
Traffic Source:
This landing page is for visitors to the 
ReferralRock blog who then click the 
banner about increasing referrals.

Hypothesis:
The old page was written as if ther 
reader is alreay considering a referral 
program, with the pitch jumping 
straight into why Referral Rock is the 
best choice.

Yet, the traffic source was blog posts 
about a range of marketing topics.   
This meant that the visitors may have 
not even heard of automated referral 
software.

Strategy:
The new version was repositioned to 
match this lack of awareness around 
referral programs. To do so, it takes 
them through the consideration stages 
of:

1) why focus on word of mouth (WoM)
2) why a referral program is the best 
way to boost WoM
3) who can benefit from a referral 
program
3) why Referral Rock is the best option

The result was a boost in conversions 
from 4% to 10%.

Old Version - 4% CVR New Version - 10% CVR

Not every business is well suited to a 
referral program, most notably if they 
are pre-launch. This section was to   
help readers self-select instead of 
leading them astray.

The testimonials were refocused to 
highlight the results users achieved 
from their referral programs, instead 
of what it was like using ReferralRock.

Moving on from the general reasons 
why WoM is good, the page shifted to 
why a referral program is the best 
choice. This is crucial, as many 
companies first try to encourage 
referrals by relying on goodwill or by 
trying to manually track and reward 
referrals.

The reader probably assumes that word 
of mouth is a matter of luck. So in these 
top sections we started by hyping up 
the idea of referrals as a new source of 
customers that is worth prioritising.

A full case study was shrunk down 
from four pages to just the essentials 
so that suits more casual visitors.

At this point we can now hope that 
readers are interested in running a 
referral program.

The page shifts to discussing reasons 
why they should choose Referral Rock 
in particular, pulling out three key 
selling points.

The social proof was shifted to the end, 
to match the point where people will 
want to know about whether they are 
the best choice.
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