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behavioral science
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Moore’s Law affects marketers
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“The redesign that was two years in the making 
started badly leading to an 
8% decrease in online sales not to mention 
countless frustrated and irate customers.”

http://www.digital-tonic.co.uk/digital-tonic-blog/went-wrong-marks-spencer-website-redesign-made-lose-sales/

£150 million redesign took two years.
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November, 18 2012
http://www.internetretailer.com/2013/01/08/finish-line-loses-3-million-sales-its-new-web-site
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November, 19 2012
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@bmassey

Not a happy ending.
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Not a happy ending.
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rigorous creativity
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WaspBarcode
B2B Inventory and 
Asset Tracking Systems
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Landing Page

Home Page

Category
Pages

Form
Pages
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Constant Feedback to Designers

@bmassey
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Product 1

Start of Redesign Process

Increase Leads During Redesign

@bmassey

Product 2

Product 3

All Offers
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collect your 
questions

http://conversci.com/HypothesisList

http://conversci.com/HypothesisList
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Put hypotheses into 
buckets
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Messaging and Value Proposition
The value proposition of your campaign or website. This is usually communicated in words and images. 

Will include:

• Unique selling proposition

• Guarantee or Warrantee

• Return policy

• Brand proposition

• Benefits

• Features

• Proof points

• Target market
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Layout and UX
You want your layout and user experience (UX) to make the important information available to the user. 

Can the user easily locate the important information on each page of your site?

• Color

• Placement

• Font

• White space

• Juxtaposition

• Negative space

• Highlights
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Credibility and Authority
The design of your site is the first way to communicate credibility. Your brand also 
communicates credibility and authority.

• Time in business

• Number of products sold

• Awards

• Association Logos

• Consumer Group Ratings (BBB)

• Analyst reports

• Other
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Social Proof

Social proof can take many forms, and answers the question, "What have 
others experienced with this product?"

• Testimonials

• Ratings and reviews

• Media Outlets that have covered you

• Customer logos

• Other
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Security and Risk Reversal

Is my information safe if I enter it into this website?

• Links to your privacy policy.

• McCafee Secure, Shopper Safe, Verisign and other security 
certificates.

• Lock symbols.

• SSL indicators (https://)
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Opportunity 
Reviews

Share your revised pages
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Gather Your Ideas

Messaging and Value Proposition

UX and Layout

Credibility and Authority

Social Proof

Security and Risk Reversal
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Join the Conversion Optimization 
Masterclass

www.ConversionLive.com

http://www.conversionlive.com/
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