Welcome back to the Easy Email Marketing podcast. I'm your host,
Yael Keon. And today we are talking lead magnets, also known as
optin incentives or freebies or downloadables, all sorts of terms.
But if you aren't familiar with this concept, lead magnets are some
sort of freebie that you give in exchange for an email address. So
typically these are like some sort of PDF download,

but you can also see things like quizzes, webinars, and challenges.
And even a discount code counts as a lead magnet. And technically
even asking someone to sign up to your VIP club could count as some
sort of opt-in incentive, some sort of perk for joining your
community and joining your email list. That is what it's all about.
Now,

this is a way of growing your list full of potential leads for your
products or services. And once someone is on your list, then of
course you can send them a welcome series and other emails that help
nurture them, engage with them and convert them into sales and into
customers. So this is that essential first step to growing your
business using email marketing.

And for email experience students, this is all that first
experience. We are looking to create the signup experience. So as
you can see, this is really, really crucial and really, really
important to your business. But sometimes we are finding this more
challenging than you think. So perhaps you've even given creating a
lead magnet a go, you put it out there and it just isn't working.

Now if this is you, I do highly recommend a previous episode on
this, episode 24, 5 Reasons your email list isn't growing and there
are a few different reasons for it. But today's episode I'm really
gonna focus in just on exactly what your lead magnet is. If you are
not familiar with using lead magnets as a strategy and a way to grow
your list,

I can also recommend episode 10, which is how to grow your email
list fast. So in that episode I go through, you know, how this whole
process works, but today I really wanna focus in more about the lead
magnets that are working right now. Because here's the thing, the
concept of lead magnets have been around for a long time.

I'm not sure if they originated with Marie Folio and B School or if
they were around a bit before that. But that strategy, this strategy
of this building sort of was back in those early online entrepreneur
days. And so many entrepreneurs advocate for this strategy and it's
slowly propagated out to a lot of other online businesses and even
now to bricks and mortar stores, which is fantastic.

Growing your list is a great strategy and of course using lead
magnets to do so is fantastic, but the problem is, is that many
people are still seeking this old original advice and going with
what worked for those entrepreneurs, for those gurus. And while they
had fantastic information at the time, now the market is just
saturated. There was so many people using this strategy and what was



working back then just isn't working now.

People are so much more cleared up on the strategy and they're so
much more protective of their email addresses as well. Cause they
know what's going to happen afterwards. So what worked then and
unfortunately often what is still taught because that's what they
know, it's far less likely to work. Now even in my eight years of
online business, I have seen a dramatic shift in what people will
sign up for.

So when I first began, I could totally get away with a generic top
tip marketing tips guide, but I can't now. People will just not
respond to that. The space is just too noisy. So people now expect
more and frankly I can't blame them. So instead of following these
old strategies, we need to look at what's working now and get
creative and have more fun with our lead magnets.

Before I get into what's working though, let's talk about what's not
working so we can really, really hone into this. So the first thing
is any generic top tip guides or roadmaps. So what appears in this
content should be stuff that could just, they could just get
anywhere they, or watch like a 30 second TikTok and get the info. So
why would they exchange their email address for it?

The quality of the content needs to be there. We don't want just
something extremely broad and generic. I know of one online
entrepreneur who was highly recommending like creating like a
roadmap and they make it sound like the best thing ever. But then
you download it and it's literally just a squiggly line of a road
with a few dot points of each of the steps.

And then like the next page is like each step with like a paragraph
underneath it. I'm sorry, but if I got that I would just be like,
seriously, this could have been a TikTok. Like if you think this
could be a TikTok, it is not going to be a great lead magnet for you
unless you are one of the really,

really, you know, popular people and everyone knows of you. So they
think, oh yeah, I just wanna get your list because you sound like
you know, you've got this whole six figure thing figured out. So
this is just not gonna work. And just also the generic like here's
top tips for self-care. No people, again, can get that out of a
TikTok.

So the exception to this rule, the exception to this is only if it
is super, super specific. So not just top self-care tips, but
instead something like the five keys steps to a calming,
rejuvenating, evening routine for busy mums of bubs. Like so
specific about what it is so that at least when someone sees it,
they're like, yes,

that's the exact pain Point I had. That's the exact area I need help
with. You know, top, you know, five massage things you can do to
help ease your pain or your tmj, you know, something super, super



specific that people will be like, yes, I've got that problem. So
that's the only exception to this. The other things that aren't
working,

Number two is big E-books things like ultimate guides. So these
might do slightly better than the generic ones because they sound
good, right? They feel more valuable. However, what happens if
someone gets them, they download them and then maybe they open them
and go, oh this is big one, I'll set some time aside to go through
this.

And then it just sits in the downloads folder gathering virtual dust
or in like a to-read folder in your inbox and then you just never
get around to it. So again, people just feel like, okay, yeah, I've
got this information. They're not feeling like they're ready for the
next step because they haven't completed this first step yet. Or
they just might go like,

you know what, I'm not gonna have time to do that, so I'm not gonna
go for more information. People want action, not information. Number
three is generic industry content. Again, we're talking this generic
stuff, but while in the rest of this episode I will be sharing lead
magnets that are working now on some examples,

this is a huge caveat to those. So for example, a checklist can be a
great lead magnet, but a wedding planning checklist is not. Why,
because everybody in the wedding niche has one. There's only so many
checklists a bride can be grabbing. So be aware at what others in
your industry are doing and try to steer in a totally different
direction.

So where there zigging you should be zagging. And the fourth type of
lead magnet that is not working in now is 10% off codes or discount
codes or free shipping. So it's not to say you cannot use them.
These can be great for converting fence sitters and often there's
this expectation, you know, for e-commerce stores in particular to
have this,

you know, just to get that first sale, just to give people that
incentive to make that first purchase. But people typically only
obviously type in their email address for this when they are close
to buying, they're already in that really consideration phase of the
purchase. But instead we wanna catch them all when they're at that
more browsing general interest stage. So we want to think about
something that's even before that.

So something that can gather those leads before they're even at that
stage of, oh yeah, maybe I'm I'll go across the line. Because we
wanna catch people when they're still deliberating, right? Okay. So
that's four things that are no longer working. Generic top tips or
guides or roadmaps. Big eBooks, generic industry content and you
know, discount codes.

So that's what's not working. So what should we be going for



instead? What we want to be thinking about is something that helps
people to take action, not just gives them more information. So we
want to help them make progress towards whatever goal they want. We
also want something that gives them a quick win or like some sort of
a shortcut. If we save them time,

so time in researching or time in making a decision or time in, you
know, just day-to-day life. That's a huge, huge thing for them.
Number three is we want to be thinking about something that is
specific and highly niche. So again, we don't wanna have something
generic that everyone else is doing. We also don't want to say, you
know,

self-care tips. We want to narrow down to a core issue or something
else that you can think about is something timely. So for example,
right now, if you had something that was around chatGPT for example,
if you are in the online marketing space, that's a hot topic of
conversation. So getting on that and being one of the first thought
leaders or the first people exploring that,

that could be really, really helpful too. Of course, we don't need
to meet all this criteria, you know, taking action, having a quick
win specific, timely, but we wanna be thinking of meeting at least
one of these criteria. And of course we also want to make sure it's
a natural first step towards what you're selling.

Obviously there's no point in me having a lead magnet that social
media templates, for example, when I help with email marketing, you
know, while my audience might like it and it kind of might appeal
to, you know, the type of audience I have, it is not the first step
towards getting them to use email marketing. That would be a step if
you wanted someone to help with their social media marketing.

So we want to be very smart about our lead magnets and think
strategically and think about how we can support your audience with
them. So what are some examples of lead magnets working right now?
Get your pen and paper out. Here's some ideas. Here are some of my
favourites. And you take which one you think works for you. So the
first one is ideas lists.

So basically helping people come up with a ton of ideas. So this is
of course my 80 plus fillin the blank email ideas optin, you can
find that at yaelkeon.com/ideas. But anything that can help your
ideal customer come up with ideas for marketing, ideas for social
media posts, ideas for playing with their kids, recipe ideas,
anything that just takes that thought process out, something they
can print, grab and go, yep, that helps, is something really
fantastic. Number 2 is like a workbook that helps them take action.
So an example of this is my which email marketing software workbook,
which you can grab it yaelkeon.com/software. So this is like helping
people make a decision. Helping them go, okay,

I'm trying to choose between two things. I'm learning all this
stuff, how can I apply that knowledge? Or it could be like a



reflection workbook. So more like journal style questions that
you're helping people go through a thought process. So these are
actually great as an extension of any core content you produce. So
if you had a blog or a podcast that was top tips for something,

then it's like, okay, well how do you, how do you do it? How do you
take action? And extending that into some sort of workbook. Similar
to this, Number three is a planner. So people love like ideal week
planners or month by month planners or recipe planners or meal
planners, play planners, anything that helps them put into action
again really,

really helps. Number four, checklist. So these are more actionable
than step-by-step guides and you can kind of combine it with a step-
by-step guide, but a checklist is more like a, here's the things you
need to do to go through this specific process. Again, if you can
get really specific about what the checklist is for fantastic, but
just guiding people through it.

Again, it's more focused on the action than just having this really
broad step-by-step guide. Idea number five are swipe files or
templates. So these could be things like full emails that people can
copy and paste or something like copywriting hooks or calls to
action. So a really specific piece of swipe copy. Or it could be
like a resume template or it could be Canva graphics or one I've
even toyed with that may be doing one day is like email automation
recipes cuz people can,

you know, copy them into their like active campaign for example. So
again, it's all about taking those shortcuts. Number six is like
spreadsheets or calculators. So you can come up with some tech
wizardry on websites. I think there's some software we can create
your own calculator, you know, like mortgage repayments, you know,
budgeting things or it could be like a whole spreadsheet template
that does all this wizardry.

They just have to type in a couple of numbers, it calculates
something for them, or it's like a full budget thing or it's a
pricing price setting calculator. Anything that again, helps them
take action so that they don't need to do the thinking, it gives
them something useful. Number seven would be like a quick reference
guide or a cheat sheet. So this could be something that someone
could print out and put in their purse or screenshot to their phone,
store as an image of nasty ingredients to look out for

in cosmetics. Or I know one of my members, Anna, she has a cooking
measurement conversions guy. So she sells like different molds and
stuff for like making different candies and different, you know,
treats and stuff. So it's all highly precision measurement with
temperatures and everything. So having a handy printable that you
know, does those conversions.

Or it could be something like Photoshop keyboard shortcuts so that
someone can have this little sign saying these are the different



shortcuts I can use or to do this or quick, you know, Canva Hacks or
something like that. So quick reference guides is quick things that
people can do that just uplevel their skills and experience or It's
just on hand to reference to. Number eight is quizzes.

So quizzes I find work quite well, but they cannot be, again, be
generic. And they, I believe are actually one of the more
complicated ones because in order to get people to convert to your
list, I believe the result needs to be ungated. So they should be
able to get the result without having to put in their email address
because that really can just put people off.

But the trick here is then tying a specific freebie to each answer.
So again, another idea I've toyed with is having a quiz about, you
know, what's the best email software to choose and you know, go
through a few questions and say this is what I recommend. So say I
recommend Active campaign, then I could have some sort of freebie
that's like,

here's your active campaign getting started thing. So this could
still be a top tips or something, but it's so tied into a specific
answer and it's specific to that person. So obviously it's a lot
more appealing that way. So quizzes, while they are effective, they
can be more complicated cuz as soon as you've got all these
different results, that means okay,

there's like, even if you've got four results, that's four different
freebies, then four different email deliveries and then they could
ultimately end up with more different automations. So it can grow
into be this big beast. Number nine is audio trainings. So while
definitely a video is hugely popular, I'm finding a lot of people
are loving audio. And that's not just because I've got a podcast,

but people just love to listen to things on the go. So if you had
some sort of audio training, and I believe you can do this through
something like Hello Audio and have exclusive locked down content,
having something that people can listen to on the go is a great way
to stand out from all the video content that is out there. So you
could have like a series of quick trainings that people can just
listen to on the go.

Number 10 is webinars, you know, masterclasses, but I believe you
should be able to watch any time. Of course during launch is a
different situation where you've got something running live, but if
you want something that's ongoing, don't do it so they have to pick
a time to watch it, just let them watch any time.

And also don't be scared to keep them short. Again, the value isn't
necessarily in the quantity in the length. You could have, you know,
a quite a short 20 minute webinar that teaches one really, really
helpful thing. And you can keep that really, really short and
similar to this, number 11 could be like video tutorials. So not

teaching information, but teaching them how to do something in their



software. So I could in theory, have a tutorial on how to set up an
automation inside active campaign. Does that give away some of my
content, and eliminate from some of my services... possibly, but I
don't like to think of that way because people say,

oh, I can do that. Oh, I can do this, or you know what? I actually
would prefer Yael to just do this for me or Yael to show me even
more things like this that I could do because I can now see the
value in it. So video tutorials are again more action focused rather
than information.

Number 12 could be email courses. So this could be with video
trainings, audio trainings, but this is like kind of like just an
email a day for a week. It could be kind of a challenge or detox
kind of situation, but its giving them specific tips to achieve a
goal. And it's got this accountability and it's got already this
dripped content side of things.

Number 13 is exclusive regular content. So while you could have a
great initial freebie, you could have something that goes out every
single month. So if you join, you'll get my social media posts for
the month, you know, this is what I recommend. These are the key
days. Here are some posts. Like people do this with like stock image
libraries.

I know Casey Patch from little lifelong learners each month sends a,
here's your monthly play planner. So here's some specific play ideas
for this month. So things like that, that's more like an exclusive,
regular thing that again, help solve a challenge or frustration,
help people take action, that's really valuable. And finally,
another way you can make all of these lead magnets feel amazing is
by combining into some sort of toolkit or bundle.

So this could be where you have like some audio training or like a
webinar, but then they've also got some swipe files or a calculator
go along with it as well as a checklist. So it's like, again, we're
expanding on this value and yes, this may feel like a lot of work,
but the bottom line is we need to get more creative and we need to
think about how we can help your subscribers most.

We want this to be a no brainer for them. It may be more challenging
for you to create, but making the complex simple can be challenging.
But if you are removing that step or that stumbling block for your
leads, especially with you coming from your level of expertise, that
is why they'll come to you. That's why they'll want to sign up. And
they'll also get value out of the lead magnet.

They'll get it, they'll use it, they'll go, oh, I want to know more.
I wanna stick around for more from this person. So hopefully this
has given you a little bit of an insight. And you know what, if
you're feeling like, oh, no wonder my little PDF about some top tips
isn't working, you know, it's not your fault.

We've been told for 10 plus years, 15, maybe even 20 years, gosh,



it's scary, that these strategies work and they did back in the day
when there was only a few people telling you how to do these things.
But the internet is now a saturated place of how to information and
people can just get this stuff anywhere from a Google search,

not from having to go and sign up to something gated. So instead, we
need to move from this this information based thinking and think
about how can I help them take action? How can I give them a quick
win? What shortcuts can I give them? Or is there something more
timely or really, really specific and highly niche that I can talk
about?

So if you want more support and guidance on this and even some
templates, do make sure to join the wait list for the email
experience for the next time doors open, which hint is coming very,
very soon. You can get on that wait list anytime at yaelkeon.com/
experience. Thank you so much for joining me today. I would love to
hear from you about what you've enjoyed from this episode,

what you want to know more about in future episodes. And yeah, maybe
let me know what lead magnet ideas you are coming up with as a
result. Please let me know over on Instagram, I am @yaelkeon and I
will see you in the next episode.



