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Getting traffic to your website is one of the 

most difficult parts of running a business 

online. It either requires a good deal of time 

and effort without a guaranteed outcome 

(search engine optimization), or it requires a 

good deal of money (pay per click 

advertising). 

 

So when you do start getting traffic to your site, you want to make sure that you 

maximize the return on your investment; be that the investment of your time and 

energy or of your advertising dollars. 

 

That means that you need to focus on improving your conversion rate. If you're 

not familiar with the term, the conversion rate of a sales page is simply what 

percentage of visitors to the page actually buy the product. So a 2% conversion 

rate means that 2 out of 100 people who visit your site will buy what you're 

selling. Simple, right? 

 

Many marketers are so busy focusing on getting more traffic to their site that they 

fail to concentrate on improving their conversion rate. That's a serious mistake. 

It's much easier to improve your conversion rate than it is to get more traffic to 

your site! A few changes to your offer or your price can dramatically increase the 

sales of your product. 
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A STUDY IN CONVERSION: THE BEST SPINNER 

 

To teach you how this works, I'll give you an 

example of one of my own products that I recently 

focused on and was able to triple my conversion 

rate for: The Best Spinner. 

  

The Best Spinner (or TBS as we refer to it inside the 

company) is a software tool that I sell. It's an article 

spinner – but that's not important to what I'm going 

to teach you here. Suffice it to say that it's a great 

product with a lot of benefit to the customer. So 

improving the conversion rate wasn't a matter of 

needing to make the product better. It was already great (if I do say so myself—

and I do). 

 

In its heyday, TBS was basically alone on the market. Everything else didn't even 

compare. The competition started to improve over time, though. Even though the 

products were inferior to TBS (if I do say so myself—and I do), the ability of the 

product owners to pitch the products improved dramatically. That meant more 

distractions for potential customers of my product. 

 

That resulted in the conversion rate falling. In fact, in the beginning of November  

of 2014 the conversion rate was at about 1.36%. That's not awful, but it's not 

good. 
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INCREASING CONVERSION BY CHANGING THE 

PRICE 

 

The first thing I had to do was adjust the price. Even 

though the other article spinners were inferior, they 

were also a lot cheaper, and price is a big factor in 

people's decision to buy. So I tested out a new 

pricing strategy for TBS. 

 

At the time it was $7 for a 7 day trial followed by $77 a year after that. I changed 

the price to $47 a year fixed – no trial. This change alone made a huge difference 

in the conversion rate. It immediately rose to 2.5% – that's a 183% increase! 

 

Increasing the conversion rate wasn't the only benefit of changing the pricing 

model, though. With the 7 day trial a lot of people would cancel before the 7 days 

were up because they didn't want to pay the $77 when the trial was over. With 

the price fixed at $47 a year, cancellations went down. 

 

So even though I lowered the price, the net profit actually rose substantially. In 

fact, the first two weeks of December showed a 56% increase in net profit from 

sales of The Best Spinner over the first two weeks in November. 
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INCREASING CONVERSION BY ADDING 

BONUSES 

 

Once I saw the conversion rate improve with the 

price change, I was stoked! I was determined to get 

the conversion rate up even more. So I sat down 

and brainstormed the best way to do that. 

 

What should have been obvious to me finally 

jumped out and bit me. You see, The Best Spinner is, 

as its name implies, the best. So for a very long time it never needed anything else 

to get people to pull out their wallets and give it a try! 

 

Like I said, though, the competition had gotten much better at selling their 

products, and they were offering all manner of bonuses to their potential 

customers. So I made the decision to do the same thing myself and add a great 

bonus to anyone buying TBS. 

 

People love to get more bang for their buck, and that's why bonuses work so well 

at selling products. But there are two very important things you need to keep in 

mind about the kind of bonus you're adding to any offer: 

 

1. The bonus has to compliment the product. 
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Giving somebody a free swim suit when they're buying a winter coat isn't going to 

increase sales. The two products aren't complimentary! But giving them a free 

pair of gloves or a nice sweater probably will.  The bonus has to compliment the 

product. 

 

2. The bonus has to be of high perceived value. 

 

Giving somebody buying a laptop a free mouse pad isn't going to increase 

conversions. Giving them a free printer, however, will. The printer has a much 

higher perceived value than the mouse pad. So, too, should your bonus have a 

high perceived value. 

 

I, of course, knew these things. I am no stranger to marketing, having been 

marketing successfully online for the last ten years. So when I created a bonus for 

The Best Spinner, it met both criteria. 

 

What I gave people was a set of five Super Spun Articles. In short, a Super Spun 

Article is a document that you can run through an article spinner that generates a 

huge number of high quality, highly unique articles that can be used for blog 

posting, link building, whatever.  

 

These articles were obviously a great compliment to TBS because they save the 

user an enormous amount of time. They can just open up the document inside 

TBS and generate articles to their heart's content.  
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Having one of these articles created by a writer (or writers) is also very expensive. 

To have just one of them written up by my article writing service 

(www.iNeedArticles.com) costs north of $150. And the TBS bonus gives five of 

them to the customer. That's $750 in value that they get for free. 

 

Notice, though, that it's $750 in added value for each customer, but I only had to 

pay to have the articles created one time. So it cost me $750, but only once. The 

increase in the conversion rate resulting from that bonus would pay for that cost 

many times over and I can continue to reap the benefit of that increased 

conversion. 

 

Just how much did that bonus increase the conversion rate? It went up to 3%! 

That half a percent increase in conversion paid for my cost to create the bonus in 

less than a week. 

  

http://www.ineedarticles.com/


9  © Copyright 2015 

 

THE MORE THE MERRIER : ADDING MORE 

BONUSES 

 

If there's anything that a potential 

customer loves twice as much as one 

bonus, it's two bonuses! So I went to 

work again. This time I turned to my 

General Manager, Amin Motin, for an 

idea for the second bonus. 

 

Amin had purchased a package of Private Label Rights images that he had the 

rights to resell or give away. So we added that graphics set as a second bonus to 

The Best Spinner.  

 

This second bonus also met both criteria. It complimented the product because all 

great content needs great graphics when you post it to your site, and because it 

was very valuable. The package contains more than 1,000 high quality images, 

and Amin created a script that automatically made those images available in a 

variety of sizes (saving the customer even more time). 

 

The total package was 1.7 gigabytes of high quality images. Wow! Lots of value 

there. Just the time saved by not having to resize the images alone was worth an 

incredible amount of money. This package would easily cost a few hundred 

dollars, and as a customer of The Best Spinner my visitors would get it for free. 
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The second bonus went on the sales page, and the conversion rate increased yet 

again, this time to an astounding 4%! 

 

Now, for product launches to a targeted email list it's not unusual for me to get 

15-20% conversion rates. But a 4% conversion rate on raw traffic coming in from 

every sort of place? For that kind of traffic four percent is great.  

 

So I was able to triple the conversion rate for The Best Spinner just by doing two 

simple things: adjusting the price and adding two bonuses.  It wasn't difficult to 

do and didn't take much time to test and see immediate results. 

 

And the best part? I didn't need any more traffic to dramatically increase sales... 

 

But there's another benefit that you may not have thought of. 
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AFFILIATES LOVE HIGH CONVERSION RATES! 

 

Affiliates love a product with high conversion rates. So imagine the joy my 

affiliates had when they suddenly saw increased sales because of the changes I 

made to improve conversions! Higher conversion rates motivate affiliates to work 

even harder to sell your products, and that has certainly proven true for The Best 

Spinner. 

 

Increased conversion rates plus motivated affiliates means more money for you! 

So go work on increasing those conversion rates. It's so much more fun than 

getting traffic... 

 

Here's to your success! 

 

Jonathan Leger 
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