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L anding pages are your secret weapon.

A great landing page can boost your conversions, grow your 
audience, and build trust and loyalty with visitors.

And the best part? Great landing pages are easy to design 
and share. In fact, there’s no reason you shouldn’t create 
a new one for every product, service, or lead magnet you 
launch.

In this post, we’ll cover everything you need to know about 
landing pages: what they are, why they’re important, how 
to use them to grow your audience and business, and some 
tips for creating great landing pages that convert.

What is a landing page?

A landing page is a single web page where visitors “land” 
after clicking on a specific ad, promotional link, or search 
result. Landing pages give visitors more information and 
sales copy around the offer they clicked, with the goal 
of getting each visitor to complete a specific action, or 
conversion.

Every landing page shares the same goal: to get visitors 
to follow through on a specific call-to-action, or CTA. That 
action might be:

• Downloading a free lead magnet

• Joining your email list

• Signing up for a webinar

• Requesting a demo of a software tool

• Downloading a whitepaper

• Starting a free trial of a software product

• Joining a community

• And much more.

The most successful landing pages focus on only a single 
source of traffic. You might have one landing page for 

visitors that click on your bio in a guest post and another 
for email subscribers who click a link to find out more 
about a free webinar you’re planning. 

Because each landing page is created for a very specific 
audience and purpose, landing pages let you convert a 
much higher percentage of visitors into subscribers, leads, 
or customers. In fact, companies with over 40 landing 
pages generated 12 times more leads than those with only 
1-5 landing pages.

Why are landing pages important 
for online creators?

For busy online creators like yourself, landing pages are a 
fabulous tool to have at your disposal. A great landing page 
helps your online business in two specific ways:

• Landing pages increase your conversion rates, helping 
you grow your audience more quickly

What is a landing page?
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• Landing pages lower your marketing costs, helping you 
get the highest return for the least effort

Let’s take a closer look at why you should be using landing 
pages.

Landing pages help increase  
conversion rates

Every online creator loves to share their links to their 
website— but most people usually link straight to their 
homepage. Of course, every link is important— but  
it’s also essential to get the most out of the traffic coming 
to your site. 

By sending visitors directly to a targeted landing page that 
speaks directly to them, you’ll boost your chances that 
those visitors will convert and become subscribers, leads, 
or customers.

Back in 2015, Pay Flynn switched the email list for his 
website Smart Passive Income to ConvertKit and shared 
a post encouraging his audience to do the same. Instead 
of sending his readers to ConvertKit’s home page, he sent 
them to a dedicated landing page specifically designed for 
his audience:

The landing page includes Pat’s photo, the Smart 
Passive Income logo, a quote from him, and a personal 
recommendation. For readers of his blog, the added trust 
and personal connection made the offer irresistible, driving 
conversion rates through the roof.

Landing pages help lower your  
marketing costs

Landing pages just like the one Pat created are easy to set 
up, making them the perfect supplement to your other 
marketing channels. Creating a dedicated landing page for 
each marketing campaign is one of the quickest and easiest 
ways to improve the effectiveness of your marketing— 
without needing to find more traffic.

Landing pages pair wonderfully with paid Google 
advertising, Facebook ads, email marketing campaigns, and 
even direct mail flyers. By closely matching your messaging 
across your entire campaign, you can convert more visitors 
at a much lower cost than if you were sending visitors to 
your homepage.

Take this Facebook ad from Shopify Plus:
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Clicking on the ad brings up a landing page:

The graphics, color, and messaging on the landing page 
all match the original ad perfectly, increasing the chances 
you’ll download the checklist and making the Facebook ad 
campaign much more potent.

So, a great landing page makes your marketing more 
effective by driving more leads for less time and money 
invested. Now let’s dive into some specific ways you can use 
landing pages to grow your audience and online business.

What is a landing page used for?

Landing pages are like the superstar salespeople in your 
online business. No matter what stage of business you’re 
in, landing pages come in handy for a wide range of 
different marketing purposes. Let’s check out some of the 
most common landing page uses.

Generate leads for your business

Lead generation landing pages make it easy to collect 
contact information from visitors who are interested 
in what you have to offer. This might be as simple as 
capturing a visitor’s email address in exchange for a free 
lead magnet. Or if you’re a larger company, you can ask for 
more details, like phone numbers or job titles. You can also 
use landing pages to promote an evergreen webinar series, 
online courses, or meetups you might be hosting.

Once you’ve captured new business leads using your 
landing pages, you can nurture them toward becoming 
customers through direct sales or email marketing.

Promote multiple offers across  
multiple audiences

Most online creators offer more than one product or 
service. Creating a specific landing page for each product 
or service, conversion goal and customer type lets you 
segment your audience and speak more directly to 
customers at each stage of the customer journey.

Let’s say you’re running a webinar series, and you want 
to offer two different webinars—one for beginners and 
one for more advanced users. Instead of creating a single 
landing page for the webinar series, you might create two 
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different landing pages for your two different audience 
personas. That way, you’re always pitching the right offer to 
the right person at the right time.

Validate new product ideas

No-one wants to waste time building a product or service 
that won’t sell. Landing pages are wonderful for validating 
ideas for new products or services before you sink your 
time and effort into creating the product.

Social media automation tool Buffer used this tactic to 
validate demand for their product before investing the time 
and effort needed to build the product: 

You can use a landing page to describe the product and the 
problem you’re solving. If visitors are interested, they can 
let you know by giving you their email address to receive 
more details once the product launches. 

Thank new subscribers

After a new subscriber joins your email list, you’re 
probably sending them to a custom thank you page to say 
“welcome.” 

Your thank you page is a landing page in disguise—by 
directing new subscribers to a thank you page with another 
pitch and offer, you can multiply your sales and build 
customer loyalty. It’s a win-win!

Two types of landing pages

Landing pages come in two unique and delicious flavors, 
and both of them are equally useful in helping you grow 
your audience and business.

Lead generation landing pages are transactional. Every 
lead generation landing page includes a form to capture 
contact information, like visitors’ names or email addresses. 
This information can then be shared with a sales team for 
follow-up or added to an automated email sequence to 
nurture subscribers toward becoming customers.
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Product landing pages—also called click-through landing 
pages or post-click landing pages—aim to inform. These 
pages present specific information about the product or 
service on offer, along with a CTA button where users can 
click through to another page where the actual conversion 
occurs. Product landing pages are frequently used in 
ecommerce to introduce an offer or product, warming up 
potential customers without pushing them to click the “buy” 
button before they’re ready.

If your visitors need more reassurance before you making 
an offer, a click-through landing page will be the best 
choice. Or, if your audience members are already primed 
and ready to accept your offer, then a lead generation 
landing page will help get you the most conversions.

Your landing page vs homepage

Your homepage and your landing pages serve two very 
different purposes.

Think of your homepage like a hub. Your homepage likely 
includes information on your brand and business, links to 
all your different services, maybe a list of your latest blog 
posts, and navigation to all the other pages on your site. 
That’s exactly what should be on your homepage—but your 
landing pages should be the opposite. 

Each landing page should be designed with a single 
purpose: to convince visitors to convert. This means 
eliminating anything that could be distracting like 
navigation menus and other unrelated or distracting 
content. Landing pages with multiple offers generate 266% 
fewer leads than those with a single offer, so it’s worth 
keeping your visitors focused.

Since each landing page stands alone, you can even host 
your landing pages directly in ConvertKit and link to each 
landing page from your site. In fact, while building and 
designing your own website can give you a central home-
base for your business, for your landing pages, you might 
not even need a website at all.

A quick guide to landing  
page best practices

Designing a landing page might seem simple on the 
surface, but designing a landing page that converts can be 
tricky. There are many pieces that all need to work together 
to reach your goal, and many of them need to change to 
suit different audiences or offers.

The most successful landing pages all share a few common 
elements. You can read more about how to design winning 
landing pages in our guide to landing page best practices, 
but here’s a quick overview:

• Create a new landing page for each offer. Landing 
pages with more than one CTA see dramatically lower 
conversions, so keep each landing page focused on a 
single offer.

• Keep your design clean and simple. The best landing 
pages are aesthetically pleasing, easy to read, and have 
clear messaging.

• Attract visitors with pictures and video. Great 
imagery evokes emotion, and emotion helps drive 
landing page conversions.

• Write enticing and persuasive copy. Focus on the pain 
your audience is experiencing and how your offer will 
help solve that pain.

• Add social proof and testimonials. The power of 
storytelling is mighty. Testimonials and case studies from 
existing customers build credibility and boost customer 
loyalty.

• Answer your visitors’ burning questions. Your copy 
should leave no stone unturned, answering the most 
common questions and concerns your audience might 
have.

• Include a strong call-to-action. Your CTA is crucial to 
your conversion rate, so it needs to be crystal clear.

• Track and optimize for conversions. Understand what 
success looks like to you, measure your results, and work 
on improving your landing pages over time.
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Create your first landing page in 
under 10 minutes

We’ve shared everything we know about landing pages 
that convert—now it’s your turn to create your own landing 
page.

It only takes 10 minutes to create a great landing page in 
ConvertKit, so you should create a page for each offer. 

Start by choosing your goal—you might want to offer a 
free incentive to build your email list, gauge interest in 
a new product or service, or attract people to a webinar 
you’re hosting. 

Choose a template from our collection of pre-made 
landing page designs and customize it to match your brand. 

Craft a strong CTA for your offer and write your copy 
including the headline and description.

Once you have your incentive emails and other email 
marketing sequences connected to the landing page, you’ll 
be ready to drive some traffic to your landing page. You 
can share your landing page on social media or use paid 
advertising like Facebook ads to generate leads.

Once visitors begin signing up, you can leverage email 
automation to nurture them toward becoming clients 
or customers. Deliver your incentive to each subscriber 
automatically, and build trust using automated email 
sequences.

Now you know the process, it’s easy to create a new page 
for every offer, driving more subscribers and leads for your 
business!

Build your next landing page  
in ConvertKit

If you’re already a ConvertKit user, jump on into the landing 
page builder to get started.

If you’re not a ConvertKit user, you can create a Free 
landing page account and you’ll be on your way to 
growing your audience and business with landing pages in 
no time!

Kieran Tie
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T he internet is a constant force. A never-

ending, all-consuming, stimulating space 

of new and old information that is updating 

every millisecond. 

And as creators, our job is to make our mark on it.

That can feel a little (okay, a lot) overwhelming. 

But the daunting nature of the internet is the very thing 
that also makes it our greatest asset. It’s a never-ending, 
all-consuming, stimulating space where we can share our 
brand, every millisecond. 

A recent study found that U.S. adults spend nearly half a 
day interacting with media- 11 hours and 6 minutes to be 
exact. And while the reality of that is a little astonishing, I 
see it as a major opportunity, and you should too!

Want to know why? Because we are creators.

Landing Pages Best Practices

And as creators who are determined to leverage the full 
force of the internet in our favor, we have to create content 
as though our lives depend on it. Because, well, they do. 

If you’re wondering how to start leveraging the full force 
of the internet in your favor, you need to know two words: 
Landing Pages.

What are landing pages? 

Landing pages are hosted web pages where new visitors 
and existing members of your audience can learn what your 
brand offers. With landing pages, visitors have the chance 
to subscribe to your content and/or product in exchange for 
an email address. 

Why are landing pages important  
for your business?

Easily accessible and hyper-focused with your branded 
pitch, landing pages serve as a superior lead generating 
machine for your business. 
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Think about your own recent Google search- you enter your 
keywords into the search bar and in seconds, you’re shown 
thousands of pages that Google deems relevant to your 
search. 

Overwhelm inevitably sinks in as you begin sifting through 
the pages wondering, “Is this the best answer to my 
question?” As a consumer, you’re looking for a relevant and 
quick solution.

Observing your own consumer habits is a great way to 
anticipate prospective needs. Since you know the journey 
of a consumer, you know exactly what they need, and you 
know what they don’t need. 

And because you’re a brilliant creator, you know the perfect 
solution can be best pitched in a purposefully made, single-
focus landing page. 

When you implement our landing page best practices, 
major moves between your brand and your audience take 
place:

• Your pitch is clearly presented to your ideal prospect

• Your offer is immediately delivered to prospects

• You target the fundamental need of the consumer 

• Your audience engages in your content (Basically giving 
you a cheat sheet to all their needs)

• Your email list grows (Ya, baby!)

At ConvertKit, we know that landing pages are one of the 
most successful conversion tools. That means knowing how 
to use landing pages is essential. Let’s jump right in. 

How to use landing pages

If you want to create landing pages that convert ordinary 
visitors into engaged audience members and paying 
customers, you have to first understand how to use landing 
pages. Here are four great examples of landing page uses:

Promote a product or service

If you’re promoting a product, selling a service, or even 
introducing an upcoming project, a landing page serves as 
the perfect place for visitors to effortlessly consider your 
pitch for their needs. 

Deliver an offering

You can also use landing pages to promote your more 
creative content and services such as an evergreen webinar 
series, online course, or hosting a meetup. 

Whether your offering is a free lead magnet to help you 
grow your list or a paid product, making the delivery feel 
effortless is important to build trust with your audience. 
Our incentive emails make uploading and delivering your 
offering just a few clicks away.
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Establish your brand

Your landing page also serves as a profile for your brand. 
While displaying your pitch, you’re also informing visitors of 
your brand’s identity, which builds trust between you and 
your audience. 

Say thank you 

Last but certainly not least, a landing page secret weapon 
is to pose as a “Thank you” page. By directing those who 
are already keen to your brand to a thank you page with 
another pitch and offer, you have the chance to multiply 
your sales and create greater customer loyalty. It’s a win-
win!

Landing pages best practices

13 Landing Pages Best Practices

By now, you’ve learned how to use landing pages, but now 
let’s turn our attention to landing pages best practices. 

By implementing some of these best practices, you can 
create landing pages that effectively communicate a 
targeted pitch with a solution for your visitor. 

Clean theme

We all want one thing: conversions. But did you know the 
theme of your landing page is vital to your conversion rate?

In order to make an impact on a visitor, we need to create 
a landing page that is aesthetically pleasing in its design, 
simple in its functionality and clear in its messaging. 

Instead of displaying multiple offers with vague 
suggestions, hone in on a single theme that clearly displays 
your solution. And with a simple design and easy-to-follow 
offer, you’ll lead your subscribers right to your clear call-to-
action.

And because ConvertKit fully backs this tip as the superior 
landing pages best practices, we’ve created multiple 
themed templates for our customers. The ConvertKit 
landing page template library makes it easy to customize 
templates that are sure to convert.

And if you have several different offers you’re wanting to 
pitch, create a landing page for each offer. It’s proven that 
having 30 distinct landing pages converts more than seven 
times the leads than what 10 vague landing pages will 
convert. 
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The call that matters most:  
The call to action

Mastering how to use landing pages wouldn’t be complete 
without clearly defining what a “Call to Action” is. 

A “Call to Action” aka “CTA”, is an actionable statement 
designed to get an immediate response from the person 
reading your landing page.

That means the starting point of converting visitors to 
customers is to fully understand the singular significance of 
your landing page’s call-to-action. 

Know this: your CTA is crucial to your conversion rate, so 
your landing page’s CTA needs to be crystal clear.

This landing page best practice could easily be considered 
the top practice because it is often the first step of a 
conversion funnel. If visitors don’t respond to your pitch, it’s 
very possible that you’ve lost them as a lead forever. 

Some examples of highly converting CTA’s include phrases 
like:

• Book your next adventure today!

• Grab your free ebook now!

• Sign up for the early bird prices here

• I want the Whole 30 recipe book

Make your CTA persuasive but not overly aggressive. Your 
goal is to make your mark online, and that starts with a 
trusted offer to build customer loyalty. 

Brand your landing page

Creating an offer that is in line with your brand’s identity 
will create consistency which creates customer loyalty 
and trust- two aspects that will make or break your brand. 
Create your landing page by implementing your brand’s 
colors, creating copy that support’s your mission statement, 
and a call-to-action that solidifies an exchange.  

Pro tip: If you’re still trying to figure out your 
brand’s visual identity, start by understanding what 
you and your brand stand for.

Keep it simple

When creating your landing page’s content, keep in mind 
that your reader will be asking themselves if your pitch is 
the right solution in just seconds. 

To quickly and effectively communicate your pitch to your 
audience, use:

• Bolded and/or colored text to isolate your offer

• Bullet points to encompass the depth of your offer

• Images that provide a deeper explanation

These simple tips ensure high conversion rates at lightning 
fast speed. #Winning

Your audience will tell you everything 

As a creator, you know that your business’ primary focus is 
your audience. When they talk, listen. When they engage, 
take note. Their response to your content truly has the 
power to elevate your business to new heights. 

Your visitor’s journey is a key component in knowing how to 
use a landing page. Being keen on their experience means 
you’re anticipating their past, present, and future needs.

Your landing page should offer solutions that benefit 
where your visitors are at the time they visit your page. You 
wouldn’t offer a master class on cooking Wagyu beef to a 
newly pledged vegan, would you? What about offering a 
CSS coding course to someone interested in setting up an 
email account? Nope. 

Remember, you can create multiple landing pages with 
specific offers through the subscriber’s journey. Because 
you’ve acknowledged their preferences and created content 
to fit their needs, you’ll be able to present them with even 
more options to partner with your brand later down the 
road!

ConvertKit highly values this practice, so much so that 
we created an entire feature focused on your audience’s 
journey. Visual automations allow you to nurture your 
audience while offering catered content to their needs. 

http://convertkit.com
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A picture is worth 1,000 words

We all know this is true. So let’s honor this sacred fact 
in storytelling and marketing and get some strong 
conversions! 

Marketing takes on a powerful form with imagery, so it’s 
no secret that the most effective visual elements in landing 
page are:

• Graphics

• Illustrations

• Photography

No, seriously! The human brain processes images 60,000 
times faster than text. That means content that speaks 
directly to our eyes has a massive impact of what we 
consume. 

Landing page best practice 101 is to convert ordinary 
visitors to engaged subscribers and customers, and visual 
elements will do that naturally and effectively. 

In April 2019, we hosted the 30 Day Landing Page Challenge 
encouraging the use of landing pages to grow email lists.

The winner, Kara Lyndon created a page that paid special 
attention to playful imagery. 

Her landing page featured a lighthearted picture of herself 
enjoying a moment of indulgence while offering a way for 
others to enjoy the sweeter things in life guilt free. You can 
see her message expressed clearly in her photo, leaving 
less of her pitch to be made in the copy.

A video is worth 1,000,000 words

Okay, maybe that’s not as common of a saying, but it has a 
nice ring to it! The real metric, however, is astonishing. 

In 2019, videos on landing pages were proven to increase 
conversions by 86%! 

Video will do the talking for you (literally!) while relaying 
communication, trust, and expectation in just seconds. 

And just like what we mentioned about concise copy, 
landing pages that feature video should be precise and 
clear. Scripts are helpful for those of us who are a little 
long-winded (wink, wink).

To make this landing page best practice a no-brainer, 
ConvertKit created a landing page template specifically for 
videos! Our “Academy” landing page template features a 
video embed field for you to share your pitch with some 
fancy footage. 

Testimony= TestiMONEY

This pun is very intended. The power of storytelling 
is mighty. Audience testimonials and case studies are 
considered to be the most effective content marketing 
tactics by almost 90% of B2B marketers.

If you’re wondering how to successfully use landing pages 
to make your mark online, then you need to implement 
real-life success stories from your customers who already 
love you. 
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Featuring testimonies from clients and customers whose 
needs were met far beyond their expectations will do 
several things:

• Build your credibility

• Create hope for the new visitors

• Build customer loyalty

Social proof: It’s who you know

It’s no secret, social influence is a mega player in today’s 
marketing world. Now more than ever, major labels are 
turning to niche social media content creators for their 
marketing strategies simply because of their unparalleled 
influence on their audience. 

In fact, these niche social media content creators are so 
great at getting results, they’ve earned a new title in the 
marketing world: Influencers. 

When engaged audience members see their favorite 
influencer collaborating with other brands, they’re very 
likely to trust, engage, and consume whatever it is the 
influencer is sharing. Whether they know of the brand or 
not is completely irrelevant. 

One of the best ways to implement social proof in a landing 
page is to:

• Feature icons of well-known brands you’ve worked with.

• Share testimonials from happy clients

• Create collaborations with other known brands to 
leverage their audience

For example, on the ConvertKit homepage, we feature eight 
of the most popular web-based services that we integrate 
with simply by sharing their logo. And because these 
services range in functionality from content management 
systems (WordPress) to integrative applicators (Zapier), 
ConvertKit’s reputation for a highly-capable service 
increases exponentially. 

Sharing is caring

If the world is online, the currency is social media 
engagement. I’m talking likes, comments, retweets, direct 
messages, and shares.

If you don’t have an active and engaging social media 
presence, you need to stop what you’re doing and create 
the following accounts ASAP: Facebook, Instagram, Twitter, 
Pinterest, and YouTube.

Social media is one of the most effective ways to create 
customer loyalty. As you invite visitors and customers into 
the day-to-day space of your brand you create transparency 
and opportunity for consistent dialogue. 

Featuring linked icons of your social media accounts on 
your landing page will act as an invitation to your visitors. 
And rather than opting into your pitch and returning to 
their daily tasks, they can scroll your feeds and learn even 
more about your brand. #WinningAgain

Copy, copy, copy

Copy is essential to your landing page. As the literal 
language that carries your pitch, it’s imperative that your 
copy is enticing, persuasive, and direct. Landing pages are 
not the place for riddles and cryptic messages. 

Instead, you need to create your copy with such clarity that 
its message is undeniable. Here are a few copy tips for your 
landing page:

• Lead with a question

• Use actionable words

• Keep it concise

• Focus on benefits instead of features

• Choose clarity over creativity 

• Don’t link out 
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Meet your metrics 

When we first began the journey of making our creative 
mark online, we talked about the need to create quality 
content as though our lives depended on it. 

As creators, we’re up against lofty goals, intense passions, 
crippling obstacles, and major decisions. Sometimes, it can 
be difficult to quantify those things. After all, how do you 
quantify passion? 

I’ve got one word for ya: Metrics.

Metrics offer quantifiable data into every ounce of energy 
you put toward your business. Whether it’s understanding 
email open rates, the prime times to post on your social 
media accounts, or the best way to run the most profitable 
product launch, metrics reveal which marketing practices 
will optimize every aspect of your business with in-depth 
numbers and data. 

With true metrics, you no longer have to shoot from the 
hip with your marketing strategy. Instead, your decisions 
will be calculated and intentional. The best way to measure 
the success of your landing pages and overall marketing 
strategy is by making it a common practice to know your 
metrics. 

It can be easy to get overwhelmed with metrics, that’s why 
we’ve listed the most valuable metrics in email marketing 
and how to understand your metrics: 

• Deliverability rate

• Open rate

• Click rate

• Conversion rate

• Bounce rate

• Unsubscribe rate

• Email ROI

After you’ve implemented the landing pages best practices, 
metrics will reveal even greater insights into landing 
page optimization. Checking your landing page’s views 
and conversion rates will help you determine the most 
successful strategy for your landing page. 

Grow with SEO

From picking a template to creating copy that converts, it’s 
time to hit publish on your landing page after this final step: 
SEO.

SEO (Search engine optimization) allows you to turn your 
landing page into a major portal for leads by using keywords. 
Basically, good SEO practices ensure your carefully curated 
landing page will show up higher in searches. 

And because we want to convert visitors into leads and leads 
into customers, it’s crucial to abide by SEO standards so 
those visitors can find your page

You’re ready to make your mark!

By now you know exactly how to make the most of your 
landing pages with these 13 landing pages best practices. 
And that mission we had 13 steps ago- you know the lofty 
one where we learn to leverage the full force of the internet 
to make our creative mark on it? Well, it’s officially in your 
hands now! 

I believe in you wholeheartedly, and to show you just how 
much I believe you, here’s one last big tip in creating landing 
pages that convert: 

Use our Free landing page plan to create your own business-
building landing page. 

You can create your own landing page in less than 5 minutes 
with the help of our landing page templates! And because 
our mission is to help creators like you, we’ve made your 
landing page building process easy by implementing each 
one of these landing pages best practices into our templates. 

If you’re not sure where to begin, start with the people who 
are already dedicated to following you: your subscribers! 

Using visual automations, you can funnel your subscribers 
into an email sequence that leads to a landing page! 

Watch how the startling power of a landing page will develop 
customer loyalty like nothing else and convert your existing 
subscribers into highly engaged leads. 

Kayla Hollatz
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W hat separates a good landing page  

from a great one? 

You may think it’s the landing page design, which is 
undoubtedly important. But the true power behind your 
landing page is found in how well it’s written. Landing 
page copywriting can be the make-or-break element when 
someone is deciding whether or not to take you up on your 
offer. 

You’ve most likely written other types of content for your 
blog and business before, so how does landing page 
copywriting differ?

When you start writing landing page copy, you might  
notice that you have more room to talk about your offer 
than a typical email sign-up form but far less room than  
a blog post. 

How to Write a Great Landing Page

http://convertkit.com
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How do you bridge the gap and make sure you’re writing 
landing page copy in an effective way? 

It starts by understanding what you want the landing page 
copy to accomplish.

What is your landing page’s primary goal?

Is it to offer a lead magnet that teaches your audience on a 
topic that relates to your industry?

Is it to grow a more niche-focused audience by focusing on 
your email segmentation strategy?

Do you simply want to start growing your list and 
experimenting with different offers?

No matter what your goals are, your landing page copy 
should lead to an offer that will help you get closer to 
accomplishing that goal. 

When you learn how to write a great landing page, keep in 
mind that the copy needs to be:

• Clear: No one should read your landing page and 
second-guess what your offer is. It should be completely 
clear what you are teaching or giving your audience. 

• Concise: Since your landing page is likely shorter than 
other pages on your website, you’ll want to say as much 
as you can in as few words as possible.

• Engaging: Think of your landing page as a personal 
invitation into your brand and email list community. 
Once you talk about what your free lead magnet offer 
is, you’ll want to engage with your audience by enticing 
them to take the next step and sign up. 

• Actionable: The whole point of your landing page copy 
is to inspire your audience to take action. In this case, 
you want them to sign up for your email list in order 
to receive their freebie. This often comes down to how 
strong your call-to-action (CTA) is, but we’ll talk about 
that later in this article. Just know that your CTA directly 
influences your landing page conversions. 

• Memorable: In saturated industries, it’s more important 
than ever to stand out from other competitors. You 
can use your landing page to create a memorable user 
experience for your audience and offers a unique lead 
magnet that positions you as a knowledgeable expert. 

Whenever you write landing page copy, use these bullet 
points as a checklist to make sure your copy incorporates 
all of these characteristics. 

Landing page copy principles

Since landing page copywriting is heavily focused on 
helping your audience take an intended action—whether 
that’s purchasing your product or, in this case, signing up 
for your email list—you’ll need to make sure these core 
principles are nailed down. 

Find a problem

You may have noticed that landing page copy is often 
written in a way that locates what problems the audience 
has and ethically agitates them. That’s because we are 
motivated to solve problems once we know they exist. 

Think about what your own audience members tend to 
struggle with. What problems are holding them back from 
learning something new or improving their life? 

Write down any problems that come in mind and put them 
in order of priority based on what you know about your 
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ideal audience. If you can find one core problem for each 
lead magnet offer, that’s best. 

Understand the pain points

Once you know what problems your audience has, consider 
what their main pain points are. What habits, patterns, 
self-limiting beliefs, or other factors are contributing to 
their problem? What has been keeping them from solving 
the problem? Then it’s time to share how your audience can 
break through these setbacks, which we’ll talk about next. 

Offer a solution

Depending on what your lead magnet is offering, you’ll 
want to think about what your solution is and why it’s 
beneficial for your audience. Rather than leading with all of 
the different features and deliverables that are inside your 
landing page, focus on highlighting the benefits of your lead 
magnet offer.

What will this solution help your audience actually 
accomplish? How is it different from other solutions that 
already exist in your niche or industry? These questions 
take us into the last step. 

Communicate the desired outcome

Your solution is meant to help your audience solve a 
problem so they can achieve something. This is what we call 
a desired outcome, and will often relate to your audience’s 
bigger vision, dreams, and goals for their business or life. 

To review, you’ll want to know your audience’s problems 
and pain points so you are able to offer a solution that helps 
them reach a desired outcome. 

http://convertkit.com
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These four principles of landing page copywriting will 
come in handy in the next section. We’ll break down which 
landing page copy elements you’ll need to know and give 
you a few fill-in-the-blank formulas to help you write better 
landing page copy. 

Landing page copy elements you 
need (and how to write each)

Too many content creators think they need to create a long, 
complex landing page that fully describes their offer in 
order to turn visitors into subscribers. 

The problem with this approach is that your visitors will 
lose interest if they have to scroll through a long-form 
landing page and skim through tons of content before they 
see your call-to-action. 

Your landing page has one job: to entice people to sign up 
for your lead magnet offer. 

That’s it! It’s up to you to find the sweet spot between giving 
your audience enough information so they know what 
they’ll receive when they sign up but not overloading them 
with an overwhelming amount of content. 

This process is easier when you know what landing page 
copy elements to include. These three core elements will 
help you write a great landing page. We’ll also share landing 
page copy examples and copywriting formulas that you can 
use to create your own landing page in ConvertKit. 

When you sign up for our free plan, you can start building 
your landing page with one of our dozens of design 
templates so you never have to start from scratch. 
Since you don’t have to worry about creating a beautiful 
landing page design, you can put more energy into your 
copywriting. 

As you read through each of these landing page copy 
elements, think about how you can incorporate them based 
on your landing page design template inside ConvertKit. 

Headline copy 

Your headline is the first message your audience will read 
when they open your landing page. You want to use your 

headline to immediately capture their attention so they will 
continue reading about your lead magnet offer. 

If your headline doesn’t feel like a fit or is vague, your 
audience may wonder if the offer is right for them and exit 
out of the landing page. By addressing their unique pain 
points or providing a helpful solution, your headline will 
help you convey the value of what you are offering. 

Your headline can be written in the form of a question or 
can be a simple statement. A headline that is written as 
a question will naturally lead your audience to read the 
following description copy (which we’ll talk about later) 
because they’ll assume the answer to the question is on 
the landing page and inside the CTA. A simple statement, 
however, will state your offer with confidence so interested 
audience members can access your resource. 

Your headline doesn’t need to be long. In fact, it shouldn’t 
be! If you can keep it to about five to twelve words, that is 
ideal. 
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In your headline, you can add more personality with a hint 
of wit and charm, but only if it works with your brand voice. 
Make sure anything you write fits with the rest of your 
copywriting. 

Not sure how to write your own headline? Use one of the  
four headline formulas above to help you get started. All 
you need to do is complete the prompts by filling in your 
own information. 

Landing Page Headline Formula 1: Worried you’ll never 
have [desired outcome]? 

This headline hints at the struggle that your audience 
has with reaching their desired outcome while allowing 
you to talk more about their pain points in the following 
description copy. 

A headline like this will introduce a feeling of scarcity and 
urgency, but you’ll want to make sure you do this in an 
ethical way. Here are some ethical copywriting guidelines 
you may want to follow. This landing page copy example 
from Leeza Harrington is also a great guide on how to 
ethically introduce pain points. 

Landing Page Headline Formula 2: How to turn 
[problem] into [desired outcome]

Everyone wants to know how to get from Point A to Point B. 
Point A represents what problem your audience is currently 
having and Point B refers to where your audience wants to 
go.

Since you have already discovered what problems and 
desired outcomes your audience has, this headline should 
be simple to create. 

Landing Page Headline Formula 3: Feeling [pain point 1] 
or [pain point 2]? 

If you want to lead with a pain point, make sure you use 
the description copy to fully explain how you will help 
your audience alleviate or completely eliminate their pain 
points. This headline captures your audience’s attention 
by describing how they may be feeling before they take 
advantage of your offer. 

If you know how they’re feeling, your audience will nod 
along with the rest of your copy since it is written for them. 

Landing Page Headline Formula 4: You’re ready to 
accomplish [desired outcome] with [free offer]

This headline starts on a more positive, uplifting note by 
affirming your audience that they are ready to take the next 
step toward their big dreams. No matter what their desired 
outcome is, you’ll want to position your solution as the best 
way to get there. 
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We recommend writing several headline options so you can 
narrow down your favorites from there. You’ll also be able 
to copy and paste them into your landing page template 
inside ConvertKit to see which looks best. 

You’ve got a great start with your headline, but you’ll need 
to pair it with description copy that jumps off the (landing) 
page to increase your landing page conversions. 

Description copy

Your description is meant to give your audience additional 
information they may need before they sign up for your 
email list and receive your lead magnet. 

Your headline will capture your audience’s attention, but 
your description copy will tell them more about the offer. 
It should answer your audience’s biggest questions and get 
them excited to sign up. 

Some content creators will write one sentence descriptions, 
but we recommend keeping your description copy around 
two to four sentences so you can easily transition into the 
call-to-action. 

Depending on what kind of lead magnet you’re offering, 
choose one of our four description copy formulas to help 
you write descriptions your audience will love. 

Landing Page Description Formula 1:

Have you ever wondered how to approach [topic of 
interest] but struggle to know where to start? In my [lead 
magnet resource], I’ll break down my top [number of tips] 
so you can achieve [desired outcome 1] and then [desired 

outcome 2]. Sign up below to access your free [lead magnet 
resource]!

Landing Page Description Formula 2: 

After [your skill of practice] for over [years of experience], I 
have learned how to help [ideal audience] achieve [desired 
outcome]. Get instant access to my [lead magnet resource] 
to help you solve [problem]. 

Landing Page Description Formula 3: Sick of feeling [pain 
point 1]? Want to achieve [desired outcome] without [pain 
point 2]? You can! I help [ideal audience] like you overcome 
[problem] with [solution]. 
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Landing Page Description Formula 4: 

Prepare for your next [pain point 1] using this [lead magnet 
resource] that will help you achieve [desired outcome] and 
ease your [pain point 2].

Once your description comes together, it’s time for the last 
element: your CTA button copy. 

CTA button copy

After reading your headline and description, your audience 
will be looking for instructions on what to do next. That’s 
where your CTA comes in. 

Your call-to-action button should be unmistakable, meaning 
that it needs to stand out on your landing page and clearly 
tell your audience what they need to do in order to receive 
your lead magnet offer. 

Writing an effective CTA is crucial because it will strongly 
affect your landing page conversions. Your CTA button copy 
should be written in a way that invites your audience to 
click the button and get signed up. 

While your CTA button copy will be the smallest amount of 
copy on your landing page, it doesn’t mean that you should 
overlook it. Instead, take a look at these CTA options so you 
know what will work best with your lead magnet. 

Landing Page CTA Button Formula 1:  
Subscribe / Subscribe now

Landing Page CTA Button Formula 2: Sign me up / Sign 
up now

 

Landing Page CTA Button Formula 3: Count me in  
/ Join now
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Landing Page CTA Button Formula 4: Send it to me / 
Give me the [resource]

No matter what CTA button copy option you choose, make 
sure that your button is:

• Written with at least one action-oriented word in it 

• Only focused on one lead magnet offer (it’s better for 
your conversions!) 

• In a color that is highly contrasted with your landing 
page’s background color 

• Easy to read, easy to see, and even easier to take  
action on

If you want to do your own conversion experiment, think 
about testing different CTA button copy to see how it 
affects your email sign ups. 

An easy place to start is to test one variation for a month 
(for low to medium-sized traffic blogs and websites) and 
test the other variation during the next month. Compare 
the data by finding the average landing page conversion 
rate of each variation, which takes the number of new 
subscribers divided by the number of total landing page 
visitors to get your percentage.

Then you’ll find your winning variation!

You can also complete the same process for any change 
you want to make to your headline, description copy, or any 
imagery you include in the landing page. 

Ready to create your own landing 
page inside ConvertKit?

Know that you know how to write a great landing page, it’s 
time to put your new knowledge into action.

To review, here is what you’ll need to do once you are inside 
ConvertKit: 

• Choose a landing page design

• Write your headline copy

• Write your description copy

• Write your CTA button copy

• Include any imagery as needed 

• Connect your lead magnet to your landing page

• Make sure all tags, segmentations, and sequences are 
set up

• Publish your landing page and start promoting it!

Click here to create your free landing page account and 
build your first landing page!

Kayla Hollatz
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E very marketer seems to be talking about 

the importance of building an email list, 

but sometimes it’s hard to know where to start.

For us, it’s pretty simple- the easiest way to start growing 
your list is to offer a valuable lead magnet or a free 
incentive that is given to subscribers in exchange for their 
email address.

As you determine what lead magnet to offer, you’ll want 
to think about how you are going to get your lead magnet 
in front of more people. And when you’re ready to launch 
your lead magnet, it’s best to create a dedicated landing 
page where you can highlight its benefits and give more 
information.

4 Essential Landing Page Elements 
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Why use landing pages

Utilizing landing pages for your business will make it  
easier to:

Increase your email list

Your email list is one of the only platforms you own, 
meaning that you have full creative freedom and control 
over what content you send, when you send it, and to 
whom. You don’t have to deal with algorithm changes or 
the fear of certain social media platforms dissolving.

Instead, you can convert your social followers into 
email subscribers so you always have a direct line of 
communication to them.

If you want to start growing your email list today, sign up 
for a free landing page account to build your first landing 
page!

Sell more digital products

If you are an online educator, content creator, or influencer, 
you may already be thinking about how you can use email 
marketing to boost your digital product sales on autopilot. 
The great thing about digital products like online courses 
and ebooks is that once they’ve been created, you can put 
more of your energy into promoting your offers through 
various lead magnet-focused landing pages.

With a landing page, you can create messaging that is 
directed to one niche audience. And when your lead 
magnet is delivered through ConvertKit, it will also trigger 
an automated email sequence with a series of emails where 
you can further educate and sell your digital products. You 
can easily build this with our Visual Automations tool.

Attract more leads for your services

As a freelancer or service provider, you are probably 
in search of ways you can generate more quality leads 
without it taking over your schedule. You’d rather work 
with clients than spend all of your time trying to market 
yourself, so connecting your email marketing strategy with 
landing pages is one of the best ways to simplify your lead 
generation process.

Test a new idea or offering

No matter what stage of business you’re in, it can be helpful 
to use landing pages as a way to test new business ideas. 
When you test a new idea with a landing page, you’re able 
to gauge how interested your visitors and followers are in a 
particular topic or idea based on how many of them sign up 
for your lead magnet offer.

This is an important step in validating your offering before 
you create it. You don’t want to spend weeks (or months) 
creating a product or service offering that your audience 
isn’t interested in or won’t invest in. Instead of assuming 
it’s a great fit your audience, validate your idea through a 
landing page with a lead magnet that gives a small preview 
of the idea or is based on a similar topic.

You can also use a landing page to entice people to sign up 
for your invite-only community, join your waitlist, or create 
a “coming soon” landing page.
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No matter how you use your landing page, it should always:

• Tell a compelling story

• Answer your audience’s questions

• Create a memorable user experience

• Visually capture their attention

• Make converting on your offer an easier decision

While you may start with creating an email opt-in form for 
your lead magnet, you may sense that it’s time to upgrade 
to a landing page when you want to promote the same lead 
magnet on multiple platforms.

It’s easier to share a shortened link to your landing page 
through social media, community groups, forums, and in-
person events as opposed to an embedded email sign-up 
form that might be hiding in a blog post or another piece of 
content.

Then you can collect quality leads and subscribers through 
your landing page since it will be optimized with your target 
audience in mind.
 
Are you sold on creating a landing page? If so, let’s talk 
about what goes into a good landing page.

Inside the anatomy of a good 
landing page 

When we talk about what landing page elements need to 
be represented, it’s about more than checking them off the 
list. You’ll also want to have each element in the right order 
and highlighted in a way that is optimized for visitors.

Is it easy for your audience to determine what the most 
important elements are based on how your landing page is 
designed and formatted?

This is an important question to ask ourselves, but we’ve 
taken a lot of the guessing work out of the equation with 
our landing page template library inside ConvertKit. 

When you customize one of our templates, you can rest 
easy knowing that it is already optimized and puts the most 
important landing page elements upfront.

As you create a landing page, you’ll need to incorporate 
these four core landing page elements.

For the rest of this article, we will walk through each landing 
page element and how to make sure it is strategically 
crafted to turn visitors into email subscribers.

Create an engaging headline

Try to imagine a blog post or newspaper article without 
a headline. It’s hard to know whether something is worth 
reading or taking action on if all you see is the longer body 
copy.

Your headline copy is meant to capture your audience’s 
attention and pique their interest. It should relate to your 
niche topic and explain what your lead magnet will help 
them accomplish in a clear yet concise way.

The days of using vague headlines like “Sign up for more 
updates” or “Get the latest news and deals” to build an 
email list are over. Your audience wants to know exactly 
what they’re getting when they sign up, and your headline 
will tell them what to expect.

The best headlines are:

• Easy to understand and digest

• Written with action-oriented words

• Easy to read at a quick glance

• Bolded or italicized for emphasis

• A larger font size than your body copy
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Your headline is often the most important piece of copy 
you’ll write for a landing page, but luckily, you don’t have to 
write it from scratch. Let us help you brainstorm!

Try out one of our headline formulas to help you write a 
more engaging headline:

• What if you could _____?

• Transform your _____ into _____

• Insider secrets from _____ influencers to help you _____

• An easier way to _____

• Little known ways to _____

• Say goodbye to _____ and hello to _____

• What you need to know about _____

• _____ lessons I learned from _____

• How to achieve _____ without _____

• My secret method to _____

• How to grow your _____

• Want to _____ but don’t know _____?

• Win more _____ with _____

• Learn the _____ steps to _____

• _____ made simple

Here are a couple landing page examples that have utilized 
these headline formulas for their own lead magnets. No 
matter your niche or industry, you can customize your 
headline to perfectly fit your lead magnet and brand.

If you want even more headline formulas, check out 
these comprehensive lists from Sumo and Copyblogger. I 
recommend creating a few headline variations you can test 
on your landing page. Then you’ll decide which variation 
is the winner based on your landing page conversion rate 
data.

Do you want to add a little extra pizzazz to your headline to 
make it stand out even more?

Highlight your expertise on your landing page by sharing an 
impressive statistic in your headline. YouTubers Doug and 
Stacy from Off Grid did this by telling their visitors that one 
of their chicken coop videos has been viewed over 5 million 
times, one of the highest viewed videos on YouTube in that 
niche.

This headline statistic gives them a lot of credibility, 
especially since they are using the video to drive more 
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subscribers to their email list by giving them a PDF guide 
with chicken coop instructions as a lead magnet. I love 
how they made the Princeton template their own inside 
ConvertKit by customizing their headline and adding a 
subscriber testimonial.

Want to do the same for your landing page?

Dig into your analytics and past client testimonials to see 
if there are any result-driven statistics that you can feature 
on your landing page, like this headline from Budget Like a 
Lady’s landing page designed with the Everett template in 
ConvertKit.

Once you have a few headline variations you’re ready to 
test, we can move on to creating description copy that will 
give your audience more details before they sign up for 
your email list.

Thoughtfully write your description copy

Inside your description copy, communicate the benefits of 
what you are offering through your lead magnet. What will 
the lead magnet help them achieve and walk away with? 
That’s the main question you want to answer with your 
description copy.

This is also a good place to talk about the features of what’s 
inside your lead magnet but only after you’ve described the 
key benefits your subscribers will get out of it.

In this Belmont landing page example, we see that the 
Instagram Audit and Guide promises that subscribers will 
walk away with a list of 15+ free Instagram-focused apps (a 
feature) while they learn how to leverage their Instagram 
influence (a benefit) among other things.

It’s a great idea to put your benefits and features into a 
bullet-point list, much like this Princeton landing page 
example from Heather Lindsey. This makes it easier for 
landing page visitors to quickly scan the description copy 
and see if the lead magnet is right for them.

And if you’d rather focus your description copy on 
highlighting a key benefit, you can do that, too.

Social proof is another thing you can add to your 
description copy to make it pop. A quick quote from a past 
reader or subscriber can help your audience make a quick 
decision whether or not they want to sign up for your lead 
magnet.

In this Hawthorne landing page example from author 
Stephanie Hrehirchuk, a quote from The BookLife Prize is 
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included to add credibility to her book when subscribers 
sign up to read her first chapter for free.

When possible, try to keep your description copy around 
three to four sentences at the most. If you choose to create 
a bulleted list, four to five points should do the trick.

Remember that you want to give enough information in 
your description copy so subscribers can feel confident 
signing up without getting overwhelmed with unnecessary 
details. You can always add more information in the 
automated email sequence that is sent to your audience 
after they sign up. That way, you are able to keep your 
landing page simple and concise.

Highlight eye-catching imagery

Let’s shift gears and talk about your imagery for a second. 
While your headline and description copy are important, 
your imagery is one of the first landing page elements your 
audience will notice.

Ideally, you want your imagery to communicate what your 
lead magnet is before you say a word. You can do this by 
adding a photo preview of what your lead magnet looks 
like or a lifestyle-focused photo with a visual aesthetic 
your audience already loves. Branded graphics are also an 
option for content creators who want more creative control 
over the look and feel of their imagery.

We love how The Fantasy Footballers fully customized 
their landing page by using the Park template inside 
ConvertKit. In addition to including a background photo of 
a recognizable NFL quarterback, they also included their 
business logo as well as a logo for their email community.

The background imagery is darkened so that the rest of 
the copy and email sign-up form can stand out, but it 
still adds dimension and immediately communicates to 
their audience what they can expect from their emails. 
Everything about this landing page works!

Another great example of using visuals to grab your 
audience’s attention is from author and photographer 
Matthew Vandeputte. Since he is offering a free ebook on 
timelapse photography, he includes a photo preview of the 
book cover while blending its style with the background 
photo of him in the process of taking timelapse photos.

Both landing pages were made with the same Park 
template but look completely unique. Imagery makes a 
huge difference when you are building your own landing 
page, so think about what your visual branding guidelines 
are and how you can make your landing page stand out.

If you don’t have your own brand photography or graphics 
to share, you can select free stock photos from sites like 
Unsplash (PS- we have a direct integration with Unsplash in 
our landing page builder). Once you have your imagery, 
you’re ready for the last step: setting up your call-to-action.
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Choose one main call-to-action (CTA)

After you decide on what your lead magnet is going to be, 
writing your call-to-action should come easily. Simply put, 
your CTA is the direct action you want your audience to 
take on your landing page.

If you are offering a free downloadable checklist, your CTA 
will be to instantly download the checklist. If it is to start 
an email course, your CTA will be to sign up for the email 
lessons. This part is easy, but how do you write concise 
copy for your CTA button? That’s the big question.

It’s important not to overthink what your CTA button copy 
is. You can test a few variations to see what works best, but 
usually keeping it direct, short, and actionable will do the 
trick.

Here are a few CTA button copy formulas you can use:

• Download the _____ now

• Sign up for the _____

• Get instant access to _____

• Yes, I want _____

• Join the _____ community

• Give me the _____

• Access the _____ now

• Get on the _____ waitlist

• Start learning _____ today

• Send me the _____

• I want to join _____

After you’ve written CTA copy that feels like a natural fit 
with your lead magnet offer, you can start thinking about 
the color of your CTA button. Each landing page template 
inside ConvertKit comes with a default button color but 
many of our users change the color depending on what 
their visual branding guidelines are.

When you think about what CTA button color to use, 
consider what emotions each color conveys. Yellow 
communicates a different message than red or blue, so 
you’ll want to select a color very carefully.

You’ll also want to choose a color that has a high contrast 
with your background and text colors so it really stands out, 
much like this Camden landing page example from Jordan 
Aspen.

http://convertkit.com
https://convertkit.com/call-to-action-examples
https://convertkit.com/call-to-action-examples
https://convertkit.com/how-color-choices-affect-calls-to-action-online
https://laurabusche.com/visual-branding/visual-branding-secrets/
https://convertkit.com/call-to-action-examples
https://pages.convertkit.com/b8cce40650/1a64e7ba06
http://jordanelisheva.com/


PAGE 31
convertkit.com

Now you have all of the crucial landing page elements 
nailed down! How do you feel? If you want to add a little 
more personality with customizations, we have a few more 
elements you can add to your landing page to really make 
it pop.

Optional landing page elements

While these landing page elements are completely optional, 
they can add a special and more personal touch to your 
landing page.

It’s important to note that these landing page elements 
shouldn’t distract from your main CTA but rather add to it. 
When you look at the anatomy of your landing page, you 
can increase its effectiveness by adding one (or more) of 
these elements.

Personal bio

When someone visits your landing page, they may need to 
be reminded who the content creator is behind the lead 
magnet. Having your name and photo will build trust with 
your audience and help new subscribers feel comfortable 
giving you their email address.

You only need one or two short sentences to describe what 
you do, who you help, and what you offer in your personal 
bio. Really, that’s it!

Here are two quick personal bio formulas you can use for 
your own personal bio:

I help [who you help] with [what you do] by specializing in 
[what you offer].

I offer [what you offer] solutions for [who you help] clients that 
need help [what you do].

Want to see this in action? Check out the clear and concise 
personal bio Bryn Bonino wrote for her Cedar landing page 
example. While teaching her subscribers how to define 
their unique selling proposition, she also adds commentary 
about what else she helps clients with through her personal 
bio.

You can also add your personal bio to the Fremont, 
Hudson, Lincoln, and Linden landing page templates 
in addition to the Cedar design. Check out more of 
our landing page designs you can choose from inside 
ConvertKit.

Intro video

If you want to add more than a photo preview of your lead 
magnet, you can also include an intro video that describes 
what it is and how it is useful to your audience. Drew Parker 
of Customer Acquired did this by choosing the Academy 
landing page template from our library, which is already 
designed to include an embedded video of your choice.
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In your video, you can add more information on who the 
lead magnet is for, why your audience should care, and 
what they can do with the knowledge they gain from the 
lead magnet. 

Pro tip: Keep the video around 30-45 seconds at a 
maximum to make sure you keep your audience’s 
attention.

And if you include a video, I recommend not having 
it auto-play when someone opens your landing 
page. If they are listening to something else or need 
to be in a quiet environment, hearing a video that 
automatically plays can be a huge turn-off.

Personality-driven copy 

Who says you can’t have fun with your landing page? While 
you want to make sure the landing page focuses on your 
lead magnet, you can get creative with how you present 
your offer.

We love how coach Megan Dowd customized her anti-spam 
language underneath the CTA button in this Cedar landing 
page example. Here’s what it says:

Never gonna give you up, never gonna let you down,
Never gonna sell your info or hurt you.
(seriously, this info stays between us)

Did you read that to the tune of Rick Astley’s Never Gonna 
Give You Up? I did, too!

This is such a fun example of how to mix your personality 
into the copy of your landing page. Where you can inject an 
extra dose of your personality through your brand voice or 
visuals? It will make your landing page even more enjoyable 
to read.

Build your own landing page  
with ConvertKit

This article has given you plenty of landing page elements 
to incorporate into your next landing page. We have dozens 
of fully customizable landing page templates that you can 
choose from to start building your email list with a lead 
magnet.

We’ve already taken care of the coding so there’s no 
technical learning curve with our Landing Page Builder. You 
can simply choose a responsively designed template that 
will fit any device screen and input your copy, imagery, and 
CTA.

You are well on your way to creating an email subscriber-
generating landing page!

Click here to browse our template library and sign up for 
our free landing page account!

Kayla Hollatz
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E very successful business starts with an 

idea, a simple “what if” question that 

unlocks a world of new possibilities.

If you’re like most content creators, coming up with new 
ideas isn’t the problem.

It only becomes an issue when you aren’t sure which idea 
you should pursue.

How do you know which idea to keep and which ones 
should be thrown out?

It starts with validating your idea.

As a content creator, you don’t want to waste your time 
developing a complicated website or an online brand based 
on ideas that turn out to be total duds.

How to Use a Landing Page  
to Test a New Idea
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You want to find a way to weed out the ideas that won’t go 
anywhere as quickly as possible, which you can accomplish 
by testing your idea with a simple idea validation landing 
page.

Reasons why you should test your 
idea with a landing page

By using a landing page for idea validation, you’ll be able 
to focus every element of the page on determining if you 
should move forward with the idea.

This means everything from the call-to-action (CTA) button 
to the headline should be optimized with the primary goal 
of understanding what your audience really thinks of your 
idea. We’ll talk more about this in a bit, but for now, let’s 
talk about a few more reasons why you’ll want to use a 
landing page to test ideas.

You can confidently launch your idea once 
it’s validated

Imagine if you created a full-blown, multiple-page website 
based around an idea that doesn’t pan out once you launch 
it into the world. You poured countless hours into writing 
the website copy and designing it with your visual branding 
in mind. What should you do now?

You might think about scrapping the website altogether, 
causing you to be more hesitant to pursue another idea 
you’re passionate about later on.

Luckily, there is a way around this! When you use a simple 
landing page to gauge interest in a product or service idea 
before you spend hours creating it, you’ll save time and 
feel more confident when it comes time to launch your 
validated idea.

You can target your messaging to your 
intended audience

Maybe you already have a website built for your company 
but you want to test a new product idea that introduces 
you to a new audience segment.

Instead of feeling like you need to update all of your 
website messaging to fit the new audience that may or 

may not be interested in what you offer (that’s what the 
test is for!), you’ll be able to create a landing page that 
will be directed toward them. You also won’t have to 
declare a niche yet, which can come in handy if you are still 
discovering how you want to position your brand.

On your landing page, you can briefly outline what 
problem your product idea is hoping to solve and collect 
email addresses from people who are interested in more 
information. Seriously, that’s all you need to get started!

You’ll collect helpful data that you can use 
for other projects

After creating a landing page for your idea, you’ll be able to 
track your landing page conversions (meaning how many 
people sign up for more information or the next step) by 
looking at who clicked your call-to-action button or filled 
out your form.

Each page of your website should be focused on a single 
goal. Since your landing page is solely focused on gauging 
interest for one idea, you only have to think about it solving 
one question: is it worth pursuing the idea or not?

No matter if the answer to that question is a yes or no, it 
will be considered a success because you found out early 
on in the ideation process. Then you can use this data to 
influence other business projects you plan to launch or 
make edits and tweaks to your current offerings.

4 easy steps to creating an idea 
validation landing page

If you’re convinced that landing pages are the way to go 
when testing the validity of a new idea, let’s use the rest of 
our time to dig into the most important steps of creating an 
idea validation landing page.

Define your landing page goals

The biggest goal of your landing page is to determine if you 
want to move forward with your idea. That seems simple 
and straight-forward enough, but how do you know if you 
have enough interest?
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This goal number will differ from person to person. For 
example, some content creators may need to collect 100 
email addresses before they feel comfortable pursuing an 
online course idea. Another business owner may want to 
pre-sell their product before it exists to at least 20 people 
before they create and launch it.

There’s no right or wrong way to set goals with your idea 
validation. The best way to move forward is to ensure your 
goals are actionable, trackable, and realistic.

When we look at average conversion rates on landing 
pages, we see that 2.35% of people who visit a landing page 
will take the next intended action on it. This number can 
differ depending on your industry, but it’s a good number 
to shoot for.

It’s good to know what average landing page conversion 
rates look like before you define your own goals so you 
don’t set unrealistic expectations for yourself. If you tell 
yourself that you need 75% of your audience to express 
an interest in your product idea before you start pursuing 
it, you’ll find it difficult to find any idea that generates that 
kind of response.

When you’re ready to set goals, start by looking at your 
current audience size. You can collect this number by 
looking at how many email subscribers you have (which we 
recommend), but you can also think about how many social 
media followers and website visitors you have.

Then you’ll want to ask yourself, What percentage of my 
audience needs to express interest in my idea before I create 
it? Keeping average conversion rates in mind, you can set 
a percentage that feels like a fit for the type of interest you 
are trying to gauge.

On your landing page, you can ask visitors to express 
interest by:

• Signing up for more information with their email address 
(what we recommend)

• Filling out a short contact form on your landing page

• Filling out a short survey on your landing page

• Participating in a quick poll and giving you their email 
address after filling it out

• Clicking on a link in an email (you can easily set this up 
through our Link Triggers)

Including an email sign-up form on your landing page is 
arguably the best way to gauge how much interest your 
audience has in your idea. Since your email subscribers are 
typically your most engaged audience, it makes sense to tie 
email marketing with your landing page strategy.

When testing your idea, you can also add a lead magnet (or 
“freebie”) to your landing page that is relevant to your idea. 
If people sign up for the lead magnet, it’s a good indication 
that they are interested in learning more about your idea. 
It also gives you a chance to build your email list with 
interested buyers and provide them with value upfront. 
Win-win all around!

Now that you have your goal and landing page strategy 
in mind, let’s find out who your target audience is for this 
specific idea.

Understand who your target audience is

You may think you already know who your ideal audience 
is, but depending on what kind of idea you want to validate, 
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you may want to attract a different audience segment. This 
can be a more specific segment of your current audience or 
a totally different audience altogether.

In both cases, it can help to create an ideal customer 
profile, which can also be called a “customer persona” 
or “customer avatar.” No matter what you call it, an 
ideal customer profile will help you understand the 
demographics and psychographics of your intended 
audience.

When you don’t know who you’re talking to, marketing gets 
way tougher than it needs to be. Taking a moment to revisit 
who your target audience is or define the new audience 
segment will ensure your landing page is only tailored to 
them.

First, you’ll want to start with defining your ideal audience’s 
basic demographics:

• Age range

• Gender

• Location

• Education level

• Income level

• Interests

• Life stage / business stage

Most content creators stop here, but you don’t want to 
attract everyone who fits that description. If you wanted 
to attract every 25-35 year old single woman living in New 
York City, you would have your work cut out for you. I’m 
overwhelmed just thinking about it!

Instead, take a moment to define your audience’s 
psychographics, meaning the traits and attributes that 
make them who they truly are.

Here are a few ideal client profile prompts you can use to 
get your creative juices flowing:

• How would their friends and family describe them?

• What three to five words would they use to describe 
themselves?

• What are they currently known for? What do they want 
to be known for?

• Where do they see themselves in one, three, or five 
years?

• What are their biggest strengths? What are their biggest 
weaknesses?

• What makes them feel energized? What drains their 
energy?

• What are their key motivations? What influences their 
purchasing decisions?

Once you have these narrowed down, you’ll have a clearer 
picture of what audience you are trying to target with your 
business idea.

If you want to get to know your audience even more before 
you create a landing page, you can send a survey to your 
email subscribers or personally interview a few select 
people who fit your ideal client profile. You might also want 
to ask your social media followers to answer poll questions 
or comment on questions you pose in order to get a well-
rounded idea of what your ideal audience is looking for.

With your market research and ideal client profile in mind, 
you can jump into the next step: outlining your big idea.

Outline the idea you want to validate

The beauty of testing your idea is that you don’t have to 
have it all created yet!

If you’ve been worrying about how the idea will come 
together or how to get a handle on all the moving pieces, 
you can put your mind to rest. You don’t need to know 
those things yet.

In this ideation stage, you only need to create a well-
thought out outline. It may sound like this outline needs 
to be long and in-depth, but remember that you still don’t 
know if your audience would be willing to invest in your 
idea.

All you need is the basics. Here’s a good place to start:

• What is the problem you are intending to solve?

• What is the solution that you are presenting?
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• What are the benefits of your solution?

• How does your solution work?

• Why is your solution better than others on the market?

All of these questions are meant to simplify your  
business idea.

You may be tempted to get lost in the details, but try to 
resist those pesky questions that try to distract you. Taking 
the time to validate your idea means you don’t have to have 
everything figured out right away. When questions arise, 
you can write them down and revisit them at another time 
so your mental energy stays on the task at hand.

To see this outline activity in action, let’s use the example of 
a content creator who wants to shift into online education 
for the first time. They’ve been blogging for a few years, but 
now that they are about to sell their first course, they feel 
it’s important to validate their idea before moving forward.

Their blog currently covers a variety of topics centered 
around DIY arts and crafts activities. In the audience 
activity, the blogger decided to target an audience of 
college students.

• Problem: When college students move into dorm rooms 
for the first time, they don’t like feeling as though their 
space looks like everyone else’s room. They are looking 
for an affordable way to decorate their new space and 
add their own personal touch so it feels more like home.

• Solution and Benefits: The blogger will offer a $49 
self-paced online course that includes up to 15 DIY craft 
activities for under $15 each that students can complete 
in a few hours on the weekend. It will focus on how the 
blogger’s audience can create more DIY craft projects in 
less time and with less money than they think.

• Features: This online course will feature up to 15 step-
by-step craft videos along with a 40+ page workbook that 
includes written instructions for all of the crafts. It will 
also have a list of every art supply you need to create the 
final product, approximate prices of each supply, and 
recommendations for where to buy the supplies based 
on price.

• Differentiators: Since the blogger recently graduated 
from college, she had four years in the dorms and was 
able to create multiple crafts for her own dorm that 
everyone on her floor wanted to recreate. She can 

use her own creations and photography skills to show 
others exactly what she did while she was decorating her 
different dorm rooms while being seen as a relatable 
influencer since she is in her early twenties as well.

You can use this same example to create an outline of your 
own. Let’s move on to the next step where everything really 
comes together: creating your landing page.

Create an idea validation landing page

Now that you know your goals, your audience, and how 
you want to present your idea based on its outline, you can 
create a landing page in as little as 10 minutes! No, really. 
That’s all it takes to get up and running with an ideation 
landing page.

All of the work you’ve done so far throughout this article will 
make this process incredibly easy. As you create a landing 
page in ConvertKit, you’ll notice that we have many unique 
templates you can customize depending on what your idea 
is.

Once you choose a template that works best with your 
brand and idea, you can customize each of these elements 
to ensure it is optimized to gauge interest in your idea.

Headline

Your headline should be simple and concise while speaking 
directly to your ideal audience’s problem. Revisit this part 
of your outline and create a few headline options that you 
can test in your landing page template. Make sure your 
headline is clear and inspires your audience to take action.
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Description copy

In a simple sentence or two, you’ll want to explain exactly 
what you are offering (if you decide to include a relevant 
lead magnet) or what idea you are planning to launch so 
you can gauge interest. This should ideally explain the 
“how” and “why” behind your headline.

CTA

Your call-to-action is one of the most important elements 
on your landing page. It makes or breaks whether your 
audience chooses to sign up for more information about 
your idea. It’s important to make sure your CTA button 
color has a high contrast with your background so it can 
easily be seen. When you write CTA button copy, try to add 
an action word inside it. Here are a few action-oriented 
words you can choose from.

Imagery

Our brains process visuals 60,000 times faster than text, 
so it’s a great idea to include an image with your landing 
page. It will further illustrate what your idea is and add a 
personal touch your page. You can add your own photos 
and graphics or choose a free stock photo from a site like 
Unsplash.

In order to show you how to put together all of these 
landing page elements, I’ll use the same DIY craft activities 
example from the last section to create a simple landing 
page in ConvertKit.

To build her list and really gauge her audience’s interest in 
video-based activities, the blogger might decide she wants 
to create a small sample of video lessons to test with her 
audience. If college students want to give her their email 
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address in exchange for three DIY craft video tutorials, they 
may be interested in getting access to many more for the 
$49 online course price point she is thinking about.

To get this idea going, I decided to pretend I was the DIY 
craft blogger by creating a landing page for her audience 
inside the ConvertKit platform.

Here are the exact steps I took: 

• I first chose a template. (My eye was drawn to the Archer 
template right away.)

• Then I wrote a headline that spoke to the audience’s 
problem.

• After writing the headline, I wrote a short description 
that included what the solution was and how it might 
benefit the audience of college students. (You’ll notice 
that everything I wrote for this landing page was with 
them in mind since I wasn’t afraid to be specific.)

• Then I moved on to creating simple language for the CTA 
button that says “send me the tutorials” so people who 
sign up know what they are getting.

• Lastly, I uploaded a stock photo after searching for the 
keyword “crafts” on Unsplash.

And… drumroll please… this was the final result!

I timed myself and it only took about eight minutes to 
complete all of the steps above.

Not bad at all!

Now it’s your turn.

Ready to test your idea with a free 
landing page?

Remember that idea you’ve been wanting to validate? It’s 
your time to figure out if it’s your next big idea by creating 
your own idea validation landing page.

When you’re ready to create your own landing page, sign 
up for a free ConvertKit account to try out the tool to test 
your big idea and start building your email list.

We can’t wait to see what you create!

Kayla Hollatz
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I t’s not enough to simply create  

a landing page.

You want to do it well, AND you want it to perform at the 
highest level possible.

As content creators and entrepreneurs, we can often 
find ourselves conversion-hungry because we want to do 
everything we can in pursuit of landing page optimization.

The key to increasing your landing page conversion rates 
is to start from a strategic foundation as you create each 
element. Only after launching your landing page and 
testing your results can you determine if it will accomplish 
your goals.

But first, you need to know what an effective landing page 
conversion rate looks like.

What is a Good Landing Page 
Conversion Rate?

What are good landing page 
conversion rates?

According to WordStream, the average landing page 
conversion rate across all industries is around 2.35%. 
However, the top 25% of landing pages (in terms of 
performance) convert at almost twice the rate around 
5.31% or higher. The top 10% of landing pages are 
converting at an astonishing 11%!

So what does this mean for us as content creators? It helps 
us set measurable and attainable goals when we go into 
landing page optimization. If you define a 50% landing page 
conversion rate as success… you might be waiting a while to 
get there. A LONG while.

It’s okay if it takes time to increase your landing page 
conversion rates. There are so many factors to measure—
like your CTA button color, copy, and placement—so it will 
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likely take you a few tests before you can optimize your 
landing page.

If your landing page conversion rates improve month to 
month, it means you are effectively testing each element 
and figuring out how to better sell your offer. You will also 
see success if you are able to consistently drive traffic to 
your landing page and convert at a high level.

Unbounce recommends keeping your average industry-
specific conversion rates in mind when setting your landing 
page goals. Some industries have an easier time converting 
visitors than others, so you can use this graph as a guide 
when goal setting.

How to calculate your landing page conversion rates
It’s actually quite simple to calculate your landing page 
conversion rates. Some landing page builder tools will 
automatically calculate this for you to skip a few steps, but 
if you need to calculate it on your own, here’s how to do it.

You need to know two things in order to calculate your 
landing page conversion rate:

• The total number of people who have visited your 
landing page

• How many of those visitors converted on your offer

The conversion can look like signing up for your email 
list, opting in for a lead magnet, buying a digital product, 
contacting you for more information about your services, or 
any number of things. You get to set what conversion looks 
like based on the goals of your landing page.

(PS: Remember that each conversion goal also 
comes with its own set of average conversion 
rates. It’s much easier to convert someone into an 
email subscriber, for example, than it is to convert 
a visitor into a buyer for a high-budget online 
course. Keep this in mind when calculating your 
conversion rates!)

Once you have those two numbers, you can divide the 
number of people who converted by the number of total 
landing page visitors. Then you’ll multiply the result by 100 
to get your landing page conversion rate.

We’ll give you an example to show you how this works: 

If you had 1,000 people visit your landing page last month and 
converted 50 of them, you would divide 50 by 1,000 to get .05. 
Now multiply .05 by 100 to get 5%. Your conversion rate would 
fit the mid-level range for conversion rates which gives you an 
amazing start!

That 5% conversion rate sounds really great, but what 
happens when your landing page is performing well below 
that number? That’s what we’re going to talk about next.

4 reasons why your landing page 
might not be converting

As you dig into landing page optimization, you might be 
wondering why some landing pages convert better than 
others. 

Why does one headline increase email sign-ups more  
than another? 

Why does one visual layout lead people to the CTA button more 
often than another?

Sometimes there is strategic reasoning behind why certain 
elements on a landing page perform better. Other times, 
the winning difference defies logic and comes down to 
whatever the split test results say.

But before you start creating and testing your landing 
pages, let’s go over the most common mistakes content 
creators make when crafting their first landing page.
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Weak landing page headlines

It’s been said that 80% of people who visit your landing 
page will read your headline but only 20% will continue 
reading the rest of your copy. 

Since your headline is one of the first things people see on 
your landing page, it must make a memorable impression.

As you write your landing page headlines, make sure you:

• Use strong, action-oriented language. Your headline 
copy should inspire your audience to click your CTA 
button for your desired outcome.

• Prioritize clear over clever copy. It may be tempting to 
come up with a witty headline for that coveted attention 
grabber, but it’ll be dead in the water if it’s confusing or 
unclear. Clarity is best.

• Analyze your headlines. We recommend using 
a free headline analyzer tool like CoSchedule and 
ShareThrough before launching your landing page.

If you are struggling to come up with some headlines, these 
five landing page headline formulas from Joanna Wiebe 
might help:

1. Get the [Rarely Seen Adjective] Power of [What Your 
Product Does] Without [Pain]

2. [Adjective] & [Adjective] [What You Are / SEO Keyword 
Phrase] That Will [Highly Desirable Promise of Results]

3. We Promise You This: [Highly Desirable Promise of 
Results]

4. [Known Competitor] [Does This Undesirable or 
Unimpressive Thing], and [Your Brand Name] [Does 
This Highly Desirable or Impressive Thing]

5. The Only [SEO Keyword Phrase] Made Exclusively to 
[Highly Desirable Outcome or Benefit]

When you’ve created a few different headlines for your 
landing page, you can A/B test them. This means that you 
can create two variations of your landing page with the only 
difference being your headline. That’s the best way to test 
how well your headlines are performing.

Multiple calls-to-action on your  
landing page

When you are presented with multiple offers at one time, 
it’s easy to feel overwhelmed because you don’t know 
where to start. It may seem like offering multiple options 
is the best way to convert more of your audience, but it’s 
actually the opposite.

This is called analysis paralysis, and it happens whenever 
you add too many calls-to-action inside your landing page. 
There should only be ONE call-to-action on your landing 
page.

When you review your landing page, make sure that there 
is only one direct action you are asking your audience to 
take. If you decide to create a longer landing page, you can 
add multiple CTA buttons as long as they all point to the 
same call-to-action.

It’s also a good idea to avoid using outbound links on your 
landing page. Since outbound links are intended to take 
you elsewhere, you’ll risk the chance of distracting your 
visitor or having them leave your landing page.
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One of the best ways to make sure this doesn’t happen is 
to remove your website navigation links, announcement 
banners, and any other outbound links that don’t relate to 
the call-to-action. It could help you increase your landing 
page conversion rate by as much as 100%.

Wrong landing page pitch

One of the biggest mistakes you can make when creating 
your landing page is not taking the time to understand 
what your ideal customer wants.

If your offer isn’t strong, it doesn’t matter how great your 
landing page design or copy is. It won’t be something your 
audience wants to buy or opt-in for. Before you create your 
landing page, be sure to survey your target audience and 
gauge their interest in what you are providing.

If you are offering a lead magnet, is it created in a format 
they enjoy consuming? Does it provide enough value or 
teach them about a topic they care about? If you are selling 
a digital product on your landing page, are you taking their 
interest and skill level into account? Are you using the right 
words that will make a more personal connection, leading 
to the sale?

All of these questions are worth asking as you craft your 
landing page pitch. Only then can you ensure your pitch 
connects with your target audience so you don’t have to go 
back and redo work you’ve already done to your landing 
page.

Bad landing page design

In order to increase your landing page conversion rates, 
you may want to tweak your designs over time. Sometimes 
what’s hurting your conversions isn’t your copy but rather 
the visual layout of your landing page.

Some designs are simply outdated while others need to 
be adjusted because of their confusing layout, misplaced 
imagery, or any number of visual faux pas.

Doing a split test with your landing page designs will help 
you discover elements that need to change, but when you 
see what variation performs best, it doesn’t always mean 
there was a design error. Sometimes you’ll find that your 
target audience has certain graphics, imagery, illustrations, 
and layout preferences.

When you create your first landing page, you can build 
it using a premade template (we offer several in our 
platform!) and customize it to fit your visual branding 
guidelines. It can take as little as 10 minutes to get up and 
running with your landing page!

From there, you can split test different variations of 
your landing page design to ensure every design choice 
you make is intentional. There’s no end to what you can 
optimize!

How to improve your landing  
page conversion rate

Now that we’ve talked about what NOT to do when 
designing your landing page, we can discuss tactics you can 
use to improve your landing page conversion rates. Some 
of these recommendations may look familiar, but they are 
important to review before you start creating.

Keep the traffic referral source in mind

Have you considered where your audience is coming from? 
How someone finds your landing page is just as important 
as the content you put within the landing page. If your 
landing page isn’t optimized for the source of traffic, you 
risk turning people off when they land on your page.

Common traffic referral sources can include:

• Google ads (PPC advertising)

• Social media ads

• CTAs on your website or blog
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• A link inside an email

• Search engine results from SEO

Think of the traffic referral source as the vehicle that brings 
your target audience to your landing page, your desired 
destination. When you know what vehicle is bringing your 
audience to the landing page, you can adjust the funnel 
that follows after your call-to-action to fit their needs.

Use simple forms

People want to opt-in for offers that are simple. A straight-
forward form will do the trick.

If you have more than two or three form fields, your 
landing page conversion rates will start to decrease. That’s 
because the more form fields you have, the less likely your 
audience will be to fill them out and click your CTA button. 

You don’t want your form to feel like a survey. Simple is 
better!

Before you choose what form fields you want to include, 
make sure you ask yourself how many details you actually 
need in order to send your audience the next steps. Do you 
really need to know their location, phone number, or other 
details in this stage? The answer is probably not.

When in doubt, simply ask for your audience member’s 
first name and email address so you can get in contact with 
them about the next steps after opting in for your email list. 
All of our landing page templates come with simple form 
field option so it is easy to start growing your email list.

Remove distractions

The great thing about creating a landing page is that you 
can focus all of your copy and design on the one call-to-
action you are optimizing the page for. You don’t have to 
worry about other distractions getting in the way because 
the landing page is dedicated to your CTA.

If you include external links, website navigation, footers, or 
distracting design elements, you’ll take your visitor’s eyes 
away from your CTA button. To avoid making this mistake, 
make sure that every element on your landing page leads 
to your call-to-action in some way.

Also, simplify your landing page design by using white 
space to draw the eye. Minimal layouts typically perform 
best because they add breathing room to the landing page 
design. If it’s too busy, you may find that visitors are too 
distracted to find the CTA button or even think about what 
the CTA is!

Have a clear offer

After reading your headline and CTA button copy, your 
audience member should be able to clearly understand 
exactly what you are offering.

Most visitors will be skimming over your copy to make 
a quick decision on whether or not they should sign up 
or buy your offering. Landing page copy that is written 
with clarity is the bridge between their struggles and the 
solutions you’re offering.

Use urgency and scarcity tactics wisely

People are more likely to sign up for something if they 
know it’s only available for a short time. Using FOMO 
(fear of missing out) tactics can work well in landing page 
optimization, but we want to use these tactics wisely  
and ethically.

You can include limited time offers, closed enrollment 
dates, closed carts, live event dates, and other tactics that 
give your audience a sense of urgency. That way, your 
audience knows that they must take fast action in order to 
sign up or buy your offering.

Try to avoid fake urgency. It can really hurt your trust 
with audience members. If you are offering an evergreen 
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product or service, don’t pretend like it’s only available for 
a limited time when it’s open all year round. You can use 
urgency in other ways, like adding bonus products and 
deals for people who sign up through your landing page.

Add testimonials for increased trust

Do you know what’s even better than saying you have the 
best resource or product on the market? Having other 
people back up that claim. If you have strong customer or 
email subscriber testimonials, consider adding them to 
your landing page.

When you add a testimonial, your resource or product can 
speak for itself through the stories of other users. When 
someone is willing to put their name and likeness behind a 
testimonial for your offering, that is huge for building trust. 
It’s even better when you can add a photo to accompany 
the testimonial.

Analyze your data (and keep testing!)

We talked above about how you can analyze landing 
page elements like your headline copy, but that’s just one 
example of dozens that are available.

When you analyze your landing page data, try to determine 
which elements make the most difference in increasing 
your landing page conversion rates. You don’t want to 
spend your time analyzing and testing elements that don’t 
really matter to your overall conversion rate.

We recommend starting with your headlines, landing page 
visual layout and formatting, CTA button color, and CTA 
button copy. All of these elements have been proven to 

affect your landing page conversion rates, so make sure 
your data analysis starts here.

Increase your landing page 
conversion rate with ConvertKit 

Ready to analyze some data? You can start by creating your 
own landing page and keeping an eye on your conversion 
rate, opt-in rate, and total views. You can view all of these 
stats inside your ConvertKit dashboard. 

Want to see how ConvertKit landing pages can help you 
increase your conversion rates? Set up an account today for 
free by clicking here.

Kayla Hollatz
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W ant more email subscribers, customers, 

and conversions?

You’ll need a high-performing call-to-action to get there.

Your call-to-action doesn’t need to be fancy or even clever.

It just has to turn leads into email subscribers.

In this article, we’ll break down the most common call-to-
action examples so you can build your landing page with 
confidence, knowing that it will help you massively grow 
your email list.

What is a call-to-action?

A call-to-action, commonly abbreviated to CTA, refers to a 
command or phrase that entices people who are reading to 
take the desired action. 

8 Call-to-Action Examples  
for Your Next Landing Page

Having a direct call-to-action on your landing page is 
important because it encourages your audience to take real 
steps toward becoming a client or customer.

Without a CTA, your audience won’t know what to do next. 
Potential customers want to be guided along their journey 
through your brand. They want to anticipate what’s coming 
and take action on what resonates with them. Calls-to-
action help them do just that.

Calls-to-action are the heart of your landing page because 
they turn leads into converted customers, clients, and email 
subscribers.

No matter if you build a landing page to offer a lead 
magnet, sell your freelance services, or a number of other 
CTA goals, you’ll want to consider these two main factors: 
your CTA button color and copy.
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Call-to-action button color

When using a CTA button, you’ll want to consider what 
color you use. Using the principles of color theory, you can 
choose a color that evokes the emotion you desire.

Do you want your audience members to feel calm and at 
ease when they see your brand? Do you want them to see 
you as trustworthy and consistent? Blue might be a great 
color for you. (It’s the color we love!)

Would you rather them feel passionate, excited, and ready 
to charge into the next action step? Red might be a better 
fit because it communicates urgency. Red can often be seen 
on landing pages that have equally strong sales copy with a 
call-to-action that is unmistakable.

Maybe you want your audience to feel like they are 
welcomed and invited into your brand. For example, you 
might want to choose a bright, cheerful color like yellow 
as a CTA button color for converting visitors into email 
subscribers when offering content upgrades and lead 
magnets on your blog.

Contrast also matters when choosing a call-to-action button 
color. Choose a color that fits within your visual branding 
guidelines but also stands out on your landing page.

A more prominent CTA button color is proven to 
outperform CTA button colors that are camouflaged into 
the landing page design. You should also have a high 

contrast between the background color of your CTA button 
and your text color.

You may not realize it, but every choice you make in terms 
of button size, shape, color, and contrast is communicating 
something unique to your audience before they even read 
your CTA button copy.

Our brains process images 60,000 times faster than text, 
so we need to keep these visual cues in mind as we think 
about what CTA button copy makes the most sense.

Call-to-action button copy

Now that you have a color in mind for your CTA button, 
you’ll want to choose action-oriented words to seal the deal. 
Your call-to-action button copy will make or break your 
landing page conversions.

If your call-to-action words are weak, you may not be able 
to make the number of landing page conversions you are 
hoping for. When you write a call-to-action, try to come up 
with a few variations to see which is the strongest.

Here are a few ways you can turn weak claims into stronger 
motivators:

WEAK
“Get our downloadable guide” 
“Receive a discount on your purchase”
“Learn more about the class”

STRONG
“Access our exclusive guide”
“Save $90 on this limited-time offer”
“Start the free class today” 

We also have a wordbank you can choose from.
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The next time you write call-to-action button copy, you can 
choose a few words from this list to help you get started. 
Your ideas will start flowing from there.

When in doubt, test different copy to see what performs 
best. You never know until you actually put your calls-
to-action into practice. You can see which CTA button 
copy performs best by comparing the number of total 
conversions (depending on what your goal is) to the 
number of landing page visitors you have.

This is how you will get your landing page conversion 
rate, which you can set up in Google Analytics or see 
it automatically calculated for you in our landing page 
builder. You can tweak your copy over time to ensure you 
are optimizing for conversions.

Best practices for landing page 
call-to-action examples

Before we break down some of the most common and 
creative call-to-action examples, let’s cover these best 
practices. You’ll need more than a high-contrast CTA button 
color and strong CTA button copy to increase your landing 
page conversions.

When you create your first landing page, you’ll want to 
keep these best practices in mind so you can make the best 
impression on your audience.

Focus on your goal

You should only have ONE primary goal for your landing 
page. 

If you include more than one call-to-action goal on your 
landing page, you might give your audience decision 
fatigue. This happens when you’re presented with too many 
choices and end up not taking any action on any because 
you’re too overwhelmed.

We’ve all been there. It might seem like adding more 
options to your landing page gives you the opportunity to 
convert more of your audience, but trying to fit everyone’s 
needs on one landing page can get messy.

Now, it doesn’t mean you have to throw away those other 
landing page goals. If you have more call-to-action goals 
you want to optimize, you can create separate landing page 
variations and test them to see which is the most successful 
at converting your audience. We call this A/B testing and/or 
split testing.

Know what your audience is motivated by

Would you be inspired to click the call-to-action button if 
you were in your audience member’s shoes? 

If you aren’t answering this question as you create your call-
to-action, you may miss out on a chance to improve it.

Keep your audience’s motivations in mind when you’re 
creating your call-to-action. 

What is the problem they are looking to solve? How can you 
offer a solution through your call-to-action? The answers to 
these questions will guide how you write your call-to-action.

Make your calls-to-action easy to find and 
understand

If you bury your CTA button in the very bottom of your 
landing page so your audience has to scroll multiple times 
before they can take action, you might be hurting your 
conversion rates.

The same is true if your CTA button blends in with the 
imagery or content of your landing page. We’re all for 
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having a stunning landing page design, but if its minimal 
look is hurting your conversions, you’ll want to make 
tweaks so your call-to-action button can be easily seen.

When people visit your landing page, they usually skim 
through your content to get to the main idea. Attention 
spans are shrinking and audience members want you to 
show them if your content or offer is valuable to them in a 
few seconds.

Try to use CTA button copy that is strong, action-oriented, 
and easy to understand. Use concise words that are easy to 
digest and get people to where they want to go. It’s really as 
simple as that!

Simple and creative landing page 
call-to-action examples

Are you itching to create your own landing page? We love 
your enthusiasm!

Before we cut you loose to create your own, we wanted 
to share a few call-to-action examples that may get your 
creative juices flowing. You can use this inspiration as you 
think about what kind of landing page type you want to use 
for your newest call-to-action.

Sign up

One of the most simple calls-to-action to include on your 
landing page is “sign up.” 

It’s clear, concise, and tells your audience exactly what to 
do. We are used to filling out forms whenever we hear 
the words “sign up,” so it may be a good action-oriented 
phrase to use. You can see this call-to-action example for 
inspiration.

Subscribe now

This call-to-action example focuses on enticing landing 
page visitors to subscribe to your email list. What they are 
specifically subscribing for is up to you!

Some content creators decide to include a general 
“subscribe now” call-to-action to their landing page while 
others include a downloadable freebie that comes with 
subscribing to the email list, which we will talk about next.

Send or download the freebie

When you use lead magnets and content upgrades to grow 
your email list, you may want to create dedicated landing 
pages that give more information on what’s inside the 
downloadable freebie. It can help you increase conversions 
when you use landing pages wisely.

A simple email sign-up form can sometimes do the trick, 
but downloadable freebie landing pages like this call-to-
action example can be shared at in-person events, on social 
media, and more. It makes much more of a statement than 
an email sign-up form.
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It also gives you more space to include exactly what your 
new email subscribers will find inside the downloadable 
freebie. If you offer an ebook or email course like this call-
to-action example, you can give more details into what your 
subscriber will receive when they sign up.

Just reading what is included can help your audience 
member decide whether or not they want to join your email 
list. Your audience will feel more confident trading their 
email address for your downloadable freebie when they 
can see what they will learn.

You can get creative with what your CTA button copy says 
(like “give me the goods” in the example above), but for 
clarity you can start with the simple “download now” copy 
and testing different variations from there. It can be easier 
to read and will stand out when placed in all caps.

Register

If you are hosting an evergreen webinar or have an event-
based offer, using a commonly used word like “register” 
might help you convert more of your landing page visitors. 
People are used to registering for live events, so this call-to-
action example makes sense.

Join us

Whenever you add a word like “join” to your call-to-action, 
you are essentially giving your audience a warm invitation 
to be part of what you’re doing. “Join” is a community-
centered word that makes you feel like you’re welcomed 
into something that’s bigger than you.

This is a great word to use because it inspires your 
audience to take action while giving them the opportunity 
to choose whether the offer is a fit for them or not.

When you create a landing page for an email challenge, for 
example, think about how long the email challenge should 
be in relation to your topic. In this email challenge call-to-
action example, a 16-week challenge makes sense because 
training for a marathon takes more time than learning 
other skills.

Make sure you add what is included in the email challenge 
so your audience member knows what it consists of, what 
they will learn, and what kind of time commitment it is. You 
may want to add prompts throughout the email challenge 
to invite them into a larger conversation since this call-to-
action language is so community-oriented.

I’m ready to...

If you want your audience to get excited about taking action 
on what’s coming next, you might want to use a phrase like 
“I’m ready.” It brings a higher level of enthusiasm into their 
decision to sign up for your email list.

We love how this landing page call-to-action example uses 
inviting, exciting copy in the description in order to entice 
more people to click the CTA button that says “I’m ready to 
get confident on camera!”

The offer is clear, concise, and easy to understand. An 
email subscriber knows exactly what they will learn and 
walk away with when they see this landing page. It’s a great 
example to follow!
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Join the waitlist

Once you have your audience member’s attention, you 
want to do anything you can to keep it.

If they are showing an interest in one of your offers but 
you haven’t launched it yet or it’s not currently available, 
you may want to create a “join the waitlist” call-to-action for 
your landing page. That way, you can grow and groom your 
email list for more income.

Usually, a content creator will create a waitlist landing page 
when:

• They are about to launch a digital product for the first 
time and want to collect email addresses of people who 
are interested in what they will be selling.

• They only open enrollment for their online course, 
program, or membership community a few times a year 
and want to collect leads for their next launch.

• They teach an online course live and want to collect 
email addresses from people who are interested in 
knowing when it becomes available next.

If any of these scenarios resonate with you, it may be time 
to create your own waitlist landing page. With ConvertKit, 
they are incredibly simple to make! All you need is a clear 
title, short description, enticing CTA button copy, and a 
visual that grabs your audience member’s attention.

You can follow this landing page call-to-action example 
from 12 Minute Athlete Academy if you’re looking for more 
inspiration. Your landing page can be up and running in as 
little as five to ten minutes!

Coming soon

Much like the waitlist landing page we talked about above, 
some content creators will create a coming soon landing 
page to collect email addresses before their brand is 
launched. By doing this, you can start making connections 
with potential readers from the get-go.

You can also use a coming soon landing page when you 
relaunch your website or blog. It’s a great way to engage 
with your audience while your website is still under 
construction. You can use it as a chance to share behind-
the-scenes updates on your progress so your audience can 
follow along.

Create your own strong CTA in 
ConvertKit using these call-to-
action examples

Ready for a challenge? We hope so!

After you’ve had the opportunity to learn more about how 
to use calls-to-action to strengthen your landing page 
conversions, we want you to have a chance to do the same.

In less than 10 minutes, you can create a unique landing 
page using one of our easy-to-customize templates and 
include a call-to-action that gets your audience to click!

Click here to create a free landing page account and build 
your own landing page with ConvertKit!

Kayla Hollatz
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L ead generation landing pages are the 

superstar sales team for your online 

business.

Even while you’re sleeping, they’re out there beating the 
pavement 24/7, drumming up leads and growing your 
audience.

It isn’t an easy job, either. Your landing page has to 
effectively perform the entire sales process in only a few 
seconds, grabbing visitors’ attention and convincing them 
to sign up for your offer.

That’s a lot to ask of one little web page.

Lead generation landing pages are easy to attempt but 
difficult to perfect. Pouring all your creative energy into 
crafting a superb landing page, only to watch your hard-
earned visitors leave without signing up, can be pretty 
demoralizing.

How to Create Lead Generation 
Landing Pages that Convert

Success requires walking a fine line between getting the 
information you need and overwhelming potential leads. 
Every element needs to work seamlessly to convert visitors 
into subscribers. 

Fortunately, improving your lead generation landing pages 
and optimizing your conversion rate isn’t difficult. Let’s take 
a look at some simple conversion rate tips we’ve found that 
can help you create better landing pages and boost your 
conversions.

So what are lead generation 
landing pages?

Landing pages tend to come in two primary flavors:

• Click-through landing pages

• Lead generation landing pages
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That’d be like me asking for your hand in marriage 10 
minutes into the first date. Thanks, but no thanks.

You might not be asking visitors to pull out their wallets 
quite yet, but you are asking them to make a “transaction.” 
But instead of trading money for products, they’re swapping 
their valuable contact details (and permission to follow up 
later) for the information you’re offering.

That initial “transaction” is a vital part of the sales process 
for many businesses. For consultants, coaches, course 
creators, and other high-value products and services, 
generating and nurturing leads is a crucial part of the sales 
process. 

No leads, no sales.

Now that you know why lead generation landing pages are 
so important, let’s dive into some practical tips for boosting 
your conversion rates. 

10 tips to increase your landing 
page conversions

No matter what kind of online business you run, the core 
elements of every landing page are the same. Here’s what 
content strategist and landing page wizard Aaron Orendorff 
has to say:

At their core, landing pages that convert speak 
directly to real people with real problems in search 
of real solutions.

And people are people. This means that the rock-
bottom, non-negotiable, absolutely essential 
elements to every high-converting landing page 
are the same.

So being real with your target audience is the key to 
unlocking more conversions. What does that look like in 
practice?

#1: Set one goal and eliminate distractions

You should design every landing page with a single goal 
in mind. The goal you choose is crucial—it should be the 
smallest possible step that visitors could take down the 
path to becoming a customer or client. 

Click-through landing pages are designed to “warm-up” or 
qualify visitors before they buy a product or subscribe to a 
service. Click-through landing pages come in all shapes and 
sizes. Blog posts, white papers, product descriptions, and 
case studies all work well as click-through landing pages.

Lead generation landing pages, on the other hand, are 
single-purpose pages where you give something valuable 
away for free—like an ebook, newsletter, email course, or 
worksheet—in exchange for visitors’ contact information. 

Lead generation landing pages aren’t 
about sales

The point of your lead generation landing pages isn’t to 
close any deals.
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Some common goals you might choose for your landing 
page:

• Subscribe to your newsletter

• Download a free guide

• Follow you on social media

• Schedule a call

• Sign up for a webinar

Every single element on the page should have a role to play 
in moving visitors closer to achieving that goal. That means 
removing any potential distractions, alternate paths, and 
secondary CTAs. 

Navigation and outside links should all be left off your 
landing pages. These options all give users an easy chance 
to leave your landing page without converting, so they 
should be left off your landing pages.

Heat mapping software Crazy Egg’s landing page does a 
great job of guiding visitors toward their goal of creating 
their first heat map. Visitors have only one option, and 
that’s to enter their website URL to generate their first heat 
map and create their account.

Apart from creating their first heatmap (and perhaps 
enjoying the delightful illustrations), there’s nothing else 
visitors can do on the landing page. Simplicity is the key to 
improving conversions.

#2: Grab visitors’ attention with  
your headline

Once someone hits your landing page, you have only about 
15 seconds to grab their attention and let them know 

whether you’re offering what they need. Your landing page 
headline needs to let readers know how your offer will 
benefit them immediately. 

While writing attention-grabbing headlines might sound 
painful, it’s not all that difficult. Landing page headlines tend 
to work best when you follow one of three principles:

• Ask readers a question related to your product

• Promise the reader useful information 

• Explain how the reader can reach their goals

Let’s say you’re a freelancer creating a landing page for 
a free email course that teaches other freelancers how 
to grow their client base. Based on our three headline 
principles, you might choose headlines like:

• Tired of waiting for clients to come to you? (asks a 
question)

• Avoid the top 7 mistakes freelancers make when finding 
clients (promises useful information)

• How to fill your client list in the next 30 days (without 
working for peanuts) (explains how to do something)

Each of these headlines would work well for the same 
product—pick your favorite one and try it out. 

Check out our headline on the ConvertKit home page—
it explains the benefits that customers get from the 
platform—growing their audience—without getting lost in 
the details of email marketing.

SEO tool Moz is another excellent example of a landing 
page headline, challenging visitors to up their SEO game by 
signing up for their software. 
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#3: Use imagery that reflects your offer

Great visuals instantly express what you’re all about and 
build trust with visitors. It takes 2.6 seconds for a user’s 
eyes to land on the area of a website that most influences 
their first impression. But, users spend an average of 5.94 
seconds looking at a website’s main image.

It’s why so many online creators start their landing pages 
with high-quality, relevant visuals or photos. People buy 
from people, not companies. Starting your landing pages 
with a photo lets visitors put a face to your name, and 
makes them more likely to convert. 

It’s why Pat Flynn of Smart Passive Income includes his 
photo and signature right in the middle of his home page.

If you don’t want to be the “face of the company,” don’t 
worry. You can always find free stock photography from 
thousands of regular contributors on Unsplash or Death to 
the Stock.

#4: Solve a pain point with your  
lead magnet

Most landing page visitors won’t give up their precious 
email address unless you’re offering something of value in 
return. Offering a free lead magnet, like an email course, 
downloadable guide, or recorded webinar can help build 
trust with your visitors and increase conversion rates. Once 
they’ve signed up, you can then nurture subscribers and 
provide more value through your email sequences.

To choose a valuable lead magnet, start by doing some 
research to find out something people in your audience 
want or need. Start small—readers should be able to put 
your free information into action straight away. If you can’t 

think of a topic idea, we have a whole collection of lead 
magnet ideas you can choose from. You can even create 
multiple lead magnets and test to see which is the most 
popular.

You can use ConvertKit to upload your lead magnet files 
and connect the corresponding email sequence to your 
landing page. That way, people who sign up on your landing 
page will automatically receive your lead magnet the 
minute they sign up, like this landing page from managed 
WordPress host Flywheel.

Offering multiple lead magnets can be a great option, but 
each landing page should offer just one incentive. Multiple 
offers on your landing page could decrease conversions by 
266%, so remember: one landing page, one offer.

#5: Make your body copy enticing

The debate about whether long landing pages are better 
than short pages has been raging for years. 

When it comes to generating leads, though, it isn’t the size 
of your landing page that matters. It’s how well it addresses 
your audience’s needs, according to Joanna Wiebe, founder 
of CopyHackers:

There’s no point in saying “long copy always beats 
short copy”… or “long copy doesn’t work on me”… 
or “web users will only tolerate short copy”…

Rather, your page needs to be as long as is 
necessary to make the argument that will address 
the prospect in their state of awareness. If you 
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don’t know how aware they are, you need to find 
out in order to shape your argument.

Your body copy should talk directly to your ideal customer:

• Speak to readers in the first-person and use words you’d 
use in a real conversation. 

• Keep your paragraphs short—two sentences is a good 
target. 

• Use subheadings, bullet points, bolded words, and white 
space to break up long blocks of text and make your 
copy easier to digest.

Time tracking app Noko’s (formerly Freckle’s) landing page 
has some killer copy. The headline speaks directly to their 
customers’ biggest pain point—finding a time tracking 
app people want to use. The body copy speaks directly to 
their audience, explaining the problem (and the benefits 
customers see after solving that problem) before selling the 
software itself. 

Check out Noko founder Amy Hoy’s case study on how 
she improved conversions by 240% just by improving her 
landing page copy.

#6: Keep forms as simple as possible

Just like your landing page copy, the signup form you use 
should depend on the goal of your landing page. Both long 
and short forms can perform equally well. The form length 
you choose should depend on whether you’re looking to 
generate lots of potentially less-qualified leads, like for an 
email newsletter, or a small number of highly-qualified 
leads, such as webinar viewers or coaching calls. 

Either way, avoid discouraging them from completing your 
form by only asking for the bare minimum information you 
need. Use dropdowns and checkboxes where you can, and 
make form fields optional to give visitors flexibility. Your 
form also needs to stand out from the rest of your design—
use bold colors and contrast to make sure visitors don’t 
ignore or miss your form.

Design tool InVision has an excellent form flow for their 
training webinars. Visitors first choose a date and time 
for the webinar they’d like to attend. Visitors are only 
shown the registration form after they select a time. The 
registration form is simple, consisting of three required 
fields for first and last names and email, as well as a 
handful of optional fields.

It’s an elegant form, designed to maximize conversions.

#7: Build trust with visitors

Since online businesses often aren’t able to interact 
with customers and clients in person, building strong 
relationships with your audience is hugely important. 
After all, trust means conversions, and conversions mean 
customers. 

There are a few different tactics you can use to build trust 
on your lead generating landing pages. Social proof goes  
a long way—testimonials from audience members can help 
strengthen your messaging and prove your worth to  
new visitors. Adding a friendly photo thumbnail and name 
to the testimonial can also boost conversions, like  
these testimonials from customers of event planning 
service Bizzabo.

Another great way to build trust with visitors and boost 
conversions is by being transparent. Let your readers know 
how much you’ll care for their online safety by writing up a 
privacy policy and providing a link from every landing page.
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#8: Create a killer call-to-action

The language you use on your call-to-action button has a 
surprising effect (both good and bad) on your conversions. 
Your CTA button copy should relate to your audience—
think about what your prospective leads would say or think, 
and use language they’ll connect with. Try to avoid generic 
words like “Submit” or “Sign up”--instead, use trigger words 
like “you” or “my” to help increase conversions.

Expert copywriter and founder of CopyHackers, Joanna 
Wiebe, recommends thinking of CTAs not as a call to action, 
but instead as a call to value. While calls to action amplify 
the action of moving forward, calls to value emphasize the 
value a visitor will see by moving forward. 

Here’s Joanna:

A call to value is best for people before  
they’ve decided to buy; it reinforces the value  
of the offering and works toward convincing  
the prospect.

A call to action is best for people once they’ve 
decided to buy; they already understand the value, 
so it’s time to stop selling and just make it as 
frictionless as possible for them to give you their 
email addy or credit card deets.

The action you offer on your CTA button might be 
“Download my free conversion guide,” but the value you’re 
offering to visitors is to “triple your subscribers with these 
free conversion rate tips,” so the CTA copy you test might 
read “Start growing your subscribers.”

Check out this landing page from online training site 
Treehouse. Their CTA button, “Claim Your Free Trial,” ticks 
all the right boxes. It’s reader-focused, direct, and the word 
claim creates a sense of urgency.

#9: Keep up with your marketing funnel

Remember, your landing page is only the first step in 
your sales funnel. Once visitors sign up, make sure you’re 
maximizing your conversions by nurturing leads through 
your email marketing.

For each new landing page you launch, it’s worth taking a 
quick look at your marketing funnels. Check whether your 
emails are up to date, and make sure new subscribers are 
following the correct automation sequences.

Luckily, ConvertKit’s landing page builder makes this step 
easy.

New landing page subscribers are seamlessly added to 
your mailing list. You can automatically tag and segment 
new subscribers entirely on autopilot. It’s easy to add an 
incentive for new subscribers and connect it to your landing 
page or set up advanced visual automations to ensure new 
subscribers always get the right emails at precisely the right 
time.

#10: Measure your results and  
make improvements

Even the best copywriters and designers don’t get their 
landing pages right the first time. And since you can’t 
improve what you aren’t measuring—every landing page 
should be set up to track conversions.

There are tons of different analytics tools out there you 
could choose from, but Google Analytics is the best choice 
for most online creators. Google Analytics is a powerful tool, 
and it’s relatively easy to set up on your site. And if you’re 
using our landing page builder, you can set up conversion 
tracking on your landing pages in only a few clicks.
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Remember, analytics are only valuable if they help you 
make better decisions and improve your conversions. Tools 
like Optimizely, VWO or Google Optimize make it easy to 
split test (or A/B test) different variations of your landing 
page. You can change headlines, imagery, long versus short 
copy, and calls-to-action to see which combinations bring 
the most conversions.

Improve your landing pages and 
boost your conversions today

Your lead generation landing pages might be superstar 
salespeople who work without rest, but improving their 
performance still isn’t the easiest thing to do. It takes 
research, time, and experimentation (and sometimes a little 
luck) to find a lead generation landing page that converts.

But if you’re patient and persistent the results are worth 
the effort. If you’re looking to create better landing pages 
and convert more leads, ConvertKit’s landing page builder 
is a great place to get started. Sign up for a free account 
of ConvertKit, and build your first lead generation landing 
page today!

Kieran Tie
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I n order to confidently make the sale, you 

need to build a relationship with your 

audience.

But relationships are built at different levels.

Moving your audience from thinking “I know that brand...
they seem cool” to “I can’t remember life before finding that 
brand!” takes only a few strategic tweaks.

One of the best places to start building your customer 
relationships is through your landing pages and email 
marketing.

But why do these relationships matter?

Why not just make the sale as quickly as possible?

It’s because we all run on connection and belonging. We 
want to feel nurtured and cared for, especially in the sales 
process. 

How to Use Landing Pages  
with Email Marketing

In a business world that seems to care more about 
competition and revenue than deep relationships, you can 
help your audience feel like you see them and understand 
them when you have a client-first approach. 

People want to buy from people they know, like, and trust. 
When you take the time to anticipate their needs and 
build a more personal connection, you create a lasting 
impression.

This helps us as we build our brands because ultimately, we 
want to be in the business of attracting lifetime customers, 
especially since it is five times easier to retain a current 
customer than acquire a new one.

Let’s start by looking at the steps we need to take before 
someone even becomes a customer. We’re talking about 
nurturing leads through our landing pages and email 
marketing.
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What is a landing page, and 
what does it do for your email 
marketing?

When your audience is primed and ready to take action, 
send them to your landing page. A landing page is 
dedicated to one call-to-action (CTA) which eliminates all 
other distractions. It’s usually easier to convert a visitor 
into a lead with a landing page than a general website page 
because it’s focused on one core offer.

Your landing page’s purpose is to move prospects down 
your sales funnel. The stronger your email landing page is, 
the more confident you’ll be in sending new subscribers 
through your funnel.

Since your audience will be making purchase decisions 
as they move through your sales funnel, your email 
landing page is a unique opportunity to make a great first 
impression and start the relationship on a foundation of 
trust.

Every successful landing page will:

• Welcome new traffic

• Convert new traffic into email sign-ups

• Collect early bird interest in events and new offers

• Increase your conversion goals month to month

You can also create a separate “thank you” page for 
incoming subscribers. It’s a great way to thank your new 

What’s the point  
of email marketing?

Through email, you are able to access a direct line of 
communication to your audience. That means you never 
have to rely on ever-changing social media algorithms or 
third-party platforms to get a message to your audience.

You own your email list.

You get to choose when you want to talk to your audience 
and how often. Since 91% of people check their email daily, 
it’s important to show up in their inbox on a consistent 
basis in order to stay top-of-mind. 

Not only will you remain a top choice when your audience 
is looking to a purchasing decision, but they’ll also be 138% 
more likely to buy your product from an email than other 
mediums.

With personalized email marketing, you can automate your 
content in a way that saves you time without sacrificing 
customer relationships.

To automate your email marketing, you’ll want to create 
a series of targeted emails through email sequences that 
convince a subscriber to take action on proposed offers. 
Then you can segment your email audience based on their 
interests, goals, and purchases among many other factors.

If you want to know how well your email marketing 
strategy is working, look at your conversion rates. Twenty-
two percent of businesses say they are satisfied with 
their conversion rates, but we know there is always more 
optimization that can be done. Look at it as one big (and 
fun) experiment!

In order to improve your conversion rates over time, you 
may want to take a step back and consider what kind of 
brand experience you’re creating before they join your 
email list. Your audience’s first impression often comes 
down to how well they connect with your landing page, 
which we will talk about next. 
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subscribers for signing up while also giving them additional 
personalized resources. You can even set expectations for 
what types of email content they will be receiving on the 
“thank you” page.

Landing pages can be useful when you decide to host or 
speak at an event. Is there a specific offer or freebie that 
fits the conference, workshop, or retreat? You’ll want to 
lead with that on your email landing page.

If you want to use landing pages to help your social media 
followers find what they need, you can create separate 
landing pages for each platform. For example, Facebook 
group participants will probably be looking for different 
resources and information about your business than your 
Instagram followers. Keep this in mind as you craft each 
landing page.

When you have one goal and CTA, you’ll have an easier 
time increasing your landing page conversion rate. As your 
conversions climb, you may want to test different variations 
of your landing page to make sure your messaging and 
design are as strong as they can be.

To sweeten the deal, you can create email landing pages 
with freebies and other incentives. We call these our lead 
magnets because they can help us bring in new leads who 
may not have signed up for our email list otherwise. When 
you lead with value, you’ll find more quality leads.

A quick guide to email landing  
page optimization

We recently talked about the landing page optimization 
best practices, but we’ll go over the basics in this section. 
They will be important as you gear up to put your landing 
page and email marketing strategy together.

• Create catchy headlines that are easy to skim and even 
easier to understand.

• Add testimonials whenever possible to show the 
strength of your social proof. 

• Use SEO best practices when building a keyword-rich 
landing page.

• Utilize ethical scarcity tactics in order to increase 
urgency around your offer.

• Have multiple landing pages for each email marketing 
campaign you are running.

With these recommendations in mind, how do you 
determine how your landing page supports your email 
marketing? How do you ensure it all connects in a user-
friendly way? We’ll talk about this next.

How landing pages and email marketing 
work together

Landing pages and email marketing should go together like 
the classics: peanut butter and jelly, macaroni and cheese… 
you get the picture. Typically, you’ll be using landing pages 
to collect email addresses, an important step in building 
your email list.

Once you are ready to deliver emails to your new 
subscriber, you’ll need an email marketing sequence that 
builds trust and nurtures your relationship. One cannot 
work effectively without the other.

By connecting your landing page and email marketing, you 
will be able to:

• Welcome new subscribers to your email list and make a 
great first impression.

• Onboard customers with personalized emails that are 
delivered based on their needs.

• Nurture quality leads and convert their interest into 
better sales.

• Send custom recommendations based on your email 
segmentation strategy.

• Recover abandoned carts so you can close the sale with 
less hassle.

• Engage inactive users who may need extra assistance 
with your product.
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We’re just scratching the surface of all you can do with 
your landing pages and email marketing. Whether you are 
launching a new product or service, gauging interest in a 
business idea, or creating an evergreen sales funnel for an 
offering that already exists, you can create a landing page 
that seamlessly connects to your email marketing to make 
more sales.

It may not happen all at once. You’ll need to continue 
testing your offer and strengthening your call-to-action, but 
let’s make sure you start with a strong foundation.

How to make a landing page and email 
marketing connection work

When you create a new landing page, it’s important to 
make sure your email content is relevant to the landing 
page’s call-to-action. If there is a disconnect between the 
landing page’s offer and what you are discussing through 
your emails, your target audience will be confused and 
turned off.

This is why it’s usually best to create email marketing 
content specifically for your landing page. You can 
repurpose old email content to save time and energy, but 
it should be done with your landing page goals in mind. 
Your email landing page should simply reinforce what your 
follow-up emails are talking about.

We recommend choosing one strong call-to-action for your 
landing page. Most content creators choose to build their 
email list as their primary CTA, but you can choose what 
landing page goal is important to you.

It’s easier to connect your landing page and email 
marketing when you have an email opt-in form that is 
simple, clean, and easy to fill out.

Rather than make your form feel like a survey, only ask for 
the details you absolutely need in order to stay in contact 
with your new email subscriber. This usually means asking 
for their first name and email address, but you can include 
a maximum of three form fields before you decrease your 
landing page conversion rate significantly.

And how do you know if your landing page and email 
marketing connections are working? By looking at the data, 
of course!

You’ll want to keep an eye on how your email landing pages 
are performing based on the A/B tests or split tests you 
run. This will help you understand which elements on your 
landing page are producing the best conversion results. 
Keep testing over time to optimize your landing page.

Setting up a landing page and email 
marketing connection in ConvertKit

Let’s put all of this knowledge into action by setting up your 
email marketing and landing page within the ConvertKit 
platform. 

It’s so much easier to build both when you’re able to 
do it from one platform. We’re all about keeping things 
organized in one place.

Your first step is to consider what your primary goal is 
and how your email landing page can accomplish it. Are 
you trying to promote an upcoming product launch, pitch 
a product that is currently available, or simply point to 
signing up for your email list?

Your goal should directly relate to the call-to-action you use 
on your landing page. The stronger the CTA, the better your 
landing page will perform.

Once you create your landing page, then it’s time to create 
a single email as a broadcast or create an email series using 
the sequence option. We recommend creating an email 
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sequence that automatically sends emails after someone 
signs up for your email list on your landing page.

You can write a welcome email sequence that introduces 
who you are, what you offer, and how your audience 
members can learn more about how you can help them. 
If you plan to use your email sequence as a way to sell 
a product or service, you may want to write an email 
marketing sales funnel. It’s a great way to turn your 
subscribers into customers!

Now, let’s put all of these steps together!

Click here to get started with a free landing page account.

Kayla Hollatz
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D iving head-first into a new business idea 

can be incredibly intimidating.

Building a website, writing blog posts, podcasting, 
mastering sales, social media, partnerships, hosting 
webinars… It feels like the list of tips and tactics never ends.

When you don’t know where to start, it’s easy to let your 
fears and uncertainties take over. Before you know it, that 
fear turns into procrastination—and you end up putting off 
your big ideas until another day.

Reality check: All those things can wait.

Right now, all you really need is a way to gather all your 
tribe in one place—a place where you can share your 
original work and begin building relationships.

And no matter how many shiny marketing tactics you 
might think you need to get started, the best way to stay 
connected with your audience is through email.

How to Grow your Email List in 
2020 with Free Landing Pages

Your email list is the glue that holds your online business 
together. Whether you’re a blogger, a video creator, 
podcaster, freelancer, coach, ecommerce shop owner, 
or a digital product creator, building an audience of true 
fans is the single best way to turn your online work into a 
sustainable income.

“Having a list makes your life as a creator easier 
because you can ask your audience what they want. 
You will get emails and comments with questions 
that you can turn into content or products. Owning 
your own audience allows you to control your 
future and build a sustainable business that 
changes lives.” - Janelle Allen, Zen Courses

Growing your audience used to mean learning how to 
code a website from scratch, setting up complicated forms, 
and connecting everything to an email tool. These days, 
it’s much easier to get started. You can launch a landing 
page and start collecting emails to build and cultivate an 
audience in only a few minutes—all without paying a cent.
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No more excuses—it’s time to make 2020 your year of 
hustle. It’s easy to create a free landing page and grow your 
email list today—here’s how you can get started.

Why you should use free landing 
pages to build your email list

Landing pages are like the superstar salespeople for your 
online business. That’s because every landing page is 
designed for one singular purpose: to convert visitors into 
subscribers, leads, or customers.

Here are a few reasons landing pages are one of the best 
ways to start an email list:

Amplify your email signup rates

Your home page and your landing pages serve different 
purposes. You might already have a business website that 
shares details about what you offer, the clients you serve, 
and how people can hire you. The problem? Most websites 
tend to be full of links, navigation, information about your 
company, and other distractions that kill your conversion 
rates. 

Take a look at this comparison between Well Paid Geek’s 
homepage and their email newsletter landing page. Both 
pages might look similar, but I’m willing to bet the landing 
page attracts many more subscribers:

Landing pages eliminate distractions, offering visitors a 
single targeted call to action. Fewer distractions and a 
clear call to action leads to more subscribers, with zero 
effort from you. Who doesn’t want a mini-salesperson who 
collects new subscribers even while you’re asleep?

Give visitors an irresistible incentive

Your inbox is precious real estate—you wouldn’t just hand 
over your email address to a random stranger, would you? 

Most visitors are the same—they won’t hand over their 
email address unless you promise something valuable in 
return. 

Landing pages make it easy to offer a free lead magnet or 
other incentive, like this free handwriting font from Hewitt 
Avenue:

Offering a free guide, downloadable, or email course 
helps encourage visitors to opt into your list, giving you 
the opportunity to follow up with more emails and build a 
trusting relationship.

(If you’re looking for inspiration for your lead magnets, check 
out these 8 lead magnet ideas!)

Promote multiple offers without a website

When it comes to landing pages, the more the merrier.  It’s 
easy to build a separate landing page for each new product 
or service, target audience, or free incentive.

For example, wedding photographer Ashley Largesse offers 
a range of downloadable checklists and guides for her 
audience of wedding photographers (you can check out the 
landing pages here and here):
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If you need to communicate with various types of 
customers, run multiple different promotions at the same 
time, or match your messaging to different marketing 
channels, the easiest way is to create separate landing 
pages. In fact, businesses with 40+ landing pages generate 
12x more leads than those with 1-5 landing pages.

Landing pages are also fast to create and launch. With a 
landing page builder like ConvertKit, you can be up and 
running with your first landing page in under 10 minutes, 
so there’s no excuse for not launching a new page for every 
offer.

Validate new product or service offerings

Launching a new business idea or side hustle can be risky. 
You’re investing enormous time and effort into your big 
idea, with no guarantee of success—so it’s important to test 
your ideas as early as possible.

To avoid your big idea turning into a flop, you can use a 
landing page to validate your new business ideas. When 
you use a simple landing page to gauge interest in a 
product or service idea before you spend hours creating it, 
you’ll save time and feel more confident when launch day 
finally arrives.

Segment your audience

Landing pages are also a wonderful tool for collecting 
additional information on visitors, like the type of business 
they run or their job title. When visitors sign up, they’re 
automatically tagged with any information they provide on 
your opt-in form. 

You can use these tags to split your audience into 
segments, letting you target the right people with the right 
emails at the right time.

Alright, enough of the benefits—let’s dive into the  
specific steps you should take to start growing your 
audience in 2020.

5 easy steps to launch your  
email list with free landing pages 
in 2020

Launching a new business or side hustle used to mean 
learning to code, designing a website from scratch, signing 
up for a hosting plan, wrangling WordPress plugins, and 
connecting clunky forms. And all this before you could even 
think about growing your list.

These days, building an email list is a lot more 
straightforward:

Step #1: Create a landing page

I probably sound like a broken record by now, but the 
first step to build your list is to create a landing page. Your 
landing page is the central hub where you’ll direct visitors 
from social media and other channels to find out more 
information and to join your mailing list.

Your landing page should include a few essential elements:

• An engaging headline

• Thoughtful and descriptive copy

• Eye-catching imagery

• A single call-to-action or CTA

You can also include any other important information for 
visitors, like your personal bio or answers to frequently 
asked questions—check out the complete anatomy of a 
great landing page right here.

Now you can always design and code a landing page from 
scratch—but unless you’re already an expert, that can take 
a lot longer. Instead, use a free landing page builder like 
ConvertKit to launch your first landing page.
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In just a few minutes, you can validate your next business 
idea, build a pre-launch list for your online course, book, 
or podcast, host an online workshop, or even build a 
professional-looking personal site—all without writing any 
code. 

And once you’re ready to start emailing your subscribers, 
you can instantly upgrade to a paid account to unlock the 
full power of ConvertKit broadcasts, automations, and 
integrations.

Step #2: Create a free lead magnet

Next, you’ll need something valuable to tempt visitors into 
joining your list. A free incentive or lead magnet is a great 
way to prove your expertise and provide massive value—it 
gives you a “magnet” that attracts visitors and convinces 
them to become email subscribers. Once they join your 
list, you can nurture them and provide even more value 
through your email sequences.

How do you know what lead magnet will work best for your 
idea? First, think about what your audience will find most 
valuable. What’s something they can understand and put 
into action in just a few minutes?

Once you have an idea in mind, you’ll need to decide on a 
format. Lead magnets come in all shapes and sizes:

• Online quizzes

• Email courses

• Content upgrades

• Video series

• Downloadable templates

Once you’ve created your lead magnet, you can set up an 
incentive email in ConvertKit to automatically deliver an 
email with a link to your awesome freebie. One click, and 
your subscriber gets access to your lead magnet—and 
confirms they really want to be on your list. Neat!

Step #3: Create a killer welcome email 
sequence for new subscribers

Your landing page is up and running, and you’re delivering 
your free lead magnet to new subscribers. Nearly 75% of 
new subscribers expect a welcome email, so you need to 
make sure you don’t leave them hanging. 

Even though you’ve convinced someone to sign up, they still 
don’t really know who you are or how you can help them. 
Sending just your lead magnet without following up is like 
asking someone over for dinner, welcoming them at the 
door, then leaving them alone in the living room. 

Not a great first impression.

You need to warm up new subscribers with a short series of 
welcome emails. 

A great welcome  sequence serves a few different 
purposes:

• It introduces you and explains how you can help

• It gives you the chance to share your expertise and 
position you as an expert

• It fosters a trusting relationship with subscribers,  
leading to increased sales

• It sets expectations around what to expect from  
your emails

• It trains subscribers to open your emails, improving 
deliverability

Your welcome sequence doesn’t need to be complicated. It 
can be as simple as a single welcome email or as advanced 
as an educational email course. No matter how you choose 
to roll out the red carpet, it’s easy to set up your welcome 
sequence and connect it to your landing page in ConvertKit:

Step #4: Drive people to your landing page

Now comes the fun part! It’s time to share your big idea 
with the world.

Unfortunately, though, just because your shiny new landing 
page is open for business doesn’t mean visitors will just 
stumble across it on their own. You need to get out there 
and tell people to come visit.

Not sure where to promote your landing page? Think about 
where your target audience is already hanging out and 
start there. There are dozens of ways you can get the word 
out—Facebook groups, your Twitter profile, LinkedIn posts, 
webinars, Pinterest, online communities like Hacker News, 
or your email signature are all great places to share your 
landing page. 
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If you have the budget, you can even try advertising on 
Facebook—even though the costs can sometimes be high, 
it’s an easy way to reach your target audience.

Sharing your landing page is easy—since landing pages are 
hosted separately, you don’t have to embed them in your 
website. Simply grab the shareable link for your page, and 
paste it on Facebook, Instagram, Twitter, or anywhere else 
you’d like to share your page.

Step #5: Rinse and repeat for all your  
new ideas

Landing pages are like cookies—it’s hard to stop at just one. 
Once you’ve launched your first page, it’s easy to create 
more pages for each new idea you have.

As you drive more visitors to the site, you’ll start to see 
which messages, images, and offers drive the most 
conversions, and you can use your newfound knowledge to 
test changes and improve your landing pages even further.

There’s no limit to how many landing pages you can have. 
More landing pages means more opportunities for growing 
your list.

Start growing your list with free 
landing pages

Launching a side hustle and building a thriving email list 
seems overwhelming when you’re starting with nothing. 
It’s easy to look at successful online creators with lists 
numbering in the tens of thousands and feel like you’ll 
never be able to launch your idea and grow your list.

The truth is, those people all started from the same 
place you’re at right now. They took the same first steps, 
overcame the same doubts, and accomplished their goals.
You can do the same. It’s OK to start with just a free landing 
page and a valuable lead magnet. Share your landing page 
with the world, learn what works, and start growing your 
audience over time.

Kieran Tie

It’s time to stop letting fear get in the way of launching your 
big idea, and to start growing your list with a free landing 
page from ConvertKit today.

I can’t wait to see what you create.
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The future belongs  
to creators like you.

And we believe landing pages can help you get your  
next creative project live and out in the world.

BUILD FREE LANDING PAGES
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