




















Conclusion

The conversion gap is real, expensive and largely fixable.

UK ecommerce sites lose the vast majority of their visitors before a transaction
takes place. The reasons are consistent, well-understood and solvable: slow
pages, mobile friction, weak product information, complicated checkouts and
missing trust signals.

Fixing these problems does not require a complete rebuild. It requires
measurement, prioritisation and a commitment to continuous improvement. The
retailers gaining ground in 2026 are those treating conversion optimisation as an
ongoing discipline rather than an annual project.

The commercial case is compelling. In a market where customer acquisition
costs continue to rise, improving the return on your existing traffic is the most
efficient growth path. Every percentage point of conversion improvement drops
straight to revenue, with no additional media spend.

Start with the quick wins. Measure your funnel. Fix your checkout. Speed up your
mobile experience. Then build a testing programme that delivers compounding
gains month after month.

The gap between where you are and where you could be is your opportunity.
Close it systematically, and the results will follow.

Ready to close the
conversion gap?

If you want to turn your ecommerce traffic into more
revenue, Ascensor can help. We work with retailers
across the UK to audit, improve and optimise
conversion performance across websites,
checkouts, analytics and CRO programmes.

To discuss how we can support your strategy,
contact us at:

0113 831 4400
hello@ascensor.com
WWW.ascensor.com



