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15 WAYS TO IMPROVE YOUR WEBSITE’S CONVERSION RATE 

Introduction  

These days, everybody and their uncle has a website (which is a good thing, since it took forever for 

some businesses to come around on the whole digital thing). But the problems with websites are far 

from over; just because everybody has one, doesn’t mean they have a good one. Like the poor 

content pandemic, bad websites have taken the Internet by storm. 

What do we mean by ‘bad websites’? Put simply, bad websites are those that don’t convince visitors 

to take an intended action, whether it's to read an article, buy a product or request a service. Since 

website conversion is focused on improving what you currently have rather than chasing something 

you don’t have (like more traffic), it’s often an underrated tactic. Consider that, in most cases, 

increasing your website’s conversion rate by a measly 1% will improve your bottom line more than 

doubling your website’s traffic numbers would. And yes, the one that sounds easier is easier. 

Poorly constructed and managed websites are also a problem because they can derail your whole 

digital marketing strategy. All of your digital marketing efforts are geared toward getting customers to 

do something and the majority of the time, that something takes place on your website. For example, 

you might be running an excellent social marketing campaign that drives people to your website in 

hopes that they’ll subscribe to your newsletter. But when they arrive at your website and can’t easily 

find the subscription form (or it’s broken) then your website has ruined your great social media work. 

Your website needs to be a well-oiled machine that can handle and support the full weight of your 

overall marketing strategy by effectively becoming the central hub of your digital presence. 

So, what can you do about it? The fact is that a given website’s conversion problems can stem from 

many different areas: it could be a development issue, a design flaw, poor writing or some combination 

of all three. To cover all the bases, we’re going to outline the full process of brainstorming and building 

a conversion oriented website from scratch. Some of the tips will be process related (intended for 

businesses that don’t have a website or just want to start over) and others will be actionable tips (for 

businesses who are looking to improve their existing website). 

Here are 15 ways you can increase your website’s conversion rate, beginning with some suggestions 

on how to attack the process of having your website designed and developed from scratch: 

1. Don't Put It On Autopilot! 

The design and development of your website is a big project. Think about it: your website is the main 

digital representation of your brand. It’s like an office on the Internet. Do you care how your physical 

office space looks? Did you put time and energy into the decorative decisions, furniture choices, 

paint colours and internal layout? Chances are that you did, so why wouldn’t you put the same 

energy into developing your company’s digital home? 

Design firms are not telepathic, so don't assume they know what you want. This means that you 

shouldn’t just sign a contract and hope for the best - you need to actively participate in the process 

of designing your website. Sometimes it’s easier to put it on autopilot in the early discussion stages of 

the project because there’s nothing real to look at yet. However, if you send the design team off to 
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‘do their best’, chances are you’ll eventually have criticisms when they do have something tangible 

to present. That’s a recipe for disaster because it’s not their fault they couldn’t read your mind. And 

when you ask them to change everything about their design, nobody is going to be happy. 

PRO TIP: remain actively involved in your website’s development  

from the very first brainstorm session to the go-live launch. 

2. Be Readily Available 

Part of staying actively involved in your website’s development means being prepared to give 

detailed feedback when the design team presents one of their iterations. The worst thing you can do 

is wait a day or two before responding to a feedback request - that's just wasting everybody's time 

and your money. Also ensure that any feedback you do provide is as detailed and thoughtful as 

possible. If your indifference to the project is obvious, do you really think the design team will be 

creatively motivated to do their best work? Probably not. 

PRO TIP: don't start a website project until you have  

time to give it your full attention. 

3. Test It Yourself 

Once you sign-off on your website’s design and move into the development stage don’t assume 

your work is done. Appearance is to design as functionality is to development, so you need to be as 

equally involved with determining your website’s functionality. The same design can be given an 

infinite combination of different functionalities so, like the design process, you need to fill the 

development team in on what you want and give feedback when necessary. 

Only when everything is set can you begin testing. And ultimately, it's your site, so make sure you test 

it yourself to see whether it works properly and functions like you want it to. 

PRO TIP: it might seem repetitive, but stay involved. If you end up 

displeased with anything about your website and weren’t actively 

involved in the process, you’ll only have yourself to blame. 

4. Keep It Focused 

You know the phrase ‘too many cooks spoil the broth’? Well, too many website creative directors 

can spoil...the website. It’s okay to consult a team for the input on the website during a brainstorm 

session (because everybody is entitled to their opinion). But instead of having five different people 

communicate five different things to the design team, make sure there’s one moderator with 

decision-making power. The decision maker should come up with one communal project brief and 

then help the rest of the team stick with that theme throughout the process. This means that when 
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you give feedback, you can have a brainstorm session amongst the team and then narrow it down 

and pass it along. 

It’s a great creative process to write down a bunch of ideas and opinions but in the end, not 

everybody will get their way. 

PRO TIP: have one person acting as the leader and final decision-maker 

for the whole website development process. 

5. Give All Your Feedback At the Same Time 

Another issue related to feedback is only partially responding. Rather than trickling in your changes, 

respect the designers' timeline by giving them everything you want them to work on at the same 

time. If you ask the team to change only one part of the homepage, they’ll probably assume the rest 

of it is good to go. When you then decide to change something else a few days later, it’s not really 

fair to the team, as you should’ve given feedback on both items in the first place. 

Giving your design and development team timely and detailed feedback in bulk allows them to 

efficiently organize one big project (as opposed to 10 or 20 miniature projects). 

PRO TIP: review every area of the site and  

every piece of feedback before you communicate anything to the design 

and development team. That way, you won’t have to worry about 

second-guessing yourself. 

6. Don't Do It Yourself 

WordPress this, Tumblr that - sure, creating a website is technically much easier than it was 10 years 

ago. But don’t be confused; it’s still a very technical process, even if you’re using a platform like 

WordPress. Generally, people who own businesses or those with job descriptions that don’t include 

creating websites don’t have the time to learn how to build a website...and then build it. It doesn’t 

even sound reasonable, so why would you attempt it? 

If somebody manages to convince you that the DIY route is the way to go, be warned that it’s going 

to be messy. So very messy. It’ll take you longer than you think and it won’t be nearly as good as you 

want (or need). Given the stress on your time and energy, and the overall importance of having a 

really good website, building your website yourself is never a good idea unless you have the 

necessary skills. 
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PRO TIP: remain very involved in the design and development of your 

website, but let the experts do the building and coding. 

7.  Don't Skimp or Cut Corners 

A word to the wise: prepare to spend a decent amount on a website, especially if you’re a large 

company. Just like televisions and barbecues, you get what you pay for when it comes to websites. If 

you buy a good (but more expensive) website, you’ll be able to maintain it for years; if you skimp, 

you’ll likely find yourself with a ‘new’ website project every few years. One really good website that 

you can still change and update as necessary is what you’re really after and that’s likely going to 

cost a few extra dollars. 

Additionally, if you’re working with an outside design firm, don’t choose the cheapest company (and 

don’t let them pawn off the cheapest technology). While it might seem like most websites are similar 

(and therefore should cost the same), they don’t. There are many different kinds of websites built on 

various platforms, just like there are different types of cars from various dealers; prices vary from 

website to website just as they do car to car. 

PRO TIP: spend a little extra money and get a website  

that lasts longer and requires less energy to maintain. 

8. Don’t Use a Placeholder Website 

The exception to this rule is if you set up a placeholder landing page with an information capture 

(email address or phone number) for people who want to be notified when the real site launches. But 

otherwise, don’t even bother putting up a ‘Coming Soon’ page because that’s likely to send the 

wrong message. You might intend to launch your website within a month of creating the placeholder 

page, but three months later when visitors have come back once a week expecting to see a real 

site, it’s doing more harm than good. All a ‘Coming Soon’ page really says is ‘we know we need a 

website but we haven’t gotten around to it yet.’ Not exactly a great first impression. 

PRO TIP: whenever you decide to start your website project, 

bear down and get it done in one fell swoop. 

9. Clean It Up 

Now that we’ve run through a number of process related techniques that can help you help your 

development team build the best website possible, let’s delve into some more actionable tips for 

improving the conversion rate of existing websites. 

People are extremely impatient, especially when it comes to technology and the Internet. An 

insightful tweet from the twitterverse states: “before you marry a person you should first make them 

use a computer with slow Internet to see who they really are.” It’s funny, but also very true. People 
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cannot stand anything broken on the Internet, whether it be a bad link, a 404 page, or worst of all, a 

form that won’t allow you to give your information to the company who wants it. 

If you haven’t recently updated or tested the content and technology of your website, there could 

be a disconnect that is costing you conversions. Poorly written headlines, missed calls to action and 

confusing forms (or ones that don’t work) could all be hindering the number of visitors you are 

converting to customers. 

PRO TIP: use simple forms, catchy headlines and  

calls to action to streamline the user experience. 

10. Use Landing Pages 

In keeping with the theme of impatient Internet users, consider that your company’s website has 

between two to eight seconds to convince visitors to stay on your website. That’s not very much time, 

which is why you should be using specific landing pages instead of sending every potential customer 

to your homepage. 

A landing page is an area where a visitor arrives after clicking a banner, a PPC ad, an email link or a 

search engine result. Instead of sending every person from the different funnels to the same page, 

you should develop specific pages for each group based on what you want them to accomplish 

once they arrive on your site. The messaging of each advertisement should match up with its 

destination landing page so visitors don’t get confused; landing pages should be very simple and 

leave no doubt in the visitor’s mind about what action you want them to take. 

PRO TIP: use landing pages - it’s just a simple page on your site  

but it will greatly improve your conversion rate. 

11. Don't Overdo It 

Companies have a tendency to want to cram their websites full of as much visual stimuli as they can 

fit, but the truth is you should keep it simple. Your website visitors need to be able to find what they're 

looking for almost as soon as they begin navigating your site (or else they'll leave). Most of the time, 

your website will have one main conversion goal, but landing pages give you the opportunity to set 

up multiple conversion goals (buy a product, read a blog post, subscribe to newsletter). 

Your website still needs an aesthetically pleasing, user friendly homepage from which visitors can 

branch off to different areas of your site, but it does not need to tell visitors absolutely everything 

about your company and its products or services. It just needs to be inviting enough that they’ll want 

to find this information on their own rather than being immediately bombarded with it. 
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PRO TIP: put yourself in a visitor’s shoes and view your website from their 

perspective - do the items you want to jump out at people actually pop or 

are they buried beneath the clutter?  

Be honest and introspective when assessing your website. 

12. Be Mindful of Basic Search Engine Optimization (SEO) 

Most people associate SEO with driving traffic, but implementation of solid on-page SEO tactics can 

also boost conversion. For example, the meta description tags that you control from your website’s 

backend are a vital component of search engine results pages (SERPs). Meta descriptions are under 

100 characters and provide the perfect opportunity to sell would-be visitors on why they should visit a 

given page on your website. While filling out meta descriptions for each page on your website might 

seem inconsequential when you do it, they are an area that far too many websites completely 

ignore, so in reality it’s a quick and effective win. 

The same thing goes for page titles, H1 tags and keyword usage. These are relatively simple tasks to 

complete but they’ll go a long way in helping the right kinds of visitors arrive on your pages (the ones 

who are specifically looking for you and are thus more likely to convert than a more random visitor). 

PRO TIP: immediately implement basic on-page SEO for all of your 

website’s pages. Even if it’s the only SEO-based tactic you use,  

it’ll be well worth the effort. 

13. Go Mobile 

The world is going mobile. Smartphones, tablets, apps, Bluetooth - it’s staggering how quickly 

technology is evolving and making us more mobile every step of the way. Some of you are probably 

even reading this whitepaper from your smartphone or tablet! The mobile revolution is certainly 

happening for consumers so businesses need to keep pace or risk getting left behind by their 

competitors. 

One of the biggest ways to ensure your company maintains a consistent presence across all devices 

is to implement a website using responsive web design. A website built to be responsive will appear 

and function differently depending on the device a visitor is using to access the Internet. For 

example, visitors using a smartphone to access your domain will have an experience that’s 

specifically designed for the device they’re using, which means no pinching, zooming or misclicking 

on the smaller screen! 

Studies have shown that conversion can often take place on a series of different devices; a customer 

might stumble across your website while on their desktop at work but wait to make a purchase while 

using their tablet at home. If the customer’s experience is smooth on both devices, a conversion 

should be easy. But if the customer has trouble with your website on their tablet because you haven’t 

made the effort to ensure a consistent user experience, you’ll lose out on that conversion. 
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PRO TIP: be where your customers are and do what they are doing,  

which in this case means embracing our increasingly mobile world. 

14. Website Speed Matters 

There’s no point in arguing that patience is a virtue because as discussed, Internet users are an 

impatient bunch and that’s not going to change. Studies have shown that 57% of visitors get fed up 

and leave a page that takes longer than 3 seconds to load. Not only is your website’s speed 

absolutely critical to your conversion rate, it also plays a huge part in whether a visitor even engages 

with your content (if they click in for three seconds and leave, they aren’t even a real visitor). 

Since website speed is a rather technical matter, you should get your development team to take a 

look at optimizing your server setup, condensing your content elements and properly organizing your 

code. You can also consult Google’s resources on website speed. 

PRO TIP: website speed is not trivial, so make sure your developers are 

aware that you want to make your site load as quickly as possible. 

15. It’s Not About You 

Push marketing is a thing of the past. It isn’t about you and your company anymore - it’s about the 

customers. More specifically, it’s about engaging with customers on equal footing. Yes, you still need 

information on your website about your company and products or services, but the focus of your 

content should be more engaging and personal - it should show customers how and why you can 

bring them value, not just tell them how great you are. Website visitors are much more likely to 

convert if it’s easy for them to see how becoming a customer of yours will bring them value beyond 

just their purchase. 

PRO TIP: make your customers feel important and like they are part of the 

whole process of discovering, learning about and purchasing your 

products or services. 

Conversion is King 

Whether you’re starting a website project from scratch or just looking to optimize your existing 

property, website conversion should be at the top of your list of areas to focus on. There are various 

ways to improve conversion, it’s cheaper than some other traffic generating tactics and at the end 

of the day, a good conversion rate is going to make every other strategy you’re using look that much 

better - without conversion, there isn’t a marketing strategy in the world that can make businesses 

money. 

http://www.akamai.com/html/about/press/releases/2010/press_061410.html
https://developers.google.com/speed/
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About WSI (We Simplify the Internet) 

WSI is a digital marketing company with a strong international presence. Our Digital Marketing 

Consultants use their knowledge and expertise to make a difference for businesses all around the 

world. 

 

Headquartered in Toronto, Canada, we also have offices in over 80 countries. We’re a powerful 

network of marketers who strive to discover, analyze, build and implement digital solutions that win 

digital marketing awards and help businesses succeed online.  

Over the last 20 years, WSI has won multiple digital marketing awards for our solutions by adapting to 

the constantly shifting landscape of the Internet. We take pride in helping businesses make the most 

of the dollars they spend on digital marketing. 

Ready to move ahead and discuss a project with a local Digital Marketing Consultant? Get in touch 

with one of our experts at pooja@wsidigiservices.com 
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