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 Order Form
Turn Hot Leads Into Paying Customers
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An order form is the final step prospects take before becoming 

customers. Unlike a sales page, which focuses on persuasion, the 

order form focuses on execution. It collects the info needed to 

process the transaction.Ü

Use order forms for traÇic from “high-intent” sources like sales 

pages, webinars, sales emails, or other places where prospects have 

already been convinced to buy. These are hot leads with credit cards 

ready. Properly optimized order forms convert between 40-60%è

The biggest threat to conversions is friction. Excessive form fields, 

unclear pricing, and missing trust signals can create last-minute 

doubt. Optimize your order form by removing every conceivable 

barrier between “I want this” and “I bought this.Ã
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Prerequisites

50+ Visitor�

1+ Products

Variations

Multi-Step For(

Embedded For(

Cart Page

¾
Metric Target

40~60%

� 2,450

� 845

� Conv. Rate Orders ÷ Visitors 34.5%

Performance Calculation

Determine Your Conversion Rate

Visitors

People who land on your order form (usually from your sales page)

� /order/product-name

Orders

Completed purchases with payment processed

� Course Name - Pro Tier
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Breakdown Your Conversion Rate
4 segments that reveal friction points and optimization opportunities

Order Form
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Compare conversion rates across di	erent 

products. Low-converting products may have 

pricing issues, unclear value propositions, or 

specific friction points like complicated variants 

or shipping options.

Mobile typically converts 30-50% lower than 

desktop. Small screens make forms harder to 

complete. Payment buttons get missed. Trust 

signals aren't visible. If mobile is bleeding 

conversions, your form isn't mobile-optimized.

Fix underperforming products ÿ Optimize mobile ruthlessly ÿ

Test payment plans for high-ticket items. Add 

product-specific trust signals. Review the 

sales page messaging to ensure alignment 

with the order form.

Use mobile-friendly payment options (Apple 

Pay, Google Pay). Make form fields large and 

auto-advance. Put payment buttons above 

the fold. Test your checkout on a phone.

¢ 5

New customers convert lower than repeat 

buyers. They need more trust signals and 

reassurance. Repeat customers who abandon 

signal payment friction, not trust issues. First-

time buyers abandoning means you haven't 

overcome their final objections.

Payment method preference reveals trust levels 

and friction points. High PayPal usage signals 

trust issues with your brand. Low credit card 

conversions suggest form friction. Apple Pay or 

Link shows people want speed.

Add the winning payment methods ÿ

Build trust for new customers

Add guarantees and security badges for first-

time buyers. For repeat customers, enable 

saved payment methods and one-click 

checkout options.

ÿ If one method converts significantly higher, 

promote it visually. Add "buy now, pay later" 

options for higher-priced items. Make 

preferred methods obvious with larger 

buttons.
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segment optimization Example

Device Type Optimization

Product
È SKU | Product Name | Price Point

New vs Repeat Customers
È Contact Created Date | Purchase History 

�

�

�

�

Visitors

91�

22�

75�

525

Device Type
È Device  |  Browser

Payment Method
È Credit Card | PayPal | Apple Pay | Buy Now Pay Later

Orders

12�

12 

12�

476

Conv Rate

13¤

56¤

17¤

91%
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Optimize Your Order Form
Every element either helps people buy or stops them. Choose wisely.

Order Form

Pay Later

1
Only ask for information you absolutely need. 

Every extra field drops conversion 5-10%. 

Name, email, payment info, and billing address 

are non-negotiable. Phone number, company 

name, and custom questions are negotiable. 

Remove them unless they're critical.

3
Display security badges (SSL, Norton, McAfee) 

near payment fields. Show your money-back 

guarantee prominently. Include "Your info is 

secure" micro-copy near card fields. For high-

ticket items, add phone number for purchase 

support.

This paragraph reinforces the benefits of the 

product, as well as sets up any guarantees and 

support questions.

3

2
Display the product image, name, and details 

prominently. Buyers should see exactly what 

they're getting without scrolling. Show the price 

clearly with any discounts applied. Confusion 

kills conversions: make it impossible to wonder 

"wait, what am I buying?"

4
Use action-oriented button copy: "Complete My 

Order" or "Get Instant Access" instead of 

"Submit" or "Buy Now". State what happens 

aôer they click: "You'll receive instant access via 

email". Put the button above the fold on mobile.

Billing Information

Full Name 1

Complete my purchase!

or

PayPal

4

Get Your Amazing Product
With this amazing deal at just $997

Email

Street Address

City State

Country

Card Number CVC V

2

Minimize Form Fields
& Keep it simple or lose the sale

Security & Trust Signals
& Make anxiety disappear

What’s IncludedP

Awesome thing 0

Awesome thing .

Awesome thing -

90-Day 100% Guarante8

And much more!

U

U

U

U

T

Show What They're Buying
& Eliminate confusion at checkout

Clear Call-to-Action
& Tell them exactly what happens next

Ï Image
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How to Optimize Order Form�
for your Business

Order Form

Tailor your checkout to match how your customers prefer to buy

r w

Add payment plans for programs over $500. 

Include "Talk to us first" option with calendar 

link for high-ticket o�ers. Show client 

testimonials on the form itself. O�er "money-

back guarantee" prominently. Consider video 

message from you above the order button for 

personal touch.

Frame the purchase as "joining" or "becoming a 

member" rather than buying. O�er community-

focused language: "Join 2,847 other creators". 

Add Discord/community access as immediate 

benefit. Use casual, personality-driven 

microcopy. Consider "pay what you want" 

pricing tiers.
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Enable guest checkout; forcing account creation 

kills 25% of conversions. Show shipping costs 

upfront, never at the last step. O�er free 

shipping threshold clearly. Display product 

images on checkout. Enable address 

autocomplete. Add multiple shipping speeds as 

upsells.

Emphasize immediate access: "Start learning in 

2 minutes". Show course curriculum preview on 

order form. Add module count and total video 

hours. O�er payment plans for courses over 

$300. Include student success stories with 

specific outcomes. Consider "money-back if you 

complete but don't succeed" guarantee.

t u

Add "send invoice" option for companies 

requiring PO approval. Collect tax ID if needed 

for invoicing. O�er annual vs monthly pricing 

comparison. Show ROI calculator or cost 

savings. Enable multiple user seats at checkout. 

Include "schedule implementation call" as post-

purchase step.

Frame as "booking" rather than "buying". Show 

calendar availability immediately. O�er deposit 

option instead of full payment. Include clear 

cancellation policy. Add consultant bio and 

credentials on form. Consider "discovery call 

first" option before booking full service. Enable 

invoice option for corporate clients.

Coaches
x Remove barriers to commitment

E-Commerce
x Speed and options win

B2B & SaaS
x Enable purchase approval process

Creators
x Make buying feel like joining

Course Creators
x Overcome "another course" resistance

Professional Services
x Reduce commitment anxiety


