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Do you get a sinking feeling every time you see 

your website stats? If you do not see the relevant 

results, which are often CONVERSIONS, you’re 

failing. It’s time to accept that either your 

website sucks or your advertising does –but now 

what? 

 

Digital marketing strategies are rapidly evolving with time. A 

substantial portion of the audience has moved from desktop to 

mobile, and the total attention span has decreased to a mere 

eight seconds in the last five years. 

Amidst these issues, your only solution to get your audience’s 

attention is to improve your website and advertising strategies. 

This is a comprehensive guide for business owners seeking 

professional tips for improving their website’s conversion. 

 

A recent study from the 

Technical University of Denmark 

suggests our collective global 

attention span is narrowing 

because of the abundance of 

information presented to us. 

 

“ 



 

  

Less than 25% of businesses rate themselves as satisfied 

with their conversion rates. With an average conversion 

rate looming around 2-5% for all industries, most 

businesses consider closing their website in the long run 

to save on advertising costs. 

The question is, is your website failing? By failing, we 

meant is your website failing to churn enough 

conversion? 

Conversion is a primary indicator of measuring return on 

investment or ROI. A reasonable conversion rate for any 

website is anything above 10%. Although it may sound 

less for people unfamiliar with advertising, it's a lot 

compared to 90% of businesses satisfied with a mere 2-

5% conversion rates. 

A website’s success lies in its conversion rate. Measuring 

conversion is the only way to figure if your advertising 

campaigns are getting you results. In 3 out of 10 cases, a 

poor conversion rate results from the poorly managed 

advertising campaign. 7 out of 10, poor conversion is 

always the result of a poorly managed website. 

WebFX.com points out that. 

A reasonable conversion rate is above 

10%, with some businesses achieving 

an average of 11.45%. Earning a 

reasonable conversion rate places 

your company in the top 10% of 

global advertisers. 

 

 

If you're spending 

$100 on 

advertising each 

month and 

getting a total of 

$400 sale, your 

ROI is 300%. 

 

“ 

“ 



  

Things get complicated when you start spending on more than one 

advertising channel, such as social media, Facebook Ads, Google 

Ads, etc. You'd need to tap data across the channel to figure return 

from each channel. 

Anyway, suppose you want your website to stop failing. In that 

case, you'd need to start spending more time on improving your 

website or landing page structure, refurbishing old content, 

improving UI/UX, and bettering SEO approaches (On and Off-

page). 

This may not tell the exact figure because conversion data is one of 

the most protected information by a firm. Website owners don't 

jump on the idea of revealing their most precious data with the 

competitors. All you can do is rely on online tools to estimate the 

conversion data about your competitors. 

Finding faults in your conversion is easy; you simply need to 

identify the problems. 

According to Invespcro.com, 



  

To assess how 

deep you’re into 

the water, start 

with determining 

what you’re 

missing out on. 

 

 



  

When it comes to web design, you should always look for a 

seamless customer experience. Moving from one piece of content 

to another or one page to another shouldn’t be difficult. Your 

website design often becomes the major hurdle in getting from 

one page to another, leading to a significant bounce rate. 

• Your website isn’t responsive or mobile-friendly. 

• A lack of relevant content piece is a significant hurdle in seamless 

customer experience. Everything boils down to relevant content. 

• A poorly designed webpage is a total turn-off. It isn’t 2000 

anymore; you’d seriously need to revamp your website’s look. 

Think about fast-loading pages with a lot of white space and 

minimum graphics. 

• Inappropriately placed CTA (Click through Action) is another 

hurdle. Finding a shop button or an inquiry box shouldn’t be far-

far away. Customers love to take action once they find something 

they want.   

• An inappropriate shade or texture and misplaced font can be a 

bore. The color should strictly match the intent and context of 

your website. You’d never notice a Hospital running a website 

colored in all black; that is because the color doesn’t match their 

website's context and intent. 

Almost 90% of users shop 

with a competitor after a 

poor user experience. Hence, 

your website should provide 

an intuitive experience for 

the users. 

 

YOUR WEBSITE DOESN’T CATER 

SEAMLESS CUSTOMER EXPERIENCE 

“ 



  

Hiring someone to draft an excellent copy, paying them, adding content 

to the website, and marketing the copy to the audience shouldn’t be a 

part of excuses for brand developers anymore. Yes, it costs to develop 

great content, and yes, it takes time, but that should bog you down. 

Without niche content, your website is likely to fail because     

content helps to drive customer engagement. 

Most content found on the World Wide Web is a copy of              

other content. This is where content marketing strategy              

strikes hard by providing original content every time.                                           

58% of marketers said that original written content                                     

is the most important content, even outdoing visuals and videos. 

You can easily stand out when you create original content backed by 

much research, facts, and insights. It’s more likely to be shared by your 

industry peers and customers. 

If brands can develop an effective strategy for creating content based on a 

proper understanding of their target audience, they'll drive leads and 

increase sales.  

 

YOUR CONTENT STRATEGY IS 

NON-EXISTENT 

According to Aberdeen.com, 

Conversion rates are nearly 

6x higher for content 

marketing adopters than 

non-adopters (2.9% vs. 

0.5%) 

“ 



  

A website that lacks a proper SEO strategy will falter soon. The website fails 

to get a good ranking on search engines and fails to attract website traffic. 

Although SEO optimization aims to improve your site's rankings 

in search results, its end goal is to attract more traffic and 

paying customers. 

SEO isn’t simple as it was ten years ago. Google is smarter today and will 

evaluate your website on hundreds of different ranking factors. 

It’s easy to get banned on Google search results when you try manipulating 

your rankings by copying contents, stuffing keywords, and generating spam 

backlinks. To tackle this, Google rolled out significant algorithms named 

Google Penguin, Google Panda, and Hummingbird. 

Today, it’s equally challenging to manipulate rankings. Your sole option is a 

long-term SEO strategy. 

An effective SEO strategy is a complex, ongoing process structured around 

quality. You need careful keyword research, detailed linking and tagging 

strategies, focused social media approaches, well-executed conversion 

stratagems, and dedicated distribution methods. 

YOU’RE MISSING 

AN SEO STRATEGY 

 

75% of Internet users do 

not click past the first page 

of search results—and 

without a search engine 

optimization (SEO) 

strategy, you’ll never get 

there. 

 

“ 



  

Over 3.6 billion people use social media globally, and the number is 

projected to increase to 4.41 billion in 2025. 

If you aren’t on social media, you’re simply losing the race against your 

competitors. Internet users spend an average of 144 minutes on 

social media per day. A single user can watch almost 600 different 

10-sec Facebook and Instagram stories in that time. 

Businesses that capitalize on social media sharing regularly, including 

posting stories, single posts, videos, and images, often see 10x higher 

conversion than those who don’t. 

A social media marketing strategy includes using social media channels 

to maximize traffic and conversion through website visits or directly 

through social media channels.  

 

One of the significant factors discouraging small business 

owners from adopting social media marketing is that they seek 

immediate results that are hard to get. It takes time to build a 

community of fans around your brand. 

YOUR SOCIAL MEDIA STRATEGY IS 

NONEXISTENT 

 

Nearly 40% of small 

businesses have no social 

media marketing strategy. 

More than one-third of 

small businesses lack social 

media accounts, according 

to a new survey from Visual 

Objects. 

“ 



  

Every marketing strategy is bound to conversion. Every 

marketing process leads to conversion one way or another; 

hence marketers should lay a proper plan to lead potential 

customers from appropriate channels to conversion 

platforms. 

To do this, your website needs integrated calls-to                               

-action (CTAs) to drive the proper conversions in                            

the right places. Conversion always sits at the                            

bottom of the marketing funnel, and                                       

awareness sits at the top. Without making                                       

your customers aware of your product,                                             

you can never expect sales. 

Don't mistake conversion strategy with optimizing only your 

website for conversion. Customers can convert to any potential 

marketing channel, including social media and blogs. 

 

Missed sales opportunities can translate to enormous 

missed sales revenue over time.  Proactive strategic 

planning is vital to creating a steady stream of new 

customers and avoiding missed sales opportunities through 

improved conversion rates. 

YOU DON’T HAVE A CONVERSION STRATEGY 



  

Some handy tips 

to improve your 

marketing 

strategy and 

website 

conversion 

 



  
Start with righting the wrongs. 

If you don’t yet have a modern website in today’s standard, consider 

building a new one. Choose experts to draft a niche content piece. Get 

expert developers to build the front and back-end of the website using 

advanced coding and security measure? 

Get SEO experts on board to oversee the design, navigation, and content. 

1. Making the navigation bar consistent in its location and organization 

2. Updating your website copy for clarity 

3. Tweaking the site color palette for readability 

4. Changing the website layout for improved usability 

5. Creating a responsive design so that your site displays on all devices 

correctly. 

To assess your website’s usability, consider asking for feedback from 

your colleagues, friends, and relatives. 

• Ask friends, family members, and coworkers to complete a task 

on your site 

• Monitor their actions (and reactions) as they try to complete the 

task 

• Request feedback on your site’s look,              

as well as what made the task difficult. 

IMPROVE YOUR WEBSITE DESIGN 

According to VTLDesign.com, 

The goal of today’s website 

redesigns is to “future-proof” 

them with complete and 

expandable core functionalities, 

but design sensibilities change 

culturally every 2–3 years. 

 

“ 



  

This means your website’s aesthetic layers need constant 

attention. Make sure there is a constant push to improve your 

website user interface by adopting new changes. Occasional touch 

up is equally important to accentuate the website’s aesthetics. 

The eCommerce websites are rising, and for a good reason 

too. It’s estimated that there will be 2.14 billion global 

digital buyers in 2021, and eCommerce sales are expected 

to account for 18.1% of retail sales worldwide. 

The stats clearly show that e-commerce is rising, and e-commerce 

website owners should take note of it. 

For eCommerce website: 

• Improve site navigation to simplify customers’ movement 

from one page to another. 

• Site speed is another concern for dynamic websites like 

eCommerce that demands a lot of bandwidth. 

• Display larger product image thumbnails, relevant product 

copy, details on hover, discounts, shipping detail, etc. 

• Display customer reviews in their appropriate places. 

• Display security badges and social proof. 



  Brands that develop an effective strategy for creating content 

based on a proper understanding of their              

target audience drive leads and increase sales.       

This is where content plays a pivotal role in driving    

the conversion.  

 

Content marketing drives the website's engagement because 

you’re catering to their need. The content strategy should 

include your target audience’s interest, buyer persona, and 

your brand’s approach to solve their problems. While these 

define the context of the content, using proper keywords, 

keeping sentences short and straightforward, and using a 

proper template will help to score additional points from both 

customers and SEO. 

 

Content Marketing 

Before selling anything, you'd need to capture the audience's 

attention. Content marketing, when done right, will manage to 

capture the audience's attention. Although it can take time to 

show accurate results, content marketing can deliver better 

results in the long term than other forms of marketing. 

You can rely on blogs (both company blogs and   

guest blogs) and social media channels to           

market your content. 

OPTIMIZE YOUR CONTENT 

 

DemandMetric.com 

reported that, 

Content marketing costs 

62% less than traditional 

marketing and generates 

about three times as many 

leads. 

 

“ 



  

Here’s how you can optimize content. 

 

BUILD TRUST 

Develop content that instills trust in your customers. Use the right words 

and emphasize objective content type to get your message through. 

Objective content is written in such a way that it's not pushy. 

Another way to build trust through content is by publishing user-

generated content –content that comes directly from the users, such as 

testimonials. 

 

MATCH INTENT 

Match the intent of keywords with the website's intent. Failing to match 

the user's intent will only push your customers away. If a user is 

searching for hand wash carpet cleaning services in Fort Lauderdale, 

Florida, your content should address 'hand wash carpet cleaning service' 

that too specifically in Fort Lauderdale. 

 

ENSURE CONTENT QUALITY 

Content quality refers to; 

•         Content length 

•         Uses of proper grammar 

•         Correct spelling 

•         Active voice over passive voice 

•         Highly comprehensible (Use of frequently used words and phrases) 

•         Precise and to-the-point 



  

As mentioned before, a carefully planned SEO strategy is a complex and 

ongoing process. The strategy is structured around the quality of 

content, website design, navigation, keywords, and link building. 

 

Here’s what you need to focus on while optimizing your 

website: 

 

MOBILE FIRST 

Optimize your website for mobile users. Over 90% of smartphone users 

in the US surf web on their smartphones. Hence, improving mobile user’s 

experience is of the most significant concern. 

• Make your site adaptive to any device –desktop, mobile, and tablet. 

• Scale your images for responsive design. 

• Use short Meta titles. 

• Avoid using pop-ups. 

• Less is always more. 

 

TECHNICAL SEO 

Technical SEO refers to improving the technical aspects of a website, 

including 

• Improving website speed. 

• Preventing and removing 404 pages. 

• Fixing indexing issues 

• Fixing duplicate title tags and meta      

descriptions. 

• Submitting an XML sitemap to Google. 

 

OPTIMIZE YOUR WEBSITE 
 



  

USER INTENT 

The website’s intent should match the user’s intent, i.e., your website 

should relay information for a product or service they’re searching for. 

 

USER EXPERIENCE 

Websites designed with User Experience (UX) in mind witness lesser bounce 

rates and higher conversions. 

UX may include 

• Accessibility 

• Content usefulness 

• Easy navigation 

• Desirable graphics 

• Credibility 

• And, strategically placed CTR 

 

LINK BUILDING 

Links are one of the significant ranking factors in Google. Google has 

become more adept at identifying and devaluing spam links; hence, you 

should emphasize the organic link-building process. 

• Use strategic guest blogging 

• Create and distribute Infographic 

• Use social media 

• Use resource links from trusted sites 

• Replicate best links from competitors 



  
Fortune 500 and large corporations can spend top dollar on social media 

marketing which clearly isn’t the cup of tea for small and medium-sized 

businesses. 

It’s time you realize that your customers are on social media. The 

internet has changed the way the business can communicate with 

customers. When everyone is on social media, there’s no point talking 

about your business in YellowPages, newspapers, or websites. 

Unlike traditional advertising methods, social media is a long-term 

strategy which is often a scary thing to hear for small business owners. 

But just think of it like this, an investment in social media marketing 

today could pay dividends in the future! 

It’s time to start your own social media strategy. Here are some ways 

you can create a social media strategy around your brand at your 

preferred budget. 

 

SET S.M.A.R.T GOALS 

Each of your goals should be: 

• Specific 

• Measurable 

• Attainable 

• Relevant 

• Time-bound 

The S.M.A.R.T goal framework will guide your actions to gain accurate business 

results. 

 

IMPROVE SOCIAL MEDIA STRATEGIES 

 



  
TRACK MEANINGFUL METRICS 

Track meaningful metrics like engagement, click-through, and conversion 

rates over the number of followers and likes. Gather these data to make 

sound marketing decisions. 

 

CREATE AUDIENCE PERSONAS 

Create social media contents that match users' intent. It proves critical if 

you want to turn social media followers into customers for your 

business. Look into: age, location, average income, typical job title, 

interests, etc. 

 

KNOW YOUR COMPETITION 

Learn from your competitors. It comes in handy when you run out of 

ideas to promote your product and service on social media. 

You'll get a good sense of what's expected in your industry by analyzing 

your competitor's strategy. Check what kind of social media they're most 

active in and what kind of posts they make; stories, single posts, videos, 

Infographic, etc. 

 

A SocialInsider study 

found that, 

Images in Stories have a 

5.65% higher tap-

forward rate than 

videos. 

“ 



  
You should optimize your website for user intent using niche content and 

a compelling User Interface for starters. Next, you should place 

integrated calls-to-action (CTAs) in your landing pages to drive the 

proper conversion in the right places. Optimizing your landing page with 

a marketing conversion the funnel helps to drive engagement and 

conversion. 

For e-commerce websites, customers are less likely to stay or may not 

return if the site layout, response times, and controls such as the 

navigation system and shopping cart aren’t user-friendly. 

 

Here are few ways to optimize your conversion strategies for 

effective conversion from VWO.com 
1. Prepare niche content 

2. Build an SEO strategy for your site 

3. Create an appealing landing page design 

4. Use social media channels to generate leads 

5. Do email marketing in your relevant niche 

 

Lead Conversion Best Practices 

• Learn to capture the right market 

• Segregate your leads 

• Leverage lead scoring to your audience 

• Establish communication with your leads as soon as they  

convert 

• Use effective communication channels 

• Regularly follow up with your leads 

OPTIMIZE CONVERSION STRATEGIES 
 



 

It takes months or a year for a firm with a large team of content 

writers, marketers, and growth hackers to improve their marketing 

and conversion strategy, so don’t believe that you will start getting 

great results in a short period. The idea is to keep improving your 

website, marketing campaigns, and conversion strategy to cater to 

users with specific needs solely. 

The marketing constraints often faced by businesses include budget, 

lack of data, expertise, and tools. Let these not be your cause of 

failure. If you’re concerned about improving your conversion rate, 

start making positive changes from today. 

 

CONCLUSION 
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