1. Core Principles (Non-Negotiable)
Forms qualify after intent — not before it.
· PPC landing pages should remove friction
· Qualification happens via:
· ROI calculator
· Demo booking
· Post-submission workflows
· Forms exist to start a relationship, not interrogate buyers

2. High-Performance Form Fields (Exact Set)
✅ Tier A — Always Required (Minimum Viable Form)
This is the highest-converting, sales-safe base
	Field
	Required
	Why

	First Name
	✅
	Human follow-up

	Last Name
	✅
	CRM hygiene

	Work Email
	✅
	B2B intent filter

	Company Name
	✅
	Account context

	Country
	✅
	Routing & compliance


⛔ Do not ask job title or phone here.

⚠️ Tier B — Conditional (Only if Intent Exists)
Shown only after a strong action (ROI complete, demo start)
	Field
	Required
	When to show

	Job Title
	❌
	Demo flow only

	Phone Number
	❌
	Demo completion page

	Company Size
	❌
	ROI calculator results gate

	Industry
	❌
	If multiple solution paths


Rule:
If it helps Sales prepare → collect it after intent.

❌ Fields to Avoid on PPC Landing Pages
	Field
	Why it Kills Performance

	Phone number (early)
	−30–50% CVR

	Budget
	Triggers fear

	Project timeline
	Too early

	Role drop-downs
	Friction + lies

	“How did you hear about us?”
	Redundant (you already know)



3. Progressive Profiling (HubSpot-Native)
Step 1 — First Conversion (PPC)
Collect:
· Name
· Email
· Company
· Country
Step 2 — Second Conversion (ROI / Case Study)
Add:
· Industry
· Company size
Step 3 — Demo Booking
Add:
· Job title
· Phone number
HubSpot handles this automatically via progressive profiling.



4. Hidden Fields (Absolutely Critical)
These fields never show, but power scoring, routing, and attribution.
	Field
	Source
	Why

	Original Source
	HubSpot
	Attribution

	Latest Source
	HubSpot
	Re-engagement

	Campaign
	UTM
	Google Ads mapping

	Ad Group
	UTM
	Message match

	Keyword
	UTM / ValueTrack
	Intent

	gclid
	URL
	Conversion import

	Product Line
	Page logic
	CrowdStor vs Vpod

	Segment
	Page logic
	Venue / Hotel / IT

	Landing Page URL
	Auto
	QA + audits


These are what let you qualify without asking the user.

5. Form Layout & UX (Conversion Physics)
Best-performing structure
· Single column
· 5 fields max
· Inline validation
· No CAPTCHA (unless abused)
· Clear privacy reassurance
CTA Button Copy (Tested Winners)
· ❌ “Submit”
· ❌ “Download”
· ✅ “Get the brochure”
· ✅ “See my ROI”
· ✅ “Book my demo”

6. When to Add Friction (On Purpose)
Add friction only when:
· User has completed ROI calculator
· User is booking a demo
· You want to protect Sales time
This is where:
· Phone number
· Job role
· Company size
become reasonable — and expected.

7. Sales-Safe Reality Check
If Sales complains about lead quality:
· It’s not the form
· It’s scoring + lifecycle rules
If CVR is low:
· It’s too many fields
· Or the CTA isn’t credible enough

Recommended Default (If You Want One Answer)
PPC Landing Page Form:
First name
Last name
Work email
Company name
Country
Everything else comes later.


