
How to Create an
Irresistible Lead Magnet

If you are looking to turn your Facebook fans into paying customers, it starts with an irresistible 

lead magnet. A lead magnet is a valuable free giveaway that you create for your ideal   

customers. You give it away in exchange for their name and email address. The goal is to make 

your lead magnet so valuable that your audience can’t resist signing up to get it.

When creating a lead magnet, focus on 3 core areas: your content, the platform and your pro�t 

path. Here’s a quick breakdown:

CONTENT
This is all about the value of your o�er; what you plan to give in exchange for your prospect’s 
contact info. If you are not sure what your audience needs and wants from you, ASK THEM! 
Consider sending a survey or starting a discussion on Facebook or Twitter to elicit feedback.

PLATFORM
The platform is essentially the way in which you will deliver your content.  Examples of di�erent 

platforms include webinars, discount codes, audio �les, videos, and PDFs as cheat sheets, guides, 

and reports. Some unique platforms include access into a private Facebook group, a ticket to 

one of your live events or a one-on-one consulting call with you if you feel you can manage the 

volume of calls that will come your way!

PROFIT PATH
This is one area most people do not consider when creating a lead magnet, but it is extremely 
important! Your pro�t path determines how you plan to generate revenue. When creating a lead 
magnet, always consider your offer to your prospects and make sure your lead magnet is 

aligned with what you plan to o�er as a paid program, product or service.

A lead magnet also sets you up as an authority in your niche and 
creates the “Givers Gain" - you give something of great value to 
your audience and in return, you gain respect, a�nity, and trust.

Want to get started with your Facebook Marketing Plan? Join me for my upcoming, free webinar, "How to Create
an Easy-to-Implement Facebook Marketing Plan." Grab your seat here: http://www.amyporterfield.com/fbplanwebinar

http://www.amyporterfield.com/fbplanwebinar


CONTENT
#1
What are the top 3 questions you are constantly asked when people �nd out what you do in your 
business?  (These common questions are a perfect starting point to help you start seeing what 

your audience most needs from you.)

1)_____________________________________________________________________________________________

2)_____________________________________________________________________________________________

3)_____________________________________________________________________________________________

#2
What are your audience’s PAIN POINTS? (Figuring out what keeps them up at night and the 
obstacles that get in their way will help you understand their needs and become even 

more valuable to them.)

_______________________________________________________________________________________________

_______________________________________________________________________________________________

_______________________________________________________________________________________________

#3
What are a few di�erent gestures you can o�er to your ideal audience that you know they will not 
be able to pass up? (This is your brainstorming sessions, so anything goes - get creative!)

_______________________________________________________________________________________________

_______________________________________________________________________________________________

_______________________________________________________________________________________________

THE YES OR NO TEST
When you decide on your lead magnet, put it through this �nal test.  Ask yourself:

YES OR NO:  Is it so irresistible that your audience will actually feel they’ve missed out if they 

pass it up? If you answer “no” or “not really” - push yourself to �gure out what your audience 
REALLY wants from you.

YES OR NO:  Will your lead magnet get your audience results, save them money or solve a prob-
lem? (You want to create a positive outcome with your magnet, no matter how big or small.)

YES OR NO:  Will their positive outcome happen quickly?  (With a lead magnet, in most cases you 

want to deliver fast results or easy opportunities so the WIN happens quickly while you are still top 

of mind.  This is your �rst impression, so make it a good one!)

Want to get started with your Facebook Marketing Plan? Join me for my upcoming, free webinar, "How to Create
an Easy-to-Implement Facebook Marketing Plan." Grab your seat here: http://www.amyporterfield.com/fbplanwebinar
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PLATFORM
Once you determine your content, it’s time to decide on your platform.  Your platform is the way 

in which you will deliver the content. Here are three questions to consider when deciding on 

your platform:

#1
How does your audience like to consume your content? (If you don’t know, ask them! Post a 

short survey on Facebook and Twitter to get feedback directly from the people that matter most 

to your decision.)

_______________________________________________________________________________________________

_______________________________________________________________________________________________

_______________________________________________________________________________________________

#2
What is the easiest and fastest way to deliver the content? (Remember, you want to create a 

quick win for your audience, so quick delivery is key.)

_______________________________________________________________________________________________

_______________________________________________________________________________________________

_______________________________________________________________________________________________

#3
What is most cost e�ective platform for you? (This one is tricky.  What’s most cost e�ective may 

not be what your audience will respond to most, so you want to consider your budget AND your 

audience's need when deciding on a platform.)

_______________________________________________________________________________________________

_______________________________________________________________________________________________

_______________________________________________________________________________________________

PROFIT PATH
Before you make the �nal decision on what to create, consider how your lead magnet is aligned 

with your overall pro�t path.  What does your ideal audience need to understand, be aware of 

or believe, in order to want or need your product, program or service? Use your lead magnet 

content to make sure your audience truly understands the value of what you offer.

Want to get started with your Facebook Marketing Plan? Join me for my upcoming, free webinar, "How to Create
an Easy-to-Implement Facebook Marketing Plan." Grab your seat here: http://www.amyporterfield.com/fbplanwebinar
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