
PPC Landing Page Evaluation: 
CrowdStor Smart Rental Lockers 
Goal 

Convert paid traffic (Google Ads, LinkedIn Ads, remarketing) into demo bookings or 
guide downloads. 

 

Executive Summary 

The CrowdStor Smart Rental Lockers landing page presents a strong foundation for 
paid campaign performance, combining credible use cases with clear commercial 
benefits. However, the current layout and flow underperform in conversion efficiency, 
particularly due to a lack of above-fold CTAs, limited form visibility, and minimal 
social proof.  

Communications Edge’s analysis indicates a CRO Readiness Score of 78%  

(Grade B).  

With targeted adjustments—streamlined CTAs, embedded forms, mobile 
optimisation, and testimonial integration—the page could achieve a 90+ performance 
rating.  

These improvements would elevate Quality Score, reduce cost per lead, and 
increase conversion rates from 2–3% to 6–8%, turning this page into a high-
performing PPC asset capable of delivering predictable, measurable lead generation 
for CrowdStor. 

  



 

 

1. Message Match (Ad → Page Intent) 
Strengths: 
• Headline matches PPC ad intent around smart lockers and venue convenience. 
• Dual benefit appeal for operations and commercial decision-makers. 

Opportunities: 
• Optimise headline with exact PPC keyword phrasing. 

Action: 
Test variant headline: 

“Automated Smart Lockers for Venues — Boost Revenue and Enhance Guest 
Experience.” 

 

2. Value Proposition Clarity 
Strengths: 
Clear benefits (cashless payments, real-time monitoring, mobile integration). 

Opportunities: 
Too many use cases (stadiums, clubs, hotels) may dilute conversion focus. 

Action: 
Create dedicated landing pages per sector for higher conversion relevance. 

 
  



3. CTA Design & Placement 
Strengths: 
Multiple CTAs used effectively but first CTA appears below the fold. 

Opportunities: 
Primary goal unclear between “Download Guide” and “Book a Demo.” 

Action: 
Place main CTA above fold and clarify the conversion path per PPC campaign. 

 

4. Visual Hierarchy & Layout 
Strengths: 
Good imagery and client logos, but text-heavy and missing ROI visuals. 

Action: 
Add short bullets and an ROI calculator or graphic near the hero section. 

 

5. Conversion Flow & Form UX 
Opportunities: 
No embedded form visible; download flow adds unnecessary clicks. 

Action: 
Embed a short 3-field form under hero section with instant access for lead capture. 

 

6. Trust & Social Proof 
Strengths: 
Client logos (Heineken, Excel London) add trust. 

Opportunities: 
No testimonials or proof metrics. 

Action: 
Include short case result, e.g.: 

“Reduced cloakroom wait times by 60% and generated £18,000 new annual 
revenue.” 

 



7. Speed & Mobile Experience 
Opportunities: 
Image-heavy design may slow mobile load times. 

Action: 
Optimise image compression and add a sticky mobile CTA. 

 

8. Keyword Optimisation 
Opportunities: 
Missing transactional PPC terms like “smart locker ROI” and “automated storage 
system.” 

Action: 
Add these to H2 headings and meta tags for better Quality Score. 

 

9. Analytics & Tracking 
Opportunities: 
Unclear if GA4 or CRM tracking implemented. 

Action: 
Implement GA4 event tracking, HubSpot integration, and UTM parameters for CTA 
links. 

 
  



10. CRO & Performance Readiness Score 
 

Category Score Notes 

Message Match A- Strong intent alignment; refine headline 
keywords 

Offer Clarity A Clear benefits and value 
CTA Design B- Add above-fold form and consistent CTA 
Visual Hierarchy B Improve scan ability and layout 
Form UX C+ Needs on-page form; reduce friction 
Trust Signals B- Add testimonials and proof 
Speed & Mobile B Optimise for Lighthouse 90+ 
Keyword Alignment B+ Add transactional phrasing 
Analytics Tracking B Confirm event + UTM setup 
Overall CRO 
Readiness B (78%) Strong structure: small fixes can reach 90+ 

 

Expected PPC Metrics (Post-Optimisation) 
Metric Benchmark      Optimised Target 

CTR (Google Ads) 3.5–4.5%       5–6%  
      (with message match ads) 

Conversion Rate (Form/Download) 2–3%       6–8% 
Cost per Lead (CPL) £60–£80       £35–£45 

Leads per £5K Spend 60–80      110–130  
     (split between guide + demo) 

A significant factor  

ADD “Value Trade Element”, Padel Lockers - Free 
Capex, Earn revenue, save cost Guide.  

Quick Wins Summary 
• Add an above-fold form and clear CTA (“Get Smart Locker ROI Guide”). 
• Create sector-specific landing pages. 
• Include testimonials and revenue metrics. 
• Improve mobile speed and sticky CTA visibility. 
• Confirm GA4 + CRM attribution tracking. 

 



 


