
Converting Website 
Visitors into Sales Leads

or

It’s time you stopped saying

“We get lots of web visitors  

but very few sales leads!”

You need to convert 
more visits to leads!

Find out how and 
see it in action.

If they leave too fast 
it’s no good....

Good quantity of 
visitors is crucial..



◘ Vanity? Or Sales Leads?

Getting lots of website visitors can fool you into thinking 
your website is working really well. Your Google Analytics 
report is impressive with so many visitors it’s something to 
shout about. But I bet you don’t bring these statistics up at 
the sales meeting? Too often website owners get drawn 
down the statistics game which can play to our vanity 
rather than focusing on the core business requirement 
of Sales Leads. We all know that: 

Business comes from converting prospects into sales.

This is the same for a street seller, a retail outlet a 
telesales office or a website. On a website there are key 
processes you need to put in place to ensure prospects 
convert to sales lead opportunities. 

In this document we provide an 
overview of just three of these that 
you can build into your campaigns. 
But there are many more which we 
can help you with.
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01 Crafted landing pages

Too many leads are lost through visitors unable to respond easily and quickly. When 
you receive a website visitor you want them to react positively. You’ve already 
experienced this by responding to our campaign, so we’ll use that as an example:

1. Clear headings that relate to where 
your visitor came from, e.g. an email

2. Use the same images/same style so it’s 
visually easier to know that they have 
arrived at the right place

3. Make the benefits/offer easy to see 
with text and images

4. Have a form that is easy to complete, 
just a few items required and an easy 
to see submit button

These are just some of the keys to creating a strong landing page for conversion.

Contact us on 0845 643 6180 or email us at info@insightgroup.co.uk for more

The importance of landing pages can’t be underestimated:

• 

• 

Hubspot found that companies see a 55% increase in leads just by increasing 
landing page numbers

MarketingSherpa’s research showed that landing pages are effective for 94% 
of B2B and B2C companies



02 Contrasting Calls to Action

When a website visitor makes the conscious action of visiting your site, you need 
to make sure that you respect that and make it easy for them to respond. You can 
provide contrast to the calls to action:

1. If the main call to action is to submit 
a form, make it easy to see; too many 
sites opt for a standard text button 
or plain button like this.

2. Be different, make your submit button 
different so that it’s easy to find. You 
want to make it easy for your visitors.

3. Use your thank you page to provide 
contrasting options for action. 
Provide the information but also give 
your visitor an option to get more 
information or to act now.

These are just some contrasting examples for visitor to sales lead conversion.

Contact us on 0845 643 6180 or email us at info@insightgroup.co.uk for more

The objective is to convert website visitors into sales leads:

• Using contrasting options on a landing page and a thank you page has been 
seen to double conversions produced



03 Who are you? or Reducing buyer anxiety.

Your visitors need to feel comfortable that you are a real company and that they 
can trust you. So don’t let that question about reliability and professionalism go 
unanswered, make sure it’s available to see, some examples of this include:

1. Shout about your client endorsements. 
This achieves two key results  - 1) your 
clients are happy to talk about your 
work and 2) you can list some of your 
clients.

2. Promote your social media. ‘Real 
companies’ not only have social 
media channels, they use them as well. 
Make it easy for visitors to see your 
activity now and in the past; a long 
track record shows your company’s 
market tenure. 

These are just a couple of points to reduce buyer anxiety.

Contact us on 0845 643 6180 or email us at info@insightgroup.co.uk for more
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