
SIGN-UP FLOW REVAMP

Substack is an online platform that allows anyone to
start a newsletter, blog, website, or podcast for free.
Substack used to lead the market, but now there’s a
lot of competition. 

To help them continue to grow, I redesigned their
sign-up flow with the goal of increasing the sign-up
flow completion rate.



To understand the situation, I started with two
discovery-focused activities:

 Content audit
 Competitive analysis

1.
2.



The content audit helped me understand the
weak points of the existing flow.

Click through the next few slides to see my audit of the sign-up flow.



Landing page (doesn't change)



Step 1 Step 2



Step 3 Step 4



Step 5 Step 6



Step 7

Step 8



Dashboard (doesn't change)



Weak point #1: No progress indicators
The lack of progress indicators makes it impossible for users to see a finish line, which could
lead to them losing motivation during the sign-up process and abandoning it altogether.



Weak point #2: No outcome mentioned
There was no outcome mentioned or repeated. Even at the end, the user has no idea what lives
over at the URL. Why would they go through the process without knowing what’s in it for them?



Weak point #3: Friction caused by optional steps 
Progressive disclosure was used, but lots of potentially optional steps added unnecessary friction.



I also conducted a competitive analysis to
understand market expectations.
To understand how Substack's sign-up flow compared to other newsletter platforms, I
analyzed the sign-up flows of two competitors: beehiiv and Ghost.



Competitor #1: beehiiv
beehiiv uses a progress bar to help users visualize their progress during the sign-up process.
Like Substack, beehiiv prompts the user to create an account before delivering value.

Takeaways:

Progress visualization

Account creation as Step 1



No progress visualization
Vague CTA

Competitor #2: Ghost

Ghost immediately delivers value to its users by getting them into the platform during Step 1.
Like Substack, Ghost does not use progress indicators, and its CTA copy is very vague.

Takeaways:

Value delivery during Step 1



Based on the content audit and competitive
analysis, I formed a hypothesis to lead my
design process.

By focusing on the distinct value delivered and adding progress indicators, I’ll increase
Substack’s sign-up flow completion rate, as users will be motivated by an outcome
that’s repeated throughout the process and have a clear path to completion.



Next steps
 Land on a flow that tells the right story
 Write microcopy

1.
2.



Flow iteration A
By centering sign-up around one hook/focus, I’ll provide a clear outcome for
the sign-up flow, incentivizing the user to continue and complete sign-up. I’ll
also streamline the process by eliminating unnecessary steps.



Flow iteration B
By getting the user into the product ASAP and eliminating unnecessary steps,
I’ll lower the cognitive load and incentivize setup at their preferred pace.



I decided to move forward with iteration A.
After reviewing my audit of the original flow, I decided iteration A better
supports my hypothesis. By immediately getting users into the platform, they
will have a clear understanding of the value being delivered and be
motivated to complete the sign-up process.



Progress indicators in CTA buttons
and bottom left corners

Outcome clearly stated

"Don't worry" statements
answer potential user

questions

Final design

Step 1 Step 2

Subheader clarifies
what the URL is used for

Recommendation helps
users know what to put

in the form field



Final design

Subheader clarifies
purpose of this step

Changed this step from
users selecting their
interests and getting
recommendations to
focus it more on their

publication setup

Step 3 Step 4

Added a tooltip to give
users more context as to

how their name and
photo will be used

Bio example gives users
a possible framework for

writing their own bios

Character count acts as
another guide for users
when writing their bios 

"Tell readers about yourself"
informs users that readers

will be able to see their bios

Outcome (a publication)
repeated in the

subheader 

Explained the purpose of
the user's personal profile



First sentence is meant to
excite the user about the
outcome and encourage
them to finish signing up

Clarified what creating
an account does

Explained to the user how they
will use the email they enter

Aimed to make users feel safer
using a personal email by

explaining that readers won't see it

Final design

Step 5 Step 6

Added password
requirement in a tooltip

Kept "free forever" value prop

CTA reminds users of
the outcome and

aims to excite them

Subheader tells users where the
CTA will take them and what they

should do when they get there



Next steps

Before implementing this task, I'd first meet with engineering, product management, and product
design teams to identify any constraints.

I would then collaborate with a product designer in a Figma file, making sure to clearly define where
each of us was working and when.

Once the first iteration of the sign-up flow had been completed, I would conduct beta tests with users
to gain feedback and uncover any problems.

I would then create a new iteration of the sign-up flow based on the feedback I received.

Then, I would run A/B tests so users could compare the two versions, which would help me determine
which one drove better results.

Using the data from both the beta and A/B tests, I would create a final sign-up flow, making sure to
document it before putting it into effect.

After the final solution had shipped, I would take note of the outcome. If the completion rate had
decreased, I would refine the sign-up flow by repeating the steps listed above.

Collaborate & Create

Test & Refine

Finalize & Ship


