MAILCHIMP
BENEFIT ARCHITECTURE:

STRATEGIC TEARDOWN & REBUILD

The S 15k Conversion Architecture Blueprint

. Fixing Value Prioritization Flaws

« Eliminating Conversion Friction

o Accelerating Time-to-Value (TTV)

« Reducing Funnel Abandonment & Customer Acquisition Costs (CAC)
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CONVERSION TARGET &
STRATEGIC OUTCOME

This Audit is Sequenced To:

o Target a 25% lift in Trial Conversions
¢ Increase Onboarding Completion

« Higher User Engagement

o Accelerating TTV

By Resolving:
: Sales and
o Structural Messaging Flaws Marketing Customers
« Value Visibility Gaps Expectations and
: ) : Want to Sell :
o Clarity Anxiety Triggers N Beliefs




DIAGNOSIS 1: Radz
STRUCTURAL & USABILITY PAIN

« Value Visibility Gap:

o Real Value Hidden behind “Explore” buttons Result:
o Conversion leakage before ROI Realization
. MUll‘iple Subsections create: o Broken Zero-Friction Path causes Decision Delays

. Cogpnitive Overload o Weaker Trial-to-Paid Transition

= Decision Friction

« Click Dependency for Core Values: el
Value Visibility
« Stalls TTV qu
= Clarity Anxiety

= Onboarding Momentum Trap




DIAGNOSIS 2: Rada
CLARITY & JARGON PAIN

 Complexity = High Cognitive Load — Lowers TTV Result:
. Jargon Overload Terms like: = Users Postpone Setup or Abandon the Funnel
= Reduced Trust & Confidence in Platform Usability
o “Advanced Logic” . Lower Sign-ups
o “Predicted Attributes” triggers : - High Churn Risk after Trial

« Clarity Anxiety for Non-Technical Users

= Increased Set-up Anxiety

= Increased Decision Friction O O ? ROI DI‘Op

= Drives FUD(Fear, Uncertainty, Doubt) / @ @
« Comprehension Gap Delays ROI Perception.

Comprehension Gap \/




DIAGNOSIS 3: Radz
PRODUCT PRESENTATION PAIN

« No Single USP Result:
= Scattered Disorganized benefits « Diminished Competitive Advantage
— No Product Differentiation = Higher CAC

. Weak Value Story » Lower Perceived ROI & Value Urgency

= Fuels Unmanaged FUD »
« Weakens Zero Friction Path ﬁ / TQP
BRROCLAM  —> Uy > PriokTy
o Undefined “Aha! Moment”: =
= Feature Dumping

s No User Dustination Clariy VALUE PRIORITIZATION FLAW

 Value Prioritization Flaw: l

= Buried High-Impact Data (“25x ROI") Lack of
« Fails the “Why Now?” Test Credibility /Trust
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VALUE REALIZATION PATH — BENEFIT BLOCK 1

Original Headline: Proposed Headline:

“Convert with Email Automations” “Generate 8x More Revenue with Smart Email Automations”

Strategic Actions

« Drop « Replace with:
« Complex Workflow Diagram to Reduce Cognitive Load > Shapeways Case Study for Strong Social Proof:
& Setup Anxiety “Like Shapeways, who achieved 283% higher open rates and
 "Explore Markefing Automations” bufton to Remove 525% more click-throughs, you’ll drive repeat business and
Value Visibility Gap reward big spenders automatically — no manual work
required.”




VALUE REALIZATION PATH — BENEFIT BLOCK 1 ~*
(CONTD...)

Strategic Rationale: Results

((

Resolves Diagnosis 1 & 3 o Clear, Outcome-driven messaging

— Greater Conversion momentum

Integrates Feature with Quantitied Benefit

- Reinforces Trust and Product Credibility
Defines User Destination (8x ROI)

o Corrects Value Prioritization Flaw « Drives faster Trial-to-Paid Transitions & Lowers CAC

Addresses FUD with credible proof
o Accelerates TTV and Strengthens the Zero-Friction Path
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VALUE REALIZATION PATH — BENEFIT BLOCK 2

Original Headline: Proposed Headline:

“Create faster with generative Al.” “Boost Click Rates 115% with Intuit Assist Al”

Strategic Action:

« Drop « Replace with:

o Jack Tadd Case Study for Strong Social Proof:
« Al Workflow Diagram to Reduce Cognitive Load

“Like how Jack Tadd, Managing Director, Warm Glass, UK

= “Explore Al Tools” button to Reduce Navigation Friction . .
P - v 9 saved time through our Al assistant — you can also generate

and edit content within a few minutes.”
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VALUE REALIZATION PATH — BENEFIT BLOCK 2
(CONTD...)

Strategic Rationale: Results

« Resolves Diagnosis 1, 2 & 3

Highlights Quantified Result (115% boost) over generic + Stronger Differentiation = Increased Adoption

“faster” claim ( /

Resolves Weak USP with Measurable Outcome:

o Passes the “Why Now?” Test
o Accelerates TTV

o Uplift in Click-throughs (CTR) & Sign ups

- Faster Onboarding & Engagement

Resolves Value Visibility Gap
o Corrects Information Architecture (IA) Flaw
o Maintains Zero-Friction Path

Reduces FUD & Setup Anxiety around Al Adoption
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VALUE REALIZATION PATH — BENEFIT BLOCK 3

Proposed Headline:

'!@ “Generate 2x More Revenue with Advanced Audience

Segmentation Tools”

Original Headline:

“Refine with Segmentation”

Strategic Actions

« Replace with:
o Lauren Korus Case Study for the Strongest Derived Outcome

 Drop

« “Explore Audience Management” button to Remove

Value Visibility Gap “Like Lauren Korus at Vacation Races US, you’ll achieve better

results using our easy-to-use audience segmentation tools that

« Generic stock visual to Correct Visual Vague Flaw . .
? help you identify and target your most valuable customer

groups.”




VALUE REALIZATION PATH —> BENEFIT BLOCK 3 **

(CONTD...)

Strategic Rationale: Results

« Resolves Diagnosis 1, 2 & 3
e Increases

« Focus on “Easy-to-use Audience Segmentation tools” with (/ - Adoption & Engagement

Social Proof: : .
> Expansion Potential

o Reduces Setup Anxiety
o Neutralizes FUD

o Referral Momentum

. Defines Clear User Destination (2 x Revenue) over technical « Lowers CAC

features

« Corrects IA Flaw
o Accelerates TTV



RQ P
VALUE REALIZATION PATH — BENEFIT BLOCK 4

Original Headline: Proposed Headline:
¢ A

O=—
“Optimize with Analytics & Reporting” o=
@l

“Achieve Up to 25x ROI with Performance Analytics that
Guide Strategy”

Strategic Actions

« Replace with:
o Quantified Financial Data of Insights Gained:

 Drop

« “Explore Analytics & Reporting” button to Remove Value
“Track trends through data-driven insights and create engaging

Visibility Gap & Correct Information Flaw
campaigns that increase conversions with >99% deliverability.

= Generic Chart to Reduce Cognitive Load Intelligence-backed tools help you optimize content and make

strategic decisions to scale.”




VALUE REALIZATION PATH — BENEFIT BLOCK 4 "%
(CONTD...)

Strategic Rationale: Results

« Resolves Diagnosis 1, 2 & 3
« Supports Faster Optimization & Strategic

Lleading with Highest-Value claim (“Achieve up to 25x ROI") { / Scaling

o Corrects Value Prioritization Flaw

o Instantly passes the "Show Me The Money" Test. « Promotes Expansion Potential

« Strategic Insight Gained Reduces Setup Anxiety & Removes TTV Delay . Enhances
o Inclusion of the >99% Deliverability Rate: = Conversion rates
« Deliverability

o Removes FUD
o Accelerates TTV

o Promotes Zero Friction Path

« Campaign Effectiveness

Positions the tool as Data Analysis & Strategic Decision Making

o Clear link between Analytics & Revenue Drives Executive Confidence



EXPECTED OUTCOME & CONCLUSION

Expected Outcome

. Strategic Shift:

o From Feature-Driven — Result-Oriented Messaging

o Focuses on Clear Customer Value rather than Product Features

« Barrier Removal & Messaging Clarity:

o Fixes Confusing Information Architecture & Heavy Jargons
o Eliminates Jargon-heavy copy

o Removes Primary Barriers fo Conversion

Conclusion: High-Impact Outcomes

o Elevates Mailchimp’s Strongest Claims (“Achieve up to 25x ROI”)
« Boosts Page Engagement & Reduces Bounce Rates

« Supports Project Goal: ~25% lift in conversions



