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Website Conversion Rate Optimization Checklist 

Review these 20 conversion rate optimization questions and best practice images to 

find out what needs improving on your website, and why each are so important. 

 Conversion Checklist Question Reason It’s Important 

Optimizing Your Unique Value Proposition 

1 Do you have ‘why use us’ short bullet points on 
your homepage to show your unique value 
proposition? Does it give visitors good reasons 
to use your website instead of competitors? 

Showing unique value proposition is one of 
the key things to increase conversions and 
sales. If visitors don’t understand it quickly, 
they will often exit from your site. 
Learn more about unique value proposition 

 

 

2 Do you mention key elements of your unique 
value proposition in your header or sidebar? 
Does it explain the major benefits of what you 
are offering/selling?  

Adding this on every page of your website 
ensures your unique value proposition gets 
seen and influenced no matter what page 
visitors arrive on. Never just presume they 
will already know it! 
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Influencing and Increasing Visitor Engagement 

3 Do you use good headlines on your key pages 
that intrigue your visitors to read more (like 
asking good questions, stating benefits or 
solving for visitor’s main needs/pain points)? 

This helps increase the chance of your 
visitors being engaged, reading more 
content and not exiting your site too soon. 
Particularly important on your homepage 
and key entry pages.  

 

    
 

4 Have you tested your main call-to-action 
buttons – their wording, style, color and size? 
Particularly ones on your homepage and key 
pages? Do they engage and compel visitors? 

Optimizing your highly important call-to-
action buttons often have some of the 
biggest impact on improving website 
conversion rates and sales. 

 

     
 

5 Have you tested your choice of images on key 
pages like your homepage to better support 
your offering, like the style of image, size of the 
image and wording on them? Have you tested 
using a good video instead? 

Images can be very effective at increasing 
conversions if you test to find the most 
compelling versions, particularly ones 
above your page fold. Good videos can work 
even better for engaging visitors. 
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6 If selling, do you show many 
screenshots/images of your products/services 
on your pages? More than just one or two per 
page/product? Show various types of image – 
like being worn or in use, or close ups? 

People need to be able to see in details what 
they are ordering – and more images that 
are highly useful increase the chances of 
them buyers. Showing videos of your 
products/services can work very well too. 

 

 
 

7 Are you offering free incentives to your visitors 
as a way of gathering their emails to do follow 
up email marketing with? Like free ebooks, 
coupons or consultations? Using good popups 
to show these, particularly exit intent ones? 

Great free incentives will increase the 
chances of your visitors giving their email 
to you, so you can do follow up email 
marketing with them (don’t just hope you 
will convert them first time they come). 
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Creating and Improving Social Proof 

8 Have you got a few good testimonials on your 
homepage and on key pages? Are they short 
and focus on benefits? Do they have an image 
of the person giving the testimonial? Have you 
tried showing video-based testimonials? 

Short prominent testimonials help build 
social proof that people love your offerings, 
and photos of them make them more 
credible. Video-based testimonials work 
even better, as do ones from experts. 
Learn more about building social proof 

 

 
 

9 If you are selling services do you show your 
major client logos on your homepage, with a 
link to see more examples of your clients?  

These logos help build social proof that 
what you offer is good because many other 
good clients are also using your services. 

 

 
 

10 Do you show compelling usage numbers of 
what you sell? Number of clients/orders, 
number of users, how long in business etc. 

These strong usage numbers also help build 
social proof by highlighting the popularity 
and benefit of your website offerings. 

 

 
 

http://rich-page.com/
http://rich-page.com/website-optimization/skyrocket-your-conversions-with-the-buzzworthy-technique/


                   

Copyright Rich Page: Website Optimizer 2015 

 
 

11 If you are selling on your website, do you show 
ratings and reviews on your product pages 
(average rating and number of reviews at the 
top and then a reviews section below)?  

These ratings and reviews helps build social 
proof by making your site/products look 
much more popular, and increases chances 
of them being purchased. 

 

12 Do you clearly show on your homepage or key 
pages images of any awards or good media 
mentions/reviews that your business has 
recently received? 

These also help build social proof that what 
you are offering is liked by well-known and 
respected places, and increases chances of 
orders/signups. 

 

Improving Trust and Security 

13 Do you prominently show risk reducers like 
guarantees, free returns, or free trials, 
particularly on your homepage and 
product/service pages with related icons? 

These will greatly help reduce risk of 
visitors not feeling safe or confident to buy 
from you, and really help increase 
conversion rates and sales. 
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14 If you sell on your website do you clearly show 
website security seals and wording in the 
footer and in your shopping cart/sign up page? 
(VeriSign, McAfee seals or image of padlock) 

These essential security seals and wording 
build trust and make your visitors feel 
much safer about purchasing from your 
website. 

 

 
 

15 Do you have business accreditation seals in 
your footer, like from Better Business Bureau 
(BBB) or other local organizations? 

These help visitors trust they can feel safe 
buying from your website - particularly key 
if your site is new or not well known. 

 

 
 

16 If you are selling on your website, do you have 
prominent live web chat help options, 
particularly in your sign up/checkout flow? Do 
you use to ask visitors questions when stuck? 

Offering a live web chat option helps 
answer visitor questions quickly, and you 
can get great site improving feedback from 
the questions you ask them too. 
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Improving Usability/Reducing Friction 

17 Is your navigation menu compelling and good? 
Is it large enough/easy to use, with good drop 
down options? Does it emphasize links to your 
most important pages and your benefits? 

Visitors often use menus to navigate and 
explore websites - if they aren’t that useful 
or compelling to use, they will may leave 
your site prematurely more often. 

 

 
 
 

18 Do you use short blocks of text, with bullet 
points, bold, icons, sub-headers to emphasize 
key information, instead of showing long 
dense blocks of text that are hard to read? 

People online don’t read the same way they 
do newspapers or magazines – they scan. 
Making you text more easily scan-able will 
increase the chances of engagement. 
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19 Is your form error-checking working well on 
your key pages? Does it help visitors very well 
if they make mistakes in the fields? (for 
example clearly indicate error and how to fix). 

If visitors get stuck on your check out pages 
or sign-up flows and don’t know how to 
proceed easily, they will leave and you will 
miss out on many signups/sales. 

 

 
 

20 Do you have a mobile optimized website that 
your mobile visitors see instead of your full site 
(e.g. narrow auto resized with larger 
navigation, search, forms and buttons) 

Many of your website visitors will arrive on 
phones that have small screens. Harder to 
browse with these, so a dynamically 
resizing website is essential to help them. 

 
Before optimization                      After optimization 
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