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Key takeaways 

The most important aspects that you will learn from this white paper:

• The must-have elements of your landing page and what they do

• How to write effective copy for a landing page

• How to best structure your landing page

• Tips to maximize the success of the landing page



As a course creator, you’ve probably figured it out by now that hoping for 
thousands of visitors to stumble upon your site is not a good marketing strategy. 
Maybe you’ve also tried investing in a PPC or email marketing campaign to gain 
new clients. Regardless, every marketing campaign must lead to something! 

And that something is: landing pages.

You most probably have heard about landing pages but if you can’t quite put your 
finger on exactly what it is or how it differs from other web pages, the following 
definition has got you covered:

A landing page is a standalone page on your website that has one 
specific purpose: to convert website visitors into clients.

Introduction
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Why do I need a landing page for my online course? 

There are many benefits to having a landing page for your online course. After 
all, you only have about 50 milliseconds1 to make a good first impression with 
your web page, so think about this as an invitation to your online course - that 
needs the wow factor no less.

Here are some more reasons why your online course needs a landing page:

• It’s a straightforward and fast way to promote the course
• Effective landing pages persuade readers to purchase 
• A well designed page inspires trust in what you have to offer
• Your online ads will have better conversion rates
• It sells the course for you! 

1 https://www.tandfonline.com/doi/abs/10.1080/01449290500330448

The only cactus care course you will ever need!

A well designed landing page can be the most powerful tool in your digital 
marketing arsenal since it can literally sell your online course for you. This is the 
area where you promote just one offer in the form of a course, subscription, 
bundle, etc. and where you persuade your visitor to make a purchase.

At the same time, you can play around with different elements and optimize your 
page so that your chances of converting get higher with every click. 

Teach me



YOU HAD ME
AT ALOE

Learn More
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1. Awesome headline
     OR The hook

Crafting a powerful headline for your landing page isn’t easy, but it serves a very 
important purpose: it makes people stay and buy. A headline is supposed to hook 
them in and make them want to find out more, as well as make a good first 
impression. That is why the biggest mistake you can make is to treat it like an 
afterthought. 

Now, I can almost hear you say: but it’s hard! Well, not quite. For example, you 
can rely on superlatives: “The only digital marketing course you will ever need”, or 
you can count with numbers: “7 proven tactics that will double your revenue”. 
Sound familiar? Catchy headlines all follow similar patterns that are meant to 
make readers anticipate what they will find in the content of your landing page.

Let’s start with the building blocks of your landing page. They serve different 
functions from making visitors stay on the page to actually converting them 
into clients. 

The landing page elements are the ones you create by playing with content and 
structure, and most importantly, they are a must for any successful page.

7 must-have elements of a landing page

  2 https://neilpatel.com/blog/a-brief-guide-to-designing-high-converting-landing-pages/

Pain points are essentially specific problems that your clients are 

experiencing2. Your prospective learners can have a wide range of 

problems: they lack a certain skill or knowledge, want to get better at 

their job or hobby, or cannot seem to be able to learn something on their 

own. This is why your online course needs to be the solution to their 

problems and it’s best if your headline can reflect that! 

When you are writing a headline for an online course, you should be aware of four 
important things:

1. Headlines should be kept simple and easy to understand;
2. There needs to be a clear reference to your visitor’s pain points;
3. Headlines should be kept short, at around 6-10 words; 
4. Numbers, adjectives and call to action words can make it more effective.

AWESOME HEADLINE
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2. Answer the WIIFM (What’s In It For Me?)
    OR Why should I bother buying this course?

This is where you persuade visitors to spend time and money on your course. Use 
this space wisely. Now that you have a terrific headline that promises something 
great is about to happen, the rest of the writing needs to be just as compelling.

Your prospective clients will need to see clear and concise benefits that are 
directly related to the problems they are trying to solve. Ideally, they should have 
something close to an A-ha! moment when they go through your list of benefits.

3. Social proof 
    Or Who says so?

Why should prospective learners trust you? People have many choices in terms 
of online learning, which makes it pretty hard to convince them that your course 
is the real deal. 

However, there is one person that they can trust and that is the client that has 
already taken the course and is happy with the result. Around 88% of consumers 
trust testimonials and reviews3. That is because these are essentially social 
proof that your solution has been tested and it has worked for other, similar 
people. So it will probably work for them too. 

Sure, this part can be tricky if you are just starting out with your very first online 
course. Do not include fake testimonials as people will instantly mistrust your 
offer. Instead, use testimonials about yourself from people you have worked with 
in the past. Another option could be getting a quote from an expert or well known 
person in the field that can vouch for you. 

3 https://searchengineland.com/88-consumers-trust-online-reviews-much-personal-recommendations-195803

If you can, try to add data and stats about the course 

once you gain some clients. You can track completion 

rates through your LMS or whatever other platform 

you created it on, and add more validation points for 

your course. For example, “90% of enrolled learners 

have also received a certificate” or “80% of learners are 

very satisfied with the course” are excellent ways to 

build up that trust!

Learn how to have 
Green Fingers in two weeks!

Beware: vague statements or overinflated claims will make them mistrust your 
message so steer clear of those! 

Instead, show exactly what they will learn and how. For example, “Learn how to 
knit a scarf using a pattern in two weeks” or “Grow your business using the X 
method”. You can also appeal to the more emotional side of things: “You will knit 
scarves for your loved ones by Christmas” can trigger nice memories and give 
them a sense of future accomplishment. Plus, it’s a really really good reason to 
start knitting in the first place!

90%

80%

SIGN UP



So, why should anyone do what you tell them to do? The answer is simple: 
because your course will solve their pain points. The CTA button should be 
catchy and clever enough to persuade them that this is true. “Teach me how to 
start my business!” is a good CTA example. In this case, the visitor’s problem is 
that they do not know how to start their business, but the intention is there, so 
they will buy your course to find out more. It also functions as an agreement 
between you as the course creator and the student, so it is way more than just a 
catchy phrase. 

Try to steer away from cliches, such as “Buy this course” or “Buy now” as they are 
predictable and don’t feed your visitors’ curiosity.  
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4. Lead capture form
     OR Where do I sign up for this?  

A landing page is useless without a lead capture form. Here is where you seal the 
deal, depending on the purpose of the page. Even if the visitors don’t buy your course 
right away, they can still subscribe to your mailing list to receive more information or 
offers from you. In this way, you can work on building a future conversion. 

For the form to work properly, it must be designed well, meaning that it should 
require only essential information from visitors, be easy to fill out, and placed in 
an obvious/strategic place. Remember, visitors are wary about giving out their 
information online, and get impatient when asked to fill out complicated forms. 

You must also know that shorter forms lead to more conversions, so you get 
quantity. Longer forms lead to more data about your users, such as information 
about their job, background, or interests, giving you more quality leads. It’s all 
about the purpose and what exactly you want to obtain in the first place. 

5. Strong call-to-action (CTA) button
    OR What do you need me to do exactly? 

You know the feeling when you just have to click on a button? Of course, we are 
all very familiar with it, but few actually know why we do it. The call to action 
(CTA) button is one of the most important elements of your page since it marks 
the point of conversion — this is where the magic happens. 

4 https://wpforms.com/online-form-statistics-facts/

Around 50% of businesses consider forms to be their highest converting 

lead generation tool4. Many marketers prefer to implement a multi-step 

form that is easier to fill out, especially if they are asking for more data 

about the visitor. Likewise, if it requires for them to fill out their personal 

details and credit card information. Consider starting with a two-step 

form and change it later if needed.

Learn how to make a water-wise garden in two weeks!

Improve your gardening knowledge and skills in two weeks!



7

6. Carefully selected imagery 
     Or Look at the pretty colors!

Your visitors are more likely to read your content when combined with nice 
graphics5. A design that is well done inspires trust and generally creates a nice 
user experience. However, to work for your landing page, graphics should 
illustrate a user’s pain points and show how your online course can solve them. 
Pictures should reflect your target audience and their interests, and be related to 
your course. Showing a couple drinking coffee will do nothing for visitors that are 
there to learn how to play the guitar. 

7.  A bulleted list/FAQ
      Or Dealing with tl;dr

A good landing page can do the trick without being read in its entirety. In fact, you 
will want to optimize it so that people can make a quick assessment of your offer 
and take the decision as fast as possible. That is why highlighting main ideas and 
benefits in a list can be one of the best ways to sum things up and generally 
make your page more readable. 

In fact, a short bulleted list can be used to help ease the visitor’s risk aversion 
towards purchasing an online course. For example, your list can include a 
money back guarantee, information about discounts, or reinforce the benefits 
of your course.  

You can also answer questions such as “Do you award a certificate?” and other 
FAQs, which saves you time in the process. Here is a good place for adding your 
contact, such as an email, social media links etc. This will encourage others to 
leave their contact as well in the lead capture form.  

5 https://neilpatel.com/blog/landing-page/

6 https://www.eyeviewdigital.com/documents/eyeview_brochure.pdf

7 https://www.learningrevolution.net/create-landing-pages-that-convert/

If you want to make your offer more attractive to prospective learners, 

consider adding an extra incentive such as a discount and a money back 

guarantee. Just don’t forget to follow up on your claims. Adding a bonus 

such as an extra lesson, ebook, or discount for future courses can make 

your course seem even more valuable7. 

Adding actual photos of clients along testimonials/reviews makes for a strong 
visual impact, and it makes your landing page more easy to relate to. If you do 
not have this option, add a picture of you or stock photos that are carefully chosen.

Creating a short video to promote your course is quite affordable nowadays. In 
fact, landing page videos can increase conversions by a whopping 86%6! The 
video can include testimonials, a course preview, illustrate the main benefits of 
your course, so don’t be afraid to experiment. 
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If you target well and also learn how to test this, you can increase 

conversion rates by up to 300%8. A buyer persona represents your ideal 

customer. They are fictional representations of your prospective learners. 

You can start by imagining their approximate age range, job, interests, 

motivations, and so on. Write them down and use it for future reference in 

your marketing campaigns and even when creating new courses! 

Both structure AND content are important in a landing page. An uninspired 
message dropped on nice graphics with a well designed form will only get you so 
far. A great message written in the ugliest font on a neon green background 
might fare much worse. 

As the course creator, you are the best person to describe your course and direct 
learners towards purchasing it. So don’t be afraid to experiment and put your 
best foot forward. 

Below you will find tips on how to write effective copy and how to structure your 
landing page for optimum results. 

Landing pages: content and structure

Know your audience and what it needs 

A landing page is created for visitors and most importantly, it’s about the visitors. 
Correctly targeting your marketing campaign will ultimately have the biggest 
impact on the success of your landing page. Needless to say, you have already 
created the course with someone in mind. If this is not clear to you by now, look 
at the pain points that your course is trying to solve and think about who would 
most benefit from what you are offering. 

Your job now is to be as specific as possible in targeting that ideal customer, 
whether it is a cat loving bibliophile with a love for handmade stuff or an aspiring 
entrepreneur who likes surfing. Then, speak their language, and by this, I mean 
choose specific words and phrases that they use everyday in order to talk direct-
ly to them and instill a sense of familiarity and trust. 

Showing that you know what their problems are and that you already have the 
solution should be your ultimate goal when writing your message. You can 
even go further than this and create buyer personas which will help you target 
future customers. 

8 https://steelhouse.com/wp-content/uploads/dlm_uploads/2016/04/AB-Split-Testing-Guide.pdf

How to write content that sells 

For most, adding a short description and a course outline might seem enough. 
However, if you want to make your landing page actually work, you need good 
content that sells. The good news is that you don’t need to hire a professional 
copywriter if it isn’t in your budget. You can learn how to write a compelling 
message that persuades readers to enroll in or purchase your course, film a 
short but persuasive video, and so much more! 

Landing Page
Nature
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Find the course Unique Selling Proposition (USP) 

The Unique Selling Proposition (USP) is a concept that describes what makes 
your course stand out from the crowd. After all, potential buyers have thousands 
of options to choose from! For example, visitors might stay on a landing page 
because they see that you are an expert chef that they can trust or a super 
talented self taught baker (kudos to you) which they aspire to be like! 

Tell a story 

Good landing pages tell a story from start to finish. Storytelling has always been 
used in advertising for a very good reason: it works! However, the story in this 
case should be less about you as the author of the course and more about the 
people who could buy it. What will they accomplish after the course? How will 
their problems be solved?

You also need to show prospective learners that you understand their point of 
view and what they are going through, whether it is their aspiration to quit their 9 
to 5 job or get into yoga. You can also amplify the negative aspects of not taking 
action to address the pain points. This will give them a sense of urgency to either 
find out more about how to solve their problem, or preferably, take action right 
away to avoid the negative consequences. 

The key takeaway is to not be too generic. Thinking that you will sell more by 
appealing to absolutely anyone is a major mistake. First, it’s impossible to do so. 
Secondly, people will not buy something generic that claims to solve their pain 
points since there are no universal pain points. Finding your niche is the way to 
go, so don't hesitate to clearly state who you are, what you do and for whom you 
are creating online courses.  

Owner of the largest greenhouse in the world

Depending on your level of 
comfort with sharing personal 
stories, you can also highlight 
your own experience and how the 
knowledge you are sharing has 
helped you in the past. Don’t 
forget to wrap it up nicely and 
don’t overextend this part with 
unnecessary information. You 
can tell the story through text, 
video, images or use them all. 

 

No more dead plants!
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Make it fun and engaging 

Using overly complicated language can be a barrier between your message and 
your audience. The truth is that we don’t have enough time and patience to read 
through obscure references to 60s TV shows (sorry for that!).

That doesn’t mean that your message needs to be delivered in a bland, salesy, 
trying-too-hard-to-convert style. Use your humor and uniqueness to show people 
that they will actually enjoy taking this course. Try to convey that your offer is 
genuine in a relaxed and relatable manner.

At the same time, you can use certain tricks to make them curious about your 
course without giving away too much. The secret is to

Reveal: the purpose of the course, its benefits, the pricing
Hide: specifics, because this is a landing page, not the whole course!

For example, mention that they will learn how to organize their closets using an 
innovative method without explaining exactly, step by step how that method 
works. Avoid long winded sentences, overusing the passive voice, and get 
straight to the point for maximum readability and efficiency. 

YOU HAD ME
AT ALOE
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How to structure your page for optimum 
conversion rates

Throwing elements together and see what happens after is a big no-no. In fact, 
efficient selling comes partially from the structure of your landing page: How 
easy it is to buy something? Are there any elements that are actually frustrating 
the reader? Do they understand what to do? 

Here are some tips on how to structure the landing page for your course. 

Design with one purpose in mind 

Whether we are talking structure or content, you need to design the landing page 
with one final goal in mind. As mentioned before, you want to convert visitors 
into clients as soon as possible, so that is the main purpose. 

However, some people might be tempted to make this page into their personal 
author bio, persuade people to buy the course, as well as subscribe to their 
newsletter and their personal blog. Wrong! Offering too much at a time can lead 
to decision fatigue and people will click the X button as soon as they will find it 
hard to assess your solution or understand what you are offering. 

Designing with one goal in mind also means that everything on the page must 
lead to your CTA, in a logical and structured flow, which brings us to...

Find a logical structure

Again, all of the elements should lead to your Call to action. Imagine that you are 
about to purchase something online. You want to make a good decision, but the 
web page takes you to many different pages, has no structure, a different color 
scheme for each section, a navigation bar, and the headline is barely visible.

YOU HAD ME AT ALOE
SIGN UP FOR OUR CACTUS COURSE NOW

YOU HAD ME
AT ALOE

Learn More

By contrast, a converting landing page has a logical flow, is intuitive, and is clutter 
free. You can use transitions from different sections for the headline, story, video, 
lead capture form, and other elements. Don’t make the page too long, but take 
into consideration the fact that most people are used to scroll through a page, 
and you shouldn’t squeeze all the elements together. 

Sure, something might seem logical to you, but is it though? To test this, you can 
ask for feedback from different people, such as friends if you don’t have current 
customers. Do they know intuitively where to click? How easy/difficult they find 
it to understand what to do? Is the text easy to read?

You can also test the loading speed of the page, readers usually lose their 
patience and tend to abandon slow loading pages. 

Purchase for $50
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Avoid distractions at all costs 

This has been mentioned here and there, but let’s make this clear: simplicity is 
your friend. You have no room for clutter on your page anyway! So headers, 
superfluous information, links that open in the same page, navigation bars, and 
so on will actually drive visitors away. In fact, keep links to an absolute minimum 
if you add any at all.

Also, if you really need to add something extra to the text, do it by using rollovers, 
which are interactive elements that open when visitors hover over an image, a 
button, or a word. 

Don’t forget that details matter a lot! A landing page that looks nice and put 
together makes people trust that you know what you are doing. Wrong sized 
images, low quality stock photos, fonts and colors that don’t match will send 
your visitors away in the blink of an eye. You have been warned!

So, how do you know where to position your CTA/lead capture form then? For 
the very specific purpose of selling an online course, you can place your form 
above the fold to capture their attention instantly9. However, do not forget to 
add more details about your course in the below the fold area! Once you have 
their attention, they will most likely scroll to find out more. 

Keep in mind that you can also add below the fold buttons that lead to the main 
lead capture form to get them where you want them to be. This is a good idea if 
you need more space to convince the learner that your course is worth some 
considerable money and time investment. 

Otherwise, a general rule of thumb is to place the headline, a catchy image, video, 
and social proof in the above the fold area to grab their attention and make them 
stay, but don’t stress too much about cramming details, the course outline, and 
many images in that area! 

Decide what to place above or below the fold

Speaking of scrolling, the most common advice is to place the most important 
information above the fold, meaning that area of the page that you see without 
having to scroll down. Below the fold is the area that people see once they start 
scrolling, and it has a bad rep because it is assumed that people don’t have the 
patience to do that. 

So, should you go for above the fold and neglect the second part? Not so fast! 
The rule is somewhat obsolete, and it doesn’t work in all cases. Let’s break this 
down. It seems that yes, people do tend to spend more time looking at what’s 
above the fold However, most people do scroll down to read more, even if they 
do not spend a lot of time on it. 

9  https://www.nngroup.com/articles/scrolling-and-attention/

The FoldThe Fold

YOU HAD ME AT ALOE
SIGN UP FOR OUR CACTUS COURSE NOW

Landing Page
Nature
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Draw attention to your CTA button and/or lead capture form 

Placing a huge CTA button above the fold is not the only way to go. In fact, there 
are many creative ways to draw attention to your CTA button and/or lead capture 
form. For example, you can leave a separate section for it, that is surrounded 
by white space so that it doesn’t look cluttered and it will stand out on the 
landing page. 

You can choose a stock photo, for example, in which a person is looking directly 
at this particular element. Some prefer to add an arrow that is pointing directly to 
their form. Others can directly tell readers what to do at the beginning or the end 
of the landing page video. 

Regardless of what you decide to use, make sure that it won’t clash with the 
other elements and that it is integrated in the design. Flashing banners, flying 
elements, too bright colors will make you seem too pushy. That will ultimately 
frustrate visitors and lead to a low conversion rate. 

Learn How 
To Propagate

Learn More



Online entrepreneurs find themselves in an increasingly competitive market. 
Fortunately, there are many ways to efficiently promote your online courses. One 
great way to do so is through landing pages, which can be tweaked and 
optimized to help sell the course for you. 

Any course creator should learn how to write effective copy and create a logical 
flow for their landing page. This will save you time and money in the long run as 
you expand your online business. 

Creating a landing page for your online course takes some dedication, but it is 
well worth it in terms of gaining more leads and clients. So what are you waiting for? 

If you’re looking for a tool to create and sell great online courses, check 
out CYPHER Learning a learning platform designed for entrepreneurs just 
like you. CYPHER Learning is the perfect solution for entrepreneurs 
that are looking for an accessible way to monetize their knowledge by 
creating, delivering, promoting, and selling their online courses. 

Conclusion
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www.cypherlearning.com


