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Many Blog Members Create Weak CTAs Like 
This One Below

https://www.crmsoftwareblog.com/2019/10/connecting-a-legacy-system-to-dynamics-365/

No CTA or link of any 
kind at the end

https://www.crmsoftwareblog.com/2019/10/connecting-a-legacy-system-to-dynamics-365/


Stronger CTAs Like These Link  To Specific Offers

https://www.crmsoftwareblog.com/2019/10/connecting-a-legacy-system-to-dynamics-365/

Has a link to the author’s company 
website at the end but does not invite 
reader to contact the author directly

https://www.crmsoftwareblog.com/2019/10/connecting-a-legacy-system-to-dynamics-365/


CTA Research: Placement

https://www.crazyegg.com/blog/6-powerful-blog-ctas/

There are various ways to add a CTA to your blog post. Having two 
CTAs leads to a more successful blog post. End-of-content CTAs 
allow for the most amount of information and features.

End-of-content CTA’s can be as 
long  as you want

Viewers who reach the 
end of a page are 
engaged, and thus more 
likely to convert to a lead

https://www.crazyegg.com/blog/6-powerful-blog-ctas/


CTAs Should Invite Personal Contact With The Writer 
or Sales Staff and Should be Trackable

Personal CTAs introduce readers to sales staff in a personal way with 
photos or brief bios that give names and phone numbers as well as links 

to forms. Linking to emails can be difficult to track.

Links below to the writer’s LinkedIn is more personal but provides
no way to contact the writer.  There is a link to the company’s website

but it’s not trackable.

https://www.erpsoftwareblog.com/2019/10/how-can-microsoft-dynamics-help-achieve-greater-success-today/

https://www.erpsoftwareblog.com/2019/10/how-can-microsoft-dynamics-help-achieve-greater-success-today/


CTAs Should Be Personal & Relevant

CTAs should include various links that take you to the 
relevant place depending on what you want from them 
(future webinar, demo videos, pricing details)

https://www.erpsoftwareblog.com/2019/10/the-power-of-the-platform/

This blog does a 
great job at 
guiding the 
reader with 
multiple CTAs
But could still use 
a CTA to contact 
the author.

https://www.erpsoftwareblog.com/2019/10/the-power-of-the-platform/


This post has a CTA to schedule a consultation in the body 
and at the end

Mention Staff or Collateral Twice

https://www.erpsoftwareblog.com/2019/10/does-your-business-need-an-erp-system/

https://www.erpsoftwareblog.com/2019/10/does-your-business-need-an-erp-system/


Create personal, 
natural looking 
CTAs that invite 
readers several 
times within the 
article to contact 
the writer or key 
staff members and 
introduce yourself 
(or them) by name 
and with photos.

Natural & 
Personal 

CTAs



Ask The Author Button Is Not Enough

We have ask the author buttons on the blogs 
that send emails, but it does not generate much 
lead flow because its impersonal.  



Banners can be used for CTAs on Company blogs and 
web pages

Using Persistent Banners for CTAs

https://www.crazyegg.com/blog/6-powerful-blog-ctas/

It’s 
unobtrusive. 

Even though 
it is 
constantly 
present, it’s 
not 
obnoxious.

It’s noticeable. 
The header bar 
usually has a 
contrasting 
color, making it 
different from 
the rest of the 
blog. Because 
it’s a single 
horizontal line, 
it’s very easy to 
read.

It never goes away. 
Always have a CTA 
somewhere on the 
screen while the user 
is reading an article. 
If at any point during 
their action they 
want to convert, they 
can. The persistent 
header is right there, 
all the time.

It is located strategically. 
Eye-tracking studies show 
that the top of the page 
— the upper edge of 
above the fold — is the 
most-viewed piece of real 
estate on a web page. 
That means that the 
persistent header is in a 
strategic location for 
viewability and 
clickability.

https://www.crazyegg.com/blog/6-powerful-blog-ctas/


• CTAs for prospect posts should go to your sales team

Direct Your Leads to the Right People

• User posts and 
support type 
posts should go 
to a page like this 
>> 
with a UTM 
coded link, or to 
a receptionist or 
help desk.

https://www.calszone.com/client-
resources/support/

https://www.calszone.com/client-resources/support/


Create a special form on 
your website to drive 
traffic to that contains 
dropdown menus so that 
they will reach the 
proper staff member or 
department - this creates 
the appearance of a 
more personal contact.

Contact Forms with Dropdown Menus



Tag your 
links with 
URL Builder 
parameters 
if you have 
time.

https://neilpatel.com/blog/the-ultimate-guide-to-using-utm-parameters/
Learn more about UTM parameters:

Use UTM Parameters for Tracking

https://neilpatel.com/blog/the-ultimate-guide-to-using-utm-parameters/


Use Google’s 
Campaign 
URL Builder 
for FREE!

https://ga-dev-tools.appspot.com/campaign-url-builder/

Resource: 
Campaign URL 

Builder

https://ga-dev-tools.appspot.com/campaign-url-builder/


Make sure you are driving traffic from the blogs 
to landing pages with forms.

Use UTM Parameters for Tracking

Don’t make 
visitors click 
around to 
contact you.



Track blog visits to see leads that converted with 
Google Analytics Goals. Segment Goals for 
different forms to have a more detailed insight. 

Set Up Goals in

PRO TIP: You can import Goals into



Set Up Goals in

https://support.google.com/analytics/answer/1032415?hl=en
Learn more about setting up Goals:

https://support.google.com/analytics/answer/1032415?hl=en


Set Up Goals in

https://support.google.com/analytics/answer/1032415?hl=en
Learn more about setting up Goals:

Track your leads from the ERP/CRM/Cloud Blogs with Goals

https://support.google.com/analytics/answer/1032415?hl=en


Use prefilled form fields from URL links to allow 
a prospect to contact the proper person or 
division automatically. 

http://blog.clickdimensions.com/pre-fill-forms-
from-links-or-webpages

Tracking with Links to Prefill Forms

offers this feature:

http://blog.clickdimensions.com/pre-fill-forms-from-links-or-webpages/
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