
Behavioral UX Testing Worksheet 
Use these 6 principles to audit a page or plan your next A/B test. 

 

🔵 TRUST – Endorsements Work 

What it is:  
Users won’t act if the experience feels uncertain or unverified. 

Why it works: 
Trust signals reduce hesitation. Social proof and authority reassure users that this choice is 
safe. 

Authority Bias 

Be swayed by an expert or trusted source 

✦​ Case studies with experts 
✦​ Showcase industry awards and certifications 
✦​ Endorsements from respected publications 

Social Proof 

Recommendations and reviews from others can be very persuasive 

✦​ Star ratings and written reviews 
✦​ “Bestseller” or “Most popular choice” labels 
✦​ User testimonials with photos or names 
✦​ Referral programs (“Your friend Anna invited you”) 
✦​ “Leading choice in [industry]” language in CTAs 

 
 

🟠 EMOTIONS – People Before Pixels 
 
Endowment Effect 
A sense of ownership increases the likelihood to commit 

✦​ Free trials 
✦​ Product customization: color/feature selectors, “Build your own bundle” 
✦​ Bookmark favourite items 
✦​ Interactive quizzes: “Build your skincare routine” 



 
Lifestyle Imagery 
Real people in real contexts are more relatable.  

✦​ Swap product banners for warm, lifestyle hero images 
✦​ Show people using the product, not just the product itself 
✦​ Use real-life scenarios over polished stock photos 

 
 

🟣 RELEVANCE – Personalized Experience 
 
What it is: 
Adjusting content, messaging, or structure to match the user’s needs, context, or segment. 
Make sure your content speaks to the user’s problem, not just your product. 
 
Why it works: 
Relevance builds trust and engagement. When users feel like something was “made for them,” 
they’re more likely to continue — even if the personalization is light. 
 
Personalization 
Adjust content based on demographics, preferences, or behavior 

✦​ Role selector for presenting targeted content: e.g. “I’m a student” vs. “I’m a parent” 
✦​ A product finder quiz for tailored product recommendations  
✦​ Industry-specific landing pages, e.g. "Healthcare" vs. "Education" 
✦​ “Because you viewed...” or “You might also like...” modules 

 

 

🟢 KEEP IT SIMPLE – Less is More 
 
What is it: 
Users make faster, better decisions when content is easy to scan, design feels effortless, and 
functional choices are streamlined. 
 
Why it works: 
Cognitive load slows users down. Simplicity across content, design, and functionality keeps 
them moving forward without confusion or friction. 
 
 
 
 



Content  
Make it skimmable  

✦​ Convert paragraphs into bullet points 
✦​ Replace jargon with accessible language 
✦​ Include summaries or TL;DR  
✦​ Highlight key benefits or takeaways 
✦​ Limit CTAs to one clear action 
✦​ Show short “steps to get started” lists (e.g. 1-2-3 format) 

Design  
Make it feel easy 

✦​ Established design patterns 
✦​ Bullet points, obvious buttons 
✦​ Avoid cleverness that confuses 
✦​ Show clear product attributes with badges or specs 

Functionality  
Guide with defaults, reduce steps 

✦​ Use smart defaults (e.g. shipping method, donation amount) 
✦​ Pre-fill known fields to speed up forms 
✦​ Remove non-essential steps or options 
✦​ Add filters or checklists to simplify complex selections 

 

 

🔴 SPEED – The Power of Now 

What is it: 
Users prefer experiences that offer immediate results and minimal effort to receive what they 
want. 

Why it works: 
Instant feedback reduces anxiety and keeps momentum going. When delivery or access feels 
delayed, users are more likely to abandon. 

Show Speed 
When users see instant results or quick delivery, they’re more likely to act 

✦​ CTAs: “Start now”, “Instant access”, “Download immediately” 
✦​ Taglines: “Get relief today” or “Results in 5 minutes” 
✦​ Shipping: “Ready to ship today” or “Delivered tomorrow” 
✦​ Progress indicators during form steps (“Takes 2 minutes to complete”) 



Be Speed 

Reducing time and friction prevents drop off. 

✦​ Instant downloads or access after signup 
✦​ Fast autofill on forms or use previously stored data 
✦​ Live chat or immediate support 
✦​ Single-click checkout or express payment methods 
✦​ Fast page load 

 

🟡 VALUE – Why Framing Matters 
 

Power of Free 
Use "free" to make offers feel low-risk and appealing 

✦​ Free trials 
✦​ “Free shipping” banners  
✦​ "Download for free" CTAs 

Scarcity Bias 
Create urgency (time, quantity, access) 

✦​ “Sale ends in 2:14h” 
✦​ “Only available to email subscribers” 
✦​ “Upgrade to unlock exclusive tools” 
✦​ "Only 3 left" inventory notices 

Mental Accounting 
Make costs feel manageable 

✦​ "Only $10/month" plans instead of $120/year 
✦​ Offer buy now, pay later (e.g. Klarna, Affirm) 
✦​ Show cost per use (“Less than $1 per day”) 
✦​ Create bundle discounts (“Save 20% when you buy the set”) 
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