
Engage - Case 1

Engage - Case 2

User logged in - dropped off without filling / partially filling the form

Call Scheduled stage 

Challenge 

Motivate the user to move down in the funnel

Questions: 
 

How many users start with the counselling funnel and land into the 

IELTS masterclass/plus and then go back to counselling? 

 

How many users move to IELTS plus directly by abandoning the 

counselling flow? 

 

Financial counselling - at what point in the journey / at what stage do 

users generally attend this webinar? 

Hypothesis: 
User is already well aware of the services provided by LS

Downside of current design 

Re-iterating the services may be unnecessary as the user landed back 

on the page due to some interest and is well aware of the services at 

this point. 

User Emotions 

Lost 

Unsure of next steps 

Confused

Possible Solutions 

Show a timeline based on the country and season and all the steps that 

need to be completed along with the ideal timelines.  

 

Send specific email and WhatsApp reminders based on the timeline 

and the journey of that specific user. 

 

Show completion of steps and when a deadline is approaching, a 

countdown to drive the user to take the necessary action.

Reasons for drop off: 
- Form too long 

- Too much time commitment required, therefore user decides to come back later  

- User unsure of answers in the form

Case 1 - Call is scheduled within the next 5 days 

Ensure the user does not lose interest. 

Existing maximum engagement based on  

CTA clicks 

- IELTS Plus 

- Master Class 

- My Mentor

Financial Webinar CTA Clicks 

Mobile - 8% click 

Web - 3% clicks

Engagement Parameters 

Show the steps and the timeline of the 

process and show the user the urgency to 

take quick actions

Paid for IELTS Plus

100%

70%

60%

42%

38%

33%

Reminder 

Personalised email with the next steps and the 

timelines

Improve engagement and user experience
A separate profile page made for IELTS Users

The flow for counselling and IELTS is divided as separate products now.  

The Profile page itself has sections for the different offerings. Since 85% users are on mobile, These options are added as a tab at the  

bottom like in an app for easy user experience by placing the main navigation in the thumb zone


