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CO-BRANDED LANDING PAGES
At Smartbargains.com we have leveraged and heavily implemented co-branded landing belts and 
custom landing pages as key strategies in optimizing and growing our affiliate program. 

Increased conversion is the ultimate goal of these strategies. Improving this metric allows Smart-
bargians and our affiliates’ efforts to generate more business resulting in a virtuous cycle of 
success for both parties. 

For example, increased conversion increases revenue, which improves Smartbargains desire to grow 
and invest into affiliate marketing more. Also, partners will send more traffic to Smartbargains as 
our EPC increases, which results in improved placement on affiliate sites. With more revenue, the 
partner has more to invest in paid search, tech upgrades, social media and many more channels 
which will drive Smartbargains more traffic, thus continuing this growth trend.

Below is an explanation of how both strategies have grown our business and helped create success 
across multiple fronts with limited resources. 

DRIVING RESULTS: CO-BRANDED LANDING BELTS
Co-Branded landing belts have successfully increased conversion. During Q1 of 2010, 
Smartbargains.com had 31 co-branded landing belts in use. During that same period, 12 out of 
Smartbargains’ top 20 affiliates leveraged a co-branded belt. This is an example of the quantity in 
action as well as the strong results these belts help provide as our top partners convert and earn 
more.

Co-branded landing belts increase conversion, but also enhance the affiliates brand as the belt 
provides legitimacy and a smooth transition/experience from the affiliate site to Smartbargains. 
Not all traffic is converted into a sale, but a positive experience has been created that will leave the 
customer more likely to return to one or both the sites and refer them to friends and family. 

From the merchant point of view this also creates a strong recruiting and optimization tool at the 
same time as affiliates are eager to increase conversion, improve and establish their brand. Pub-
lishers value these efforts and results as they understand the multiple opportunities for success 
they provide.

Increasing Conversion with
Co-Branded Landing Pages

STRATEGY

G

H

I

 J

K



Custom Pages vs. Regular Homepage Difference
Unique Sessions    2.03%
Revenue     43.90%
Conversion     66.45%
Orders      74.12%
New Customers Acquired   132.38%
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CUSTOM LANDING PAGES AND ON SITE OPTIMIZATION

One of the challenges of affiliate marketing is that the majority of publishers market extremely 
diverse product and deal offerings from one another as well as on their own site. Merchants must 
find a way to gain as many placements, drive and convert the most amount of traffic possible with 
limited time and resources internally. Also, with so many partners, it is very difficult to efficiently 
and effectively communicate with publishers.see something they would then become interested in 
once they landed. More information and deeper access into the store were crucial improvements we 
looked to make.

We created landing pages that more than doubled the amount of links on the page, called out two 
times the amount of promotions, provided links to departmental, categorical, sub-categorical, brand 
and product pages, mixed text with text, category and product images. Smartbargains wanted to 
create an experience that all types of shoppers could relate to.

We have also created pages that take a promotion and brings to life an experience that matches the 
initiatives above and plays into the over arching promotional theme. One good example of this is our 
“Smart Coupons” promotion. We create 14 coupons on 14 different categories and brands. The 
landing page (attached in the email) actually has all 14 coupons laid out on the page allowing 
customers to see our top 14 deals without having to click and be compelled to buy because of the 
visual experience in concert with the navigational.

The true success of this strategy can be seen by looking at a two month period, starting on January 
1, 2010. 

Smartbargains, on 58% of the days mentioned above, sent its affiliate coupon traffic to its regular 
homepage. On 21 of this 56 day period, the same affiliate traffic was sent to a custom landing page 
designed to optimize the LinkShare affiliate program. 

The increases in 5 key metrics show how this custom experience was able to outperform that of the 
regular homepage, even though traffic was sent to the regular homepage for 11 extra days.
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CUSTOM LANDING BELTS ON SMARTBARGAINS.COM

CUSTOM ADS ON AFFILIATE SITES

                                   • Commitment to Co-Branding Relationship 

                                   • Enhancement of Customer Experience
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CO-BRANDED CAMPAIGN W STANDARD HOMEPAGE
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Smooth Co-Branded TransitionA

Full Category Navigation, with Key 
Subcategories

B

Affiliate Exclusive Promotion C

Feature Call to ActionD

Cross SellingE
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CO-BRANDED CAMPAIGN W/ CUSTOM LANDING PAGE

Co-BrandingF

Double Amount of Links vs. Home PageG

Increased Product Imagery H

Affiliate Exclusive I

Call to Action J
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Feature Current 
Sales  
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