
On-Site Remarketing 
They came to your site for a reason.



Engaging. Not Interrupting.
On-Site Remarketing

On-Site Remarketing helps you identify the moment someone is lost or about to 
leave your site.

Engage them with the right message and you’ll get more sign-ups, improve 
customer service and increase conversions.

Remember. They came to your site for a reason.



When you feature the top brands, sleek designs and latest trends in fashion 
sunglasses, you need your messages to match. The best remarketing messages 
are ones that enhance rather than interrupt the user experience. Our team 
created a beautifully designed campaign following Sunglass Hut’s own style. 
This makes for a natural continuation of the customer journey in the style their 
customers are looking for. More than 5% of visitors who trigger the on-site 
remarketing message, go on to complete their purchase.

4% increase in online sales
The Sunglass Hut Story.



Oakley came to SaleCycle looking curb cart abandonment and increase 
the size of their database. As customer acquisition and retention is a vital part 
of their online strategy,  an on-site message is used to prompt visitors who are 
further into their buying journey for their email. Its success has also resulted in 
the ability to send more email remarketing messages.

“Here at Oakley, we partner with companies who are constantly 
innovating, pushing the envelope and obsessing over the details.  
That’s why we chose SaleCycle.”
Ryan Porte, Consumer Experience Analyst at Oakley

66% increase in customer acquisition
The Oakley Story.



Officeworks decided to test the creative of the on-site messaging, to ensure their 
visitors remained engaged and went on to complete their purchases. Colour 
themes were tested to see which captured the users attention the most, as well 
as testing providing visitors with multiple ways of progressing. Turns out, their 
customers liked the choice, and along with a high-contrast colour theme, they 
managed to increase conversions from the original creative by 2.32%. Now, 
more than 46% of the visitors who have triggered the on-site message go on to 
complete their purchase.

46% conversion from OSR trigger
The Officeworks Story.



Nautica partnered with SaleCycle to develop a multi-touch email and on-site 
remarketing campaign. Visitors are offered a handy email reminder , personalized 
with their full basket contents and shown dynamic product recommendations 
based on their browse history. This approach has resulted in average order 
values of recovered sales 10% higher than that of direct.

“The great thing about SaleCycle is not only the ability to customize 
every aspect of our remarketing emails, but their proactive approach to 
helping optimize our campaign and checkout process as a whole.”
Erin Healey, Senior Ecommerce Manager at Nautica

10% increase in average order value
The Nautica Story.
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