
6 Ways to Turn Website
Visitors Into Account Holders
How Financial Institutions Can Transform Online
Engagement Into Real Lending Results

By: Chase Neinken



The Digital Battleground
for Growth

Fintechs and aggregator sites have capitalized on this behavior, capturing
intent before a consumer ever reaches your website. But this new reality
isn’t just a challenge—it’s an opportunity. 

Every online search, calculator interaction, or budgeting query
signals intent. Each moment is a chance for your institution to
connect, guide, and convert.

The key lies in showing up earlier, delivering value faster, and building
confidence at every step. Here’s how to make that happen.

Consumers no longer walk into a branch to start their
financial journey—they start with a search bar. 

From “how much can I afford?” to “best refinance options,” these questions
now shape every major life decision.
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Mobile first, journeys
second

Show me you know me

Confidence through
clarity

Connect curiosity

Education -> Application

Clicks to conversions
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Your Blueprint for
Digital Growth
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The Opportunities Ahead

1. Education -> Application

Most visitors arrive at your website looking for help, not a hard sell. They
want tools, insights, and reassurance that they’re in the right place to
make a financial decision. The best digital experiences lead with value —
educating before selling — because trust starts with clarity.

The lesson: Your website should feel like a guide, not a sales pitch. When
you provide genuine value, visitors stay longer, engage more, and see
your institution as a trusted resource.

Best practice: Offer calculators, insights, and content that help users
explore their goals with clear explanations. When people feel informed,
conversion happens naturally.

2: Connect curiosity
Visitors should never wonder what to do next. A great website experience
feels intuitive — each click builds momentum and moves people closer to
their goal. It’s not about adding more buttons; it’s about guiding intent
with thoughtful, contextual design.

The lesson: Every page on your site should lead somewhere meaningful.
Static content creates dead ends, but guided experiences create
progress.

Best practice: Integrate clear, natural calls-to-action like “See My
Options” or “Estimate My Payment.” Design each tool or section to
seamlessly connect curiosity with the next step in the journey.
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The Opportunities Ahead

3: Mobile first, journeys second

Over 65% of financial site traffic comes from mobile devices.

For many consumers, their phone is their primary financial touchpoint. If
the experience isn’t fast, simple, and mobile-friendly, they’ll find one that
is. Designing for mobile isn’t just about responsiveness — it’s about
anticipating how people browse, compare, and act on the go.

The lesson: Mobile interactions now define first impressions. A clunky
form or slow load can lose a potential customer in seconds.

Best practice: Build every journey for mobile first. Simplify forms,
minimize taps, and prioritize speed. The goal is to make applying,
calculating, or learning from a phone as easy as scrolling social media.

4: Show me you know me
People don’t want to be treated like visitors, they want to be recognized
as individuals. Personalization transforms static content into meaningful
connection by showing users you understand their needs.

The lesson: Relevance is the new currency of digital trust. The more
tailored the experience, the stronger the relationship becomes.

Best practice: Use behavioral signals and data to shape next steps. Show
product recommendations, insights, or offers that align with a user’s goals.
Personalization done right turns digital curiosity into lasting engagement.

05



The Opportunities Ahead

5: Confidence through clarity

Financial topics can feel intimidating, and confusion creates hesitation.
The clearer your website’s language, visuals, and flows, the faster people
gain confidence to act. Transparency isn’t just good UX — it’s how digital
trust is built.

The lesson: Clarity converts. When people understand their options, they
move forward decisively.

Best practice: Use plain language, visual explainers, and transparent
context alongside rates, tools, and applications. Remove jargon, simplify
steps, and show that your institution values understanding as much as
conversion.

6: Clicks to conversions
Your digital tools and pages shouldn’t live in isolation — they should
connect. Every calculator, form, and guide is an opportunity to help
someone take their next step toward becoming a customer.

The lesson: Every digital interaction is a potential turning point. The
institutions that win are those that connect insight to action seamlessly.

Best practice: Design clear conversion paths that transform intent into
progress. Whether it’s “Get Pre-Qualified,” “Open an Account,” or
“Schedule a Conversation,” make it effortless to act in the moment of
motivation.

06



Your Company

Your Company

Schedule a 30 Minute Product Demo

Conclusion: Competing in
the Moments That Matter
Winning online isn’t about shouting louder — it’s about showing up with
value, clarity, and confidence when it matters most.

Financial institutions already have the advantage of trust and relationships.
By combining that with modern, human-centered digital experiences, you
can transform everyday website traffic into loyal account holders.

Chimney helps financial institutions turn digital attention
into action, giving every visitor the clarity, confidence,
and momentum to become a lifelong account holder.
Learn more at www.chimney.io.
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