
Service Landing Page Conversion Brief Template
Service pages often get traffic but the wrong inquiries: too small, outside your area, or asking for work you do not do.
This brief fixes that before anyone writes copy. It sets who the page is for, what is in and out of scope, the proof you can show and what the form asks.
It is not a copy template. Fill this in first, get sales to agree it, then write section by section.
Inside: a fill-in brief, a fit builder, scope and proof inventory, an objection map, a form and CTA planner, a CSV header and a fictional example.
Service Page Conversion Brief (fill-in)
When to use: One sheet per service page: buyer problem, fit, scope, exclusions, proof, CTA and qualification fields, with owners and a completion check.
Service landing page conversion brief
Fill this in before anyone writes copy. One brief per service page. If a row is empty, the page is not ready to draft.
	Brief field
	What to write
	Source or evidence
	Owner
	Status

	Buyer problem
	[the problem in the buyer's words, and what triggers the search]
	[sales calls, inquiry emails, reviews]
	[name]
	[Draft / Agreed]

	Who it is for / not for
	[company type, size, location]
 / 
[who you turn away]
	[won and lost deals]
	[name]
	[status]

	Scope
	[what is included, the steps and the deliverables]
	[current proposal or SOW]
	[name]
	[status]

	Exclusions
	[what you do not do, and where you send those buyers]
	[delivery team]
	[name]
	[status]

	Proof
	[case study, review, credential, before/after, process photo]
	[link to the file and the permission]
	[name]
	[status]

	Primary CTA
	[Book a site visit / Request a quote / Book a call]
	[what sales can answer fast]
	[name]
	[status]

	Qualification fields
	[4 to 7 form fields and the rule each one feeds]
	[CRM fields sales already uses]
	[name]
	[status]



Per-row detail (fill for every row)
· Target query and page URL:[primary query] / [/services/[service]/]
· Top 3 objections:[price, timing, risk, fit, switching cost]
· Proof that answers each objection:[objection] > [proof item]
· Secondary CTA (lower commitment):[checklist, sample report, process page]
· Tracked events:[form submit event], [qualified lead event] in [analytics tool]
· Disqualify rule and where those leads go:[outside service area > polite reply with a referral]
· Response promise:[who replies] within [time you can keep]
Next action
· Owner: [name] - action: [close every row still marked Draft] by [date]
· Reviewer: [sales or delivery lead] - action: confirm scope, exclusions and qualification fields match how you sell and deliver
· Writer: [name] - action: draft the page from this brief once both owners sign off
Completion check
· The buyer problem is written in a buyer's words, not your service name.
· Exclusions are listed, and each one says where that buyer should go instead.
· Every proof item has a source file and permission to publish.
· Each top objection has at least one proof item next to it.
· There is one primary CTA, and every form field feeds a qualification rule or a CRM field.
· Sales has read the brief and agreed the response promise.
 
Buyer Problem and Fit Builder
When to use: Write the problem in the buyer's words, set who the page is for and not for, and check search intent.
Start with the problem, not the service name
Buyers search for the problem or the outcome. Your service name is often your word, not theirs. Write the problem first, then the fit.
Problem statement:[type of company] needs [outcome] because [trigger event], but [what is blocking them].
Fit questions
· Trigger: what just happened that made them search today? [inspection, failed audit, new site, lost rankings, growth]
· Who decides:[owner, ops manager, marketing lead] and who else signs off [finance, IT, landlord]
· Good fit:[size, location, budget range, timeline]
· Poor fit:[too small, outside area, wants a one-off you do not offer]
· What they tried before:[DIY, cheaper vendor, in-house hire]
Check the search intent
1. Search the main query and note what ranks: service pages, directories, guides or local results.
2. If guides dominate, the buyer may still be learning. Add a lower-commitment CTA.
3. If service pages and map results dominate, the buyer is ready. Lead with the booking or quote CTA.
See what ranks and why with the SERP Analyzer. Turn the brief into a writer outline with the Content Brief tool.
Need the full buyer profile first? Use the Marketing Persona and ICP Template, then bring the fit rules here.
 
Scope, Exclusions and Proof Inventory
When to use: Set clear limits on the work and list the proof you have, with permission and the objection each item answers.
Scope and exclusions
Clear limits help the right buyer say yes and the wrong buyer leave early. That saves sales time on both sides.
	Field
	Entry

	Included
	[steps, deliverables, visits, reports]

	Not included
	[work you never do]

	Add-on only
	[work you do for an extra fee or on request]

	Service area or market
	[cities, regions, industries, languages]

	Timeline
	[time to first visit or kickoff, typical duration]

	Where excluded buyers go
	[partner, guide, other service page]



Proof inventory
	Proof type
	Have it?
	Permission
	Answers which objection

	Case study with a named client
	[Yes / No]
	[written OK, date]
	[objection]

	Client review or testimonial
	[Yes / No]
	[source and date]
	[objection]

	License, insurance or certification
	[Yes / No]
	[number and expiry]
	[objection]

	Process photos or sample deliverable
	[Yes / No]
	[client data removed?]
	[objection]

	Named team member and their experience
	[Yes / No]
	[they agreed]
	[objection]



Proof rules
· Use only real reviews and testimonials about real work. In the US, the FTC rule on reviews and testimonials bans fake or false ones.
· Get written permission before you name a client or show their logo.
· Put each proof item next to the objection it answers, not in one block at the bottom.
· Missing proof is a task, not a gap to fill with vague claims. Add it to the next action list.
No case study yet? Build one with the Marketing Case Study Template.
 
Objection Map
When to use: Collect what buyers say before they book, then match each objection to an answer, proof and a place on the page.
Objection map
List what buyers say before they book, in their words. Then decide where the page answers each one.
	Objection
	Where you heard it
	Answer
	Proof
	Page placement

	[It costs too much]
	[lost deal notes]
	[what drives cost, how you quote]
	[scope table, sample quote]
	[near the CTA]

	[We tried an agency before and it failed]
	[sales call]
	[how your process differs]
	[case study]
	[process section]

	[Will this disrupt our business?]
	[inquiry email]
	[when and how work happens]
	[timeline, review]
	[scope section]

	[Are you right for our size or sector?]
	[form notes]
	[who you serve]
	[client type list]
	[hero subhead]



Where to find objections
· Lost deal notes and the reason field in your CRM
· Questions asked on the first sales call
· Your own reviews and competitor reviews, including the 3-star ones
· Questions in the People also ask box for your main query
Headline check
Your headline should name the buyer problem or outcome, not just the service. Test a few versions with the Headline Analyzer.
 
Qualification Form and CTA Planner
When to use: Choose one primary CTA, the form fields that qualify a lead, the routing rules and the events you track.
Pick one primary CTA
	Buyer state
	Primary CTA
	Secondary CTA

	Urgent problem, local service
	Call now or book a visit
	Request a quote

	Project with a clear scope
	Request a quote
	See a sample deliverable

	Complex B2B service
	Book a discovery call
	Download a checklist

	Still comparing vendors
	Book a short consultation
	Read a case study



Qualification form fields
Ask only what you need to route and reply. Each field should feed a rule or a CRM field.
	Field
	Type
	Required?
	Rule it feeds

	Name and work email
	Text
	Yes
	Contact record

	Company and website
	Text / URL
	[Yes / No]
	Fit check

	Service needed
	Dropdown
	Yes
	Routing to the right team

	Location or market
	Dropdown
	[Yes / No]
	Service area rule

	Timeline
	Dropdown
	[Yes / No]
	Priority

	Budget range
	Dropdown
	[Yes / No]
	Fit check

	What prompted this request?
	Short text
	No
	Sales call prep



Routing and tracking
· Qualified:[rule] > [owner] replies within [time]
· Not a fit:[rule] > polite reply with a referral or a guide
· Events: Google Analytics lists generate_lead for a form submit, plus qualify_lead and disqualify_lead for later stages.
· CRM: map each form field to a CRM property, so sales sees the answers before the call.
Send form answers into a CRM with the same field names, such as CRMsoftware.pro, so qualified and unqualified leads are easy to count.
Want help building the page and the lead flow? See SEO and GEO services or book a free consultation with Anatolii Ulitovskyi.
 
Spreadsheet Header (CSV)
When to use: A paste-ready header row and allowed values to brief many service pages in one sheet.
Paste-ready spreadsheet header
Paste this row into cell A1 of Google Sheets or Excel, then split text to columns by comma. One row per service page.
service,page_url,primary_query,buyer_problem,good_fit,poor_fit,scope,exclusions,proof_items,proof_permission,objections,primary_cta,form_fields,qualify_rule,form_event,owner,status,review_date
Allowed values
· primary_cta: call, book-visit, quote, discovery-call, consultation
· proof_permission: written, pending, none
· status: draft, agreed, writing, live, review
Sheet tips
· Add dropdowns on primary_cta, proof_permission and status.
· Highlight any row where proof_permission is pending or none.
· Keep form_fields as a pipe-separated list, for example name|email|service|timeline.
· Sort by status, then by owner, for the weekly review.
 
Worked Example (fictional extract cleaning firm)
When to use: A completed brief for an invented commercial kitchen cleaning company, with the page changes it led to.
Worked example: Kestrelmoor Ductworks
Fictional example. Kestrelmoor Ductworks, Brineworth Bistro Group, every URL, field and finding below are invented to show a completed brief.
Kestrelmoor Ductworks cleans kitchen extract systems for restaurants and hotels. Its old service page got calls from homeowners it cannot serve.
	Brief field
	What to write
	Source or evidence
	Owner
	Status

	Buyer problem
	"Our insurer wants proof the kitchen extract was cleaned, and the inspection is next month."
	Inquiry emails
	Mara
	Agreed

	Who it is for / not for
	Restaurants, hotels, school kitchens / homeowners, cooker hood repairs
	Last year's job list
	Mara
	Agreed

	Scope
	Canopy, filters, ductwork and fan cleaned out of hours, with a photo report and certificate
	Standard job sheet
	Ravi
	Agreed

	Exclusions
	No fan repairs, no domestic work. Repairs go to a named partner.
	Delivery team
	Ravi
	Agreed

	Proof
	Brineworth Bistro Group case study, sample photo report, insurance certificate
	Signed permission on file
	Mara
	Agreed

	Primary CTA
	Book a free site survey
	Surveys turn into quotes fastest
	Ravi
	Agreed

	Qualification fields
	Business type, number of kitchens, postcode, next inspection date, email
	Existing CRM fields
	Mara
	Agreed



What the brief changed
· The headline moved from the service name to the buyer's deadline: proof of cleaning before the next inspection.
· A "Who we do not serve" line now sends homeowners to a guide, so the form gets fewer poor-fit requests.
· The sample photo report sits next to the CTA, because "What do we get?" was the top question on calls.
· Business type is a required dropdown. "Home" triggers a polite reply instead of a sales call.
Tracking set up
· Form submit sends generate_lead. Mara marks the lead in the CRM, which sends qualify_lead or disqualify_lead.
· The team reviews both counts each month by page, not just total form fills.
Before launch, check the page for crawl, speed and on-page issues with the Website Audit.
Free template from seotools.pro · https://seotools.pro/templates/service-landing-page-conversion-brief-template
