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VWO and Acuity Scheduling

Founded in 2006, Acuity Scheduling provides online appointment scheduling services. Targeted mainly
at small businesses and individuals, its customers include life coaches, yoga instructors, salons and
thousands of other businesses.

The company uses VWO for testing optimization opportunities.

Objective: Increasing Conversions (sign-ups for paid
plans)

Based on the freemium business model, Acuity Scheduling offered 3 pricing plans:

e Unlimited Free Trial Account (with limited feature access)
 Professional (Single User) Plan: $10/month

e Premium (Multi-User) Plan: $19/month

The original landing page had a call-to-action button that directed users to the unlimited free trial
account by default. The idea was to give customers a feel of the software and prompt them to upgrade
to the paid plan within the app by making them realize the value of features that were available only to
paid users.

Like every other online service provider, Acuity too wanted to improve conversions for their paid sign-up
accounts. Acuity found that many users who had signed up for a free account later deleted them. A
survey of such users revealed that they expected more features in the free version of the software.
Despite being made aware that those services were available in the paid plans, they chose to delete
their accounts.

Solution: Offering a Free, Limited Period Full-Feature
Plan

Based on the findings of the survey, the Acuity Scheduling team hypothesized that directing visitors to a
14-day free trial of their Professional plan directly instead of sending them to the unlimited free trial
account (with limited features) would increase sign-ups to their mid-level Professional ($10/month)
plan.

Freemium 14 Day Trial

This was a huge change for the team, especially because the site had organic leads based on articles
pointing to the site’s unlimited free trial plan. Directing users to a paid plan meant a dealing with a
different set of user expectations; the risk of overall sign-ups dropping was real.

Acuity Scheduling used VWO to set up and launch the test within a few minutes. In the new model,
visitors signing up for the 14-day trial of the professional plan only had to enter their credit card
information to continue using the software, instead of having to visit the account settings tab to upgrade
their plan, as was the case earlier.

Conclusion: 268.14% Increase in Sign-Ups for Paid
Accounts

The variation increased the sign-ups for paid Professional accounts by 268.14% with a 99.99% chance to
beat the original.

Although the primary goal was to track sign-ups for the paid version of the Professional plan, like any
smart marketer who understands the need to track the impact of one test on multiple goals, the Acuity
Scheduling team also tracked sign-ups for their Premium plan ($19/month) as well. The VWO tool made it
easy to track multiple goals.
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Although the result was not statistically significant, the test also showed a 77.78% improvement in sign-
ups for the company’s Premium plans too.

FREEMIUM PRO TRIAL USER

THOSE ARE SOME NICE THESE ARE SOME NICE
FEATURES IN THE PRO FEATURES IN THE PRO
VERSION VERSION

“Free for life" user “14 Days PRO Trial”

Saas Cloud App 5aas Cloud App

CAN | CONTINUE AFTER

AN | HAVE THEM TOO?
€ o 14 DAYS?

YEAH SURE

YEAH SURE IT'S JUST 10 BUCKS!

IT'S JUST 10 BUCKS!

| DON'T WANT TO PAY.
JUST LET ME HAVE THEM

SORRY MAN

F@#K
THIS
SHIT!!!

Visual Website
Optimizer

The Acuity Scheduling team made this change based on survey feedback, so it was perhaps reasonable
to expect that sign-ups would improve. But another way to explain the boost in sign-ups might be this—
even in the limited period of the free trial, users got hooked to the product and its features. They saw
value in the service, and so were willing to pay for it after the free trial period.

On the other hand, users who started with the free-for-life plan got used to not paying for the service.
This overrode the fact that certain features were not available to them. Rather than paying for these
features, they preferred instead to delete their accounts instead of upgrading.

This may be why offering a 14-day free trial of the Professional plan worked better for Acuity Scheduling
than the original, limited feature, free-for-life plan.

Would you like to learn more about Conversion
Optimization?
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