
Landing Page KPI Checklist
Are you are looking to launch a new landing page as a part of your digital age marketing strategy? If so, it is absolutely essential that you have the ability to 
identify and organize your KPIs (both the good and the bad) prior to campaign optimization. Depending on the type of page you use and your specific strategy, 
the KPIs you track are likely to vary. And yet, it is important to have a basic understanding of the measurements that can make or break your campaign. Here 
is a checklist for the five landing page KPIs that every digital age marketer must know.
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-----------------------------------------------------------------------

Bounce Rate (Y/N)
As landing pages should only have one specific goal, that of a conversion, 
your bounce rate will quickly tell you whether or not you are finding 
success. To measure, you look at percentage of visitors who have viewed 
your landing page and then clicked away to a different page or site. This 
measure considers the fact that visitors may have interacted with your 
landing page in some way, yet they have nonetheless exited the page by 
either closing the browser, “linking out,” or entering a new address for a 
new site. Recommended best practices include using directional cues to 
guide visitors, as well as reducing digital distractions (i.e. exit links).

CTA Views-to-Click (Y/N)
Perhaps the most well known landing page KPI, the “click through rate” 
refers to the number of clicks on a specific campaign element (images, 
CTAs, third-party links, etc.) displayed as a percentage of the total number 
of unique page views. Recommended best practices include developing 
compelling CTAs and infusing your messages with urgency.
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--------------------------------------------------------------------------

CTA Clicks-to-Submission (Y/N)
Measured by the number of potential visitors engaging in a specific 
“conversion action,” the action can range from buying a product, to signing 
up for an email chain, to providing intimate consumer data. Recommended 
best practices include consistent TESTING, and providing a clear and value 
driven message.

Customer Acquisition Cost (Y/N)
The total spend required to convert a potential consumer into an actual 
consumer. The “consumer cost’ measures the total product cost together 
with all other consumer costs (i.e. research, marketing, ad spend, etc.).  
You need to ask yourself, “What is the customer worth?” The most 
successful marketers of the digital age easily manage upfront costs by 
understanding in advance the number of anticipated sales/revenue that 
will result from a target market. Recommended best practices include 
target market segmentation and audience development.
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