



Using A/B Testing to Boost Lead Generation 
Webinar with Julian Kleinknecht & Steffen Schulz


Short Summary with Testing Ideas


Watch the full Webinar here 

https://youtu.be/_sVncJ2BUVs?si=VmQikRK0UW5t4lUg


What to test?

• Homepage

• Detail pages

• Landing pages (for example, specifically for Google Ads)

• price pages

• processes like signups, registration, etc


Challenge: Different templates [if different products]

Important: are the detail pages actually the same? Difficult Example: different products for a 
bank


Ideas for Landing Pages


Move first step of form onto the landing page

Hypothesis: Displaying the first part of the form on the landing page, leads to more 
conversions 

Research: GA4 funnel (very high dropoffs on first step of form), psychological effect (“foot in 
the door”)

Type: Motivation

Applicable for: More than just a few form fields







Promise quick reply to users

Research: Analysis of review

Type: Motivation

Applicable for: Lead gen with good processes





Are expensive trust elements actually needed?

Research: Tests we’ve run for other clients

Type: Trust

Applicable for: Companies that pay for expensive trust elements







Addressing users’ concerns

Research: concerns voiced with Customer Support (phone, email, chat)

Type: Trust

Applicable for: almost everybody





Compare to alternatives

Research: Interviews with customer service and Sales team

Type: Motivation

Applicable for: Offers that’s not widely known









Ideas for pricing pages


Communicate prices for different time frames

Research: Onsite survey (prices are too high)

Type: Price

Applicable for: Subscriptions





Radically simplify pricing table

Research: Remote Usability Test and Session Recordings

Type: Price

Applicable for: Subscriptions







Ideas for Lead Process


Display specific customer reviews instead of just seal

Research: Analysis of reviews (their content wasn’t present on the current website)

Type: Trust

Applicable for: Lots of customer reviews available 





Add explanation for next steps after filling out the lead form

Research: GA4 (very high drop-offs for last step)

Type: Trust

Applicable for: Offers that’s not widely known // anybody with high drop-offs 







Display who will take care of you

Research: Survey of leads that turned into sales 

Type: Trust

Applicable for: Everyone with photos of Sales team







Ideas for registration process


Show additional phone number for trust

Research: Tests we’ve run for other clients

Type: Trust

Applicable for: Good customer service that can handle additional calls





Upsell: Prominently communicate benefit of upsell

Research: Client wanted to sell more upsells

Type: Motivation

Applicable for: anybody with upsells in the process







Ask if users are sure they don’t want to do X

Research: Tests we’ve run for other clients

Type: Pattern interruption

Applicable for: 







Conversion Tracking


Challenge: Quality of Leads

Do more leads also lead to more sales / higher revenue?


Possible solution: Save test variation into CRM. Then, analysis of test there

Important: Check sales cycle when to “call” a test


Challenge: The test variant is "lost" between Single- and Double-Opt-in

Because: Confirmation links are often opened in the Gmail or Mail app (on iOS). These do 
not share cookies with the regular browser


Possible solutions:


● only track single optin

● Set up user_id for GA4

● Append the test variant to the Double-Opt-in link


Challenge: Calls are not being measured

The influence of the test variants on the number of calls is missing.


Possible solution: 

- Assign separate phone numbers for v0 and v1

- Track clicks on phone numbers (and assume similar distribution for call attempts > 

actual calls)


Challenge: Different types of conversions have different values

Suppose a test variant leads to more calls, but fewer submitted contact forms. Is it 
successful?


Solution: Calculate the value per type of conversion by consulting the conversion rate from 
lead to sale (or qualified lead).


Find more ressources here.


https://varifyshare.notion.site/using-a-b-testing-for-lead-generation
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