 
might be for you.

Accepts PayPal User can check out using PayPal in the cart. N N Y Y Y Y N N N NA Y Y N Y Y N Y Y N N 10 9 1

Some decrease in share here, but still recommended based on our 
testing. Be sure to offer this as a way forward from the cart, not just as 
a payment method. The biggest gains from PayPal come when users 
avoid entering all their information. 
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Desktop Conversion Optimization Features
Used by Best-In-Class Retailers

Mr-Porter

Category Feature or Consideration Details Barneys Bras N Things Crate & Barrel Dolls Kill Glasses USA Hayneedle Houzz Modcloth Net-A-Porter New Balance Nixon Patagonia REI Sorel Under Armour Walmart (CA) Wayfair Webroot 
Consumer

Williams-
Sonoma Zappos Total Y Total N Total NA Inflow Conversion Insights

Cart

Save for later Offer to save the product in a wishlist for later N N N N N N N N N NA N Y Y Y Y Y Y N Y Y 8 11 1

This has decreased in share in our update.  This is a feature users 
respond to really well but has not yet taken hold in the industry. We 
believe that Best in Class sites haven't figured out how to do this well 
yet, but that once they do it will become dominant. 

"Candy Rack' Available
Cart shows additional items that pose as a "candy rack" 
or upsell area to get more items added to the cart. N N Y N Y N N N Y NA N Y Y Y Y Y N N Y Y 10 9 1

In our update this has gained share and is now tied with those that 
don't. Most of the sites that aren't doing this don't have a good way of 
populating a "candy rack" - Webroot is not going to sell you more AV, 
REI/Walmart need a higher level of intelligence to get the right product 
in front of you due to the breadth of their offerings, Nixon/GlassesUSA 
unlikely to sell you another watch/frame. Whenever you can get 
relevant products in front of users, however, this has a high likelihood 
of increasing AOV. 

Promotional Code Redemption Field
If promotional codes are offered, is the field to enter 
them in the cart page? N N Y Y Y Y N Y N NA Y Y N Y N N N N N N 8 11 1

Ideally this field is behind a click to avoid distracting users who aren't 
looking for the field. Once you send a user out to find a code you have 
significantly increased the likelihood they abandon their cart. 

Deprecate Nav in Cart
Navigation in cart is simplified or removed completely in 
the cart. N N Y Y N N N N N NA N N N N N N N Y N Y 4 15 1

Whether you should do this or not depends on what action is taken 
when items are added to cart. If you take users straight into cart, you 
need to leave them a way to get back to shopping. If users have to 
actively choose to enter their cart/checkout then it's much more 
acceptable to remove navigation. 

Checkout

Bypasses Account/Guest Checkout 
User goes directly from Cart to Checkout with or 
without having to click through Guest Checkout. N Y N N N Y Y N N Y Y Y N N N N N Y N N 7 13 0

No change here, though we believe this will become dominant. Guest 
checkout consistently improves conversion rates, and even more so 
when the process is seamless. Defaulting to Guest Checkout then 
asking for account login info as part of the checkout process removes a 
step and makes things cleaner for new customers. 

Badge Assurances Security, Customer Service Rating, Identity Theft etc. N Y Y N Y Y N N N Y N Y N N N Y N Y Y Y 10 10 0

We've consistently seen these perform well. Trustworthy sites can get 
away without these items, but even so it's best to show something 
during checkout to highlight security or customer service. A surprising 
number of sites on this list still don't have these elements. 

One Page Checkout
The checkout is all on one page (all fields are open to 
view) N N N N N N N N N Y Y Y Y N Y N N Y N N 6 14 0

A pretty dramatic decrease in the share of 1 page checkouts in our 
update, and they are now the minority. Previously this share of these 
were split.  Our advice is to be very clear on how many steps there are 
and how far along the user is in the process. If you're going single 
page, consider the accordion style checkout which does this very 
cleanly. 

Multi-Step Checkout The checkout is on multiple pages Y Y Y N N Y Y Y Y N N N N N N N Y N N N 8 12 0 No change in share of multistep checkouts

Accordion Style Checkout
The checkout is all on one page and opens into each 
different section. N N N Y Y N N N N Y Y N Y Y N Y N N Y Y 9 11 0

Accordion has gained some share overstepped checkouts.  Our 
experience is that stepped checkouts can be better for complicated 
checkouts, but in most cases they are equal to accordion checkouts

Dynamic Field Validation
Form fields such as address are validated as the user 
completes them. Y N Y Y N N N N N Y Y Y N N N Y N N N N 7 13 0

This is less common in our update, probably due to the difficulty in 
ensuring a good user experience for auto validation across devices.  
This only really applies to fields that require a specific format, such as 
email address, or having the right number of digits in a phone number 
or ZIP code. Ideally this would be done in real time as errors are more 
likely to derail your users. Just be sure not to block other fields or 
prevent users from filling in other fields with your messaging. 
Hayneedle is doing this very well. 

Auto-Suggest for Address

When user starts typing in address, are they served 
with various options for address so they don't have to 
fill out completely? Y N N Y N Y Y Y Y Y N Y N N N Y N N N N 9 11 0

This is not standard yet, but has become more standard as predicted. 
You can even get this for free now via the Google Maps API (pay to 
remove Google branding). This also cuts down on invalid shipping 
address issues. 

Reason Provided for Information 
Request

Does the checkout page provide information as to why 
they need certain information such as a phone 
number? Y N N N N Y N Y N N N N N Y N N N N N N 4 16 0

This is really only important if you're asking for something users don't 
want to provide, such as phone number or personal (non-shipping 
related) information. In most cases you would benefit from not asking 
for this information unless absolutely necessary in order to complete 
the transaction. 

Order Summary Persists
Order summary continues to be shown throughout the 
checkout process Y Y N Y N Y N Y N Y Y Y Y Y Y Y Y Y Y Y 16 4 0

This is becoming standard with good reason and the trend continues in 
our update. Users want to be sure they are buying the right items, and 
may want to check at a number of different points in the process. By 
having this persist throughout you prevent users from getting 
sidetracked. Additionally, doing this allows you to bypass a review page 
as users have the ability to review at any time during checkout. 
Removing that step has a large impact on conversion rate through the 
checkout flow. 

Shipping & Billing Address
Are the shipping or billing address auto-selected to be 
the same as each other? N Y Y Y Y Y Y N Y Y N Y N N Y Y Y NA N Y 13 6 1

In our update, some sites have stopped defaulting to same 
shipping/billing address.  We believe doing this is a best practice and 
makes things easier for users. 

deprecate Navigation in Checkout
Is the navigation hidden in throughout the checkout 
process? Y Y Y Y Y Y Y Y Y N Y Y N Y Y Y Y Y Y N 17 3 0

Most sites deprecate the navigation to remove distractions. We've seen 
this have a positive impact in every test we've run on this feature, and 
expect most sites to move this direction. As far as we can tell there is 
not a good reason why the 3 sites here have not made this switch yet. 

Review Page Do they have a review page in the checkout process? Y N Y N Y Y Y N N N Y N Y Y N N Y N Y Y 11 9 0

The review page is still dominant.  A couple years ago the majority of 
the list would likely have used one. In general, unless there are 
important details to confirm (such as prescription as with GlassesUSA) 
you can skip the review page so long as you have the details of the 
order on the previous screen. 

Store Locator

Individual Store Location Page
If the site has stores, does each store have its own 
page? Y N Y Y N N N Y N Y Y Y Y N Y Y NA NA Y NA 11 6 3

In our update more stores are doing this and it has become dominant. 
This is not imperative. You'll notice 2 of the 4 that do have events which 
makes it important for each location to have its own page. Otherwise so 
long as you have all locations listed you should be fine. 

Take Online Order In-store for 
Completion

If the site has stores, can it take orders through the 
online process and ship or pickup in store? N N N N NA NA NA Y NA Y N N Y N Y Y NA NA N NA 5 8 7

Dramatic growth for in store pickup.  Previously, only Walmart and REI, 
the 2 biggest retailers on the list, had this option. For companies with a 
broad brick and mortar presence this is going to become imperative 
over the next few years. 

Do They Have Local Inventory?
If the site has stores, do they show local inventory on 
the product pages? N N Y N NA NA NA Y NA Y Y Y Y N N Y NA NA N NA 7 6 7

We see that showing local inventory is up 100% since our last update. 
This is another imperative item for merchants with brick and mortar 
presence. Making it as easy as possible for users to find what they're 
looking for in a physical store helps encourage the purchase. Some 
stores will even tell you in which aisle to look for your item!

Wishlist

On Gallery Pages Is it present on the gallery pages? N Y Y Y Y Y Y Y N N N N N N N Y Y N Y N 10 10 0

Sites are split on whether you give the option to favorite items on 
gallery pages. It seems to come down to how important details are vs. 
aesthetics. For sites where a product image is what inspires people, 
you should try to include this if you can do it cleanly. 

On Product Pages Is it present on product pages? Y Y Y Y Y Y Y Y Y N Y Y Y Y N Y Y N Y Y 17 3 0
The few sites that don't have this on PDPs don't have it at all. Only 1 is 
traditional e-commerce, the other is a security site. 

Gated Wishlist
Does the user have to register as the 1st action after 
wish-listing a product? Y N N Y N Y N N Y NA Y Y Y N NA Y N N N Y 9 9 2

As expected, gated wish lists are decreasing and open ones have 
become dominant.  Previously, most sites required a login to use 
favorites/wishlist. Ungating favorites or wishlist will increase usage, 
sales AND registration (based on our testbed).

Apps

Do they have an app? Y N Y N N Y Y Y Y Y N N Y N Y Y Y Y Y Y 14 6 0

Apps have become a bigger deal for sites than previous years. 14 of 
the 20 sites have an app but only 6 of those actually promote it on their 
site. 

  If yes, is it presented on the site? Y NA Y NA NA N Y Y N N NA NA Y NA N Y N N N N 6 8 6
No surprise here, if your site has an app, you're going to want to 
promote it through your site.

Total Y 55 59 64 60 62 69 58 62 51 58 58 70 63 66 68 60 36 64 60 1210/1143
Total N 52 51 48 50 42 41 51 49 59 39 52 44 48 43 44 48 48 48 45 946/902

Total NA 6 4 1 4 10 4 5 3 4 17 3 0 2 4 2 6 25 2 9 118/111
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Site Featured In
gopro.com Mobile
m.jcpenney.com Mobile
m.johnlewis.com Mobile
m.nike.com Mobile
m.sephora.com Mobile
m.shop.nordstrom.com Mobile
m.zappos.com Desktop & Mobile
www.adidas.com Mobile
www.barneys.com Desktop & Mobile
www.brasnthings.com Mobile
www.crateandbarrel.com Desktop & Mobile
www.dollskill.com Desktop 
www.express.com Mobile
www.glassesusa.com Desktop & Mobile
www.hayneedle.com Desktop & Mobile
www.houzz.com Desktop 
www.marshallheadphones.com Mobile
www.modcloth.com Desktop
www.net-a-porter.com Desktop
www.newbalance.com Desktop
www.nixon.com Desktop
www.rei.com Desktop
www.shutterfly.com Mobile
www.sony.com Desktop & Mobile
www.sorel.com Desktop & Mobile
www.sperry.com Mobile
www.underarmour.com Desktop
www.urbanoutfitters.com Mobile
www.walmart.ca Desktop
www.wayfair.com Desktop & Mobile
www.webroot.com Desktop
www.williams-sonoma.com Desktop
www.zanui.com.au Mobile
www.zappos.com Desktop & Mobile
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[1] Most main categories available in lower page carousel.

[2] On at least one variation being tested.

[3] Signup with Email

[4] Signup with Email

[5] User can post a comment

[6] User can post a comment


