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How to use this guide

The examples are drawn from real websites across airlines, rail and bus
operators, hotel chains, tour operators, and booking platforms.

0 =0

The mistake The specific Exactly how What you
(with a visual impact on to fix it step gain when it's
example). your revenue. by step. done.

Every fix applies regardless of which category your business falls into, as
the underlying conversion problem is the same whether a visitor is
booking a flight, a hotel room, or a tour.
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FIX 1

CTA Buried Below the Fold

@ Category:

(v [ U

Call to Action 2hrs No dev heeded
.

A The mistake: & Impact

On travel sites, users arrive with high intent — they

already want to go somewhere. If your "Book Now" 320/

or "Check Availability" button requires scrolling to o

find, you're adding friction at the exact moment conversionrate

motivation is highest.
\

What it looks like on your website:

CSEECHAMONIX ABOUT STaY S| ALVEMTURE fE O L& T @

Hosiday Rentals Chalats Haotals )| Sad Hirg W 5k Pass Guide )| Sui Lessans Activities & Trips || Arport Transfors Property For S |
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How to fix it:

D Place "Book Now" or "Check Availability" in the first viewport — visible
before any scroll

On mobile: use a sticky bottom bar with price + CTA that follows the user as
they read

D Show the price next to the button — "From £62 - Book Now" removes the "I
need to find the price first" hesitation

Test: open your tour or route page on a phone and check if the booking
action is immediately visible

What you gain:

¥ +28% booking initiation rate

High-intent visitors act immediately when the path is
clear. Don't make them hunt for the next step.
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FIX 2

Navigation disappears on scroll

@ Category:

(v 0
Navigation Thr CSSonly

.
A The mistake: & Impact
When your nav disappears, users lose their
orientation and exit instead of hunting for menu o
options. 18 /O
pages per session
\

What it looks like on your website:

= > ¢ ¢s tourradar.com

" -36% OFF

Sicilian Secrets - Tour of Sicily  Italy City Break - 5 Days 8 Days Small Group Sicily Amalfi Coast Walking - sicilian Secrets - Tour of Sicily
8 days 5 days + 4.3 % (75) Highlights (Max 8 Guests) Agriturismo 6 days

8 days - 4.4 % (91) From €4-864 8 days - 4.7 % (182) 8days - 4.6 % (197) 6 days - 4.5 % (35)

From €468 €1,191 per person From €2.295 From €4-899 From €+:276

€1,197 per person €1,951 per person €1,708 per person €1,080 per person

Traveler Moments < > See More

— — S
{ From Marrakech 6 Day Sahara Deser . - N 1 e
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How to fix it:

C] Add position: sticky; top: O; to your header CSS.
[:] Shrink the nav height on scroll (CSS scroll-behavior) to save screen space
[:] Ensure navigation bar and search remain visible at all scroll depths

Test on mobile: scroll halfway down any category page and verify nav is
present

What you gain:

P o, Pages explored
+22% per session

Users stay oriented, browse more categories, and find
travel products they wouldn't have found.
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FIX 3

Search and filter results reload the
full page

@ Category:

(v [ U

Navigation Thr CSS only
)

A The mistake: & Impact

On route finders, trip search, and transport booking o

pages, a full page reload every time someone 18 /o

changes a date, destination, or filter kills
momentum. Each reload adds 2-4 seconds of wait
time and resets scroll position, users lose their place
and patience simultaneously.

search-to-selection
rate

What it looks like on your website:

- Find accommodation in When? Guests ‘ n‘

Where do you want to go? 14 May - 24 May 2 guests * 1 room

Room 1

Adults

Hotel deals

.

Q@ Amsterdam, Netherlands - Q Barcelona, Spain
NH Collection Amsterdam Barbizon Hotel Best Front Maritim Pavillon Opéra Grands Boulevards
Palace B cood (2025) B8 excellent (509)
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How to fix it:

D Enable AJAX or live filtering so results update without a full reload, as most
booking platforms support this in settings.

Preserve scroll position when results update.

D Show a lightweight loading indicator (spinner inside the results area, not a
full-page overlay).

Test: time how long it takes to go from "entering a destination" to "seeing
results": it should be under 1.5 seconds.

What you gain:

A o, Search-to-booking
+22% conversion

Faster, smoother search keeps high-intent users
engaged through to selection rather than losing them
mid-funnel.
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FIX 4

A booking form has too many
steps

@ Category:

(v [ U

Booking flow 4 hrs Minor config
.

A The mistake: & Impact

Travel booking forms that ask for passenger title,

middle name, passport number, emergency contact, o

and meal preference before confirming availability 26 /o

are asking for commitment before giving
confirmation. Users abandon when the ask feels
disproportionate to where they are in the process.

booking completion

What it looks like on your website:

@ Customize your stay

Extras per night
© No extras +$0

O Food/beverage credit or discount + Breakfast +$194

Fully refundable ©®
Before Mon, May 18

$492 nightly
51541 $1,223 total

Total with taxes and fees

Reserve

You will not be charged yet
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How to fix it:

D Collect only what's required to confirm the booking at checkout; you can
defer preferences to a post-booking email.

Show a step indicator ("Step 2 of 3"), so users know how close they are to
being done.

D Move non-essential fields (meal preference, seat selection, accessibility
needs) to a post-confirmation page.

Save progress automatically. If someone navigates away and returns, their
details should still be there.

What you gain:

¥ +31% booking completion rate.

Every removed step reduces dropout. Travellers who
see a short, clear path to confirmation complete it.

10
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FIX 5

Cancellation policy hidden or hard
to find

@ Category:

(v [ U

Trust & social proof 2hrs No dev heeded

.
A The mistake: & Impact
Travel purchases carry real financial risk. Customers
are booking weeks or months ahead, so, of course, 210/
they need to know what happens if plans change. If o
your cancellation policy requires clicking away from first-time booking
the booking page to find, you are creating anxiety at conversion
the highest-intent moment in your funnel.
\

What it looks like on your website:

W the tour guy (1 Rome, Eiffel Tower, Versailles, Lo susDr @ © @

Venice Top Attractions ~  ThingsTo Do ~  Destinations ~ [? Share Tour ) Add to Wishlist

Small Group Dining Experience at a
Local Home in Venice

ree Cancellation  Family Frlendly

Savor a 3-course meal paired with wine in an Italian
host’s home

*50(119 (O 3h 2, Max 10 Guesty

W reserve now, pay later (O

If you're eager for authentic Italian cuisine but want a more intimate experience than a restaurant can offer, we've got you covered. That's why we've partnered with welcoming hosts in
Venice who will open their homes to share their time-honored recipes. After an aperitivo and a cooking demonstration, you'll enjoy a three-course meal paired with local wines, enriching the
experience with insights inta Italian culture.

What's included

@ Passionate English-speaking host @ Cooking demo @ Aperitivo @ 3-course Halian meal
o Local wine ° Group size of 10 ¥ Local host gratuities ¥ Hatel pick up and drop off
Itinerary

@  Meeting point in a local home in Venice

Along with your intimate group of fellow foodies. you'll arrive at your host's beautiful home in the heart of Venice
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How to fix it:

D Add a one-Lline policy directly below the Book button: "Free cancellation up
to 48h before departure."

Use a small shield or checkmark icon - visual trust signals are processed
faster than text alone.

[:] Link the policy inline: don't just state it, let them verify it with one click.

If your policy is strict, be upfront about it - hidden bad news discovered late
destroys trust entirely.

What you gain:

¥ +19% first booking conversion

Visible cancellation terms remove the biggest blocker
for first-time buyers: "what if something goes wrong?"

12



FIX 6

B

Signh-in wall blocks the search

@ Category:

(v Y
Booking flow 3hrs

)
A The mistake:

When a user clicks the destination field to start
searching, the first thing they see is a prompt to
Sign In or Sign Up. For a first-time visitor with zero
relationship with the brand yet, this is an immediate
friction wall. The user came to search for flights —
not to create an account. The mental response is
instant: "l just want to look. Why do | need to
register?"

What it looks like on your website:

(kALY A K]

Find the right package from 100s of sites.

#aﬂa

Flights Stays Cars Packages Cruises

London City, London, England, U...

Comparevs. KAYAK (| Expedia

™ Sign In / Sign Up
BB cessyour searches onany device

For travel pros

Enter destination or airport Wed 5/13 — Wed 5/20 2 travelers a

Platform config

8 Impact

31%

searchinitiation rate

13
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How to fix it:

D Let the user type immediately - the destination field should accept input on
the first click with no interruption.

Move the Sign In prompt to after search results appear, as a soft nudge:
"Save this search - sign in to access it later."

D If you must show the prompt, make it dismissible with one click and visually
subordinate, not a full dropdown blocking the input.

Never frame account creation as a prerequisite to searching: position it as a
benefit to searching more ("save your results, get price alerts"), not a gate.

What you gain:

search initiation from
¥ +27% nl
hew visitors

Removing the account wall at the moment of highest
intent means first-time visitors actually start searching,
and searchers convert to bookers at 3x the rate of
browsers who never search at all.

14
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FIX 7

Price only visible after selecting
dates

@ Category:
(v [ U

Product listings 2hrs Template tweak
.

A The mistake: & Impact

Requiring travellers to fully configure a search

(dates, passengers, origin, destination) before

seeing any pricing creates effort before reward. 38%

Users who can't quickly gauge whether something
is in their budget abandon before they ever reach
the booking step.

searchinitiation rate

What it looks like on your website:

Property Travel Period (1 night)
Home Suite Hotels R 20 Apr2026 = 30 Apr2026 PEzalilae

The Home Standard

size bed, a relaxing lounge area and a personal workstation. Enjoy the views from your optional private
balcony.

Select Guests

Please select the number of guests per Room

Guests per Room

e o ©

At 33m?, our cosy Home Standard suite features an ensuite bathroom with a spacious shower, a plush king-

15
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How to fix it:

D Show "From £X" pricing on every route card, listing, and search result before
any date is selected.

Be specific: "From £49 each way" is better than "From £49," which could
mean return.

D Show a price calendar or cheapest-date indicator to reward flexible
travellers.

If prices vary dramatically by season, show a range: "£49-£189" - still better
than nothing.

What you gain:

¥ +27%, search initiation rate

Visible starting prices let travellers self-qualify
instantly. Those who engage are already in budget and
far more likely to book.

16



FIX8

B

No price on search results cards

@ Category:

(v Y
Product listings 2hrs

)
A The mistake:

The results page shows hotel name, distance, and
amenity icons — but no price. The user has already
told the site exactly what they need: location, dates,
and guest count. The system has everything it
needs to show a price. It doesn't. Every card forces
a click to "View details" just to find out if the option
is even in budget, turning a browse into a series of
dead-end clicks.

What it looks like on your website:

Premier Inn ;‘ éﬁé Discover Premier Inn Business

@ The City Ground, West Bridgford, Nottingham, UK Today | Tomorrow &

Filter by Recommended 4 Map view

Nottingham Arena (London Road)

0.73 miles from your search

(el

Nottingham Castle Marina

1.64 miles from your search

kPremier Plusj (Next Evolution Styie)

% [B] 1

Nottingham City Centre (Chapel Bar)

1.67 miles from your search

Template tweak

8 Impact

38%

results-to-booking-
page CTR

Manage booking ‘
1 adult, 1 room -

View details

View details

17



&

How to fix it:

D Show the total or per-night price on every result card, as the search already
has dates and guest count, the price is calculable.

Show the price prominently next to or above "View details," not buried inside
the detail page.

[:] If price varies by room type, show "From £X per night" - still infinitely better
than nothing.

Add a simple price-range filter to the results page so users can narrow
without clicking into dead ends.

What you gain:

¥ +29% results-to-detail-page CTR

Users who can see the price on the results page self-
qualify instantly. The clicks you do get are from people
who are already in budget, and those visitors book at
dramatically higher rates.

18
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FIX 9
Primary and secondary actions
look the same

@ Category:

(v [ U B

Call to action Thr CSS only
p
A The mistake: & Impact
For example, "Plan Your Trip" and "Clear Search" sit
side by side at identical visual weight. Both are 190/
outlined, similar size, similar color. One completes o
the task the user came to do. The other destroys trip planning
their progress. When two buttons look the same, completionrate

users slow down to read before clicking, and the
wrong click sends them back to square one.

What it looks like on your website:

Transit Trips & schedules Fares Service updates Rider information Plans & projects Contact us

S A

« Plan aTrip Schedules & Maps ﬁ Next Ride [5 Calgary Transit Access

§  Origin (required) Destination (required)

| — |

Start typing in a stop number, address, or a € Starttyping in a stop number, address, or a
location to see more. location to see more.

(@ Departat () Arrive by

Date (required) Time (required)

| 04/29/2026 | 11:20:55 AM ] ‘

Clear Search | Plan Your Trip

19
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How to fix it:

D Make "Plan Your Trip" a solid-filled button in the primary brand color to
dominate visually.

Make "Clear Search" a plain text link or ghost button with no border - visually
subordinate, still accessible.

D As a rule, if one button completes the task and another cancels or resets it,
they must never look equal.

Move "Clear Search" to the left with more spacing between the two: distance
alone reduces accidental clicks.

What you gain:

¥ +21% form completion rate

Clear visual hierarchy means users click the right
button on the first try. Fewer accidental resets, less
frustration, more completed trip searches.

20



FIX 10

B

No availability or demand signals

@ Category:

(v [ U

Call to action 2hrs

)
A The mistake:

Travel decisions are procrastination-prone. Without
a visible reason to book now, like remaining seats, a
price that's about to change, a departure filling up,
most visitors tell themselves they'll come back and
never do.

What it looks like on your website:

Destinations ~ Multi-day Tours ~ Up to 20% OFF

No dev needed

8 Impact

17%

same-session
booking rate

Q eNn v 8 ®%

| -
AN > g

Sagrada Familia guided tour - Skip the line tickets

|\/ W Day tour \‘I\/ ® 1h30min \w
N o <

Visit Barcelona's most iconic monument and discover Gaudi's genius with
our Sagrada Familia tour. Learn about its history and details from an expert
local guide. Fast track tickets included!

( Skip the Line )( Guided Tours )

From 62€

| Montserrat afternoon tour with cog-wheel train from

Barcelona

; 5. 2 N
W Daytour ) ( ® 5h30min )

Discover one of Catalonia's most mystical wonders on this half-day tour.

Visit the Virgin Mary, popularly known as La Moreneta, in the Basilica of

Montserrat. Walk around the sanctuary and imagine the different ways of
life of the monks in this place full of history...

21



&

How to fix it:

D Show real seat or cabin availability: "4 seats remaining at this price" when
genuinely low.

Add demand signals: "23 people viewed this departure today", as most
booking platforms surface this natively.

D Show price history context: "Price has increased 3 times this month" gives
legitimate urgency.

Never fabricate scarcity - fake "2 seats left" notices are now widely
recognised and destroy trust permanently.

What you gain:

P oy Same-session
+23% booking rate

Honest signals of availability and demand give the
undecided traveller a real, concrete reason to stop
postponing and commit.

22



What's next?

PATH 1

DIY, start today

! your booking funnel

Pick the 3 fixes where your drop-off
is worst

Implement them this week - most
take under 4 hours

Measure before/after on your
* booking initiation and completion
rates

¢ Repeat with the next 3 fixes

We are
COAX Software

o

PATH 2

COAX audit, done for
Run the COAX health scorecard on YOU (Recommended)

Full behavioral analysis of your real
traveller segments

Mapped booking funnel with exact
drop-off rates at every step

Prioritized test roadmap tied to
your actual revenue gaps

Delivered in 2-5 business days

Free initial assessment. No
commitment.

)

+28% booking lift for 16 yrs building 4.9/5 Clutch rating
a 120k/mo visitor conversion-focused across 90%+ senior
travel marketplace products across delivery team

travel, transport, and

e-commerce

Write to get your free conversion audit

sales@coaxsoft.com

23
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