
Things That Work
Content Upgrade

Get rid of the auto-rotating slider
Use a static hero image
Use this area to display a great value proposition.

Note: test all this stuff, don’t just take my word for it. 
To start though, here are tactics that work more often than not.

If you have to go with a carousel, do it right:

•  Less than 5 frames on the carousel
•  Crisp texts and relevant images
•  Show how many frames there are and where the user is on the navigation.
•  Use links that are understandable and intuitive.
•  Put navigation controls inside the carousel.
•  If offering a navigation button for each frame (rather than arrows to scroll   
    through), ensure that each button looks different, and represents the frame.
•  Make links and buttons large enough to decipher and click.
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Fix your hamburger icon
•  Test variations: hamburger, hamburger+menu, hamburger+border, etc. 
•  Use the best variation.
•  In our experience: hamburger+menu+bold color works best.2
Fix your value proposition
•  First, if you don’t have a value prop, create one.
•  What is a value proposition? The primary reason a prospect should buy from you. 
•  The #1 reason someone will continue to read or hit the back button.
•  Use qualitative research to discover customer insight to create your value prop. 

   Fix it with these characteristics:
   1.  Headline. This is the attention grabber. What’s your offer? 
        Short, sweet, concise, and relevant.
   2.  Sub-headline or a 2-3 sentence paragraph. This gets more into the nitty gritty  
        of what you’re offering, for whom, and why it’s beneficial.
   3.  3 bullet points. Here you can list the key benefits or features.
   4.  Visual. Images communicate much faster than words. Show the product, the 
       hero shot or an image reinforcing your main message.
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Test “sticky” content
•  Especially for mobile, look into adding a stick element to your page with a tool like    
    Hello Bar.
•  Test different CTAs, like promoting a certain page, signing up for your email list, 
    or following a social media profile.
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Add product videos
•  Whether you’re e-commerce, SaaS, or otherwise, experiment with engaging video content.
•  Put a product video on every product page.
•  Test auto-play vs. click-to-play5
Remove unnecessary form fields
•  Ask yourself, “is this information absolutely crucial to complete the current transaction?”
•  If it’s not, remove it.
•  Exception: if you’re looking to qualify leads, do that through more elaborate form fields  
    (example would be pricing tiers if you want to scare away fruitless leads).
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Make your contact information prominent
•  Put your phone number at the top of the page.
•  Contact email, too.
•  Put a click-to-call link on your mobile page and local listings 
   (if you’re a local business).
•  Put a click-to-call link in PPC ads.
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Add a Live Chat feature.
•  Install one of the major live chat services - Live Chat Inc, Olark, etc.
•  Test different setups, services, and designs.
•  Provide fanatical customer service.8
Get some trustworthy testimonials/reviews
•  Encourage users to leave reviews or give you feedback.
•  Display testimonials prominently on landing pages.
•  Use photos of the user if you can.
•  Even better: use video.
•  Don’t be afraid of a few negative reviews.
•  Source reviews from review sites like Yelp.
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Offer a guest checkout option
•  Forcing registration is another example of ‘greedy marketer syndrome.’ Let it go.
•  Offer a guest checkout option (you still collect their info this way).10
Offer free shipping
Most companies offer some form of free shipping now, so figure out a way to offer it and 
increase profitability. Try these four strategies from Andy Hunt:

1.  Establish a Baseline: Compare conversion with and without a free shipping offer.
2.  Create Thresholds: Increase the minimum order value required for free shipping, and 
      test the improvement in margin.
3.  Set Restrictions: See what kind of improvement you’ll get by offering free shipping only 
     on select products where it is profitable.
4.  Enact Price Increases: Increase all your product prices to compensate for the loss you 
      take on free shipping, and see how your profit compares.

Our tests show this wins more often: larger thumbnails+fewer products per row. Test it and 
see if it works for you, too.

Here’s an example. The client used to have 4 products in a row on the category page. We 
changed it to three products with larger images. The result: 25% more sales.
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12Bonus
Reorganize your e-commerce category pages



Add trust symbols to the checkout process.
•  Add security-focused language to the checkout pages
•  Add only relevant and recognizable trust symbols.
•  Add a secure socket layer (SSL) to your website.
•  Increase the perception of security on your checkout forms. 

Here’s an example. Does this checkout form look secure?
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Answer customer objections in real time.
•  Use qualitative research to address common concerns
•  Create FAQ filled with valuable content, 
•  Set up live chat to capture additional questions and objections. 14
Offer value with your CTAs
•  People don’t want to ‘subscribe’ or ‘be the first’ or ‘join newsletter’. 
•  Focus on the value. Have your CTA finish the sentence:
    “I want to ….”, e.g. “Get free ebook”. 15

©2015


