


How to Create a Squeeze Page 

I think you’ll agree with me when I say: 

 

It’s REALLY hard to convert ice cold traffic into email subscribers. 

Or is it? 

Well, it turns out, you can dramatically increase your site’s email signups by adding one simple page to your site… 

…a page that’s converting 21.7% of my traffic into new email subscribers. 

And in today’s post (and video) I’m going to show you what that page is…and exactly how you can easily add one to your site.  



Bonus: Download a free checklist that will show you exactly how to create your own high converting squeeze page. 

How I Accidentally Discovered The Secret to High Converting Pages 

Before I show you my high-converting page, let me share a quick story with you. 

Backlinko’s traffic has grown consistently over the last 6-months: 
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While I was (obviously) happy with my traffic, there was one VERY important area of my business that I wasn’t as happy with: conversions. 

Contrast the traffic chart above to my blog’s average conversion rate over the same time period: 

As you can see, my conversion rate had all but flat-lined. 

But here’s the thing: 

I already had the old internet marketing adage “the money is in the list” seared on my brain. 

I just didn’t know HOW to build that list… 

…without bribing people with a free ebook or annoying them with distracting popups. 



Landing Pages Don’t Work Unless They Have This 

Think about it: 

How many times have you landed on a landing page that screams: “I’m going to twist your arm until you give me your email address”? 

And how often do you actually hand over your email? 

Hardly ever, right? 

That’s why I was reluctant to put a traditional squeeze page on Backlinko: I knew that today’s visitors cling to their email address like a $100 dollar 
bill. 

And the promise of a free ebook wasn’t going to loosen their grip one bit. 

Then one day I stumbled upon a page on CopyBlogger called How to Write Magnetic Headlines. 

https://www.copyblogger.com/magnetic-headlines/


This page is designed to do one thing: collect emails. In other words, it’s a squeeze page. 

But unlike most squeeze pages, it’s beautifully designed and optimized for social sharing. 

That’s when it hit me: 

The squeeze page isn’t dead…it just needs to be adapted for 2017. 

And by adding a few strategic tweaks to the Magentic Headlines model, the Social Squeeze Page was born. 

Over the last 8-months that page has boasted an insane 21.7% conversion rate. 

And added 812 highly-targeted subscribers to my email list: 



Here’s how I did it… 

How I Turned 21.7% of My Traffic Into New Email Subscribers 

This video will show you the exact 3-step process you can use to publish a high-converting Social Squeeze Page on your site: 

Now that you’ve watched the video, you can see why this page sucks up emails like a vacuum cleaner. 

Now let’s dive into each of the 3-steps… 



Step #1: Choose Your Social Squeeze Page’s Topic 

This is HUGE. 

Unlike a traditional squeeze page, your Social Squeeze Page’s topic can’t simply be “sign up and get a free ebook”. 

Instead, you need to find a topic that your target audience is desperate to know more about. 

In other words: 

Unless someone is starving for information, they’re not going to give you their email address. 

In my case, I knew that my target audience (entrepreneurs, professional SEOs, and bloggers) were fed up with vague nonsense like “write great 
content”. 

My audience wanted to get their hands on actionable information that they could leverage for higher rankings. 

That’s why I made the topic of my Social Squeeze Page (SSP) a real-life case study 

Bottom line: Choose an in-demand topic that your audience has trouble finding reliable information on. 

Once you’ve decided on your topic, it’s time to get cracking on step #2… 



Step #2: Create Your Social Squeeze Page 

Once you have a topic in hand, the next step is to turn your topic into a Social Squeeze Page. 

There are 8 components to the Social Squeeze Page. 

No worries, they’re all easy   

Here’s an infographic that will show you how the 8 elements look on an actual page: 



(You don’t necessarily need to use all 8 elements on your site. But the more you use, the better your page will convert)  

With that, it’s time to break each of these elements down and show you exactly how you can add them to your site. 

1. Benefit-Driven Headline 

The headline that you use for your Social Squeeze Page is REALLY important. 

The good news is, creating your SSP headline is straightforward. 

You just need to state a clear outcome that people will get from your page. That’s it. 

For example, the headline in my SSP starts off with, “How to Rank for Any Keyword”: 



It’s hard to write a benefit that’s much clearer than that   

2. Open an Information Gap in Your Headline or Subheadline 

Unlike a blog post, a benefit-focused headline isn’t enough for a SSP. 

Your headline (or subheadline) needs to contain a crystal clear benefit…AND an information gap. 

Here’s why this is so important: 

When there’s a gap between what we know and what we want to know, it’s called an information gap. 

Several scientific studies have shown that people hate information gaps…and will do almost anything to close them. 

Buzzfeed and other “viral news sites” are grand masters of information gaps, as you can see with this headline: 

https://papers.ssrn.com/sol3/papers.cfm?abstract_id=2149362


Bottom line: information gaps draw people into your Social Squeeze Page, which makes them more likely to watch your video and join your email 
list. 

On my page, I created a powerful information gap with the second part of my headline: 

(This is The Exact 1-2 Punch I Used to Rank #5 for “Backlinks”) 

Note how I mention — but don’t elaborate on — the 1-2 punch: 

When someone reads about a mysterious “1-2 punch”, it opens up a mile-wide information gap that compels them to learn more. 

But sometimes, visitors need a little extra push. 

Which brings us to the next step… 

3. Clear Call to Action 

Now that you’ve hooked your visitor with a benefit and information gap, it’s time to hold their hand and tell them exactly what they need to do 
next. 

In other words, a call to action. 

On my page, I have a fluff-free call to action that says, “Click the play button to see the EXACT step-by-step process” 



Look at how specific that CTA is. 

It says “click the play button”… 

…NOT the much more vague “watch the video”. 

Direct response marketers have known this for years: 

The more specific your CTA, the more likely someone will follow it. So don’t be shy about telling people the EXACT next step you want them to 
take. 

To give you another example of how specific your CTA needs to be, take a look at the CTA Optimizely uses on their homepage: 

https://www.optimizely.com/


Note that they don’t say wishy-washy things “sign up for a free trial” or “get started”. 

It literally says “Type in a URL”. 

That’s how specific your CTA needs to be. 

4. Add an Awesome Video 

There’s no other way for me to put this: 

For your Social Squeeze Page to work it needs to add as much — if not more — value than a blog post. 

And the best way to do that? 

A 3-10 minute video. 

Why 3-10 minutes? 

A 1 to 2 minute video looks like a hard-sell squeeze page video. With a 10+ minute video, people will get bored and close your page. 

At around 9 minutes and 30 seconds, my video is a bit on the long side: 



But my #1 goal is to provide so much value that people can’t help but move their mouse cursor to my signup form and type in their email. 

In other words, you don’t need to fixate on your video’s length. Your #1 priority is to make an awesome video.  

The way I see it, the type of person that stops watching a video packed with INSANE amounts of value because it’s a few minutes “too long” isn’t 
in my target audience anyway. 

A longer video gives me the opportunity to drop more value…which brings in more conversions from people that actually care about my message. 

And as you can see from my video’s retention stats (courtesy of Wistia), the video has a huge drop off of in the first minute… 

…but stays remarkably stable after that initial drop. 



In fact, even at the 6-minute mark my retention rate is more than 50%…which is head and shoulders above most online videos. 



You might be thinking to yourself: 

“That’s nice for you Brian, but how can I create a video that people not only watch…but gets them to opt-in?” 

Well, my video happens to be case study. 

I probably don’t need to tell you that real-life case studies work REALLY well in every niche. 

So I recommend making your SSP video a case study where you show people an outcome you (or a customer) achieved…and how you did it. 

If you don’t have a case study to show people, no worries. You can use the next best thing: a step-by-step tutorial. 

Make a tutorial that shows people how to install WordPress, how to plant a tomato garden or how to do a bench press.  

For example, I recently made this video tutorial that teaches people how to execute 5 untapped keyword research strategies:  

https://www.youtube.com/

watch?

time_continue=1&v=UpXzqN-

oQZ4 



Because it’s a step-by-step tutorial, that video could EASILY be used on a Social Squeeze Page. 

But if you’re serious about converting video viewers into subscribers, there is one extra step that I highly recommend you take… 

(Optional) Use Wistia Turnstile 

This might sound crazy, but here it goes: 

Despite all of the strategically placed opt-in forms on my Social Squeeze Page (more on that later), more than half of my SSP’s conversions come 
from within the video itself. 

You see, when people reach the halfway point of my video, the video stops and they see this message: 



That’s a live Aweber form. And when people enter they’re email, they’re added to my email list and the video continues to play. 

It’s a feature of Wistia video hosting called Turnstile. 

That form currently converts at an insane 29% for me. Crazy, right? 

And the Turnstile is super-easy to set up. Just choose when you want the turnstile to appear, add some text, and you’re good to go: 

Pro Tip: Your turnstile message should mention that you’re going to send them something via email. Otherwise people will put in a fake email just 
to watch the rest of the video. 

When I added “I’ll also email you part 2 of the case study” to my turnstile page… 

https://wistia.com/


…the number of fake emails dropped to almost zero. 

It goes without saying, but you should actually send people what you promised them   

5. Add Opt-in Boxes Below Video 

A you just saw, your Turnstile will attract emails like a magnet… 

…but it’s not enough. 

To extract the most value out of your SSP, you need to add an opt-in form right below your video, like this: 



The reason for putting an opt-in form below your video is simple: 

When people watch videos online, their eyes don’t stick to the video the entire time…they drift around the page. 

And when you put massive opt-in form below your video, that’s what they’ll see when their eyes drift away from your video. 

As you can see from my Crazy Egg eye-tracking heatmap, people’s eyes naturally gravitate to my opt-in form. 

https://crazyegg.com


Not surprisingly, that form all pulls in a fair amount of emails. 

I also recommend adding at least one more opt-in form to your page. 

I recently added another form to the very bottom of my Social Squeeze Page (right above the comment form)… 



…and it bumped up conversions by around .5%. Not amazing, but every little bit helps. 

6. Add Social Sharing Buttons and Encourage Comments 

Here’s the “social” element of the Social Squeeze Page. 

When visitors see your sharing buttons and comments, they’ll think to themselves: “wow, this must be an awesome page”.  

In other words, your page WON’T give people that slimy feeling that they get from traditional squeeze pages.  

For example, I include prominent social sharing buttons at the top of my SSP: 



I also encourage comments by replying to every single comment that comes in. 



You should do the same. 

Step #3: Promote your Social Squeeze page 
Here’s where things get sticky… 

Like any piece of content, if you want people to see and share your SSP, you need to hustle and promote it. 

Because your SSP contains awesome video content, it has the potential to generate serious traffic. 

In fact, my page has brought in almost 6,000 unique visitors: 

Obviously, like any traffic that hits your SSP, traffic from social media, forums and blogs will convert really well for you. 

But there’s another reason to put some muscle behind your page’s promo: the more people that share your page, the more social proof it 
accumulates. 

Think about it this way: 

When someone lands on a page with dozens of Tweets, Facebook Likes and comments, they instinctively view the page as high-value. 



That means they they’re less likely to bounce and more likely to watch your video. 

In other words, the more social proof you generate, the better your page will convert. 

Here are 3 simple ways to get more eyeballs (and social proof) on your Social Squeeze Page… 

1. Announce The Page to Your Email List 

Remember: 

Because your SSP’s video is overflowing with valuable content, your existing email subscribers will want to check it out. 

Subscribers already like your content (or else they wouldn’t have subscribed in the first place). That means that they’re MUCH more likely than 
the average visitor to share and comment on your page. 

As you just learned, that type of activity on your page boosts social proof and conversions. 

Here’s what my email looked like: 



As you can see, I pitched the page as just another piece of high-quality 
content (which it was). 

Comments, Tweets and Google+’s started pouring in a few minutes after 
sending this email out to my list. 

2. Share the Page on Social Media 

I also shared the page on Twitter, Facebook and Google+. 



Which got shares by some big names, like Sujan Patel: 

3. Add a Prominent Sidebar Banner 

Now that you’ve generated some social proof, it’s time to funnel blog traffic to your SSP. 

The easiest way to do that? 

Add a banner in your blog’s sidebar that links to your SSP, like this: 

https://twitter.com/sujanpatel


That way, people see that banner from every single page on your website. 

Pro Tip: Include a video play button on your banner. 

As you can see from this heatmap, people’s cursors are attracted to the play button like a moth to a flame: 



Once you’ve added your sidebar banner, you’re set. Nice work   

So, here’s what I want you to do… 
If you’re ready to turn more of your blog’s traffic into email subscribers, then you need to create your very own Social Squeeze Page today. 

To make the process easy, I put together a free step-by-step checklist for you. This checklist will show you EXACTLY how to create a Social Squeeze 
Page on your blog. 

Click the image below to access the free checklist: 



https://backlinko.com/social-squeeze-page

























