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Conversion Worksheet

Features vs. Benefits

List 3 features of a service that your company offers, and for each feature list 3 benefits.

Feature #1:

	


Benefit #1 of Feature #1:

	


Benefit #2 of Feature #1:

	


Benefit #3 of Feature #1:

	


Feature #2:

	


Benefit #1 of Feature #2:

	


Benefit #2 of Feature #2:

	


Benefit #3 of Feature #2:

	


Feature #3:

	


Benefit #1 of Feature #3:

	


Benefit #2 of Feature #3:

	


Benefit #3 of Feature #3:

	


Examine the benefits and select the most likely major appeal. This becomes a ‘trigger benefit.’ Place a checkmark next to your trigger benefit above. Use it as an opening question or key selling point or media message.

Calls-to-Action

List some representative calls-to-action on your site (as many as you can think of):

	

	

	

	

	

	

	


Place a checkmark next to each call-to-action above that you believe to be compelling to your target audience.

Improving Conversion

List 5 actions for which you want to get a better conversion rate (e.g. sign up for e-newsletter, send in inquiry form, place online order, download white paper, sign up for free trial).

	Action
	Current Conversion Rate
	Conversion Rate Goal

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


How do you plan to reach these conversion rate goals? (e.g. rewrite the copy, make the offer better, lower the barriers to the offer, change the layout, make the call-to-action clearer/more visible, etc.)

	

	

	

	

	


The Customer Acquisition Process

Outline the stages of a permission marketing campaign, with increasing degrees of permission as each stage progresses…

Stage 1:

	


Stage 2:

	


Stage 3:

	


Stage 4:

	


Stage 5:

	


Draw an acquisition funnel to show how this campaign might progress over time:
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