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Phase 1: The Foundation 

Definition 

Basically, a Lead Magnet is a free, high-value item or resource that you 
offer to individuals in exchange for their email address. It works by offering 
your audience a useful and immediate solution to a specific problem they 
are facing. In turn, they give you permission to send them emails related to 
your business. 

Importance 

For digital creators and online businesses, a lead magnet serves as the 
entry point to an email list. It converts casual website visitors into 
subscribers and, eventually, to paying customers.  

Some popular examples of lead magnets include PDF Guides & Checklists, 
templates, mini-courses or email series, and resource lists. 

Purpose 

A lead magnet must have a purpose. Otherwise, all you will have is a 
collection of random emails. Now, let’s answer these questions: 

 What is the primary business goal for growing your list? 

(e.g., Launch a digital product for my audience, promote affiliate offers 

on my blog, sell a freelance service) 

 What is the exact avatar this lead magnet serves? 

(Go niche, for example, “Side-hustler Isabel who wants to start a 

profitable blog” is more targeted than just “people interested in 

blogging.”) 

 What is the number one struggle or desire of this person right 
now? 

(Maybe this person wants to start a profitable blog but is overwhelmed 
by information overload) 



 What small, specific transformation will this lead magnet achieve? 

Example: “Go from overwhelmed by technology choices to knowing 

exactly which three tools are the best to use in starting a blog.” 

 What is the next logical step after my audience consumes this 

freebie? (Your eventual offer) 

Remember, your lead magnet is the bridge - know where it’s leading to. 

  



Phase 2: Choosing the Right Lead Magnet Type 

Choose one format that fits your strengths and your audience’s preferred 
way of consuming content. Don’t make this too complicated – just keep it 
simple. 

Which type resonates most? (Check 1–2 to start) 

 Checklist/Cheat Sheet – A one-pager that your audience can 
reference while completing a task 

 Workbook/Worksheet – Prompts with blank spaces that can be filled 
to guide individuals through a process 

 Template/Swipe File – A done-for-you framework, copy-paste script, 
or design file 

 Mini Email Course – For example, a 7-14 day sequence, delivering 
one lesson per day 

 Short eBook/PDF Guide – This could be an ultra-focused guide with 
12–25 pages, focusing on one specific topic 

 Video Training/Workshop Replay – Maybe a 30-60 minute 
walkthrough, showing exactly how to do something 

 Resource List/Tool Kit – A carefully selected list of tools, books, or 
software, along with your commentary 

 Quiz/Assessment – A self-assessment that provides a personalized 
result 

 Free Challenge – For example, a 5-day, 10-day, or 15-day challenge 
with daily tasks in a community or via email 

 Free Consultation/Audit – A call where you solve a problem, naturally 
leading to your service 

Why did you choose this type? (e.g., “I can create a PDF checklist in one 
afternoon” or “My audience loves watching me work through things.”) 

  



Phase 3: The Irresistible Promise & Content 

It is quite likely that less people will pay attention, if you say something 
boring like: “Free eBook about blogging.” Instead, turn it into a specific, 
result-driven promise. 

 Lead Magnet Name (Compelling and clear): 

Examples: “The 15-Minute Blog Launch Checklist,” “The Solopreneur’s 

5-Day Inbox Zero Challenge,” “My First $1,000 Digital Product 

Roadmap” 

 The one-sentence promise: 

“Get [specific result] without [common pain point] in [timeframe].” 

 Content Outline (Exactly what’s inside): 

o Main resource title: 

o Core modules/steps/checkpoints: 

1. 

2. 

3. 

4. 

5. 

o Any bonus element (e.g., “BONUS: Done-for-you email templates”): 

 Now, for a quick quality check: 

o Can this item be consumed in less than 30 minutes? 

o Is the result small enough to be achieved quickly, but valuable enough 
to leave my audience wanting more? 

o Does it naturally make them interested in my product/service? (And this 
should not be forced, just logical.) 



Phase 4: Asset Creation & Visual Polish 

Create a product that looks good enough for you to be proud of, without 
spending two weeks/months designing it. Remember, getting it done is 
better than being perfect. 

 Create the content (For example, write the PDF, record the video, 
outline the email course, etc.). 

 Design a simple cover/mockup (For example, you could use Canva 
to create a 3D book mockup or a screenshot of the resource). 

 Brand minimally with your logo, colors, and website URL. 

 Save in the most appropriate format: 

o PDF (for downloads) 

o Link/URL (for video or tool access) 

 The content delivery plan could include: 

o A single PDF delivered on a thank-you page 

o An email course delivered automatically via your email platform 

o Link to a private video or an unlisted YouTube video 

o Other: _______________ 

  



Phase 5: Tech Setup (The Bare Minimum) 

At this stage, you don’t really need a complicated funnel. For now, all you 
need is a page, a button, and a welcome email.  

 Create the landing page (opt-in page): 

o Draft a headline that matches the lead magnet promise 

o Include 2–3 bullet points of what your audience will get 

o Include a mockup image or photo of the lead magnet 

o An email sign-up form (name optional, email required) is critical 

o Create a clear submit button (For example, “Send Me The 
Checklist”/ “Get Instant Access”, “Start The Challenge”) 

 Tools you can use: Your website (WordPress plugin, page builder), 
MailerLite, Kit, Gumroad (free), Carrd, or Linktree with email capture. 

 Set up the thank-you page (what subscribers see after signing 
up): 

o Include a “Check your email” message (if delivering via email) or an 
immediate download link 

o If possible, create a short, warm video or personal note to build 
excitement (this is optional but can be quite a powerful promotion 
strategy) 

 Configure the delivery email (or immediate thank-you page 
delivery): 

o Subject line example: “Here’s your [Lead Magnet Name] – plus a 
quick tip…” 

o Body: Deliver the resource, remind them of the transformation, and set 
expectations for future emails. 

 Test the entire flow yourself. Sign up with a non-business email, 
confirm delivery, and click all links. 

  



Phase 6: Promotion Plan 

Use these simple channels to promote your lead magnet. 

 My primary promotion channels (check all that apply): 

o Website pop-up/slide-in (timed or exit-intent) 

o Blog post inline CTAs (at the end of relevant posts) 

o Link in bio (Instagram, TikTok, Twitter, LinkedIn) 

o Pinterest pin linking directly to the landing page 

o Social media posts & stories (with a specific CTA to “comment a 
keyword” or “click the link”) 

o YouTube video description/pinned comment 

o Guest post bio or podcast show notes 

o Signature in online communities/forums (where this is allowed) 

o Collaboration with another creator (that is, sharing each other’s 
freebies) 

 Three specific content angles I’ll use to promote this freebie (write 
them out): 

1. Share my own struggle and how this tool solved it (story-based) 

2. Quick tip that teases the full resource (value-first) 

3. Direct “I made you something free” announcement (straight ask) 

 Evergreen promotion idea: Add a new blog post around a keyword 
related to the lead magnet topic, with the opt-in as the primary CTA. 

  



Phase 7: Measurement & Optimization 

Knowing your numbers is very important in assessing where you are, and 
whether you may need to make some adjustments. In fact, even with small 
tweaks, you could increase your conversion rate. 

 Key metric: Landing page conversion rate (the number of sign-ups 
divided by page visitors). 

 Benchmark for solopreneurs: For highly targeted lead magnets a 20-
40% benchmark is great. Anything above 50% is exceptional. If the 
benchmark is below 10% this indicates a mismatch in audience or 
offer. 

 Monthly check-in: 

o Total sign-ups for the month: 

o Top traffic source for conversions: 

o Any question or feedback that came from new subscribers (use this to 
improve or create new content) 

 One test I can run to improve conversion: 

o Test a new headline on the landing page 

o Add a short video of me explaining the freebie 

o Simplify the form (first name only vs. first and email) 

o Change the CTA button color/text 

o Offer a different lead magnet on my most visited post 



Bonus: 10 Quick Lead Magnet Ideas for Digital Entrepreneurs 

Do you still need more ideas? Below are some lead magnet ideas that you 
can “steal”. Each is small, specific, and leads to a paid offer. Of course, you 
can make your own adjustments. 

1. “The First $150 Freelance Starter Kit” – 5 email templates, a pricing 
calculator, and a client onboarding checklist. 

2. “Blog Post SEO Checklist” – A one-page clickable checklist for 
optimizing a post before publishing. 

3. “My 5-Day ‘Start Your Newsletter’ Challenge” – Daily emails and 
help in setting up. 

4. “Digital Product Idea Validator” – A simple worksheet that scores an 
idea based on audience demand, effort, and potential profit. 

5. “Canva Template Pack: 10 Instagram Quote Cards” – Done-for-you 
templates that establish authority in a niche. 

6. “The Solopreneur’s Weekly Review Notion Template” – A 
productivity dashboard for tracking goals, content, and revenue. 

7. “60 Content Hooks for Coaches and Creators” - A swipe file of 
proven opening lines for social media. 

8. “Affiliate Marketing Starter Kit” – A checklist for choosing products, 
a disclosure template, and three email swipe files. 

9. “My 15-Minute Morning Routine for Focus” – A simple PDF guide 
with a printable tracker. 

10. “The $0 Launch Plan” – A step-by-step calendar for launching a 
service or product using only free tools and organic traffic. 

 


