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Specialized eTailler Boosts Conversion
Rates to Outpace Industry Average

CableOrganizer.com’s evaluation team independently validates
results using a third-party tool to confirm tremendous ROI

from Sitebrand

CableOrganizer.com

=> One-stop-shop for cable and wire
management products

-> Listed on the Internet Retailer Top 500
Retail Web Sites

Location
Headquartered in Fort Lauderdale, FL, USA

,42 CableOrganizer.com®

www.CableOrganizer.com

Key challenges:

-> Static web site that was being eclipsed
by competitors using eCommerce
2.0 practices

=> Interpretation of analytics to determine
where visitors leave the site, why, and what
to do to quickly prevent it from happening.

Solution:

-» Using Sitebrand to instantly serve relevant,
persuasive content to each visitor based on
visitor attributes

Results:

-> Increased conversion rates by almost 10%

= Consistent 900% to 1,000% week-to-week
return on the Sitebrand investment

-> 85% to 90% accuracy delivering relevant,
persuasive content to visitors

Founded in 2002, CableOrganizer.com is one of the world’s leading suppliers of cable and
wire management-related products for use by individuals, hospitals, government offices and
companies of all sizes. The company'’s client list reads like a “who’s who” in every major
industry category and includes NASA, Boeing, Hewlett Packard, Microsoft, Pfizer, Walmart,

Kodak, Lockheed Martin, Wells Fargo, and Alcatel-Lucent to name a few.

Keys to success

CableOrganizer.com’s strategy for success is a simple one. Start with an extraordinarily
diversified product line that meets the needs of individual home owners and huge
corporations alike. Make purchasing a breeze through a user-centric website that enables
customers to purchase with point and click ease. Include value-added, in-depth online
content that is readable, searchable, and relevant to a customer’s needs. Back-up the entire
experience with knowledgeable customer service representatives who are available 24/7 to
assist any customer and you get a recipe for the meteoric growth that CableOrganizer.com

has enjoyed.

“Anytime a marketer can
invest $1 and get $10 back is
outstanding. It is great for the
company. It is great for me as

a marketing manager. And it
is great for the customer.”

Web 2.0 changes the playing field
Despite its blistering online success,
CableOrganizer.com saw warning signs and
recognized room for improvement. “Our

competitors were taking advantage of Web 2.0

Daniel Shields,Senior Marketing Analyst,

initiatives to create dynamic areas of their sites,”
CableOrganizer.com

says Daniel Shields, a senior Marketing Analyst for
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kk Sitebrand worked through the
process to the extent that we are
now getting 85% to 90% accuracy
on presenting appropriate creative at
the right time based on targeting
rules that we've set up.??

Daniel Shields, Senior Marketing Analyst,
CableOrganizer.com

www.Sitebrand.com

CableOrganizer.com. In contrast, the CableOrganizer.com site featured completely static
content. “70% of our customers are using one of the three big search engines,” clarifies
Shields. “We wanted a solution that would enable us to deliver targeted, persuasive content
that was relevant to what a visitor was searching for the moment one landed on our site,”

he says summing up the core requirement.

Targeted content

CableOrganizer.com’s search for a cost effective solution led to an assessment of several
options including Sitebrand, Kefta (acquired by Acxiom), Touch Clarity (acquired by Omniture),
Offermatica, and a few other high profile solutions. One of the top requirements was the
ability to instantly serve relevant content based on referring domains. The idea here is to
present web creative in the form of special offers with calls to action that closely match a
visitor’'s search criteria. After a rigorous assessment, CableOrganizer.com selected Sitebrand,
in part because of cost and Sitebrand's unwavering ability to deliver all the needed functionality.
“They were the ones that said: ‘yes we can do this and we are sure we can do it at this price.’
This is a really user friendly system that enables very complex manipulation of the creative

to provide customers with an experience they immediately find useful,” says Shields.

Third party tool validates ROI

The CableOrganizer.com evaluation team included three hardnosed analytics professionals
who pushed the Sitebrand solution to the limit before acknowledging that it “delivered what it
promised.” To confirm the ROI, the evaluation team set up tracking codes that would follow
a visitor's path through the site from the moment they clicked on creative content served by
Sitebrand. To bring complete objectivity and rigor to the assessment, the CableOrganizer
team used Omniture’s SiteCatayst™, a third party tool that provides organizations with
actionable, real-time intelligence on their online strategies. “We were able to take the data
from Omniture and compare what we were getting out of Sitebrand,” says Shields. “The
Omniture tool confirmed with certainty that any areas of the site that used Sitebrand saw

an immediate, measurable, and sustained lift.”

Comprehensive implementation process

Sitebrand'’s Blueprint for Success services guided the entire implementation. This is a
comprehensive, 90-day program that includes an initial assessment to determine areas of
the site where visitors are abandoning their search, recommendations on how to introduce
Sitebrand, immediate best campaign practices to run for quick time to ROI, and ongoing
training from analytics savvy customer services representatives. The initial implementation
resulted in three areas on the home page being allocated to Sitebrand driven campaigns
and two areas on lower level pages. However, the initial results were so impressive that
Shields admits its eCommerce team has plans to systematically ‘blow Sitebrand into

other areas of the site like insulation.’






