[bookmark: _gp8wq7nb4b6]CONVERSION CHECKLIST
A 41 point checklist to make sure you have everything covered to make your website convert as well as possible
Source: https://www.conversionchecklist.org/

[bookmark: _66cqpdzbe9o]GETTING STARTED...

[bookmark: _fz5tgqbf6123]HAVE YOU SET UP ANALYTICS AND CONVERSION TRACKING?

This is pretty basic, but so necessary. Some people use Yandex for analytics, but I (and most people) use Google Analytics. But whatever you use, just make sure it’s set up and added to your site. If you can’t track visitor actions and conversions, this is all pointless.
Set up conversion goals in Analytics so that you know when someone does what you want, and where they came from. Google won’t always tell you where the converted customer came from (thanks a lot, “Direct / None”) but often you can see what link they followed to get to your site.
Tip: If you’re using Google Analytics, adding “Referral Path” as a second dimension on the conversion goal will let you see not just what domain someone came to you from, but what page on the domain, E.G. you’ll see they came from not just example.com, but example.com and /blog/10-best-tools-for-conversion or whatever.
AND you need to also set up your ads and links whenever possible to have a trackable link. You can use something as fancy as a UTM Source, or you can just do a ?whatever at the end of the link. For example, when I link to my site from Reddit ads, I will put userinput.io?red-ent1 or some weird little code that is shorthand to let me know that it’s 1) a reddit ad 2) on the /r/entrepreneur subreddit 3) and it’s the 1st variation I was running. This lets you know which ads work best and helps you separate traffic.
Oh, and you have to make sure you can actually track conversions. If you’re calculating the conversion of people who come to a landing page and sign up to a waiting list, that might be hard to track conversion if the page stays the same after they sign up. I always try to make it easy on myself by having people go to a specific thank you page after converting, then I tie that into the conversion goal in Analytics. For example if you buy website feedback on userinput.io then you go to a special page with the URL of “website-thanks” which lets me track conversions easily and also lets me distinguish the source of those kinds of order easily from other order types.
[bookmark: _i7j55q16hrm]HAVE YOU ESTABLISHED YOUR CURRENT CONVERSION RATE?

You can’t improve what isn’t measured, or however that phrase goes. Figure out your current conversion rate. This can be calculated in different ways based on your business.
[bookmark: _oo2hqmhzy9hw]HAVE YOU CLEANED UP YOUR ANALYTICS TRAFFIC?

Of course, you gotta make sure your conversion rate is accurate, and it can be thrown off by all the nonsense in your Analytics. And if you haven’t really looked hard into your Analytics data, you might be unaware that there’s a ton of garbage. There’s Russian political spam in the language data, spiders trying to get your to come check out free button websites, tons of junk like that. And it throws off your data, sometimes very considerably.
Recommended resource: Ultimate guide to removing irrelevant traffic in Google Analytics - learn how to clean the garbage out
It’s hard to know if you’re improving if you don’t measure properly, with accurate data.
[bookmark: _bnwu22j6tlu7]GETTING SPECIFIC...

[bookmark: _kzi6utvowc56]HAVE YOU IMPROVED SITE SPEED?

Load speed of your site has a big impact on conversion. People will bounce and leave right away if your site takes too long to load. No one is patient on the Internet.
If your website is taking more than four seconds to load, you need to do something about it. Work to get it down to just a couple seconds. You can do this by reducing image file size, combining scripts, reducing CSS files, and tactics like that. Remove the bloat and prioritize the content.
· Recommended tools:tools.pingdom.com – see what takes the longest to load and how to improve it
· optimocha.com – Have a Wordpress site and want a professional to make it faster? Optimocha reduced the load time for one of my sites from 5 to 2 seconds.
[bookmark: _qunkcn54x2n6]HAVE YOU GOTTEN FEEDBACK ON YOUR SITE?

You’re too close to your website, so you can’t see what problems it has, what’s confusing and what keeps people from trusting it. Hire other people to give you feedback on it.
· Recommended tools:userinput.io - written feedback from real people
· userbob.com - short videos of people using your website
[bookmark: _upowgu70a3ro]HAVE YOU FOCUSED ON TRUST AND ADDED TRUST ICONS?

Find what keeps people from trusting your site. Consider adding padlocks and securing processing images, and using something like McAfee secure.
[bookmark: _koe6swq4wawm]ARE YOU DRIVING TARGETED TRAFFIC TO THE PROPER TARGETED PAGES?

Driving targeted traffic to your site’s index page doesn’t make sense. Drive traffic to specific landing pages whenever possible to increase conversion. Show them whatever is most relevant to them and the traffic source.
[bookmark: _21r78b2ztlbc]HAVE YOU USED THE CUSTOMER’S VOICE?

Speaking in the tone of the customer and even using their own phrasing can help increase conversion.
[bookmark: _qv5huuo24e09]HAVE YOU SPOKEN TO THE CUSTOMERS’ FEARS?

Not as evil as it sounds. Finding out the customers’ fears and including that in your copy can use emotion to help sell your service.
[bookmark: _hf8ei5k56lzl]HAVE YOU APPLIED THE "EVERY PAGE RULE"?

Make sure every page on your site has a call to action and a goal for the site visitor. Don’t have any dead end pages. Always keep visitors moving toward a conversion goal.
[bookmark: _nq2r7fntak8w]HAVE YOU CHECKED YOUR SITE FOR BROKEN LINKS AND OTHER ISSUES?

Broken images, 404 errors, bad links and other site problems will decrease trust with your site visitors, and they’ll think twice before going further down your funnel or converting.
· Recommended tool: W3c Validator
[bookmark: _6zghvo4zrgz7]HAVE YOU TESTED YOUR BRANDING AND LOGOS?

Do people like your branding? Does your logo make sense to people? Does it bring out confidence and joy in them, or instill fear and confusion? Does your company name even make sense to the average site visitor? Can it be pronounced correctly?
[bookmark: _50vvbd3uiv7u]IS YOUR PITCH CLEAR?

Is it obvious what you are selling? If you’re not presenting your offer clearly, and all its benefits and features clearly, it’s going to be hard to convert people.
[bookmark: _wq4u5k46lbhy]ARE YOU OPTIMIZED FOR MOBILE?

So much website traffic is mobile now. Make sure your site is responsive and looks right not only on a mobile phone, but also a tablet. Make sure your formatting and scripts work right, and that all functions still work like they do on a desktop.
[bookmark: _rfcdho9xcmx0]HAVE YOU FOUND WHERE PEOPLE DROP OFF?

Finding and correcting website dead ends can be super helpful to improving conversion. Use Google Analytics to find where people exit your site, then work to improve these pages by giving users an action or driving them to another page, instead of just leaving the site.
[bookmark: _djjezj6g5029]HAVE YOU IMPROVED YOUR TRAFFIC?

This is so often overlooked but having a lot of traffic that isn’t relevant or isn’t really interested in your offer is going to obviously hurt your conversion. Get your rate up by focusing on getting more motivated inbound traffic.
[bookmark: _8n3z0tfqu5mj]DO YOU HAVE A GUARANTEE?

Can you afford to refund your customers if they aren’t happy? It probably makes sense to offer a money back guarantee to improve trust. You might get a few refund requests, but you’ll get more new customers because it reduces their concerns about signing up if they know that satisfaction is guaranteed.
[bookmark: _s3cr216t02ds]DO YOU HAVE SSL AND DOES IT FOR SURE WORK RIGHT?

Secure hosting helps people trust your site. Even non-technical users will appreciate the padlock in the address bar of their browser. SSL certificates can be a little tricky to set up, so make sure it throws no warnings when visitors land on your secure page.
[bookmark: _rknh35hpsxec]DO YOU HAVE A PHONE NUMBER?

Having a phone number on your site, especially an 888 or 800 number, can make you look professional and increase trust.
· Recommended tool:Line2 - For cheap 888 numbers that forward to your regular number
[bookmark: _3xtbwm36m8zl]DO YOU HAVE A PROPER EMAIL ADDRESS?

Having a company email address like info@userinput.io looks way better than something like userinput@yahoo.com. All these little bits of trust and professionalism add up.
[bookmark: _ou8q8558n38e]DO YOU INCLUDE YOUR STREET ADDRESS ON YOUR SITE?

Displaying your contact information improves trust, including your street address.
[bookmark: _lfygkw6c543x]HAVE YOU OPTIMIZED YOUR FORMS?

The less confusing your forms are, and the less boxes to fill out, and the fewer options, the more people are likely to actually complete the form. Proper and clear labeling is key too!
[bookmark: _yg85df2lwzmg]DO YOU HAVE LIVE CHAT SET UP?

People trust sites more that have a live chat box with a real human they can reach out to. Also, if you keep track of the questions asked repeatedly in the live chat, you can learn what information your site’s copy is lacking.
· Recommended tool:Pure Chat – a live chat system
[bookmark: _4wj21h7jmx6b]DO YOU TALK ABOUT YOURSELF?

Do you show that you’re a human, and that you have other real humans working at your company? By talking about yourself and having a photo on the About page or wherever, you can show that you’re a real person with a real life, which improves trust and conversion. Talk about your relevant expertise and work experience, but also about your hobbies, passions, et cetera.
[bookmark: _e5jymnqdmcei]ARE YOU CAPTURING ABANDONED ORDERS?

People drop off after partially filling out order forms. This sucks, but it’s just how it is, and you can take an extra step and capture their email address with code or a tool like Carthook. Then offer them a coupon, start a conversation with them, or put them on a drip series to try to bring them back and close them.
· Recommended tool:Carthook.com - capture email addresses of people who drop off from your funnel
[bookmark: _m3u2zuwrcox6]DO YOU HAVE A DRIP EMAIL SERIES?

People usually don’t convert right away. Sad but true. By putting them on a series of introductory emails, you can slowly win them over.
· Recommended tool:MailerLite – an affordable mailing list provider ($20 credit with this link)
[bookmark: _94xtgxuyas2m]DO YOU HAVE A LEAD MAGNET, AND HAVE YOU TESTED VARIATIONS?

In order to get people onto a drip email series and onto your mailing list, offering a lead magnet as an upgrade to a blog post or within a popup can entice people to get into the top of your sales funnel.
Test different lead magnets to see which offer resonates with your traffic most, and also test variations on the popups, like how long until it triggers, what it looks like, and how it moves on the user’s screen.
[bookmark: _ab2u20umymsh]DOES YOUR SITE LOOK AWESOME, PROFESSIONAL AND TRUST WORTHY?

This sounds obvious, but if your site is outdated-looking and poorly designed, it won’t convert well. Make sure your site is up to date and beautiful. Nothing seems to age as fast as a website...
· Recommended tools:Webflow - Really great web design platform. This is what I build all my new sites on now
· 
· Pixelarity – for modern, responsive, beautiful site templates (I used one of their templates for this site)
· Toptal - Connect with fantastic designers and developers to build or improve your startup or website
[bookmark: _ynwk8fihhwqb]ARE YOU LINKING TO YOUR SOCIAL MEDIA ACCOUNTS AND ARE THEY ACTIVE AND IMPRESSIVE?

Linking to your social media accounts from your site helps increase your social proof. But don’t bother linking to social media unless it’s updated and has plenty of followers.
[bookmark: _b5ilaoa8uddj]DO YOU HAVE TESTIMONIALS ON YOUR SITE?

Quotes from customers saying that they loved your service or product of course helps conversion. And names, locations and pictures of those giving the testimonials help their believability.
[bookmark: _3mzwjj1e4quq]DO YOU HAVE TESTIMONIALS OUTSIDE YOUR SITE?

Testimonials on pages that you don’t control add credibility as well, like Google reviews and Yelp reviews.
· Recommended tool:Signpost – to encourage happy customers to leave reviews online, and unhappy customers to tell you their concerns
[bookmark: _4e2e1croq4d9]DO YOU HAVE CASE STUDIES?

Showing how people actually used your service to improve their businesses, their revenues, or their own services is a great source of compelling and interesting content, and will help people convert.
[bookmark: _kjnz1sj54lmf]DID YOU VARY YOUR OPT-IN LOCATIONS?

If you’re trying to get people to sign up to your mailing list or go for a lead magnet, vary where those actual opt-ins are on your site. Mix them into the middle of your blog posts, put them into a popup, include them in the footer and in the sidebar, etc.
[bookmark: _9hloh118kzmy]DID YOU TEST CTAS?

Vary the color and text on your Call To Actions. Maybe a contrast color works better than a color that fits in with your general design scheme. Maybe “Get started” works better than “Start your free trial.” Experiment and find out.
[bookmark: _aoyyd9jeq932]DO YOU HAVE A NEWSLETTER?

If you’re not running a monthly service like a SaaS, but instead a service that people can use occasionally, getting them onto your newsletter keeps you in the top of their mind when they need your service again. Because it’s always easier to keep a customer than to find a new one.
[bookmark: _qrdf966xqi14]ARE YOU USING A POPUP? ARE YOU A/B TESTING IT?

Popups sometime annoy people but they work. Use an exit intent popup to try to capture people who are leaving anyway. Offer different lead magnets and try different popup styles to see which ones convert the best. A good ongoing practice is to add one new variation per month, having three variations going at a time, then pause whichever of the three performs the worst.
· Recommended tool:OptinMonster – a great popup system that makes it easy to test variations.
[bookmark: _nuxn3q65e0jl]ARE YOU A/B TESTING YOUR WHOLE SITE?

If you have at least a few thousand unique visitors a month, it makes sense to A/B test your entire site to figure out which elements lead to the highest conversions. This can be as complicated as showing a totally different index page, or as simple as comparing the click rate of a yellow button versus a red button.
· Recommended tool:VWO – Visual Website Optimizer
[bookmark: _vsfsi8eun9f2]ARE YOU RECORDING VISITOR VIDEOS?

Record the actions of your visitors and go back and watch what they did on your site to look for trends that lead to drop offs and abandoned carts. It’s fascinating because you can actually watch where their mouse was, what the clicked, how they scrolled, everything, recorded. Separate user videos based on what pages they looked at and what actions they did or did not take.
· Recommended tool:Lucky Orange - track visitors and record videos of their behavior on your site
[bookmark: _uvkvn8iativw]ARE YOU RETARGETING?

It is NOT likely that people will convert right away, so it makes sense to use retargeting to show them ads and try to bring them back to your site to convert later, after they’ve thought about it or done more research, or may just be more ready to buy.
· Recommended tool:Perfect Audience (Get a free trial with $120 in ad credits with this link)
[bookmark: _l8wukwofl9dh]DO YOU HAVE A BLOG?

A visually appealing blog not only gives you more reasons to rank and get organic traffic, but it helps show your site visitors more about what you know and why they should go with you, and can keep them on your site longer.
[bookmark: _oyyfae3199da]HAVE YOU DESIGNED A PROPER CONVERSION AND SALES FUNNEL?

This is not that conversion focused, but the best thing you can do for sales is to really plan out a sales funnel, with various avenues of conversion, and with a general focus of moving people down your sales funnel, from the first time they become aware of your service to the point where they pull the trigger and buy your offer.
· Recommended resource:Autogrow.co - to learn more about sales funnel design


