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CONVERSION TARGET &
STRATEGIC OUTCOME

This Audit is Sequenced to Deliver:

e Increased User Engagement
o Accelerating TTV

« Onboarding Completion &
e Lift in Sign-ups

By Resolving:

« Value Dilution & Clarity Anxiety
« Unmanaged Fear, Uncertainty, Doubt (FUD)
« Vague Value Proposition = Structural Onboarding Failure



THE DIAGNOSIS :

STRUCTURAL LEAKS IN SLACKS
HEADLINE ARCHITECTURE

Core Failures:
1. Value Dilution & Clarity Anxiety

« Vague benefits (“Share it,” “Discuss it,” “Get it done”)

= Unclear User Destination
= No “Aha! Moment.”

o Creates Comprehension Gap & Stalls TTV.
2. Unmanaged FUD

o “Al agents” Introduced without Context — 3 Triggers Cognitive Mismatch

o Uncertainty about Cost, Function& Relevance ——  Creates Onboarding Momentum Trap.



THE DIAGNOSIS :

STRUCTURAL LEAKS IN SLACK'S
HEADLINE ARCHITECTURE (CONTD...)

Core Failures (Contd...):

3. Structural Onboarding Failure

Copy Assumes Prior Knowledge —— Fail to Guide New Users ——  No Zero-Friction Path

= Increases Set-up Anxiety,
= Product’s Instant Benefits Hidden

4. ROI Leak
These Structural Flaws: Results :
= Drive Bounce Rates _— » Bleed Revenue,
= Reduce Trial Conversions » Delayed Activation

« Extend CAC Recovery Timelines = Erode Trust from the First Click



PROPOSED SOLUTION1: ™
THE CLARITY VARIANT

Headline 1:

“Let's Work Smarter - Build Relationships, Automate Tasks, Powered by Al"

Strategic Rationale:

o Resolves Clarity Anxiety by :

» Removing Ambiguity &
= Value Dilution
With Tangible Outcomes like "Build Relationships" & "Automate Tasks."

« Removes FUD & Set-up Anxiety around AI ——  Accelerates TTV



STRATEGIC IMPACT

« We Hypothesize that this Improved Structural Clarity will

= Drive at least 30% lift in Trial Conversions

= Increase Onboarding Momentum at Top of the Funnel (TOFU)

= Improve New User Retfention

HOW?

» Establishes a Clear Starting Point for the Zero-Friction Path

= Meets the User's Prior Expectations.



PROPOSED SOLUTION 2 : ™*
THE SPEED & CONTROL VARIANT

Headline 2:

"Learn to Slack—Meet Deadlines Faster by Selecting Customized Al Assistants”

Strategic Rationale:

« Focuses User Attention on the Shortest Path to Value > Accelerates TTV with a Tangible Anchor

e Resolves FUD around Al as a tool to be managed >  Enhances User Confidence & Control

« Reduction in Set-up Anxiety

= Increases Cogpnitive Fluency
= Reduces Decision Friction &

» Encourages Immediate Trial Engagement.



STRATEGIC IMPACT

« We Hypothesize that this Improved Structural Clarity will

= Resolve the User’s Most Important Pain: ——  Meeting Deadlines

» Improve the Activation Rate

» Leads to Rapid TTV through Zero-Friction Path

« Significant Lift in Referral Momentum

HOW?

» Singular focus + Psychological Reassurance > A Clear User Destination from the first word.



HYPOTHESIS &
TESTING FRAMEWORK ¢

Test Structure:

= A/B test with 50% traffic to Control (Current Headline) & 50% to Challenger variant.

KPls
= Click-through Rate (CTR)

= User Engagement
= New Sign ups &
» TTV Acceleration.



HYPOTHESIS & TESTING
FRAMEWORK (CONTD...) »&

Hypothesis

» Headline 2 will Outperform Control by 20-30% in new user sign-ups

Rationale:

= Addresses the Most Powerful Pain Point (Deadlines)
» Immediate Resolution of Clarity Anxiety & Improves Cognitive Fluency

= Reinforces the Zero-Friction Path to Core Product Value & Accelerates CAC Recovery.




