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Executive Summary

The UK electrical retail market is worth £23.4 billion and
growing in complexity, with 70% of online orders now placed
on mobile devices. Consumers rely on reviews (90% say they
read them before buying) and expect marketplace-level
speed, stock transparency and support.

Success depends on remaining
visible, relevant and trusted while
delivering a friction-free purchase

journey.
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Industry landscape
and the need for
digital agility

Why the market is shifting

Digital commerce already drives more than half of all
UK electrical retail revenue, and mobile now accounts
for most of those orders. Buyers flick between
Google, TikTok and Amazon in seconds, reward
brands that load fast and abandon those that do not.
To stay seen and chosen, retailers must combine
marketplace-level convenience with authentic trust
signals and razor-sharp pricing visibility.

Key currents

Mobile-first browsing
/0% of UK online orders were placed
on a phonein 2023.

Trust through reviews and UGC

90% of shoppers rely on online
reviews, and 79% of Gen Z rank them
above every other signal.

Marketplace pressure

Amazon alone attracts 400 million UK
visits a month, setting the benchmark
for price and delivery:.

What it means for you:

Optimise for mobile-first speed, surface authentic reviews on every SKU and match
marketplace convenience with accurate stock, rapid fulfilment and transparent pricing to
stay in the consideration set.



Digital marketing
channels - driving
sales growth

Channels that win clicks and revenue

From feed-driven Shopping ads to creator-led Reels,
the channel mix that reaches today’s shopper is
broader, and noisier than ever. Success hinges on
orchestrating PPC, SEO, email, affiliates and social so
each touchpoint reinforces price, stock and value,
turning browsers into buyers at the lowest possible
acquisition cost.

1. Paid Search (PPC)

o Feed-driven Performance Max and Shopping ads let you promote live price drops
within minutes.

o SKAG-level structures maintain relevance and push CTRs above sector averages.

« Audience layering re-engages warranty-cycle customers at 18 or 24 months.

2.SEO

« Structured data for voltage, capacity and BS numbers wins rich snippets that lift
organic CTR by up to 30%.

o Editorial hubs such as “Installation Guides” capture early-stage queries and support
E-E-A-T.

3. Email Marketing & CRM
Email still delivers the highest ROl in retail — £42 for every £1 invested.

« Behavioural triggers: back-in-stock, basket-abandon, price-drop.
« Lifecycle flows: welcome, post-purchase care tips, warranty-expiry reminders.
e Granular segmentation by AOV, category affinity and region.

4. Affiliate Marketing
Global affiliate spend will top £12.3 billion this year, with 80% of advertisers already running a
programme.

« Partner with comparison engines and specialist review sites.
e Introduce premium CPA tiers for high-margin lines and control feed hygiene to protect
RRP.

5. Social & Creator Marketing
Almost 39% of UK digital buyers now check out directly on social platforms, and 56% of
users have purchased products promoted by influencers.

e Short-form video demos on TikTok and Reels showcase product benefits in under 30
seconds.
o UGC ads featuring real installations outperform studio shots on ROAS by up to 28%.

What it means for you:

Run PPC, SEO, email, affiliate and social ads from one data pool so every touchpoint
reinforces the same price, stock and value story — lowering acquisition costs and
compounding traffic quarter after quarter.



Shoppers judge an electrical retailer within two seconds, the time it takes a slow page to load
and lose the sale. Google data shows the probability of a bounce jumps 32% when load time
slips from one to three seconds, and conversions can fall by up to 20% for every extra
second on mobile.

Speed & Core Web Vitals

Aim for Largest Contentful Paint under 2.5s, First Input Delay below 100ms and Cumulative
Layout Shift under 0.1. A 0.1-second improvement in mobile load time can lift retail conversion
rates by 8.4%. Achieve this with critical-CSS extraction, next-gen image formats and
edge-delivered headless storefronts.

Mobile-First UX

63% of visits to UK electrical sites now originate on phones outside branch hours.
Thumb-zone navigation, bottom-positioned CTAs and Apple/Google Pay mean baskets can
be checked out while the customer is still on site.

Optimised Search
Site search often converts at 2-3 times the rate of browsing traffic. Auto-suggest, synonym
recognition (“hood = extractor”) and NLP-driven results reduce zero-result queries and keep

trade buyers in flow. Feed search queries into merchandising so best-selling SKUs surface
first.

Minimal Click Path

One-click add-to-basket from category tiles, dynamic breadcrumbs and a slide-out mini-cart
cut the path to payment to three taps. Slow, multi-step check-outs are why 30% of buyers
abandon their carts and purchase elsewhere.

Product Pages That Convert

360-degree imagery, zoom, downloadable spec sheets and live delivery ETAs answer every
pre-purchase question. Ratings, Q&A and installer photos add social proof, while sticky “Add
to basket” or “Reserve and collect” buttons remove final hesitation.

What it means for you:

Treat your site like a digital showroom: sub-two-second loads, mobile-native layouts,
Al-powered search and persuasive product pages will turn casual browsers into confident
buyers, protect organic rankings and raise every paid media penny’s return.




Conversion rate
optimisation &
personalisation

Small tweaks, big revenue

Heatmaps, funnel reports and real-time
recommendation engines reveal the hidden
friction that costs electrical retailers thousands
in lost sales every month. Google Analytics and
Hotjar together show where shoppers drop out,
while disciplined A/B and multivariate testing
turns those insights into uplift. Personalised
merchandising and ethical urgency amplify
every win, stacking marginal gains that roll into
double-digit revenue growth over the year.

Heatmaps and funnel analysis

Tools such as GA4 and Hotjar visualise scroll depth and click density, letting teams spot
bottlenecks around shipping costs and finance calculators. Brands that act on heatmap
insights report conversion improvements of up to 4 pecentage points after simplifying key
forms.

A/B testing and experimentation

Running at least two variants of a landing page can raise conversions by as much as 30%,
and experiments that reach statistical significance deliver an average uplift of 61%.
High-velocity testing schedules (one test per fortnight) compound these wins.

Personalised recommendations

Engines such as Nosto or Dynamic Yield analyse browsing and purchase data, then surface
“Customers also bought” blocks that lift average order value by 5-15%. Industry research
shows effective personalisation can grow overall revenue by 10% or more, and the global
personalisation-software market is forecast to expand at 24.8% CAGR to 2033.

Urgency and social proof cues

Low stock banners, countdown timers and recent purchase pop-ups provide
decision-making prompts. When implemented transparently, authentic urgency tactics have
boosted conversions by up to 332% for ecommerce brands, while social proof widgets turn
hesitant visitors into confident buyers.

What it means for you:

Adopt a test-and-learn culture. Combine heat map diagnostics, rapid A/B testing,
personalised product blocks and ethical urgency signals. Small, data-backed tweaks to
forms, CTAs and merchandising will multiply together, delivering sizeable revenue lifts within
a single quarter and keeping your store ahead of ever-rising shopper expectations.
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Technical
optimisation:
foundations for
scale

Infrastructure that fuels growth

Clean product feeds, flat site architecture and rich
schema keep items visible in both ads and organic
search, while a secure, headless stack soaks up
promotional traffic spikes without breaking a sweat.
The outcome is lower media spend, faster
merchandising and the confidence to launch new
ranges in hours rather than weeks.

Flat site architecture
Keeping every SKU within three clicks of the homepage shortens crawl depth and speeds up
indexation. CXL recorded a 23% lift in organic traffic after flattening their blog hierarchy.

Feed health

Correct GTINs, brand fields and attribute richness help Google match your SKUs to
high-intent queries. One retailer saw a 95.7% jump in Shopping conversions after a feed
clean-up focused on GTIN accuracy.

Rich schema

Adding Product, Review, FAQ and Breadcrumb markup earns rich-result real estate. Google
cites Rotten Tomatoes achieving a 25% higher click-through rate on pages enhanced with
structured data.

Security & scalability

HTTPS, bot-mitigation layers and a headless CMS with edge delivery keep pages fast and
safe during peak loads. Headless storefronts can scale traffic independently of the back-end,
maintaining performance even on Black Friday.

What it means for you:

Invest in a robust, API-driven stack: clean feeds slash wasted ad spend, flat architecture
accelerates organic visibility, schema wins extra clicks and headless infrastructure prevents
downtime. Together, these foundations turn IT from a cost centre into a growth lever that
supports every marketing and merchandising ambition.



Integrating online
and offline retail

Blending bricks with clicks

More than half of UK shoppers
still value a physical pick-up
option, yet they expect the
online speed and transparency

they enjoy on marketplace apps.




Five lessons
retailers cannot
ighore

Key takeaways at a glance

Speed and searchability, channel orchestration, feed excellence,
trust at every step and data-led iteration separate today’s leaders
from tomorrow’s laggards.

Embed these five principles and every department pulls towards
the same goal: sustainable digital growth.

Speed and searchability win

Fast sites with powerful search
engines drive conversion.

Channel orchestration

Paid, organic, email and social must
reinforce each other.

Product-feed excellence

Clean, attribute-rich feeds power
Shopping ads and on-site filters.

Trust every step

Reviews, security badges and clear
delivery terms raise confidence.

Data-led iteration

Retailers who test and refine
outperform static competitors.

What it means for you:
Embed these five principles across teams and tech to turn visibility into sales and one-time
buyers into loyal advocates.
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Conclusion

Digital maturity in electrical retail means more than a slick
website or ad budget. It demands speed, unified data,
marketplace-level service and continuous optimisation.

Brands that integrate high-performance tech,
channel-agnostic marketing and user-centred design will
convert first-time browsers into habitual buyers and
future-proof revenue against marketplace dominance.

Seize the moment

Combine lightning-fast site performance, live branch
stock and personalised journeys to let customers
search, order and collect in a single, seamless flow.
Do it now and your brand will outpace marketplace
giants while turning every transaction into lasting
loyalty.

Ready to putthese /7~ \
insights into =
action?

Get in touch and we'll help you build, grow
and optimise a retail experience that wins
on every screen and in every aisle.

0113 8314400
andrew@ascensor.com
www.ascensor.com




