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What I Learned This Week

Neil Patel’s Team Studied 
3,000 Landing Pages. 
This is What They Found:
Pages with 2%+ conversion rates had:

A strong hero shot
A short explainer video
Testimonials with images
A CTA relevant to the product (not generic
like "Submit")
High-quality visuals 

3 Things Your
Landing Page Needs
to Explain

Match the Landing Page 
to the Product’s 
Complexity Level
Products with higher risk, technical requirements,
or financial investment require more information
and longer funnels to build trust.

Six Key Questions to Gauge Complexity:
How familiar is your audience with your
product/service?
How many features/functions does it have?
Does it require special skills to use?
How much customization/setup is required?
What are the financial risks of buying it?
Is buyer’s remorse a risk (i.e., is there a
learning curve)?

Score your product from 1–10 across these
questions to determine how complex your
offering really is. 

Lower scores = simpler funnel. 
Higher scores = more nurturing before the sale. 

Who’s is the page and offering for? Most
visitors are skeptical. The first job of your page
is to immediately show them they’re in the right
place. 

Who?

What do they get? Don’t just say what the
offer is- explain what’s inside and what they’ll
gain from it. Example: “Get the 5 key strategies
to grow your business this quarter.”

What?

Why should they trust you? Show your
credentials and the specific outcomes you’ve
delivered. Quantifiable proof matters!

Why?

Source: @TKKader 

Need Marketing or PR support?
Feel free to reach out to me on

LinkedIn or via my website,
KatherineCunningham.orgSource: @Daniel-Chabert 

https://www.katherinecunningham.org/

