marketeers

CRO (Conversion Rate Optimisation) Training

Course
Optimise your website or email to improve online conversions

Please note: This course is currently only available

Exposing your website or email campaign to visitors or subscribers is only half the
battle. The other half is getting them to click, buy or enquire. Your marketing efforts are
potentially wasted if visitors or subscribers leave your website, or delete your email,
without some kind of positive action happening.

You are probably too close to look at your own content from a customer perspective.
You know what your copy means, how your navigation works and the real value of your
products and services. Unfortunately, your customers may have less understanding or
tolerance and will not engage with you.

Emarketeers' CRO training course is a mix of traditional training and consultancy, as
CRO theory is explained using attendees’ websites, all of which the trainer reviews
before the course. Furthermore, exercises throughout the day give you the chance to
apply CRO principles to your website with the support of our experienced CRO trainer.

Course Programme

The Psychology of Conversion Rate Optimisation

Understanding the psychology of CRO

The importance of perceived value and cost

What is Thought Sequence and why is it important?
The critical role of Eye-Path

How to improve a web page’s Visual Sequence

Value Proposition & CRO

How to express your Value Proposition to improve outcomes

The 6 types of Value Propositions

The 3 essential qualities of an effective Value Proposition

How to find evidence to support your Value Proposition

Confirming the validity of your Value Proposition

Deciding which Value Proposition to use when you’ve more than one

Friction - Minimising Customer Effort

What is Friction

Understanding funnel length

When to use long versus short pages

The issue of multiple Call-To-Actions and choice

T: 020 7433 2535 | A: Barkat House, 116-118 Finchley Road, London NW3 5HT
W: | E:

Emarketeers Ltd is registered in England no. 3887514


http://www.emarketeers.com/in-house
https://www.emarketeers.com
mailto:info@emarketeers.com

marketeers

How to design forms to minimise friction
The role of incentive to counter perceived friction

Anxiety - Minimised Perceived Risk

How anxiety impacts on potential conversions
Understanding the different types of Anxiety
How to address each type of Anxiety

How to discover if your visitors have Anxiety

Moment of Orientation - The Critical First 5 Seconds

Understanding the critical first 5 seconds:

How to discover orientation issues from analytics

The vital importance of scent

The 3 questions all landing pages must answer

Overview of the 4 essential elements for all landing pages
The benefits of using a familiar template

Why and how to perform a 5-second test

A/B Split-Testing

A/B split-testing methodology explained
Popular A/B split-testing tools

The importance of Statistical Significance
Setting up a successful A/B split-test

The 4 mistakes often made when A/B testing

Benefits

Following the CRO training course, you will understand:

The key elements of a Conversion Rate Optimisation strategy
How to implement CRO techniques for your website, email or app
Factors that can negatively impact on conversions

The core ingredients of successful landing pages

How to set up, implement and measure A/B split-tests

All attendees receive an attendance certificate, digital copies of course material to take away.

Audience

Emarketeers' CRO training course is suitable for anyone looking to optimise their
website content or emails through a structured testing programme.

Typical attendees include: digital project managers or producers, digital designers, user
experience professionals, web analysts or budding CRO professionals.

Delegates are requested to bring a WiFi enabled laptop for exercises throughout the day.
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What people say

SERT

a8 O
The CRO course was very helpful, clear and well-explained. | definitely == ==
recommend it for a first approach to CRO. -.. ..-
Claire Vandenberghe, Digital Designer
Chemist and Druggist
The course was well presented and structured, taking me through the
different elements of CRO in a logical order. It was very thought
provoking and gave me lots of ideas to go back to the office with. o StUd}'Gl‘GUP
Laura Baillie, Web and Mobile Specialist
StudyGroup
Excellent, well presented course that will give you new ideas for
improving the conversion rate of your website.
Richard Bendall, PPC Executive
Peninsula PENINSULA
Extremely useful and thought provoking - James was an excellent .\%{2{,
trainer with a fantastic depth of knowledge to draw upon that gave the
content and learning even more credibility. TIMBE R
Paul Martin, Marketing Manager WINDOWS
Timber Windows EeT. 2024
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This course really covers well the linkage between what matters to
visitors, what turns them off and what needs to be done on the page
to uplift conversions. JOOSR

Darren Boyd-Annells, Director
Joosr

The course was well presented by a trainer who very clearly knew his it

subject inside out. W’II N E
SOCIETY

Gareth Park, Campaign Manager 187

The Wine Society

This course was excellent, as it broke the elements of CRO down into
a logical order, making it very easy to understand. I've got lots of
ideas to take back to my business now.

Simon Denton, Digital Trading Manager
Virgin Money

The Conversion Rate Optmisation course allows you to step back and

look at your website with fresh eyes, using valuable tools you can take y¢ RBS

away, to help you improve your online journeys for customers.

The Foyal Bank of Scotiand

Katherine Jones, Digital Marketing Manager
Royal Bank of Scotland
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It was really useful and we can apply learnings in my team straight
away - thank you!

Stacey Knox, Head of Marketing
Wilmington Business Intelligence

The instructor is very knowledgeable of the topic, open and flexible.
During the course they made sure that all our questions were
answered and that everybody got what they needed from the training

course. They gave a lot of examples and used a lot of references to Institution of
o . MECHANIC.
help us understand the processes. The facilities are amazing, the ENGINEERS

venue is modern and cozy and all staff was very friendly and helpful.

Roxana Calancea, Venue and Room Hire Executive
Institution of Mechanical Engineers

The CRO course is a great way to understand how to make your
website work for your visitors. You will look at your website in a
completely different way after being on this course!!

Jo Worden, Senior Website Executive benenden

Benenden

A truly valuable CRO workshop with a great agenda thoroughly
covering theoretical, practical and strategic CRO elements. Highly
recommended!

Thomas Koutroukis, Search and UX Manager
NetBooster UK
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The conversion optimisation training course was very useful. It'll will
give a new perspective to anyone looking to optimise their website
content or emails through a structured testing programme.

Mohamed Hanafy, Branch Deputy Manager
ITI, Ministry of Communication & Information Technology

BLUE

The course was extremely well presented. It was easy to understand
without overwhelming you with too much of jargon.

SAL]

Seema Dookie , Business analyst FOOTBALL NEWS
Blue Square + TIPS

A very practical and thought provoking course, which will certainly aid
the way | structure new web projects.

L
Jackie Clark, Web and Graphic Designer E DZ NJ \

Edina - Edinburgh University
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