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Introduction
Consumers now expect personalised experiences, seamless 
journeys, and genuine value at every touchpoint.

But with so many moving parts and competing priorities, 
where should comparison sites focus their efforts?



In this guide, we'll discuss proven tactics for converting 
visitors into loyal customers and building long-term, 
profitable relationships.
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Overview of Challenges

for Comparison Sites
The comparison site industry has become increasingly competitive in recent years, with numerous players vying for the 
attention of cost-conscious consumers.

94% of online shoppers rely on product reviews and comparisons before 
purchasing, indicating the high demand for comparison platforms.

Another 70% prefer comparison sites that provide features like price tracking and alerts, adding pressure on these platforms to 
continually innovate and deliver added value.



This intense competition has made it more difficult to attract new customers and keep them returning for more. As a result, 
loyalty and retention have become key challenges for comparison sites looking to build long-term, profitable relationships 
with their users.



Some other key challenges, besides the competitive nature of the comparison space, include:

Challenge #1:


Maintaining ongoing engagement and trust



Many comparison sites offer little value beyond the initial comparison and referral process. Generic login portals 
don't encourage users to return or remain engaged over time. As a result, customers often abandon the 
comparison site once they've been passed along to a provider. 



This lack of engagement makes it difficult for comparison sites to build trust—another key challenge in today's 
market. 



With so many options available, users are increasingly sceptical of sites that don't offer a transparent, rewarding, 
and user-friendly experience. Comparison sites must therefore enhance their "customer ownership" by providing 
ongoing value wherever possible.
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The Comparison Site Playbook

Challenge #3:

Balancing user experience and monetisation



Comparison sites must also balance the need for a seamless user experience with the desire to monetise 
their platform effectively. Striking this balance can be tricky, as too many ads or sponsored listings can clutter 
the interface and turn users off, while too few can limit revenue potential.

What is the way out?

Challenge #2:

Low margins



Operating on low margins means comparison sites must look beyond their traditional revenue streams 
(commissions or referral fees from the providers they feature on their platform) to achieve profitability. They must 
find ways to drive high volumes of traffic and conversions while exploring new revenue streams.

To overcome these challenges, comparison sites must focus on creating a holistic strategy that prioritises user needs and 
business objectives. This means finding innovative ways to engage users throughout their journey, diversify revenue streams, 
and build trust through transparency and value-added services.

circle-right For instance, diversifying offerings to include premium services or subscription models can help mitigate the impact of 
low margins​.

circle-right Effective use of data analytics to understand user behaviour and preferences can help tailor monetisation strategies 
that do not compromise the user experience​.

circle-right Adopting strategies that provide continuous value, such as personalised recommendations, loyalty programmes, or 
user-generated content,​ can improve trust and engagement​.

In the next section, we’ll discuss these solutions in more detail, including how to use them to acquire, engage, and retain 
satisfied customers.



Acquiring and Converting 
New Customers
Acquiring new customers is a top priority for comparison sites - as with any other business. However, simply attracting 
visitors to your platform is only half the battle; you must convert them into active users and paying customers. 


Here are some strategies that provoke your target audience to take action.
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Leveraging strategic partnerships and affiliate programmes

Collaborating with complementary brands and services helps you tap into new audiences and expand your reach.


High-growth brands use marketing partnerships 

These partnerships can take many forms, such as exclusive deals and discounts for partner networks or even 
integrated product offerings. The main aim is to find partners that align with your brand values and target 
customer base.

three times more than low-growth brands.


Implementing targeted marketing campaigns

Analysing key metrics, such as user behaviour, can help you create highly personalised marketing messages that 
resonate with specific segments of your audience. 


This could include tailored email campaigns, social media ads, or even direct mail offerings. The more relevant 
and compelling the message, the higher the likelihood of attracting new customers to your platform.

Segmented email marketing campaigns can lead to a significant increase in revenue, with 
some  compared to non-segmented campaigns.studies showing up to a 760% rise

https://hingemarketing.com/library/article/2020-high-growth-study-executive-summary?_ga=GA1.2.1585783911.1685642763&intercom-id-my1xf1yr=4a1b2886-a53e-4ae2-af1d-a4a86369a797&intercom-device-id-my1xf1yr=e4e900f7-a707-4fc9-9d79-0aa47d330ccb&cb_user_id=null&cb_group_id=null&cb_anonymous_id=%25222315ac77-655d-42a2-bae6-a80e9f939b0f%2522&_gid=GA1.2.1770086229.1690379326&_gat_gtag_UA_175658503_1=1&_iub_cs-43941214=%257B%2522consent%2522%253Atrue%252C%2522timestamp%2522%253A%25222022-10-28T11%253A39%253A44.932Z%2522%252C%2522version%2522%253A%25221.42.4%2522%252C%2522id%2522%253A43941214%257D&intercom-session-my1xf1yr=#:~:text=High%20Growth%20Study%202020%3A%20Executive,midst%20of%20a%20digital%20transformation.
https://99firms.com/blog/email-marketing-statistics/#:~:text=of%204%2C200%25.%20(HubSpot)-,Segmented%20campaigns%20drive%20as%20much%20as%20a%20760%25%20increase%20in%20revenue.,-(Campaign%20Monitor)
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Optimising conversions
Once you get these new customers interested in what you’re selling, you can start converting them into active 
users. There are several ways to do this, including:

magnifying-glass �� Personalising the user experience and simplifying 
the comparison process

This means providing clear and transparent information about the products and services being compared, using 
intuitive navigation and search functionality, and minimising the number of steps required to make a decision.


Reducing friction and making the comparison process seamless increases the likelihood of conversions. 


According to Evergage, with 88% of marketers saw measurable improvements from personalisation, 63% 
seeing higher conversion rates.
 

pen-ruler �� Persuasive design techniques

Another tactic for boosting conversions is to use persuasive design techniques throughout your platform. This 
could include highlighting social proof (such as customer reviews or ratings), using scarcity tactics (like limited-
time offers), or creating a sense of urgency (through countdown timers or stock alerts). 


By tapping into basic psychological principles, you can nudge users towards taking action and converting into 
customers

chart-simple �� Data and analytics

Finally, don't underestimate the power of data and analytics when it comes to tailoring recommendations and 
offers. According to Salesforce,  will provide personal data in exchange for personalised offers 
or discounts.


Analysing this user data provides deep insights into what your customers are looking for and how they behave on 
your platform. This allows you to provide highly relevant product suggestions, targeted discounts, or even 
personalised bundles that meet their specific needs. 


The more value you can offer through customised recommendations, the higher your chances of converting new 
visitors into loyal customers.

57% of consumers

https://linchpinseo.com/accelerate-small-business-growth-with-ai-chatgpt/#:~:text=Personalization%20enhances%20the%20customer%20experience,an%20increase%20in%20conversion%20rates.
https://www.salesforce.com/solutions/industries/retail/resources/retail-personalization/#:~:text=The%20facts%20suggest%20otherwise%3B%2057%25%20of%20consumers%20say%20they%27re%20willing%20to%20share%20personal%20data%20in%20exchange%20for%20personalized%20offers%20or%20discounts%2C


star-half-stroke Encouraging user-generated content and reviews

Encouraging users to share their experiences and opinions about the products or services you compare creates a 
sense of community and social proof that helps guide other users' decisions.


One way to encourage user-generated content is by making it easy for customers to leave reviews or ratings after 
they've made a purchase or used a service through your site.


consult online reviews before choosing a business, and  and 

You could also incentivise users to share their experiences by offering rewards points, discounts, or other perks for 
writing detailed reviews or uploading photos and videos.

90% of consumers 84% place equal trust in reviews
personal recommendations.
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Customer Engagement Strategies
It’s no secret that engaging customers is essential for building long-term relationships and driving repeat business. 
This means going beyond your core offerings to provide extra value that demands the customer’s attention. 


Here are some ideas to keep your audience plugged in:
 

gem Providing valuable content

Share valuable content that help customers make informed decisions. This could include developing in-depth 
guides, articles, or videos related to the categories you compare, such as "How to Choose the Best Car Insurance 
Provider". 


Positioning yourself as a trusted source of information and expertise builds credibility with your audience and 
keeps them engaged with your brand.
 

arrow-pointer Leverage interactive tools

Provide interactive tools and calculators that help users understand their options and make better choices. For 
example, a mortgage comparison site could provide a home affordability calculator or a refinancing savings 
estimator. These resources add value for the user and encourage them to spend more time on your platform and 
recommend it to others.

https://www.forbes.com/sites/ryanerskine/2017/09/19/20-online-reputation-statistics-that-every-business-owner-needs-to-know/#:~:text=90%25%20of%20consumers%20read%20online%20reviews%20before%20visiting%20a%20business


gamepad Gamification and rewards programmes

Gamification and rewards programmes are another highly 
effective way to drive engagement and loyalty.


Studies show that gamification can

Introducing points, badges, or leaderboards to rank customers 
based on user activity (such as making comparisons or writing 
reviews) taps into people's natural desire for achievement and 
recognition. 


You could also offer exclusive rewards or perks for your most 
active users, such as access to premium content. Creating 
challenges or contests is another fun way to encourage 
participation while driving referrals through social sharing.

 increase customer 
engagement by 60%.
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desktop Adding value to your login portalt

All too often, customers have no compelling reason to log back into their accounts once they're done comparing 
prices. There are no new offers, rewards to check on, or reason for a return visit.


Over 40% of site visitors will return to a comparison site multiple times before making their final decision. Yet 
this engagement does not necessarily translate into loyalty if the user experience remains static after the initial 
visit​.


However, by integrating an engaging rewards platform within your login portal, you can incentivise users to keep 
coming back while collecting valuable data on their preferences and behaviour through their account activity.


Offering a central hub for the customer's interactions with your brand, along with exciting and relevant rewards for 
their loyalty, creates a powerful flywheel effect. 


Each interaction (login) reinforces the value of the relationship while providing you with rich data to personalise 
their experience even further.


Faster-growing companies derive from personalisation compared to slower-growing ones.


With the right mix of compelling incentives, social proof, and ease of use, your login portal can become a powerful 
driver of ongoing engagement rather than a dead-end in the user journey.

40% more revenue 

https://blog.gitnux.com/gamification-statistics/#:~:text=and%20inadequate%20implementation.-,Supplementary%20Statistics,increase%20in%20engagement%20from%20users.
https://blog.gitnux.com/gamification-statistics/#:~:text=and%20inadequate%20implementation.-,Supplementary%20Statistics,increase%20in%20engagement%20from%20users.
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/the-value-of-getting-personalization-right-or-wrong-is-multiplying#:~:text=Companies%20that%20grow%20faster%20drive%2040%20percent%20more%20of%20their%20revenue%20from%20personalization%20than%20their%20slower%2Dgrowing%20counterparts.
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Customer Retention Techniques
While acquiring new customers is crucial for growth, retaining existing ones is equally important for the long-term 
success of your comparison site. Here are some customer retention techniques to consider.

60% of customers say their long-term loyalty depends  
on good customer service experiences.

Going above and beyond to solve problems and ensure customer satisfaction turns potential pain points into opportunities for 
deepening trust and loyalty. Other key aspects of relationship-building include:

circle-right
Regularly seeking input through surveys, user testing, or simply encouraging open communication to identify areas for 
improvement while showing customers that their opinions matter.

circle-right
Personalised communication via tailored email campaigns that provide relevant content, offers, or updates based on 
the user's preferences and behaviour. Or using chatbots or live chat tools to provide instant, contextually relevant 
support as users navigate your site.

This starts with providing exceptional customer support and issue resolution – being responsive, empathetic, and 
proactive in addressing any concerns or questions that arise.

heart Building long-term relationships with customerst
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In a survey,  said rewards and discounts helped 
them choose Money Expert over other price comparison services.

89% of Money Expert Rewards members

Tiered programmes that provide increasingly valuable benefits based on the user's loyalty level can also effectively 
drive retention while incentivising higher-value behaviours. 


Partnering with other brands to provide unique rewards and experiences is another way to make your loyalty 
programme unique. For example, a travel comparison site could partner with airlines or hotel chains to offer 
exclusive perks like free upgrades or late checkouts.  


These types of experiential rewards not only add value for the customer but also help differentiate your brand in a 
crowded market.
 

As new products and services enter the market, be sure 
to add them to your site quickly – ideally based on signs 
of growing customer demand.  

will stay loyal to brands that 
understand their needs.


At the same time, regularly assess and enhance your 
existing comparison features based on user feedback 
and competitive analysis. By demonstrating a 
commitment to ongoing innovation and improvement, 
you keep customers excited about your brand.


Finally, be sure to proactively monitor industry trends 
and consumer preferences to stay ahead of evolving 
needs. This could involve exploring new partnership 
opportunities to expand your reward offerings. 


The more you can anticipate and adapt to changing 
customer expectations, the better positioned you'll be to 
retain their loyalty in the long run.
 

70% of consumers 

award Implementing loyalty and rewards programmes

Loyalty and rewards programmes are another highly effective retention strategy for comparison sites. Offering 
points, discounts, or other incentives for repeat engagement (such as contract renewals or referrals) encourages 
customers to stick with your brand.

list Continuously improving and expanding comparison categories

https://blog.hubspot.com/service/customer-experience-trends


The Comparison Site Playbook

Case study: Money Expert (MEX)
Money Expert (MEX) is a well-established and independent price comparison site operating in the UK since 2003. It has 
enhanced customer engagement and retention by offering exclusive benefits and savings in a unique rewards programme 
called MEX Rewards. 

laptop The Programme

MEX Rewards offers discounts on over 200 brands, including major 
supermarkets, high-street retailers, and essential services. By partnering with 
leading suppliers, MEX Rewards helps customers save up to £1,200 on 
household bills, groceries, shopping, travel, and more.


It’s exclusively available to customers who make purchases through the MEX 
call centre. Customers who switch one of their utilities, such as broadband or 
appliance coverage, through an MEX advisor receive a free 12-month 
membership to MEX Rewards.

crown Incentivising engagement and loyalty

MEX Rewards offers immediate benefits to customers but also incentivises long-term engagement and loyalty. 
Customers who switch to a second utility after six months of membership are rewarded with two free cinema 
tickets and a one-night luxury hotel stay worth up to £150.


By providing tiered rewards based on the customer's engagement level, MEX Rewards encourages customers to 
continue using their services and making additional purchases. This strategy helps create a sense of loyalty and 
appreciation among customers, leading to higher retention rates.

thumbs-up Streamlined customer experience

To ensure a seamless customer experience, MEX Rewards is fully integrated into the MEX call centre process. 
Advisors are trained to explain the benefits of the programme and guide customers through the switching process, 
making it easy for them to access the rewards and savings.


59.8% of surveyed customers were positively influenced by Money Expert Rewards in encouraging their switch 
to a new provider.


By providing a streamlined, one-stop-shop experience for utility comparisons, purchases, and rewards, MEX 
Rewards reduces friction and enhances customer satisfaction. 


This approach not only improves the overall customer experience but also increases the likelihood of repeat 
business and positive word-of-mouth referrals.



Checklist

Customer Acquisition

Implement targeted marketing campaigns


Leverage strategic partnerships and affiliate programmes


Personalise user experience for higher conversions


Use data and analytics to tailor recommendations and offers 


Customer Engagement

Provide valuable content and resources


Implement gamification and rewards programmes


Encourage user-generated content and reviews


Add value to your login portal with incentives and data tracking 


Customer Retention

Build long-term relationships with customers


Implement loyalty and rewards programmes


Continuously improve and expand comparison categories


Gather and act on customer feedback and suggestions
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12.

Boosting Customer Acquisition, Engagement, and Retention for Comparison Sites



Satisfied customers are the backbone of any successful business. Adopting a holistic approach 
that combines proactive acquisition, engagement, and retention strategies keeps customers 

happy and works wonders for your bottom line.  


Ultimately, the key to thriving in the comparison site space is to embrace a customer-centric 
mindset and continuously innovate to deliver exceptional value and experiences. Putting the 

customer at the heart of every decision and striving to exceed their expectations at every 
touchpoint builds lasting brand loyalty and advocacy. 


The MEX Rewards case study shows that a well-designed and executed rewards programme 

is a powerful differentiator and growth driver for comparison sites. You build long-term

customer relationships by providing exclusive benefits, personalised incentives, and a 


seamless user experience.
 

Contact us today for a quick 20 minute demo Book a demo >

propellocloud.com/contact 0333 202 88 33 sales@propellocloud.com

  

https://propellocloud.com/book-a-demo/

