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No BusinessNo ConversionTraffic
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Last year I talked about…
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Now, it is no longer relevant
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WE ARE HIRING
A LOT THIS YEAR
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If you’re looking for a job, how do you 
convert traffic? 
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Set up your 
LinkedIn profile  
for conversion.



@jatgilbert     |     #GrowWithHubSpot     |     @HubSpot

Leads

MQLs

Subscribers
HOW 
DO YOU 
CONVERT 
TRAFFIC?
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Leads

MQLs

Subscribers
HOW 
DO YOU 
CONVERT 
TRAFFIC?

To establish a relationship 
and open communication. 

For blog subscribers you 
want email address and 
first name.

What you want
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Leads

MQLs

Subscribers
HOW 
DO YOU 
CONVERT 
TRAFFIC?

To get data about the 
person to further refine 
your communication  
and begin to identify  
if they are a fit.  

Company name,  
job title, employee  
count etc.

What you want
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Leads

MQLs

Subscribers
HOW 
DO YOU 
CONVERT 
TRAFFIC?

A potential customer to 
signal they want to begin 
a sales conversation.  

Filling out a contact 
sales form, demo or 
starting a trial.

What you want
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Leads

MQLs

Subscribers

GENERATING
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1PLACE A “SUBSCRIBE” FORM
ON YOUR BLOG
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2CREATE A BLOG SUBSCRIBER
LANDING PAGE
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S3TRY USING AN
EXIT POP-UP
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4USE TWITTER CARDS FOR
2-CLICK SUBSCRIBES
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Leads

MQLs

Subscribers

CAPTURING



@jatgilbert     |     #GrowWithHubSpot     |     @HubSpot

1HAVE A RELEVANT

ON BLOG POSTS.
CALL-TO-ACTION (CTA)
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2HAVE THAT ‘CTA’ LEAD TO A
DEDICATED LANDING PAGE
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3OPTIMISE YOUR
LANDING PAGES
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HEADER 
• Logo 
• Phone number 
• No navigation
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TITLE 
• Say what it is 
• Begin with hook 
• Don’t use fluff
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SUBHEAD 
• Include benefit 
• Personalise
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COPY 
• Avoid dense 

paragraphs 
• Use bullet points 
• Bold key points
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IMAGE 
• Always include  

an image 
• Make it vibrant 
• Mobile-optimise
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FORM 
• Begin with CTA 
• Right # of fields 
• Privacy policy 
• Actionable button
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2HAVE THAT ‘CTA’ LEAD TO A
DEDICATED LANDING PAGE

Conversion 
increased 

22%
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4 VS

A/B TEST YOUR
LANDING PAGES
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4 VS

A/B TEST YOUR
LANDING PAGES

WINNER
Conversion 
increased 

110%  
in this test
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5ERROR RATE DECREASED FROM 60% TO 22%

FOCUS ON
QUALITY CONVERSIONS
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5TOOLS CAN HELP
CONVERT LEADS TOO!
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Leads

MQLs

Subscribers

TURN LEADS INTO
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1LANDING PAGE (LP) THANK YOU PAGE (TYP)

DON’T STOP AT THE
LANDING PAGE
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2GENERATE MQLS ON YOUR
THANK YOU PAGE
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2OPTIMISE YOUR “THANK-YOU PAGE”
FOR THE RIGHT CONVERSIONS
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3EMAIL 1 EMAIL 2 EMAIL 3

NURTURE LEADS WITH
MARKETING AUTOMATION
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4 OR

WINNING THE
EMAIL BATTLE GROUND
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Compelling Subject Line

CHECKLIST
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Compelling Subject Line 
Sender Name

CHECKLIST



@jatgilbert     |     #GrowWithHubSpot     |     @HubSpot

Compelling Subject Line 
Sender Name 
Personalised Copy

CHECKLIST
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Compelling Subject Line 
Sender Name 
Personalised Copy 
Call-To-Action

CHECKLIST
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Compelling Subject Line 
Sender Name 
Personalised Copy 
Call-To-Action 
Image

CHECKLIST
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Compelling Subject Line 
Sender Name 
Personalised Copy 
Call-To-Action 
Image 
Unsubscribe Link

CHECKLIST
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5Potential customer 
visits your site

Later, customer surfs the 
web and sees your ad

Customer goes 
back to your site

Potential customers 
become paying customers

LEVERAGE
PAID RETARGETING

Ad was targeted  
to only your 

website visitors
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6REACH OUT TO
EXISTING LEADS
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Subscriber to lead  
ratio 

METRICS

MQL to customer ratio, 
cost per lead, length of 
sales cycle

Lead to customer 
ratio, cost per lead, 

length of sales cycle
Leads

MQLs

Subscribers
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162  
customers

requires

20,000  
visits

Visitors: 20,000

Customers: 162

2,400 - Leads

1,080 - MQLs

6,000 - Subscribers

40% Subscriber-
to-Lead

45% Lead-to-MQL

30% Conversion 
Rate

15% MQL-to-Customer

REVERSE-ENGINEER YOUR FUNNEL
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FIND OUT WHAT YOU’RE  
WILLING TO PAY AT EACH STAGE

HOW MUCH IS A LEAD WORTH 
TO YOU AT EACH STAGE?

Assuming the customer has a 
lifetime profit of $5,000

Visitor $0.01

Subscriber $1

Lead $51

MQL $750

Customer $5,000
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3

Reverse engineer 
your funnel to 

know the value  
of your leads

1

Reduce  
the friction  
wherever  
possible

2

Always  
present options 

to progress 
down the funnel

KEY TAKEAWAYS


