
Case Study 

Cool Content – Website Critique



The Problem –

“How to improve a website click-throughs and user experience”



The Brief From the Client

Phil from Cool Content approached us to review their website from both 
the user experience point of view and conversion optimisation. The current 
site was very text-heavy, with minimal imagery. There are calls to action, 
but they are not easily accessible. The website also features primarily text-
based links, which do not grab the attention of the visitor.

One asset that this site has is the quality 
of its written content. It just needs to be 
made more accessible.

One area that the client was happy with 
was branding. Their colour scheme, 
fonts and imagery were not up for 
discussion. 



The Solution –

Set up a Website Critique and Website Optimisation Action Plan



Let’s Get Started!

We reviewed the website and created a list of areas for 
improvement, including layout, site structure and where to put 
the calls to action.  

Next, the lead generation activities and how the calls to action 
are presented to the audience were reviewed. This included 
where they were placed on the website and why users would fill 
them in and interact. 

We created a list of possible tests to carry out going forward 
using the essential tools already available on the website. We 
also identified what to look out for in Google Analytics behaviour
flows so that Cool Content could continue optimising under their 
own steam when certain website visitors had been. 



Finishing off

To communicate this to the client, a PDF of the site pages (excluding the 
blog pages) was created, and comments made throughout the document, 
this helped the client know what to do and where. 

After the client had made the changes to the site, we carried out a final 
review to help further optimise it after the changes had been made. 

The next part we discussed was different options for diving traffic to the 
website; this included paid search, targeted paid social and organic 
methods for social media. The client already had a good handle on what 
they wanted to be found for on Google and Bing in the organic rankings and 
have a thorough content marketing plan. 



People Buy From People 



People Buy From People

Focusing attention on people's natural behaviour when 
browsing websites helped to shape how this site should 
look. For example, in the western world, hotspot 
mapping on websites shows most interaction down 
the left-hand side, which goes hand in hand with 
people reading from left to right.

If you want to drive people through a website, then
creating a natural path through the site with shapes
and layout can improve conversion rates and time on 
site (which then impacts search optimisation.)



What elements aren't going into the mix?

At this point, there is no extended budget to allow for additional tools, but 
manual measurement is adequate for what is needed for this application, 
using Google analytics visitor flows.

Tools such as HotJar for behaviour tracking, Unbounce for landing 
pages, Typeform for interactive and easy to use forms 
and Webtrends Optimize for AB testing, should be considered if you are 
serious about testing and analysing behavioural patterns of users on your 
website.



Final Thoughts



Final thoughts

One week after the revamped site had been launched and traffic had 
started to flow, and a £40,000 lead was generated, the largest lead 
generated by the site to date. 

A website is only as good as the latest update. If that was years ago, then 
the chances are that the potential for conversions is getting lower as both 
methodology and technology have advanced and do so daily. Even a new 
website might not be perfect, and no matter how many sets of eyes you 
have had on it internally, an external review from an impartial third party 
can unearth potential problems with your design. 



Client Feedback

"I spoke to Phil about my website once for about 45 minutes. I did what he 
told me to do, and £40k appeared in my pipeline the next day" - Phil 
Tyreman – Tyreman Industries (Cool Content) 



Over to you –Let us help you with your marketing

Is your business just starting?

Have you been running for a while and just need a 
refresh?

Need an outside perspective on a new product or 
offering?

Need somebody in the interim during a transition?

Drop us an email on pigs@baconmarketing.co.uk


