
THE LEAD MAGNET 
EXPLAINED



WHAT IS A  
Lead  
Magnet?

A small “chunk” of value that 
solves a SPECIFIC problem for 
a SPECIFIC market that is 
offered in exchange for an 
opt-in.



This Is Not A Lead Magnet…



LEAD MAGNET CHECKLIST
✓Offers an ultra-specific solution to an ultra-specific market	



✓Promises “one big thing” (as opposed to a lot of little things)	



✓Speaks to a known desired end result	



✓Offers immediate gratification (no newsletters, podcasts, etc.)	



✓Moves prospect down a “continuum of belief” (What NOT how)	



✓Has a high perceived value	



✓Has a high ACTUAL value (contains an “Aha Moment”)	



✓OPTIONAL: Can be consumed in 5 minutes or less



TYPES OF LEAD MAGNETS



CASE STUDIES

FOR MORE INFO SEE: http://socialadpower.com/case-study/

http://socialadpower.com/case-study/


TOOLKIT/RESOURCE LIST

FOR MORE INFO SEE: http://www.leadpages.net/how-to-bribe 

http://www.leadpages.net/how-to-bribe


ANSWER THEIR #1 QUESTION
A.K.A. “SANDWICH CONTENT”



REPORT/GUIDE



FREE DOWNLOAD/TRIAL

FOR MORE INFO SEE: http://www.evernote.com/  



ASSESSMENT/TEST

FOR MORE INFO SEE: http://www.quicksprout.com/

http://www.quicksprout.com/


QUIZ/SURVEY

FOR MORE INFO SEE:  
http://mcleangolf.revolutiongolf.com/free-death-move-analysis-tool  

http://mcleangolf.revolutiongolf.com/free-death-move-analysis-tool


CHEAT SHEETS/HANDOUTS



More Templates, Cheat Sheets And Handouts…



114,327 Downloads

82,251 Downloads

16,150 Downloads

7,855 Downloads



LET’S TALK SPECIFICS…



Which Lead Magnet Is More Compelling?

“CASE STUDY: How We 
Generated 250 Leads From 

Facebook in 18 Hours…Without 
Spending a Dime On Advertising”



Names Matter…Speak To A Specific Desire!

Published: 1982	


Sold: < 5000

Published: 1998	


Sold: 2.5 MILLION+



WHAT’S 
WRONG WITH 
THIS LEAD 
MAGNET?
NO SPECIFIC 
INTEREST!!



THIS WORKED BETTER…



SPEAKS TO A KNOWN DESIRE…



IN OTHER WORDS…



BE SPECIFIC!!!
(Or the terrorists will win…)



FINDING THE HOOK
“If you had two minutes to impress 

someone, what would you say, show or 
give them that would blow their mind?”



FINDING THE HOOK
“What’s the one thing…more than 
anything else…your prospects truly 
want to know?” (ex. How much is my 

property worth? When can I kiss her? How do I 
implement a Facebook contest? etc…)



Action Item

Brainstorm three 
Lead Magnet Titles

Lead	
  Magnet	
  Titles:	
  
_______________________________________	
  
!

_______________________________________	
  
!

_______________________________________


