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SEOBRIEF 

Product Experience & Activation Audit 
Pilot Feedback Report. 2nd April, 2026 | Desktop  

 

Executive Summary 

This report shares clear observations and suggestions from a first-time user experience review of 

SEOBrief (seobrief.lovable.app), a no-code SaaS tool that creates SEO-optimized content briefs 

for writers, founders, and business owners in Nigeria. 

The audit was done by using the product directly, testing the full process from entering a 

keyword to receiving a brief, using the search term ‘saas onboarding.’ The evaluation looks at 

the onboarding process, the output experience, paywall design, email capture approach, and 

overall activation setup. 

SEOBrief stands out for its speed. The three-step process from keyword to brief is fast and 

smooth, and the main idea meets a need in the Nigerian content market. However, the audit 

found a key issue: almost all the value is hidden behind an immediate paywall, so users see very 

little before being asked to pay. Along with no clear “Aha Moment,” weak social proof, and an 

awkwardly placed email capture, the current experience struggles to turn user curiosity into 

commitment. 

These observations consider the product’s current stage as a no-code MVP. The 

recommendations focus on changes that don’t require development work rather than adding new 

features. The aim is not to criticize, but to help the product reach its full potential in engaging 

and activating users. 

 

 

Audit Scope 

Desktop 
 Platform tested: seobrief.lovable.app 

 Device: Desktop browser (Windows) 

 Keyword used for testing: ‘saas onboarding’ 
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The following surfaces and flows were evaluated: 

  

Flow / Surface Notes 

Step 1 — Keyword Entry Primary input screen and UX clarity 

Step 2 — Content Format Selection Framing, language, and personalization feel 

Step 3 — Platform Targeting Option selection and button hierarchy 

Result Page — Brief Output Output quality, paywall placement, and actions 
available 

Email Capture Section Placement, framing, and conversion logic 

Overall Activation Architecture Aha Moment presence, trust signals, and retention 
hooks 

All observations reflect the perspective of a first-time user with no prior exposure to the product. 

No account creation, tutorials, or external documentation were consulted during testing. 

 

 

Key Performance Observation 

Time from keyword entry to first visible output: Under 30 seconds 

Percentage of output visible without payment: Approximately 15% 

Industry benchmark for effective freemium activation: Users should experience at least 60–

70% of core value before encountering a paywall. 

 

Speed is SEOBrief’s strongest competitive asset. A sub-30-second path from keyword to first 

output is genuinely impressive and meaningfully better than most SEO tools in the market. The 

problem is not how fast the product delivers rather, it is how little it shows before asking users to 

pay. 
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Closing this gap is the single highest-impact improvement available to the SEOBrief team at this 

stage. Users who cannot evaluate what they are buying do not convert. Users who see enough 

value to want more do. 

 

 

Section 1 — Desktop Observations & Recommendations 

 

S/N Area Observation Recommendation Priority 

1 
Paywall 

Placement 

The result page blurs almost 

everything behind two 'Unlock with 

Pro — Pay ₦5,000' prompts before the 

user has experienced meaningful value. 

The free output shows only a 

suggested title, search intent badge, 

and primary keyword. 

Unlock at least 2–3 

secondary keywords on 

the free result. The 

paywall should 

interrupt desire not 

replace the experience 

that creates it. Move 

the paywall further into 

the output, not 

immediately after the 

first visible line. 

High 

2 
Aha Moment 

Design 

The flow is purely mechanical: enter 

keyword → pick content type → pick 

platform → get brief. There is no 

moment that feels intelligent or 

specific to the user's topic, leaving the 

output feeling generic rather than 

insightful. 

Add one Insight, 

something that makes 

it feel valuable using 

the tool. For instance, 

AI-generated context 

line to every brief: e.g. 

'SaaS onboarding is a 

high-intent 

informational keyword. 

Founders searching 

this are typically 0–6 

months post-launch.' 

This costs nothing 

technically and 

changes how the 

product feels. 

High 
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3 

No Search 

Volume / Data 

Signal 

An SEO brief tool with no volume 

data, keyword difficulty, or 

competitive estimates appears to be 

guessing. Users comparing this to any 

established SEO tool will immediately 

question the credibility of the output. 

In the near term, add a 

simple 1–5 difficulty 

indicator or 'estimated 

intent level' label even 

if manually curated. 

Longer term, a Google 

Trends embed or 

lightweight 

DataForSEO / Semrush 

API integration would 

restore data credibility. 

Medium 

4 
Email Capture 

Placement 

The newsletter signup section sits 

below the fold on the result page. A 

user who has just hit a paywall is 

already in exit mode and will not scroll 

down to subscribe to a newsletter. 

Move the email capture 

above the fold on the 

result page, reframed 

as 'Get this brief 

delivered to your 

inbox' not as a 

newsletter.(This 

translates to more leads 

for you). 

Alternatively, trigger a 

light modal on 

paywall-click: 'Not 

ready to pay? Get a 

free version via email.' 

High 

5 Paywall Copy 

The unlock button reads 'Unlock with 

Pro — Pay ₦5,000.' This is 

transactional and cold. It names the 

price without naming the benefit, 

which is the least persuasive framing 

for an upgrade prompt. 

Rewrite to describe 

exactly what is behind 

the lock. Example: 'See 

8 secondary keywords 

+ AI search phrases 

built for your topic.' 

Sell the specific value, 

not the tier. 

High 

6 Social Proof 

There are no trust signals on the result 

page or anywhere in the flow. No user 

count, no testimonial, no outcome 

statement. Users who arrive without 

prior context have no reason to trust 

the output or the product. 

Add a single social 

proof line near the 

output. Even outcome-

framing works if 

numbers are 

unavailable: 'Helps 

Nigerian writers cut 

keyword research time 

Low 
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by 80%.' Something 

that signals others have 

been here and found it 

useful. 

7 
Brand 

Positioning 

The product header reads 'Generate 

Your Content Brief' with a generic 

subtitle. There is no tagline, no 

positioning statement, and no signal of 

who this tool is built for. The identity 

is invisible. 

Add a single 

positioning line 

beneath the logo or 

heading. Example: 'The 

fastest SEO brief tool 

for Nigerian writers 

and founders.' This 

anchors the product in 

a market, builds trust, 

and differentiates from 

generic AI tools. 

Medium 

8 
Output Action 

Depth 

The only action available after 

generating a brief is to copy it. There is 

no save, no account creation hook, no 

share option. This means there is no 

retention mechanism and no reason for 

a user to return. 

Introduce a 'Save to 

dashboard' option, even 

if locked behind a free 

account signup. This 

creates a reason to 

register, builds a return 

visit habit, and opens a 

lifecycle email 

channel. The copy 

button alone is a dead 

end. 

Medium 

9 

Step Labelling 

& 

Personalization 

Step 2 — likely a content format 

selector — functions as a form choice 

rather than a personalization moment. 

The language is transactional rather 

than conversational, which misses an 

easy opportunity to build user rapport 

early in the flow. 

Reframe form steps as 

questions directed at 

the user. 'What are you 

creating?' feels more 

personal than 'Select 

content type.' Small 

language changes at 

the top of the funnel 

improve completion 

rates and product 

perception. 

Low 
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Priority Summary 

 

Priority Observations 

HIGH 
Paywall placement & framing, absence of Aha Moment, no insight line in output, 

email capture placement 

MEDIUM 
No search volume / data credibility signal, CTA hierarchy, brand positioning & tagline, 

output action depth (copy only) 

LOW Social proof, step labelling & personalization language, mobile scroll experience 

 

Note on scale calibration: 

This audit is calibrated to SEOBrief’s current position as a no-code MVP (Minimum Viable 

Product). High-priority items can be done this week without coding or a developer. Medium-

priority items represent short-term product decisions. Low-priority items are improvements to 

work on later as the product grows. 

 

 

Closing Note 

SEOBrief is a fast and focused product with a real use case and a clear target market. The idea is 

solid, the speed stands out, and the focus on the Nigerian market shows good thinking. 

What the product needs most at this stage is not more features. It is a better answer to the 

question every new user is silently asking: ‘Is this worth my time before I pay?’ Right now, the 

product does not give them enough to answer yes. 

 

The highest-priority fixes centre on three things: moving the paywall further into the output 

experience so users feel value before they see a price, adding one intelligent insight line to each 

brief to create an Aha Moment, and repositioning the email capture as a value exchange rather 

than a newsletter subscription. 

 

None of these require a developer or an integration. They require a decision. Addressing them 

will meaningfully improve the conversion rate from first visit to paid user — and that is where 

SEOBrief’s retention story begins. 
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I am happy to discuss any of these findings in more detail or assist in thinking through how to 

prioritise and sequence improvements. 

 

Obioma Covenant 

Onboarding Specialist 

covenantstephen7@gmail.com  |  linkedin.com/in/covenant-obioma 

April 2026  |  Pilot User Feedback — SEOBrief Platform 

 


















