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Experiment: Background

Experiment ID: TP1785
Record Location: MECLABS Research Library
Research Partner: [Protected]

Background: A large global media company seeking to sell premium software to businesses.
Goal: To move visitors to the next step in the funnel.

Research Question: Which button text will result in a significant increase in clicks and leads
captured?

Test Design: Single-factorial A/B split
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Experiment: Which CTA won?

Treatment 1 Treatment 2 Treatment 3

Treatment 4 Treatment 5
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Experiment: Results

- 52% Relative Increase in Clickthrough

“Get Started Now” significantly outperformed every other button text treatment.

Start Free Trial 19.66% 36.0%

Try Now 14.45%

Start Here 17.69% 22.4.%

Get Started 18.22% 26.1%
f Get Started Now 21.98% 52.1%
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Experiment: Results

In order of performance:

21.98%
 Why didn’t “Start Free Trial”
win? Doesn’t that offer the 19.66%
most value for the customer?

18.22%

 Why did “Start Free Trial”
17.69%
outperform “Get Started”? °
14.45%
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Experiment: Results

e What expectation does this text create?

Discover a better way of working

Web based email, calendar and documents that let you work
from anywhere.

Start Free Trial
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Experiment: Results

e How does the expectation change with this text?

Discover a better way of working

Web based email, calendar and documents that let you work
from anywhere.

Get Started Now
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What You Need to Understand

(&~ Key Principles

1. First, we must understand that a call-to-action is more than a button.
It is a critical moment in the relationship with a customer.

2. If we only view CTAs in a vacuum (e.g., apart from the full relational
context), our marketing collateral can produce unintended cognitive
conditions in the experience of the customer.
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Meta-analysis

150+ statistically 750+ printed
conclusive pages of test

experiments \ / data

40+ brand-side / \ 300+ creative

marl.<eter case samples
studies

We noticed this tendency as we analyzed all case studies from our library and
isolated the call-to-action as it relates to the customer conversation.

v
& k014



Meta-analysis

COGNITIVE
CONDITIONS

In all, we identified six negative cognitive conditions experienced by the customer
when encountering calls-to-action.
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Meta-analysis

co
0-C

In today’s mini workshop, we are going to review each of the six
cognitive conditions and then show you how you can diagnose and
treat them on your own webpages.
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COGNITIVE CONDITION #1:

Internal detachment
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Definition, Signs and Symptoms

Cognitive Condition: Internal detachment

Root Cause:

Commonly caused by a lack of empathy regarding
the customer’s motivations or an attempt to focus
too narrowly (or broadly) on a particular offer.

Definition:

A state of general apathy or disinterest
due to a lack of relevance, urgency and
importance in call-to-action cluster
elements.

Signs and Symptoms:
*  When there is only one primary CTA *  When the text of your CTA is value neutral

*  When the text of your CTA is too specific *  When the text of your CTA is value negative

*  When the text of your CTA is too general
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Live Op: Audience-submitted CTA

Choose the IDA-1S.

Fill out the form to receive a quote or a free demo.

\) “Flease complete all fields

How appealing is the
call-to-action? -
ZIP{ Postal Code I'm interested in (one or more):
Demo Quote

Protecting your privacy is important to us. We will never sell, rent or disclose any of your
personzl information, including your email address, ta any third party without your prior or
explicit consent.

To learn about Fluke Biomedical’s other infusion device analyzers, click here »
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Known Treatments

TREATMENT #1: Intensify the explicit or implicit value in the
button text (i.e., point-first).
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Example

From this To this

%

in conversion
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Known Treatments

TREATMENT #2: Select a completely different offer that is more
closely matched to customer interests.
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Example
From this

Complete a free online budget analysis to help us
understand your unique situation.

125%

in conversion
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Known Treatments

TREATMENT #3: Add additional calls-to-action to reach multiple
customer types.
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Example

To this

Request more information
From th |S Have questions, like to learn more, or
Request more information dlscuss senices?
elow and 3 First Mame:
Last Name:

e pricing informaton

inEjue neads

Added an
additional CTA

229% Prpeinih

# AriEaer meeshions you may have

in qualified leads motivations of a
key prospect
Zalec! country - Segment
Seleclsake b
How much does it cost?
nnual Revenee:  Select Revenue -

offers distribution options {##

range in reach and price.

e — [
Get pricing information
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SDMA

| From this [——

“Specificity converts. Indeed, for any reasonable
sample size, the specific offer to the specific person
will outperform the general offer to the general
persons.”

SRS Reflection #20
The Marketer As Philosopher

www.meclabs.com/philosophy
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COGNITIVE CONDITION #2: .
# Non-sequential shock
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Definition, Signs and Symptoms

Cognitive Condition: Non-sequential shock

Root Cause:

Commonly caused by the lethal assumption that
the customer is further (or not far enough) along
in the thought sequence than they truly are.

Definition:

A state of negative surprise due to an
improperly sequenced “ask” in the
marketer-customer dialogue.

Signs and Symptoms:
*  The CTA asks for a significant commitment rather than a small step.
* The CTAis positioned on page extremities (top, bottom or sides).

* The CTA produces a high degree of friction (e.g., includes form fields).
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Known Treatments

TREATMENT #1: Aligning the CTA more logically to the thought
sequence of the customer.
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- Example

To this

From this ——
———

Logo

Internet Detective Software Program for Investigating...
Anything about Anyone Online
and axplore naw

Internet Detective Software Program for Investigating...

Anything about Anyone Online
Become a and explore a whole new world of valuable information.

211 million name database

‘ ‘OrderlNow‘

Check Criminal Records - Find The DIRT now!

Uncover Your OWN Family Historyl

Find Birth, Death, SOCIAL SECURITY. Adoption, DMV Records, and More!
Find how to locate UNLISTED Phone Humbers!

Powerful Reverse Search To Find Addiess, Phone Number and E-mail Addresses
FAST!

Investigate Your Own CREDIT REFORTS!
Get Your Dwn FBI file and see what BIG BROTHER knows about YOU!

Don't be a victim of stolen identity. Pratect your Identity by reviewing your own
Ink ion as an ongoing part of your monthly bill-paying routine. Identity Theft
happens everyday. Protect Yourself.

L N S N

in conversion rate

Step 1. | Enter Email Address

[Qgh'tmue TolStep 2"

“Continue to Step 2” aligns more
logically to the thought sequence.




Known Treatments

TREATMENT #2: Relocating the CTA to different places on the
page.
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To this

1/4 Page CIub Flyer

From this

Moved the
CTA to the top

87% of the page.

in conversion rate

You saved my catalog

P'\ 800-251-9948
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Example
From this

Eg SIERRA TUCSC
(866) 900-0645

Serene, Private Center for Recovery

* The treatment s
nearly twice the
length of the

220% control anfj th.e

in conversion call-to-action is at

2c the bottom of the

page.

s | (866) 900-0645
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Known Treatments

TREATMENT #3: Relocating the CTA to previous or subsequent
pages.
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Example

From this Set up your free account

To this

Set Up Your Free Account Hame: [first name last name

Email:

To access the RegOnling event software enter your

first name . lastname
organization & email address

Select | your currency * for your event fees, o
your phone number for account support, and an o

estimated number of annual event reqistrants:

in conversion rate

Company Name:
When you clide "Try RegOnline” you'll be taken to our secure server to
oreate your usemame and password.

Company Phone:

. . - . . . Company Website:
Safeguarding your p al information is taken seriously st Active L

Metwork. See our Privacy Policy Account Currency Type: v

Estimate how many people will
come to your events in 12 months:
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- Example

From this ) CaII-t_o-actlon ison
Electronics Engineering Degree FEQUESEMORS NEORMATION th e r|g ht COI umn

First Name Last Name

. .
o of first page.

Which services are you interested in?
Check al that apply.

Description Curriculum Careers

Program Description

Bachelor of Science

The Bachelor of Science in Electronics Engineering Technology (BS-EET) program
emphasizes electronics lab work and includes courses in DC/AC circuit design, advanced

microprocessor design and applications, and digital and analog electronics and signal

processing. Elective courses are available in power systems, control systems, and

To this

120%

in conversion rate

communications systems. Students learn the principles and techniques that allow them to

design and evaluate electronic systems and to make recommendations regarding their use

and modification.

Call-to-action is
moved to a
subsequent page.
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“There are two flawed “asks” that will mitigate the power
of our message: (1) an “ask” to the wrong person, (2) an
“ask” at the wrong time. Doing the right thing is more
important than doing the thing right. The marketer must
deliver the right message to the right prospect at the right
time — or it is no longer the right message.”

| Reflection #12

The Marketer As Philosopher
www.meclabs.com/philosophy
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Group Diagnostics

Essential detachment

a

a

v
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Is the call-to-action specific enough to
appeal to the customer segment?

Are there enough calls-to-action on the
page to account for potentially distinct
customer segments?

Is the call-to-action immediately relevant to
the customer’s situation?

Does the call-to-action connect to an
important problem in the customer’s
situation?

Does the call-to-action give the customer an
inherent reason (not a command) to act
now rather than later?

Non-sequential shock

O Does the call-to-action connect to a logical
sequence in the conversation?

U Is the call-to-action placed carefully above or
below the fold based on customer insight
rather than best practice?

U Does the page minimize the length-oriented
friction required for the customer to reach
the call-to-action?

U Does the page provide enough value before
the placement of the call-to-action?

O Does the call-to-action ask for the minimum
effective micro-yes(s) in the thought
sequence?



COGNITIVE CONDI'I:IOI}l #3:
#Composmonal paralysis
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Definition, Signs and Symptoms

Cognitive Condition: Compositional paralysis

Definition: Root Cause:

Commonly caused by an attempt to accomplish

A state of confusion that halts the
too many company objectives with a single page.

momentum of the prospect caused by the
design of choices relative to the
surrounding elements on a page.

Signs and Symptoms:

*  When the CTA is not visually distinct from the rest of the page

*  When there is a high degree of difficulty-oriented friction on the page

*  When the CTA does not fall naturally into the main eye-path of the offer

v
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Known Treatments

& TREATMENT #1: Reducing the number of CTA options on the
page.
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Example

From this Differences in
Experience All has to Offer with Premium Access Options are
vear | Shontn 1 Mont e difficult to discern.
Deviations Per Pag 120 120 120 24
Browse Ad Free v v v
Access the Archives V V v
Make Polls & Journals W 4 W 4 v To this
Use CSS Templates V Vv V . . .
DovloadATE L Phore | P v v Experience all has to offer with Premium Access
Become a Beta-Tester ,/ ,/ ‘/ » Get up to 120 Deviations per page when browsing \"Get all the Premium Benefits Premium Free ‘
Price $29.95 $7.95 $4.95 Free
Savings 50% 46% N/A N/A
Coctnccer ] et scce R o cees R o hce 36%

in paid subscriptions

| I Customize Your Channels ,/
1 ' ‘ ‘ Customize How You Get Paid ‘/
simplified.
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Example

From this
HEALTHOMRE  JBsmss | The design creates
+ Registered Nurse o B.S. Nursing + B.S. Business Administration + AS.Geographic Information Systems d|ff|cu|ty for customers
+ Reqgistered Nurse to M.S. Nursing with five + MBA « B.S. Computer Science, Software
specializations + MBA Health Care Development H
« M.S. Nursing with five specializations « M.3. Business Intelligence « B.S. Geographic Information Systems try'ng tO understand What
« MBA Health Care + B.S. Information Systems
« Doctor of Nursing Practice Executive + B.S. Information Technology, Networking
Leadership + M.S. Computer Science with three they Can eXpeCt from a
+ Doctor of Nursing Practice Educational specializations .
Leadership + M.S. Information Systems C||Ck'
« Infection Prevention and Control Certificate « Master of Geospatial Information Systems
« Geospatial Information Systems Graduate
Certificate
To this

This design is adjusted to

0 ensure that customers will
1 7 7 A) clearly understand where
in clickthrough they will go and what they
should expect.
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Example

From this

Bookmark | Tell a Friend ite Map | FAQ's | Media

CUSTOMER LO:
VI OPPIN

Research Your Next Vacation
Book Your Tickets and Lodging

Share Your Experiences

Total

T  America's Cup Sailing $265.90

Details: ; aguns  $132.95 Fach

Update Your Date/Time Preference:
Date: Tuesday, May 19, 2009 10:00 AM RaateiO OsteAlime rence

Location: Cabo San Lucas, Baja California Sur

Tue, May 19,2009 at 10:00 Ak |

Checkout TOTAL DUE:

Without Lodging

$265.90 USD

CAll prices are in US Dollars)

Site Map | Gift Certificates | Privacy Policy | Terms of Use | Terms of Sale | Advertise | Vendors | Travel Agents | Contact Us

To this

Bookmark | Tell a Friend Search

Site Map | FAQ's | Media

MER LOGIN
PPING CART

Research Your Next Vacation
Book Your Tickets and Lodging

Share Your Experiences

CUSTOMER SUPPORT

e

DESTINATIONS : WILLIAMSBURG : SHOPPING CART

36.59

in conversions

$123.90 USD

(Al prices are in US Dollars)

‘ Total: ’

Email me this vacation

Site Map | Gift Centificates | Privacy Policy | Terms of Use | Terms of Sale | Contact Us




Known Treatments

TREATMENT #2: Adding contrast to the CTA relative to the rest of
the page.
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Example

The primary, desired X FILINGS FOR Y Incorporated ==l | Create Email Alert .Gj Subscribe to RSS

H H H H ‘-------
call-to-action is difficult - .
. . Show All | Quarterly Reports  Annual Reports  Current Reports  Insider Trading  Proxies
to clearly see in this

design.

This design is adjusted to
ensure customers will
see the opportunity to
create a free alert.

2,793%

in alerts created
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Known Treatments

TREATMENT #3: Moving the CTA into the main eye-path of the
page.
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NEXY

Convict Conditioning

-cm-«cm-u Vin3e i 100 G 8 LG ] W tve 2000 1 har
e SreAGE Beor oot 4 pewsented 3 1ObE YRy

Vv
COoN "‘,'\l\h Mow 83 Dust Free of AB Weakness-Using the Lost Secrets of
conpil Survival Streng

3
®

Bup

Convict Conditioning PYSI
How to Bust Free of All Weakness-Using the ey ; o
! Lost Secrets of Supreme Survival Strength
= By Pt “Corn” Mide 33995 o
T

N Sx 15 pepets ™ === . :
: e in conversions

e

999 ':.,h Wamooing” Tatemted by Joba Dw.C oo ﬁ

Comact Comiamomend
THE SUPER FAG.

How Do YOU Stack up Against the 6 Ultimate
BY PAUL WADE

Measures of a TRUE Man?

According 45 the tenets of Canvict Conditioning & TRUE man can achiess

B AT LEALY sne 0ot of § snearm patiugs ool Widacnith e BLTE
oo 30 Latn ik i

2 AT LEAST soe 501 4 5 5nedeg 1quats o4ch wide—eith the ELITE goot
oF 3 20t of 30 ok vide

5 AT LEALT ne oot oF 1 aneiim puliugs o0 sduomntih e BLITE guu
W20 W e e

& AT UEAST soe 5ot of § Ranging 147 sight leg rabe—sith the ELITE gost
i n

: How Do YOU Stack up Against the 8 Ultimate
Measures of a TRUE Man?

Accondng 1o Pe tenets of Cormviet Congitonmg 8 THUL man can schieve

AT ULART arne 4t oF 1 notrm puwint aach Wdaaith e ELITE
P o 50 s wae e

1 ATURALT ane aot of § anaing sty sach sefucntth e BUTE gosl
o2 o 50 e wde

014 8 A 4t B e Whe ELITE goad o0 2
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“The marketer must engage the prospect in a mental
dialogue and guide each step, minimizing any source
of friction. The marketer makes meaning; the

prospect makes decisions — never confuse the two

| Reflection #36
The Marketer As Philosopher

www.meclabs.com/philosophy
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CoGNITIVE CONDITION #4: .
# Elemental paralysis

v
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Definition, Signs and Symptoms

Cognitive Condition: Elemental paralysis

Definition: Root Cause:

Commonly caused by the marketer’s inability to
see or explain the differences between two or
more “asks.”

A state of confusion that halts the
momentum of the prospect caused by the
similarity of substance among competing
CTAs.

Signs and Symptoms:
*  When there are two or more similar CTAs on the page
*  When there are two or more primary customer profiles coming to the page

*  When there are two or more incremental levels of motivation in a single customer profile
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Known Treatments

TREATMENT #1: Aligning each path to distinctly separate
customer interests.
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Example

To the customer, these
three calls-to-action are
difficult to separate.

* Areyou acandidate?
* News

* Research

From this

To this

These three calls-to-
action, however, are
written to help the
customer immediately _ :
identify their ideal path. L SOTMETSION rats
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Known Treatments

TREATMENT #2: Aligning each path to distinctly separate
products.
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Example

Get your message online and in
search for $129 per release.

Post to PRNewswire com, the industry's

most trafiicked website

WMake your news findable by seatch & news
engines (Google, Bing, Yahoo!)

Drive trafic to your website with live site
preview

Reach subscribers and bloggers with RSS

Find your release posts with a search-
fiiendly permalink URL

Take your message viral via our embedded
lhar

From this

To this

Enhance your message with an image
and drive traffic te your site for just
$299 per release.

All the benefits of SearchReach +PLUS

Optimize your message with an image

Distribute to the iReach syndication network
of 1,000+ wehsites

Leverage your message to get links fiom
authoritative websites

Measure visibility via PR Newswire's
ReleaseWaich™ reporting

Reach millions of viewers and display
your photo on the Reuters Sign in

Times Square for $448 §399 per release.

All the henefits of WebReach +PLUS

Distribute to the iReach syndication network
of 1,000+ websites

Showcase your photo on the Reuters
Sign in the heart of Times Square and
demand the attention of a diverse audience

Receive a low-resolution webcam
snapshot of your photo and headline
displayed on the Reuters Sign, one of the
world's largest digital signs

To the customer, the only immediate,
discernible difference between the three
options is the name and price.

Choose a distribution option below to start creating:

Post to PRNewswire .com, the industry’s most trafficked website

Make your news findable by search & news engines (Google, Bing, “rahool) V V

Drive traffic to your website with live site preview. “ V «

in revenue/visit

Receive a webcam snapshot of your photo and headline displayed on the Reuters sign \ « ,
- -
Choose the option that best fits your need: $129 $299 $399

Order Upgrade to

* Inthis treatment, copy is rewritten and
presented to provide an immediate
distinction between products, helping
customers identify their ideal path.
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Known Treatments

TREATMENT #3: Aligning each path to distinctly separate steps in
a process.
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n Example

From this

= e e This call-to-action set assumes most
3 Easy Ways to Get Started with #% sy ‘i‘w

arriving customers are interested in
[ Leam [ conpare | Get Free Access quickly finding the right information.

} . o Live Forex and Equity Account Demos
o Live webnars on popular topcs
. t . . )
|

To this

e This call-to-action tests to discover if

0 arriving customers are interested in
0 various degrees of first steps.

in clickthrough
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From this

“Marketers, in their role as philosophers, must keep
management from gaining internal clarity at the
expense of external clarity. It is dangerous to succumb
to the illusion that the prospect sees our company the
way we see it.”

| Reflection #24
The Marketer As Philosopher
www.meclabs.com/philosophy
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n Group Diagnostics

Compositional paralysis Elemental paralysis
O Does the page have the minimum O Is each call-to-action on the page
number of calls-to-action possible? categorically different from the others?

O Does the call-to-action design “pop” in

the context of the rest of the page? O Does each call-to-action appeal to a specific

customer segment that is significant in the

O Does the button for the call-to-action visitor demographics?
appear to be clickable?

O Is the correct path for a significant

O Is the call-to-action in the main eye-path customer segment immediately clear?

of the offer messaging?

O Does the call-to-action naturally draw O Is the primary offer clearly emphasized and
the eye through the page to the final distinct from tertiary offers?
decision point?

v
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COGNITIVE CONDITION #5:
$ Terminal anxiety
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Definition, Signs and Symptoms

Cognitive Condition: Terminal anxiety

Definition: Root Cause:

Commonly caused by underestimating the concern

A state of impending decision reversal or
or last-minute fears of the customer.

hesitation due to unaddressed questions or
concerns.

Signs and Symptoms:
*  When the CTA requires information through a form
*  When the CTA is closer to the macro-yes of the offer

*  When the CTA lacks nearby credibility indicators
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Known Treatments

TREATMENT #1: Overcorrecting for any last-minute specific
concerns that may have arisen in the process.

v
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Experiment: Background

—_— Experiment ID: TP1070

——| Record Location: MECLABS Research Library
Research Partner: [Protected]

Research Notes:

Background: A national computer hardware and multimedia retailer with a significant
online and offline presence.

Goal: To increase total cart conversions and revenue per conversion.

Research Question: Which treatment will generate the highest conversion rate and
revenue per conversion?

Test Design: A/B variable cluster test
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Experiment: Control

Control cart

Your Cart

DESCRIPTION QTY  AVAILABILITY  UNIT PRICE
. $369.99
Click %) to remove the item from your cart [uPDATEQTY, & | SUBTOTAL
S&H

Enter Zip Code to Calculate Shipping & Tax:
(We only charge tax in FL, IL and NC)

60 TAX

TOTAL

Total Cart Weight: 60 lbs

TOTAL

§739.98

$739.98

Enter a Zip Code

§739.98

Google
Fas

(€= CONTINUE SHOPPING

=7 (Quick Cart Select to search by: tem# © Mfr. Part#

m PROCEED TO SECURE
J1*4 CHECK OUT

Safe Shopping Guarantee

|Enter Search value

|_SEARCH »| ?

GeForce 7300 GT

512MB DDR2

PClExpress

DVI/VGA/HDTV
e SLI Ready

_ 4
SAVE O %
$10°39°”
Deal Ends noon (E (uesday

CLICK ERET

0 days, 18 I urs, 28 minutes
and £ "seconds left

My Al ount

/

May we recommend the following items with your order...

No Wallet. No Wait.
: No Worries.®
‘Subject to credit spproval. Detail>

ookmark This Page!

1 estimonials

est Website Online For
fomputers And

* Acloser look at the
control cart page
reveals that all
supporting content is
focused on making an
upsell.
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- Experiment: Treatment

Treatment cart

Your Cart @y T

DESCRIPTION QTY  AVAILABILITY  UNIT PRICE TOTAL

3
. .
[ ]
s 1218 - Sony VGP- A sive Us A Call Toll Free
1B8-1218 - Sony VGP-BPL Give Us A Call Toll n In I
x® Capacity Li-on Battery for S 6 700, TX KN Ships within 524989 524989
‘ spacity Li-lon Battery for So 1 Tips with T TR

space to make an

E:

Click (%) to remove the item from your cart. UPDATE OTY. - SUBTOTAL $249.99

S&H Enter a Zip Code YESH .
Enter Zip Code to Calculate Shipping & Tax: _im‘ TAX —_— u S e I I e u S e t to
(We only charge tax in FL, IL, TX, and NC} = TOTAL $249.99 I have been ordering parts ) W I

from ‘orthe last

4 years for both personal

and business related
Total Cart Weight: 1 Ibs projects. Each time | have

been completely satisfie

with the quality of the
[@8(q Checkout = | Checkout PavPal” PROCEED TO SECURE
chout PayPal
Fast ut through or ™ . or CHECK OUT
& sater, easier uay 1o pay

products that | have
What ig Geogle Checkout? Safe Shopping Guarantee

address specific
concerns about
service, price and
security.

Payments as low as $10 /mo.
ONTINUE SHOPPING "

n'tdo is the excellent
criptions and photo

Subject to cradit approval, Detai's

"You guys ROCK!" eries of the products
it is very rare that you can find BOTH the best price AND get the best service. | have no idea how | recieved it so soon after -gm. - has he\peﬂpme
placing the order. | had expected my cable router the following week. If was remarkably safely packed and factory sealed. colintless times to ensure
Reviewed by: AJCrowe on Apr 27, 2007 tht | am getting the right
T PriceGrabber prijduct and | have always
,,)% % , HACKER SAF reffeived the product exactly
o TESTED DALY 28-AUG 4.56 aditis advertised. Great

\ y ce to shop!

Reviewed by: creekbeast

Bookmark To:

Deal Alerts:| Enter Your Email Address [ subscribe
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- Experiment: Side by side

Control cart Treatment cart

Your Cart Gy T

Your Cart

DESCRIPTION QTY  AVAILABILITY  UNIT PRICE TOTAL e e LT

Give Us A Call Toll Free

AIO Laptop Battery - Large:
25 3 s 0 0 0,TXB00 & TXN 1 Ships within 5249.99 5249.99 -

X In Stock $369.99 $739:08 GeForce 7300 GT Q 24 Hours i+ 500-800-8300 &
Pelbapress
PCl Express Testimonials

Click 6 to remove the item from your cart. SUBTOTAL $739.98 gxl'/RVf:"’HI’TV Click ) to remove the item from your cart. UPDATE OTY, & SUBTOTAL §249.99 vES™

- S&H Enter a Zip Code sah Enter a Zip Code -
Enter Zip Code to Calculate Shipping & Tax: 60) TAX ¥ @ x X Enter Zip Code to Calculate Shipping & Tax: (&) TAX —
(We only charge tax in FL, IL and NC) St - (We only charge tax in FL, IL, TX, and NC) ’ TOTAL §249.99 Ihave been ordering pars
39. from

Total Cart Weight: 60 Ibs

CONTINUE SHOPPING

=7 Quick Cart

Select to search by: ©

or
Use

tem# ' Wifr. Part#

May we recommend the following items with your order...

PROCEED TO SECURE
CHECK OUT

Safe Shopping Guarante

Enter Search Value  [_SEARCH ») 2

- 539*
Deal Ends noon (ET) Tuesday

CLICK HERE! W

0 days, 18 hours, 28 minutes
and 11 seconds left

My Account

Welcome!

count

Log in ol

Your Shopping Cart
1 s W
Total; $729.98 I,

CART

No Wallet. No Wait.
Zd  NoWorries.®

Subject to credit sppeoval. Detailes>
Bookmark This Page!

Testimonials

Best Website Online For
Computers And

Total Cart Weight: 1 Ibs

i ¢ v

Coogle (D Checkout PayPal PROCEED TO SECURE
Fast h or o or CHECK OUT
The safer, easier way to pay.

Vhat is Google

CONTINUE SHOPPING

“"You guys ROCK!"

It is very rare that you can find BOTH the best price AND get the best service. | have no idea how | recieved it so soon after
placing the order. | had expected my cable router the following week. It was remarksbly safely packed and factory sealed.
Reviewed by: AJCrowe on Apr 27, 2007

Safe Shopping Guarantee

Payments as low as $10 /mo.
Chediour EBillMeLater
Subjoct n

<t 0 credit appraval, Detils

W HACKER SAFE T
TESTED DAILY  28-AUG -

Deal Alerts: | Enter Your Email Address | Subscribe |

Bookmark To:

forthe last

4 years for both personal
and business related
projects. Eachtime | have
been completely satisfied
with the quality of the
products that | have
ordered and with the
service. | did have a part
come in bad but they were
sofastio replace it
themselfs instead of having
to deal with the
manufacture. The thing that
Ilike most about

that most other
web-based companies
dontdo is the excellent
descriptions and photo
galleries of the products
This has helped me
countless times to ensure
that | am getting the right
productand | have always
received the product exactly
asitis advertised. Great
place to shap!

Reviewed by. creekbeast

Ta
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- Experiment: Results

4 »11.6% Increase in Revenue Per Conversion

- The treatment generated 3.69% more conversions and 11.6% more revenue per conversion.

Design Revenue/Conversion

Control $49.14
Treatment S54.84
Relative Difference 11.6%

/ What You Need to Understand: By addressing anticipated anxiety at critical
points of decision, the treatment generated 3.69% more sales in addition to
11.6% more revenue per cart, resulting in a projected $53,000,000+ annual
increase in revenue.
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Known Treatments

C? TREATMENT #2: Addressing customer guestions or concerns in
close proximity to the call-to-action.

v
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Example

From this This “add to cart” pop-up summarizes
LT T . . . .
their action with essential product
Thee Naked Warrior . .
$39.95 information.
marm # B8
Suamty £ x $I15.35

Tofal §r3 50

Shapping Can Total 3374 50 TO thlS

COMTINUE SHOPPING | CHECKOUT Item Added to Cart

This pop-up, however, s | 3 7%

re-emphasizes a money- : :
In conversion

back guarantee presented

earlier in the process.

Continue Shopping Checkout |

v
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Example

This call-to-action form isolates all content
before the information exchange begins.

This form, however, adds a single
testimonial to support the moment of

action.
From this To this
City: | City: [
State/Province: [Flease select =] State/Province: Please select -
Postal Code: |

- . 35%
Email Address: | o

in conversion
Submit |

because it offered the most complete set of
tools that we needed in order to meet our geoal.”
— Bruce Ray Buck, Design Engineer

-“

Dometic Corporation
[ N N N N N N N § N N F §F 8 0 N N W NN N
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Example

This call-to-action form isolates all content This form, however, adds a single

“Anxiety is the emotional cost of risk, and often this cost
outweighs the rational expectation of the marketer.
Anxiety cannot be corrected with a rational measure;
the marketer must assault the source of anxiety with a
full-on barrage of credible counters.”

Reflection #37
The Marketer As Philosopher

www.meclabs.com/philosophy

v
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http://www.meclabs.com/philosphy

COGNITIVE CONDITION #6:
# Transitional vertigo

v
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ﬂ Definition, Signs and Symptoms

Cognitive Condition: Transitional vertigo

Root Cause:

Commonly caused by focusing too much on one
step and ignoring the overall path.

Definition:

A state of mismatched expectation caused
by a disconnect in the messaging of the
CTA in a previous page and the messaging
of the offer in the subsequent page.

Signs and Symptoms:
*  When the CTA does not logically connect with the headline of the subsequent page
*  When the CTA fails to set the proper expectation of the next step in the process

*  When the customer cannot gain clarity within seven seconds after clicking the CTA

v
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ﬂ Known Treatments

TREATMENT #1: Changing the destination URL to a page that
aligns more closely to the substance of the previous “ask.”

v
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n Example

From this

You searched for eyword) on scrch cngine]
Our Tax Professionals Help You Get Every Advantage You Deserve at Make on Appaintment  Services PROFESSIONAL FINDER
Tax Time. Let Us Help You Today. =

Tell us who you are

Absohite Expertise e Kot beet e A kazhy
ATy e sana 1

s U L e

Vit an Office Near You

L — Mg Qatomar Suspon

You searched for eyword] on [search cngine]

Our Tax Professionals Help You Get Every Advantage You Deserve at
Tax Time. Let Us Help You Today.

Tell us who you are

Anzonre Exper e kasng
ey i

Lavy Gonfidenes -
1T RE 1 p

resed nesurs
oL ot o

Moriey Wit Yoo Nl 10+ 70 1158 bk
e el p v 418 Lo

Vit an Office Near You

533%

in conversions
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n Example

From this

Convict Conditioning

$39.95

Item #B41

Quantity 1 x $39.95
Total $39.95

To this

tem Added to C

Convict Conditioning

$39.95

Item #B41

Quantity 1 x $39.95

Total $§

Shopping Cart Total $39.95

o

| PROCEED TO SECURE CHECKOUT

 REGISTER FOR MORE COURSES

29%

in order rate

SHOPPING CART Signin  Username Paseword [sonw]

View Saved Ordors  Save Your Order  Nood holp with your order? Continue shopping Bring me back 1o Q|
STEP 1: BILUING INFORMATION SHOPPING CART odit
Address ’ Enter the Kettlebell!

om 983
) Total 89,90
Product Subtotal
> Shipping
Estimated Total $69.90
United State -

Email

STEP 3: PAYMENT INFORMATION

STEP4: REVIEW ORDER




ﬂ Known Treatments

TREATMENT #2: Changing the subsequent page copy to better
align with the substance of the previous “ask.”
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n Example

From this

Products | Services | Customers | Industries | Partners | Platform | | Resources | Company Search

M Run your

Entire Business Better
4 with One System
|

Free Trial

Get Your Free Trial of S Now
Experience for yourself how can help you run
better.

YR ot et your

10 give you access fo your trisl

o1 Country Code fit, excluding 1,011, 30d + dialing

—— “FREE
— TRIAL

Purchasing  Inventory - X S ™ -
Payroll @ = , K v
4 el \ [ 2
COURting < ™
sENEFITS Ars you wertg war Sohbon Provder

business software gives growing businesses a competitive edge.

giving each

Privacy Assurance:

privacy
o5 not share your npanies for
snal use. To view our c cy, lick hare
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n Example

To this

-
- t- ~gives you
- unprecendented
control of your company.”
Inc Magazine
—gives you
unprecendented
The World’s # 1 On-Demand Business Software P -
€CONLrol of your company.
6459+ Customers World Wide ... and still growing! -

The World’s # 1 on-Demand % Software

*wesaved $1 Million
v o P < Almost there! To begin your FREE TRIAL of

SAP; Snd vanoad couts ot please ¢ the simple q e below:
3% of revenue to 0.15%."

@ Companies Worldwide Manage Their Business with

First arme
wWe have thousands of customers globally, spanning a wide range of industries, DRI SEOREFEE0: Atebl Kaout “we saved $1 Million
company sizes and business needs. is the all-in-one solution that can Lost Nowme
grow with your business. =S, by switching to . from
e Piinc Pacy . and reduced costa from
@ One System For Your Entire Company e Cade . 3% of revanue 0 0.15%."
Ekminate IT costs and concems associated with S sersrefahepel/
Force maintaining and upgrading separate applications. v ——— - —

> . Sales.
& webston | Automation

ovtal Code

@ Software That Grows With You
You work hard to expand your business

ensures that your growth won't outpace your
business systems.

order
2 2 Real-Time Dashboard:
1 eal-Time Dashboards

wy -

owing mtormation will help s personalice yout hee il espedience

Purchasing  Inventory your employees the ability to make better, faster
e decisions and access info from virtually anywhere
We have 3 long list of satisfied customers that
save thousands of dollars every year due to
streamlining their busine:
comprehensive solution. These savings are within
your grasp when you join the community.

5ffoummqff“f P

Start Your Free Trial of S

Free FREE TRIAL

Start Your No Obligation Free Trial of « aay!

et




n Example

To this

3 [ S——
)’
\‘(‘ control of your company.”
Inc Magazine

The World’s # 1 on-Demand Business Software

~

Gves you
unprecendented
€oNtrol of your company.”

97%

in free trial subscriptions

Start Your Free Trial of S

FREE TRIAL




“Confusion impedes progress. And on the Web, people
resolve confusion not with effort, but with regress.
Indeed, with just one click, they can terminate the
conversation and thus, for all practical purposes, your
existence (relative to themselves).”

Reflection #25
The Marketer As Philosopher

www.meclabs.com/philosophy

v
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http://www.meclabs.com/philosphy

n Group Diagnostics

Terminal anxiety

a

v
& k014

Does the call-to-action provide credibility
indicators at the source of highest potential
anxiety?

Is it immediately clear to the customer that
taking action now will not result in regret
later?

If your call-to-action collects information,
does the surrounding copy provide a logical
reason why the information is needed?

Do the credibility indicators connect to the
exact source of anxiety for the call-to-
action?

Transitional vertigo

Q

Q

Does the call-to-action logically connect to the
headline of the subsequent page?

Does the call-to-action prepare the customer
to answer the three essential questions of any
transition:

O WhereamI?

O What can I do here?

O Why should I do it?

Does the subsequent page take the customer
through the minimum number of steps
required to cash in the expectation of the call-
to-action?



CALLS TO ACTION THAT FAIL
# Summary of Discoveries
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What You Need to Understand

(&~ Key Principles

1. First, we must understand that a call-to-action is more than a button.
It is a critical moment in the relationship with a customer.

2. If we only view CTAs in a vacuum (e.g., apart from the full relational
context), our marketing collateral can produce unintended cognitive
conditions in the experience of the customer.

v
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What You Need to Understand

(&~ Key Principles

3. The most common unintended cognitive conditions we produce in
our marketing collateral are:

Internal detachment
Non-sequential shock
Compositional paralysis
Elemental paralysis
Terminal anxiety
Transitional vertigo

v
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