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Challenges

Case Study

Approach

Optimizing the User 
Experience to Better Qualify
and Convert Web Traffic

A technology company in need of an updated website

Our client is a technology solutions provider that offers a suite of 
solutions designed to enhance the building and delivering of 
software, with risk mitigation, compliance, and governance 
capabilities. At the start of their engagement with TribalVision, 
the client's initial focus was to revamp the user journey on their 
website, creating clear calls-to-action for every part of the 
conversion funnel - from awareness through to purchase decision. 
The goal was to drive high-intent engagement from qualified 
users, and provide the sales team with higher-quality leads. 

Building a logical & cohesive website experience for 
different target audiences 

At the start of the engagement, TribalVision identified various 
target audiences that needed to be addressed throughout the 
website. Our team then developed a series of funnel maps, 
customer journeys, and page-level wireframes for each of the 
various personas. The top, middle, and bottom funnel would 
then be tweaked so the message was appropriate for the stage 
in the user’s journey. 
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Results

Solutions
Customizing journeys to fit the needs of prospective buyers

To achieve cohesion across the website, TribalVision restructured 
each page to ensure clarity and to help prospective buyers discover 
the information pertinent to them and their industry. TribalVision also 
updated the messaging and featured content where necessary, and 
updated calls-to-action to ensure they appeared on every page and 
above the fold where possible.

Converting website traffic into leads. 

All the traffic that previously entered the website was given 
confusing or multi-faceted calls-to-action with no clear path toward 
conversion. As a result of TribalVision’s work to revamp the website, 
users were better guided through the customer journey and moved 
to conversion with a combination of compelling calls-to-action and 
strategically positioned forms and content. 

Prior to engagement with TribalVision, the site generated a 4.3% 
meeting rate and a 2.4% SQL (Sales Qualified Leads) rate. After our 
recommendations were incorporated, meeting rates increased to 
17% and the SQL rate increased to 4.7%. Further, before our 
optimizations only 30% of page visitors scrolled beyond the 
homepage’s first value proposition; however after our changes, 
30% of visitors scroll to the bottom of the page and on average, 
stay on page 33% longer than previously.
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About TribalVision 
As an outsourced marketing department for hire, TribalVision’s mission is to help companies grow. This is achieved by 
combining intelligent strategy with tactical execution in a hands-on, results-driven manner. TribalVision utilizes its clients’ 
marketing budgets as efficiently and intelligently as possible – ensuring that each dollar spent maximizes awareness and 
generates new business. TribalVision’s unique marketing model is designed to fully align interests with client outcomes – 
guaranteeing an objective, client-first partnership. This is demonstrated in the firm’s fee-based compensation structure, 
“roll up your sleeves” mindset, metrics-driven approach, and role as a trusted marketing resource tasked to help navigate 
organizations to higher grounds. To learn more about TribalVision, visit www.TribalVision.com.


