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Getting your landing page right can mean big returns. While there is 
no such thing as the PERFECT landing page, there are certain golden 
rules that can get you pretty close. Here they are. 
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1. Make Your Value Proposition Clear 
 

 

 
 
Notice how your eye is drawn to the large white letters “Landing Page 
Platform” and how the sentences above and below it in fairly few words 
explain EXACTLY everything you need to know about Unbounce. Although 
there are lots of options to explore further, within seconds Unbounce has 
laid out everything we need to know about them to make a buying decision. 
  



  

2. Your Call-to-Action Button Should Leave No Doubt 
 

 
 
Proposable’s call to action button reads: “FREE TRIAL No Credit Card 
Required.” Not all free trials are equal, and consumers have become 
more wary. Many companies make the mistake of being too vague or 
misleading with their call to action buttons, but Proposable is up-front 
and direct with their irresistible offer. 
 
While one take-away is to use “free” to encourage testing, the more 
important take-away is to be specific, direct, and honest. If you’re 
selling a product and can’t give something for free, “Go to Purchase 
Options” will probably convert better than “Submit.” Regardless of the 
ask, make your buttons specific! 



  

3. Benefits Sell 
 

 
 

RegOnline is a prime example of how to communicate value with brevity. 
Notice how they use 3 powerful benefit bullet points that answer all of a 
visitor’s potential questions about why they would give their personal 
information. 

While for some companies three bullet points is too limiting, for most of us 
three is a perfect number to get our point across powerfully. 

  



  

4. Know Your Audience 

 

This one is obvious. Their audience is single dudes too busy to shop and take 
care of themselves. So what’s the one thing that’ll get them take a moment 
and open their wallets? … yep, that. 



  

5. Understand the Buying Cycle 

 

Marketo has created enough brand awareness to be a natural option in most 
marketing automation buying processes. The problem is that it’s a 
competitive field, and they need to stand out. So rather than toot their own 
horn, they let Forrester do the work for them. 

Understand where your prospects and customers are in their buying cycle 
when they come to you. There’s a big difference between folks seeing you 
for the first time and folks doing their due-diligence. Make sure your 
landing page is sensitive to their sales cycle progress.  



  

6. Great Video Solves Lots of Problems 
 

 

 

Especially when your competitive advantage revolves around feel and style, 
video is one of the most effective means for conveying how something 
works, its benefits, AND what makes it special and unique.  

When well-conceived and produced, a great video can be your single most 
effective sales tool. 

  



  

7. Pimp Your PR 
 

 
 
Wondering whether talking about all the places your product is listed 
is bragging? It’s most definitely not. If Oprah loves it, then your 
customers will. If you’ve been mentioned, written about, reviewed, or 
even sneezed at, get that media outlet’s logo on your landing page. 

  



  

8. Keep It Simple 

 

Do you REALLY need to collect all that other contact info? Does listing every 
feature really make a difference in the prospect’s eyes? You sure you can’t 
explain everything your customer needs to know about your product in a 
few bullet points? 

Less is more when it comes to landing pages. 



  

9. Great Design is Irresistible 

 

 

It almost doesn’t matter what this landing page is selling – I want some. 
Truly innovative design transcends and can’t help but go viral.  

If you’re serious about selling, it’s worth investing in design. Start keeping a 
record of all your favorite landing pages to get you or your designer 
inspired when it’s time to create. 

  



  

10. Keep Iterating   

 

Your landing page is an evolution. When you get enough traffic, you can 
isolate elements (call to action, images, title, etc.) and a/b test, but even 
before then you create usability tests to ensure your landing pages bring 
visitors to the intended goal. 

Keep learning, keep analyzing landing pages you love, and keep trying new 
things. An experimental spirit will yield pleasant surprises. 

 

For more good stuff on marketing strategy, visit the Conversion 
Optimization blog and hang out with the Zebo on Twitter. 
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