
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 – for contact info. 

Where Do They Go? 
+ Website as a Pop-Up 
+ Inline within page/blog content 
+ Sidebar as a graphic 
+ On it’s own landing page. 



THIS IS NOT A LEAD MAGNET… 



SPECIFIC 
GREAT LEAD MAGNETS ARE  



SO NOT THIS… 

This lead magnet is  
non-specific and takes 20 
weeks to receive the full 
pay off… 
“e-course? What value do I get? 20 
weeks? I better be a certified 
mastermind if I invest that much time…” 



1.  Make a SPECIFIC Promise 

2.  Give a SPECIFIC Example 

3.  Offer a SPECIFIC Shortcut 

4.  Answer a SPECIFIC Question 

5.  Deliver a SPECIFIC Discount 

GREAT LEAD MAGNETS…  



1. Make a Specific Promise 

1982 version Back to Print version 
*Same content - Bestseller 



1. Make a Specific Promise 

Lead Magnet on sidebar of a web page or blog post 



2. Give a Specific Example (i.e. Case Study) 
**Better…but not specific enough. 



3. Offer a Specific Shortcut (i.e. lists & handouts) 

Lead Magnet On a Landing Page 

This little baby generated 28,507 leads in 45 days for the guys at 
digitalmarketer.com… (serious.) 



3. Offer a Specific Shortcut (i.e. lists & handouts) 

Lead Magnet Pop-Up Website Page or Blog Post 



4. Answer a Specific Question 

In some cases, the most 
desired piece of 
information for the market 
is pricing and descriptions 
of products or services. 
 
Ikea Harvests contact info 
in exchange for their 
catalog. And they deliver it 
digitally to speed up 
consumption & 
gratification. 



4. Answer a Specific Question 

*This website looks A 
LOT like most websites 
we see. Offering 
everything to 
everyone in a single 
place… 
 
What is the main 
question this 
companies customers 
want/need?... 
 
 



4. Answer a Specific Question 

Their customers are b2b wholesalers and the #1 question they get is “what are your 
wholesale prices? So… GIVE IT TO THEM! 



5. Deliver a Specific Discount 

E-COMMERCE SITES – THIS IS A NO-BRAINER. 



5. Deliver a Specific Discount 

At the very minimum, making a change like this to your non-specific “newsletter sign-
up” and including a discount or adding some sort of value is progression. 



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 an interesting story or example 
you can show or tell that proves your 
product/service works like you say it 

works?” 



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? What’s your 
wholesale cost? Product list? Where’s the best fishing 

hole in Waco, Texas? Etc…) 


