
Website Conversion
Case Study:

76% Landing Page Conversion 
Rate with a 337% Increase in 

Sales Qualified Prospects



This global manufacturing client serves various industrial test, measurement, 
inspection, and assembly markets. Tasked with driving innovation in leak testing, 
in-process testing, and data management, this manufacturing company serves 
industries ranging from automotive and off-highway to medical devices,     
consumer electronics, and industrial process control. They have extensive leak 
testing experience and are an industry leader. As an annual program to drive lead 
generation, prospect engagement, and customer conversion, they host a series of 
webinars called “Leak Week” in the first quarter of every year. During this week,   
they offer a variety of live webinars, and then we leverage that content to promote 
the on-demand content through their blog, email, social media, and more.
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Project Background & Objectives:

To promote Leak Week, we needed a main microsite page to drive overall traffic  
and individual landing pages for each live and on-demand webinar. From there,      
we needed to use many forms of media to reach a broad audience, educate existing 
prospects and customers, and provide helpful content for the sales team to drive 
revenue from this program. The promotion drives individuals to a microsite to select 
the webinar of their choice. Each of the webinars has landing pages for tracking.   
We direct traffic to the specific landing pages for more targeted promotion to 
increase conversion.

Strategy, Tactics & Results:

To ensure the landing pages were optimized for conversions, we shortened the page 
content, optimized the form on mobile to reduce form fields, and added related 
imagery so prospects knew precisely what to expect on conversion. This campaign, 
which had 18 landing pages associated with it, generated 915 leads with a 
combination of email marketing, organic social, paid social, and organic search.   
This is a 337% increase in new sales-qualified prospects from the 2023 Leak Week 
campaign that did not include a dedicated microsite page.

Campaign Page Optimization:
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The main microsite page allowed everyone to see all the webinars and had CTAs 
linked to the individual webinar landing pages. This gave us data on who viewed the 
main page, which webinars they were interested in, and who left the page without 
submitting it, which gave us further information for remarketing. The following is an 
example of the microsite page and a webinar page. The pages combined had an 
average conversion rate of 76%. (Sample below)

The pages generated 8,901 views, with 4,282 new visitor sessions. The activity 
from email and organic driving the most significant engagement is clear.
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Microsite Page (with CTAs to individual webinar landing pages):

Individual Webinar Landing Page:
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This campaign drove 915 new sales-qualified prospects and re-engaged over 
1,700 contacts through organic search, email marketing, paid social, organic social, 
and referral leads. Each of these new and re-engaged prospects converted on the 
individual event landing pages, which linked directly from the central campaign 
microsite, both live and on-demand. Here is a breakdown of the lead sources for 
these contacts.

Total Lead Engagement:

Email marketing was critical to promoting the webinar series because they have a 
highly engaged database. To leverage email, we focused on the data we had related 
to the industries people were a part of, the webinars that would resonate with them, 
and the pages these individuals had viewed to help indicate the content that would 
be most relevant to them. 

These emails had an average 28% open rate and a 6.2% click rate. Here is an 
example of one of the emails, and each CTA and header link took an individual to the 
dedicated landing page to increase conversion by decreasing the additional clicks to 
the central microsite.

Email Marketing:
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Paid and Organic Social are essential to driving brand engagement and new lead 
generation. They have a very engaged following on their social channels,  
particularly on LinkedIn, so we wanted to leverage this as much as possible to 
promote the events. We had a series of posts promoting the entire series and 
individual posts promoting the unique webinars. We did this for both the live and 
on-demand versions, resulting in 19 posts.

Social Media:
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The social posts (organic and paid) generated the following results:

Here is an example of one of the ads for a live webinar series driving traffic to the 
central microsite.

118,823 Impressions

2,967 Clicks

We wanted to leverage their website's existing assets, which already had a great 
deal of traffic, to amplify the webinar series' exposure. To do this, we placed 
call-to-action buttons and exit-intent pop-ups throughout the website on relevant 
pages to provide visitors with a quick way to access the live and on-demand 
webinars by linking to the microsite or the individual landing pages based on 
webpage targeting.

Website Calls-to-Action and Pop-Ups:
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These buttons were placed on over 180 assets throughout the website,
including product pages and blogs. This generated:

The following is an example of the call-to-action buttons and data.

16,152 call-to-action views

3,461 call-to-action clicks

915 new sales qualified prospects and re-engaged over
1,700 existing contacts

337% increase in new sales-qualified prospects from the 2023 Leak Week 
campaign that did not include a dedicated microsite

762% increase in re-engagement of existing prospects from the 2023 Leak 
Week campaign

Business Impact:
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$308,685 in new revenue from 22 contacts who participated in Leak Week.
This is a 385% increase in new revenue from the same event held in 2023.

$330,440 in open opportunities from 78 contacts who participated in Leak 
Week. This is a 112% increase in revenue in open opportunities from the 
same event held in 2023.
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