


2 

What you’ll get from this talk 

What’s working—and what’s not 

Some techniques that are surprisingly effective 

1 

2 

3 

Some tools you should be using 



3 

A few of our clients 
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conversion 
1: Prioritise 
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Look under the bonnet 
of any successful business 

—and you'll find a powerful 
conversion engine 
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At the best companies, 
you'll find a crack team of engineers 

tuning that engine 
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2: You must be 
testing 
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speed 3: It’s all about 
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Continuous improvement 
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…for a page with a 
conversion rate of 5% 
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…for a page with a 
conversion rate of 5% 

More pro!t 

More fun 

Much much much 
quicker 

Bold, targetted changes “Meek tweaking” 

No wins 

Disheartening 

Lose commitment 
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process 
4: You need a 
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the product 
5: Buy and use 
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offline sales 
6: Model 
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The five most common 
opportunities 
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1. The “angle” 



28 

Selling lawn feed 
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With your permission, I am going to make 
an analysis of the soil of your lawn to 
determine – at my own risk and expense – 
what elements are lacking in it, what you 
need for stronger, healthier, more closely 
grown turf. 

Selling lawn feed 
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2. The things that get 
looked at first 
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3. The offer(s) and 
calls to action 
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4. The weaker bits 
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5. The proof 
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Ben Jesson 
Conversion Rate Experts 

+1 (212) 231-8319 
+44 (0)203 368 6212 

info@conversion-rate-experts.com 
www.conversion-rate-experts.com 
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