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The Ultimate Guide to High-Converting Lead Magnets 
How to create an opt-in incentive that grows your list with ease

A note from Jessie 

Hey, list builder! 

There are lots of ways to grow your email list. 
But by far, the easiest way to collect those 
subscribers is to offer them something valuable 
from the very beginning. 

In this guide, you’ll learn my system for creating 
a high-quality lead magnet (sometimes called 
‘reader magnet’ or ‘opt-in incentive’) to attract 
the right people onto your list and build an 
audience that’s eager to hear about your 
offerings. 

If we haven’t met yet, hello! I’m Jessie Lewis—a 
copywriting coach for online business owners. 
I’m here to show you how to write for your 
business and build an audience for your brand, 
because your own words are the most 
powerful business-building tool you have. 

With that, let’s get started.



Step #1: Get clear on your target audience 

Before you can create an opt-in incentive, you have to know who you’re trying to 
get on your list. Because if you don’t? You could spend months or years building 
a list of 10,000 people… but end up making zero sales. 

This isn’t a numbers game. A list of 200 people who are your exact ideal client 
is far more valuable than a list of 2,000 randos. 

So, who do you want on your list? Write it down. How clearly you define this 
audience is up to you, but here are some questions to guide you: 

• What are some traits or life circumstances your best clients have in 
common? 

• What traits or life circumstances must someone ABSOLUTELY have in order 
to be a good client for you?  

• Who do you definitely not want to work with? 

• What kinds of people do you find naturally gravitate toward you, but aren’t 
actually good clients? (Beware!) 

Step #2: Brainstorm your lead magnet topic 

With a clear idea of WHO you want on your list, you can now start brainstorming 
WHAT content they’ll want to sign up for. 

There are two core ideas I want you to keep in mind: 

First, successful lead magnets are an overlap between what your target 
audience is interested in, and what you offer. 
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For example, if your ideal client is busy moms, they might all be interested in a 
freezer meal food prep guide. But if you’re a home organization specialist, that’s 
not a good overlap. You’re much better off finding a topic that’s more in line 
with your work—such as a 5-day decluttering challenge. 

Second, more content does not equal a better lead magnet. 

You could, theoretically, give away everything you know in a comprehensive 
ebook. But that’s not only a huge time suck—it’s actually not as valuable as it 
might sound! 

Here’s why: Your readers don’t want information. They want results. 

So when you’re brainstorming your reader magnet topic, focus on delivering 
one quick win. If you can help them have a breakthrough (no matter how 
small), they’ll be itching for more. 

With these core ideas in mind, the best reader magnets I’ve seen (and the ones 
that have performed best in my own business) fall into one of two categories: 

Option 1) A how-to on just one piece of the puzzle 

In this lead magnet format, you’re not giving away your whole secret sauce. 
You’re helping them take just the first step. This delivers massive value in itself 
AND helps them understand why they might need you to keep moving forward. 

Examples: 
• If you’re a designer: How to do a design audit of your own website 
• If you’re a relationship coach: Your Ideal Partner worksheet 
• If you’re an email strategist: How to choose the best email provider for your 

business 
• If you’re a designer: A “How to pick your brand colors” guide 

Option 2) A challenge to help them overcome one limiting belief 
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This lead magnet also helps them take the first step, but it’s ideal in industries 
where your clients are showing a lot of hesitation. Maybe they’re not familiar 
with what you do, or they don’t believe the change they desire is possible. 

So get your brainstorm on. Why might people think your service won’t work for 
them? Where are they getting stuck? Then, how can you help them have a small 
win to show them that it will? 

Examples: 
• A 3- or 5-day challenge to help them take action on one small task a day 
• A list of journaling questions to help them have a breakthrough 
• A short video training 
 

Step #3: Create your lead magnet… strategically 

Now the creation begins. Write the guide, film the video, design the worksheet—
get it done! 

But before you take it live, you’re going to add three strategic elements to turn it 
from a mere freebie into a tool that helps your business GROW. 

It starts with… 

1) An introductory page 
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QUICK TIP: 

It’s tempting to try to create the perfect lead magnet right now. My advice? 
Keep it simple. Choose the option that you can create the fastest. You WILL 

create multiple reader magnets throughout the life of your business. Don’t 
get hung up on trying to make the perfect one right now—just get one done!



That person downloading your freebie might have just stumbled upon your site 
or blog post. There’s no guarantee they even read your home page or about 
page. So now that you have a captive audience, it’s important to make a 
personal connection. 

On the first page of your lead magnet, write up a quick, warm welcome. This 1-3 
paragraph section should do three things: 

• Thank them for downloading  
• Introduce yourself and share what you do 
• Tell them what benefits they’ll get from completing it 

…Kinda like the one you saw up at the top of this document 😉  

(Note: If you’re doing an email course as your opt-in instead of a PDF of some 
kind, this information can also go in the first email of the series.) 

2) A closing page 

After the core content, add a final page that tells them how they can take the 
next step with you. This could be as simple as directing them to your blog for 
more education, telling them to email you with questions, or driving them to a 
sales page. 

(Note: If you’re doing an email course as your opt-in instead of a PDF of some 
kind, this information can also go in the last email of the series.) 
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QUICK TIP: 

Most of the time, you’ll create your lead magnet in Microsoft Word, Apple 
Pages, or Google Docs, then export to PDF. Be sure to check your links! You 

may need to use a tool like Adobe Acrobat to make your links clickable after 
exporting.



3) A clickable name 

And finally, you need to give that lead magnet an enticing title. You want people 
to realize that this isn’t just a freebie—it’s a truly valuable resource. 

A great lead magnet name: 
• Tells the reader what they’ll learn by reading it 
• Explains why this freebie is special or unique 
• Sounds like a physical product (such as a “guide” “worksheet” “cheat 

sheet” etc.) 

Brainstorm a few ideas before settling on one. This step is worth the extra time. 

Step #4: Set it up in your email marketing provider 

You’re almost there! 

Now that your lead magnet is ready, it’s time to set it up in your email marketing 
provider and make it available on your website (or as a stand-alone opt-in page) 

Now, there are a lot of different email marketing providers, and a lot of 
resources to help you set up your own (check out YouTube for tutorials—that’s 
way better than anything I could try to provide here). I’m not going to get into 
those specifics, but here is my general advice: 

I’m a big fan of ConvertKit. If you’re committed to growing your email list, this is 
a really, really solid option. I use them myself (that’s how you got this freebie!) 
and recommend them constantly. 

Alternatively, if you have limited funds but are eager to get started, you can get 
your feet wet for free with MailChimp. However, MailChimp doesn’t have the 
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same level of ease around using lead magnets for list growth. I recommend 
eventually transferring your subscribers to another platform later (this is fairly 
simple). 

…And you’re ready to roll! 

With your lead magnet set up in your email marketing provider, you can collect 
subscribers through various forms and landing pages. 

If this is your first lead magnet, I recommend starting with a landing page. This is 
a simple page that exists for the ONE goal of getting people to sign up for your 
list and get the freebie. This way, you have an easy link to share with people you 
meet. (Psst—Both MailChimp and ConvertKit include landing page builders.) 

Beyond that, you can add you subscribe form across your website. Here are 
some ideas of places you could post your form: 

• On your home page 
• At the bottom of all blog posts 
• In the middle of relevant blog posts 
• At the bottom of your about page 
• In your website footer 
• As a pop-up 
• In a “hello bar” at the top of your website 
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I told you closing pages are important, right? 

You now have all the tools to create a lead magnet that your readers will love. 

Now, it’s time to take action. Don’t let this guide sit in your downloads folder. 
Scroll back up and take the first step right now. 

And if you get stuck, feel free to bring your questions to the Love Your Online 
Business Facebook community. This is a free group for audience builders, 
where you can reach me directly while getting input from other online 
entrepreneurs. 
 

(Because the strongest businesses are built in community!) 

Happy list building, 

Jessie
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Click here to join the group

https://www.facebook.com/groups/loveyouronlinebusiness/
https://www.facebook.com/groups/loveyouronlinebusiness/
https://www.facebook.com/groups/loveyouronlinebusiness/
https://www.facebook.com/groups/loveyouronlinebusiness/

