
The 11 Point  

Perfect Sales Funnel Checklist 

To Help You Increase website conversions, 

leads, and sales 



1. The Every Page Rule: In other words, every page 
is a landing page. Start with macro-wins, and then 
focus on finding and implementing micro-wins to 
collect more emails and more leads.

2. High visibility navigation for key sales funnel 
pages across the site. 

3. High visibility for Calls-to-Actions, Offers, and

Forms. Put them where people can see them! (blog

sidebar, in the navigation, popups, link to them etc.)



The above example is using the HelloBar

wordpress plugin. 

4. Headlines that you’ve rewritten 25 times with 1

target SEO Keyword. Remember: your goal is

clear, compelling communication. The “25 times”

rule comes from UpWorthy.com – a website that

grew to millions or subscribers and visitors in < 2

years, partly because they became experts at

writing headlines that convinced people to click and

share.

5. Your funnel pages should focus on keywords

with PURCHASE INTENT. These phrases have

purchase intent: “buy sony headphones” and

“professional seo services NYC.” Your blog pages

on the other hand should focus on keywords with



research intent, like “wedding theme ideas.” 

6. FAQ section to address objections and 
elaborate on key points for clarity.

7. How it Works page. You need something that 
breaks down the process for how you actually 
deliver value and deliver your solution to a client’s /

customer’s problem. This builds confidence! 

8. USP + Benefits, benefits, Benefits. Don’t sell

features, sell benefits! A feature is just a technical 
description of how the benefit is delivered. And 
each benefit should serve to reinforce your Unique 
Selling Proposition (USP). Benefits work because 
they focus explaining how the target customer or



client stands to gain as a result of purchasing your 

product of service. It answers the critical question 

“What’s in it for me?” 

9. Define the problem. However, in-between the

USP and your benefits / solution description, you

MUST define the problem with vivid examples and

language that your target buyer can relate to.

10. Have a contact us page with a SIMPLE form.

This is one of those “duh” examples, but you’d be

surprised at how many businesses are clueless

about this (no offense if you’re one of them). In

general make it incredibly simple for potential

clients and customers to get in touch with you. The

minimum you need is an email address!



11. Images / icons that COMPLEMENT the text on

the page. Different people learn differently. Many

people (like me, your humble marketing narrator)

are visual learners. We can more easily recall what

we see compared to what we read. The more your

website is adapted to your audience’s needs in this

way, the more interest and leads you will receive.

This is also a reason to include an explainer video

on your website.



12. BONUS - Exit Detection Pop-up. This is when

someone comes to your website and is about to 
exit and the website detects this by seeing if their 
mouse moves off the screen (towards the URL bar 
in their web browser). Some people might 
complain, but it works to build your email list and/or 
get you leads. Check out Optin Architect for an 
easy to use exit pop builder.

13. BONUS - Retargeting is awesome, affordable,

automated, and easy to setup. Ever visited a

https://fo123.isrefer.com/go/oa/ampedpublishing/


website and then noticed that website’s ads were 

“following” you around the web? That’s retargeting. 

It helps to drive people back to your website so you 

can convert that traffic into email subscribers, 

leads, and sales. 




