LIBERATOR MEDICAL

LIBERATOR
MEDICAL ([}

SUPPLY;, INC.

Customer

Liberator Medical Supply, Inc. is one
of America’s fastest growing, leading
national providers of direct to consumer
medical supplies

Industry
Consumer Medical Supplies

Challenges

D Increase website visitors to register
on website and request additional
information for higher turnover of
lead to client

Benefits
D Capability to discover the distinct factors
that impact the conversion rate

D Produced statistically significant
outcomes within two weeks

Results
P Cumulative lift of +10.33%

“Given the huge marketing
investments at stake, the
performance of Liberator
Medical’s landing pages is
key to the company’s market
success and profitability.”

conversion

turning browsers into buyers

The Client

Liberator Medical Supply, Inc. is one of America’s fastest growing, leading national
providers of direct to consumer medical supplies, with a prime focus on sterile urinary
catheters and urological supplies.

The company specializes in servicing patients covered by Medicare, Medicaid and private
health insurance. Liberator Medical Supply, Inc. is a wholly owned subsidiary of Liberator
Medical Holdings, Inc., (OTC: LBMH)

The Challenge

The direct to consumer medical supply business is very competitive. In order to succeed,
companies in this space must rely upon very expensive multi-channel advertising campaigns
to create awareness and drive direct response. Historically, the desired end goal of these
campaigns is to generate a direct telephone call. More recently, however, prospective
customers are opting to first visit the company’s web site prior to taking such additional
actions as registering to receive information or exploring online purchasing options.

Given the huge marketing investments at stake, the performance of Liberator Medical’s
landing pages is key to the company’s market success and profitability. After exploring
various options, A-B testing proved to be laborious and unreliable whereas traditional
Multi Variate Testing (MVT) was not a viable option due to low traffic volumes.

In need of an innovative solution to assist them in monetizing their multi-channel marketing
investments, Liberator Medical looked to HiConversion and it's e-Optimizer™ product.
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The Optimization Campaign

HiConversion was selected by Liberator Medical as the conversion optimization platform
of choice because of its ability to deliver results 10x to 100x faster than competing
solutions; doing so even in a low traffic environment. By breaking the traffic barrier,
HiConversion made it possible to run a very meaningful multivariate optimization
program on low traffic pages, such as Liberator’s landing pages.
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The goal of this optimization program was to evaluate how variations of key elements of
the landing page were impacting the conversion rate. Specifically, the objective was to
"""""""""""""""""""""""""""""" explore the impact of value propositions, differentiation statements and their supporting

By breaking the traffic barrier, elements.

HiConversion made it possible The Results

to run a very meaningful The following progress report illustrates several unique aspects and outcomes of
multivariate optimization HiConversion's patent-pending adaptive multivariate optimization engine:

program on low traffic pages, D Speed: although the amount of traffic was very limited, the algorithm was able to

such as Liberator’s Ianding produce a statistically significant number of outcomes within a few weeks of initiating

pages.

the optimization experiment.

> ROI: the optimization program produced a cumulative lift of +10.33%, even as it was
still searching for top performing page version(s).
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Test vs. Base Line Test Base
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“HiConversion’s e-Optimizer™
solution relies on a real-
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The Best Performing Page Combinations report included below shows that the system complex and technical for our
was able to identify many page combinations that significantly outperformed the needs. Our initial perception
baseline.
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Additionally, the number of visitors associated with each page combination illustrates Paul Levett
the adaptive nature of the optimization engine, as page combinations that have a high CMO, Liberator Medical
probability to outperform are being assigned disproportionally more of the available web .
traffic.

As illustrated in the Variations Report below, and in addition to achieving a significant
increase in conversion rate, Liberator Medical has also benefited from insights into
how each optimization idea contributed to the overall conversion rate across a broad
spectrum of page combinations in which that variation has participated.

Variations Report
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Section name Variation Name Presented Converted Conversion Rate Relative importance
Background Rizk - short 28585 1147 401% 0.57%
Video Message Loop 33831 1340 3.96% 0.61%
Button Free Samples 19350 739 3.82% 0.03%
Value Prop Leading Brands 17557 663 3.78% 0.06%
Value Prop List - Detailed 12676 482 3.64% -0.07%
Background Three Months 7387 247 3.34% -0.10%
Button Contact Me 1882 27 1.43% -235%
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Wrap-Up

The ability to effectively monetize marketing investments is or should be a priority for
any company; even more so for those that operate in a hyper-competitive industry,

as is the case with Liberator Medical. Faced with the significant challenge of turning
more browsers into buyers in a low traffic environment, Liberator Medical turned to
HiConversion.

As was illustrated in this case, the ability to experiment with and optimize value
propositions, differentiation statements and supporting elements is critical in a multi-
channel communications model wherein the awareness-interest-desire-action flow can
easily be broken as a result of messaging inconsistencies. Perhaps more importantly,
the ability to create an optimized marketing communications funnel in real-time with

HiConversion's e-Optimizer™ meant that Liberator Medical was able to achieve customer

acquisition goals in a matter of weeks without placing marketing investments and
revenue at risk.

About HiConversion

HiConversion is the market leader in real-time conversion rate optimization for
e-commerce merchants. Simply put, we optimize so that you can more effectively
monetize your existing marketing investments and web traffic. Our next generation
e-Optimizer™ solution leverages a patented IT-Free “virtualization” module and
patent-pending, adaptive multivariate optimization engine to generate new, sustainable
e-commerce revenues in days rather than months.

Learn more at www.HiConversion.com

The ability to experiment with
and optimize value propositions,
differentiation statements

and supporting elements is
critical in a multi- channel
communications model wherein
the awareness-interest-desire-
action flow can easily be
broken as a result of messaging
inconsistencies.

777 YAMATO ROAD | SUITE 140
BOCA RATON, FL 33431
info@hiconversion.com | 866.251.4335
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