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What is Feel Supreme?

Company Vision 

Scope 

Goal

Impact

Feel Supreme, a premium wellness brand, aimed to increase subscription
revenue, improve product page conversions, and enhance customer retention.
Our project focused on optimizing the Shopify PDP, subscription funnel, and
overall user experience, while integrating Klaviyo email marketing for lifecycle
engagement.

Feel Supreme aims to empower
individuals to achieve peak wellness
through premium natural supplements. It
envisions a world where daily health
routines are easy, effective, and
consistent.

The project covers optimizing the
eCommerce experience across PDP,
subscription funnels, bundle offerings,
and lifecycle email marketing. It focuses
on improving both usability and
customer education.

The company seeks to increase
subscription adoption, boost customer
retention, and enhance overall product
engagement. Its objective is to make
wellness a seamless and recurring part of
customers’ lives.

The initiative has enhanced the user
experience, increased conversions, and
driven higher subscription revenue. It has
also strengthened long-term customer
loyalty and engagement.



The Challenge The Solution

1. Subscription Value Was Not Clear
Customers saw a subscription option but did not fully
understand:

Why subscribe?
What benefits they receive?

2. Dual Buy Buttons Created Decision Fatigue
Having both:

Add to Cart
Buy Now

competing for attention reduced focus and created friction.

3. Product Information Was Too Long
Users had to scroll through large blocks of content to find:

Ingredients
Dosage

4. No Strong Retention Messaging
The PDP did not reinforce:

Long-term health benefits
Subscription rewards

5. No Bundle Strategy
Customers purchased a single SKU rather than complementary
products.

1. Subscription First Strategy
Created a dedicated subscription experience.

2. Conversion-Focused PDP
Optimized layout and hierarchy.

3. Bundle Selling System
Introduced cross-sell and bundle opportunities.

4. Customer Education
Added benefits, FAQs and subscription
explanations.

5. Lifecycle Marketing
Built retention flows using Klaviyo.

We redesigned the customer journey around:Before optimization, the product pages had several
conversion bottlenecks:



The Customer Journey

Phase 1 –  Subscription Widget Optimization

We mapped the complete customer journey from product discovery to repeat
purchase, identifying key touchpoints to improve product understanding, build
trust, reduce buying friction, and increase subscription retention.

Product Discovery  Improved Experience Better Understanding

Added this
Subscription
Page 

Subscription Awareness  Value Communication Adoption



 Reduced Friction

Phase 2 – CTA Optimization
Decision Making

BEFORE

AFTER

Action



BEFORE

AFTER

Phase 3 – Product Information Architecture
Information Access Product Education Trust Building



ADDED BENEFITS SECTION

Phase 4 – Benefits Section
Benefit Discovery  Value Perception Doctor Consultation / Insights



ADDED FAQS SECTION

Phase 5 – FAQ Implementation
Question Resolution Objection Handling Confidence Building



ADDED BUNDLE SECTION

Phase 6 – Bundle System
Product Exploration Bundle Creation Higher Order Value



ADDED BUNDLE SECTION

Phase 6 – Bundle System
Product Exploration Bundle Creation Higher Order Value



Phase 7 – Subscription Page
Subscription Education Trust Development Conversion



Email Marketing Designs

Phase 8 – Klaviyo Email Marketing
Customer Retention Re-Engagement Lifetime Value Growth



Before Vs After Visibilty
AREA

Workflow visibility Manual and
scattered

Long blocks, hard
to scan

Confusing, limited
explanation

Dual buttons causing
friction

Minimal post-purchase
follow-up

Streamlined, centralized,
and easy to navigate

Accordion sections for
quick access

Clear benefits, savings, and
flexible options

Simplified CTA, “Why
Subscribe” emphasized

Automated email flows for
retention & re-engagement

Product Information

Subscription Clarity

CTAs

Customer
Engagement

BEFORE AFTER



Marketing Objective
To nurture customers through personalized communication, increase
retention, and drive long-term revenue growth.

Welcome and educate new customers about the brand and products.
Recover abandoned carts and re-engage interested visitors.
Promote subscription benefits and encourage recurring purchases.
Increase customer retention through post-purchase nurturing
campaigns.
Drive repeat sales and loyalty with targeted offers and win-back flows.
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