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What is a Landing Page (or Lander)?

A landing page is a standalone web page specifically designed to achieve a
single, focused goal, usually tied to a marketing or advertising campaign.
Visitors "land" on this page after clicking on a link from ads, emails, or other
digital sources.

e Single Call-to-Action (CTA): Focused on one specific goal (e.g., sign-ups,
purchases, downloads).

e Targeted Messaging: Aligned with the ad or campaign that brought visitors
to the page.

e No Distractions: Minimal navigation and links to avoid losing focus.
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Shocking Landing Page Statistics

Landing Page Conversion Rates
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Across industries, the average
landing page conversion rate is
2.35%, while the top 25% achieve
5.31% or higher. The top 10% hit
11.45% or more.

(Source: WordStream)
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Shocking Landing Page Statistics

e Average Landing Page Conversion Rate: Across industries, the average
landing page conversion rate is 2.35%, while the top 25% achieve 5.31% or
higher. The top 10% hit 11.45% or more. (Source: WordStream)

e Bounce Rates Matter: A landing page with slow load times can experience
bounce rates as high as 90%, killing conversions. (Source: Unbounce)

e Impact of Testing: A/B testing alone can improve conversion rates by
30-40%. (Source: VWO)
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7 Landing Page Hacks

1. Clear Value Proposition
Your landing page should clearly convey what you're offering and why it's
valuable. Ensure the visitor knows within 3 seconds what they're getting.

2. Simplify Design
A clean, uncluttered design improves conversions. Use less text, plenty of white
space, and focused visuals that guide the visitor toward your CTA.

3. Focus on Benefits, Not Features
Write copy that explains how your product/service solves a problem or benefits
the visitor. Highlight what’s in it for them, not just what your product does.
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7 Landing Page Hacks

4. Strong Call-to-Actions (CTAs)
CTAs should use actionable language and stand out visually on the page.

5. Page Load Speed
A slow-loading page can lose conversions—ensure load times are under 3
seconds.

6. Social Proof
Include testimonials, reviews, and case studies to build trust and credibility.
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7 Landing Page Hacks

7. Urgency and Scarcity
Use tactics like countdown timers or limited-time offers to encourage
immediate action.
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3 Additional Tips

Mobile Optimization: Ensure your landing page works flawlessly on mobile,
as many visitors will view it on their phones.

Trust Signals: Include security badges, money-back guarantees, or
certifications to reassure potential customers.

A/B Test Everything
Continuously test headlines, images, CTAs, and color schemes to identify

what resonates with your audience and converts best.
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How Front-End Conversion Impacts Sales

Scenario:
You're running a business with these metrics:

Monthly ad spend: €10,000
Cost-per-click (CPC): €2.00

Current landing page conversion rate: 2%
Customer lifetime value (CLV): €500
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How Front-End Conversion Impacts Sales

Current State: (2% Conversion)

e Traffic from Ads:
€10,000 + €2.00 = 5,000 clicks
e Leads Generated (at 2% conversion rate):
5,000 x 2% =100 leads
e Sales (at 30% lead-to-customer conversion rate):
100 x 30% = 30 customers
e Revenue Generated:
30 x €500 = €15,000
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How Front-End Conversion Impacts Sales

Improved Conversion (5%):

e Leads Generated (at 5% conversion rate):
5,000 x 5% = 250 leads

e Sales (at 30% lead-to-customer conversion rate):
250 x 30% = 75 customers

e Revenue Generated:
75 x €500 = €37,500
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How Front-End Conversion Impacts Sales

Impact on ROI:

e Revenue Difference: €37,500 - €15,000 = €22,500 extra revenue
e Return on Ad Spend (ROAS):

o At 2% conversion rate: €15,000 + €10,000 = 1.5 ROAS

o At 5% conversion rate: €37,500 + €10,000 = 3.75 ROAS
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Key Takeaway for Your Training

Improving the landing page conversion rate from 2% to 5% tripled the
number of sales and ROAS.

Small optimizations on the front end can have massive ripple effects on
revenue!
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Questions & Free Gift worth €497,-

e 2025 Business Breakthrough Audit (45 Minutes)

o Pinpoint critical conversion boosters
o Step-by-step implementation plan
o BONUS 15-min strategy session

e Book Your Audit Now (LIMITED PLACES):
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http://theprosperouspractice.com/audit

