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Tricks To Instantly
Generate More Leads
With Landing Pages

by Malope Mashifane
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Dear Business Builder

If you're spending money on ads or sending traffic to your site but not
seeing results, a landing page might be the missing link in your sales
funnel.

Think of your landing page as a digital salesperson—it’s focused on
convincing one type of visitor to take one specific action—like
submitting their info or booking a call.

Unlike a homepage—which has menus, company info, and lots of
links—a landing page is a focused and distraction-free webpage,
guiding visitors to do just one thing: sign up, book, or download.

How a Landing Page Fits into Your Sales Funnel
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Whether you're creating your first landing page or enhancing an
existing one that isn’t performing well, this guide is designed to help
you avoid common pitfalls and transform more of your visitors into
genuine leads and clients.

Let’s dive in and discover how to maximize your leads with an effective
landing page!

Warm regards,
Malope




1. Know Your Target Audience

The first step to a highly converting landing page is knowing exactly
who you are talking to. Know their exact pain points and desires, this
makes it easier to craft your messaging.

Example:
1. Poor Generic Messaging:
X Instead of: “We help with property investing”

2. Specific, Audience-Focused Messaging:

"Ready to grow your wealth but worried about the risk? Discover
how first-time investors can start building a property portfolio with
just R500/month—no industry experience needed."
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Why it works:
e |dentifies the ideal customer: First-time investors.
e Names their fear: Risk and inexperience.
e Speaks to their desire: Growing wealth and starting small.

e Clear, relatable benefit: Low barrier to entry.




2. Above-the-Fold Value Proposition

The most important headline and call-to-action (CTA) on your
landing page should be positioned above the fold - this is the
portion of the page visible without scrolling.

Example 1:
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Social Proof

\ USP Cards

Why it matters:
Most visitors decide within seconds whether to stay or leave.
Placing your core value proposition and CTA upfront ensures the
key message hits immediately. This reduces bounce rates and
encourages immediate action.
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3. Use Clear, Benefit Driven Headlines

Your landing page’s headlines—especially the main and section
headings—should clearly communicate the benefits your visitor will
gain. Every major headline should answer the visitor’'s question:
"What's in it for me?”

Example:

X 'Modern Fitness Coaching'’

4 'Lose Weight in 90 days Without Starving or Spending Hours in
the Gym"™

Why it matters: Visitors tend to scan headlines before reading
the full text. Benefit-driven headlines immediately grab attention
and build curiosity. They guide readers smoothly through the page,
increasing engagement and conversions.

4. Place CTAs Throughout

Don't make your visitor scroll all the way back up to take action.
Place your CTA (call-to-action) in multiple locations on the page.

Example:
-4 A CTA after each major section: Hero, testimonials, benefits, and

offer summary.

Why it matters: Strategically placed CTAs reduce friction.
When someone is ready to act, they shouldn't have to hunt for the
button.




5. Sell Benefits, Not Features

Don't just list what your service or product does—tell people how it
helps them. Ask yourself, “Why does this matter to the customer?”

Example:
e Feature: “24/7 Customer Support”
¢ Benefit: “Get help anytime, so you're never stuck or frustrated.”

Why it works: People don't care about the feature itself—they
care about what it does for them. When you focus on benefits, it
makes your offer more emotional, relatable, and valuable.

6. Be Clear About Your Call-to-Action

Don’t ask people to do too many things. Give them one clear button
or action to click—make it obvious what they should do next.

Example:
e Use: “Book Your Free Consultation”
e Avoid: Buttons for “Learn More,” “Download Brochure,” and
“Contact Us” all on the same page.
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Injured In a Car Accident?
You May Have a Claim

Injured In a Car Accident?
You May Have a Claim

; Learn Download Contact
Book Your Free Consulation More Brochure Us

Why it works: Too many choices confuse people and make
them do nothing. A single, clear action keeps them focused and
more likely to convert.




7. Make Social Proof Unmissable

Add testimonials or stats with bold headlines to catch attention—even
if people don’t read the fine print.

Example:

e “John grew his sales by 300% in just 6 weeks!” - with his photo and
aname.

e Use reviews from a trusted source such as Google Reviews.

We use Pipedrive for managing Your product is excellent and you Great product, built to maximize
dealflow. Basically, after looking continue to improve it. Also the sales process. CRM built for
at a bunch of options, we wanted valuable to us are your sales action.

something simple and visual that pipeline blog posts. Thanks for a

we could afford. Pipedrive is that. great product.
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Why it works: People trust what others say more than what you say.

8. Borrow Credibility from Big Names

Show logos, media mentions, or stats that back up your authority.

Example:
e “As featured in Forbes and Business Insider.”
e Or: “Used by 5,000+ entrepreneurs worldwide.”

Trusted by Millions Worldwide
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Why it works: Trust is contagious. People are more likely to trust
something that is already trusted by others.




9. Reduce FUD (Fear, Uncertainty, Doubt)

Before people take action, they hesitate. They wonder: Will this work
for me? What's the catch? Reduce friction by removing doubts near
your CTA with trust signals and guarantees.

Example:

'No credit card required.’

Risk-free 14-day trial.’

‘Over 300 five-star reviews from service providers just like you.

Why it works: When people feel safe, they're more likely to act.
Removing barriers and addressing doubts upfront makes taking
action easier and less risky.

10. Show Why You're Better

use a “Us vs. Them” table that highlights why you're the better
choice.

Example:

Feature Us Them

247 Support m

<

Free Setup

<

Free Trial

Why It Works:
It simplifies the decision-making process for your audience.
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11. Remove the Paradox of Choice

Giving visitors too many options causes indecision. Keep your
landing page focused on one action—like downloading a guide or
booking a call.

Example:

X 'Learn More' + 'Watch Demo' + ‘Book a Consulation’
Only ‘Book Your Free Strategy Session

Why it works: Fewer choices = less confusion = more
conversions. Guiding people to one clear next step helps them
move forward with confidence.

12. Good Landing Page = Sales Call

Your landing page should walk the reader through the same
emotional and logical journey you'd guide them through on a
discovery call.

Example:
Start with the pain. Show empathy. Offer the solution. Provide
proof. End with a confident, no-pressure CTA.

Why it works: This approach builds trust and handles
objections as they arise. It increases conversions because people
feel understood—not sold to.




Ready to Build a Landing Page That Convert Traffic
To Customers?

Applying the strategies in this guide will give you a serious edge.
But let's be honest—traffic without conversion is worthless. And even
the best landing page is just one piece of the puzzle.

What you really need is a fully automated lead generation machine
that turns cold traffic into leads, leads into appointments, and
appointments into customers.

That’'s what we build at Cliqworks.
We don't just design landing pages.

We create and implement end-to-end sales funnels that guide your
prospects through every stage of the buyer journey:

Drive targeted traffic to your landing page

Automatically capture and store leads

Schedule appointments directly in your calendar

Engage leads with personalized, automated follow-ups

Maximize show-up rates with reminders and no-show sequences

With automation, your system runs 24/7—consistently generating
leads and growing your business without you lifting a finger.

% Book Your FREE Strategy Session

Let’'s build a system that attracts, nurtures, and converts your ideal
clients—on autopilot.

Pick a time that works for you: Click to Book a Call or :"« Email us
at: malope@cligworks.co.za


https://www.cliqworks.co.za/book-a-call

