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LIST BUILDINGMODULE 10

If you have been around the online space for a while, or have a service- 
based business that is built on connection and human contact, then you 
know that your money is in your mailing list, and this marketing 
reality is not changing anytime soon! 

Creating and nurturing a mailing list is what brings in consistent 
business over time and creates long term growth that is built on 
consistency, connection and flow! Even if you do not have an online 
business, the best way to stay in touch with your contacts is to create 
and nurture a list over time. 

Another important point worth noting here is: A product is never your 
business. For example, you may believe that coffee is the business of 
Starbucks… But it is not. In actuality, the business is its distribution 
channel which is the real estate it creates. Distribution channel is a 
huge asset to any company and important to really understand. 

How to build a distribution channel: 

1.  Create products such as e-books, give-always, membership sites etc. 
2.  Promote other products as an affiliate 



By doing these two things you build a list but what is really important to 
understand is that the true value is not in the list itself, but in the 
consistent way you nurture and provide a service to that list. It is truly 
the trust you create with your list members! In order to do this, it is 
important to always consider anything you are promoting to your list in 
terms of how much you believe and connect with what you are sharing. 
Your reputation is connected to everything you share with your list and 
this should always be your top consideration. If you remember that you 
are there to serve your readers at all time, this will be received and your 
likability will be connected to your vulnerability, transparency and 
openness with your tribe! 

The people on your list are your ideal clients and you are there to teach 
them, educate them and be the expert in your field. In order to create 
this, you need to really understand your area of expertise and the 
biggest problem of your target market. 

The Four List Building Starters: 

1.  Traffic to Your site, and your list 
2.  A landing page which comes from your free offer. 
3.  Email auto responder such as Aweber, MailChimp or ConvertKit 
4.  Advertising Funds 



YOUR FREE OFFER / LEAD MAGNET

So you will build traffic to your site with a powerful free offer. People 
will want to opt in to your list with this free offer because it solves a 
problem or challenge your ideal client is facing.  It should be of great 
value! This is featured on your site front and center and grabs your 
ideal clients attention on the site or is presented via social media, 
or via live print. 

Lead Magnets (free offers/ Opt in) don’t have to be lengthy. Or 
complex. Or time-intensive to create. 
You simply need to solve a specific problem with a specific solution for a 
specific segment of your market. And its important that it is not too long 
such as a 300-page eBook as a Lead Magnet. *The more SPECIFIC you are 
with your lead magnet- the more it will convert! Lead magnets should NEVER 
be vague. They must offer an ultra-specific solution to an ultra-specific 
market. 

Also, your lead magnet should not cover a bunch of little needs, but 
rather should target one promise and it should be clear! You must 
deliver on this one promise and be very specific about this in your offer. 
Also, making it multi-day will drag out the immediate gratification factor 
which your target market is looking for. Give them the goods in one! 

Be sure that your offer looks like high value and really creates a mindset 
shift that has your ideal clients wanting to dive into your world, and 
purchase from you in the future. If your ideal client has to go through a 
15 day course, they are likely not going to be as engaged to buy your 
next follow up offer. NOW is important with any lead magnet! 



*  Checklists: Checklists 
convert the best out of all 
the lead magnets, 
probably because they are 
so easily consumed. They 
condense everything that 
the user needs to know 
into one, actionable list- 
They’re also super quick to 
create. 
*  Cheat Sheets: You can 
deliver these as checklists, 
mind maps, or 
“blueprints.” 
*  Sample chapter of a 
book/audio 
*  Manifesto:  A 
manifesto is a simple 
declaration of your values. 
It makes a great lead 
magnet because your ideal 
audience will naturally be 
drawn to it 
*  Tutorial 
*  Facebook group 
*  Groupon 
*  Give-Away Prize 

The next step is to decide the platform on which to present your free 
offer. The best starting place here is to conduct a survey to find out 
what your ideal clients would most enjoy! Then, what is the most cost 
effective way for you to create, and how fast can you get this to your 
ideal client? This could include: 

*  Webinars 
*  Discount Codes 
*  Free coaching 
session 
*  Audio Book 
*  Audio Files 
*  Recipes 
*  Educational training 
*  Video Training 
*  PDFs 
*  Scripts 
*  Calendars:  For 
example, if you’re in the 
fitness industry, you 
could offer a workout 
calendar. That way, your 
users don’t have to think 
about what exercises to 
do each day, because 
you’ve already mapped it 
out for them. 
*  Guides 
*  Reports 
*  Challenge 
*  Membership Site 
*  Event tickets 
*  Blog posts 

*  An assessment or 
test 
Quiz or Survey:  (My 
example here: 
http://emergingjewel.com 
/quiz-are-you-a- 
compulsive-over-eater/) 
*  Access to a Private 
Facebook Group 
*  A ticket to one of 
your live events 
*  One to One 
Consulting Call 
*  Sales Material:  In 
some cases, the most 
desired piece of 
information for the 
market is pricing and 
descriptions of products 
or services. 
Ex) Ikea obtains contact 
information in exchange 
for their catalog.  



CONTENT FOR YOUR LEAD MAGNET

#1.  What are the top 3 questions you are constantly asked when 
people find 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.) 

SHARE BELOW: 



#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.) 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. 

SHARE BELOW: 



#3.  What are a few different gestures you can offer 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!) 

SHARE BELOW: 



Thinking of your Ideal Clients: 

Will their positive outcome happen quickly? You want to deliver fast 
results here- engage them and deliver! 

Is it so amazing 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 
figure out what your audience REALLY wants from you. 

Will your lead magnet get your audience results, save them money or 
solve a problem?  

*** If you make your freebie better than other people's paid content, you'll 
be the leader in your niche.

FINAL CHECKLIST FOR OPT-IN



BEST WAY TO GRAB ATTENTION FOR 
YOUR LEAD MAGNET

These days, video is the best way to grow your email list on social 
media, but  your blog content, podcasts, and Facebook Live videos 
should all work together and complement each other. 

For example, after doing a blog post and podcast, jump over to FB live 
(more than 10 minutes gets more views) and let everyone know how to 
watch it! 

Then on the live video,  go deeper into the topic, along with examples 
to paint a picture.  You can then ad Facebook ads to boost the post! 

Instagram can be leveraged in a number of ways as well as you can 
post a photo of an item that is discounted exclusively for your email 
newsletter subscribers. Another option is to upload a video highlighting 
the benefits of signing up for your email newsletter or to post a picture 
or video that details your exclusive email content. 

*** There are many other ways to share your Opt in such as : newsletter, 
Linked In, Twitter, Live Events signups, auto-responders, and email 
signatures. In terms of social media, I suggest focusing on 2 areas and 
master those. Spreading yourself too think in the beginning can lead to 
burn out and frustration- focus on doing small bits well. 



FUNNELS tHAT DON'T COST A FORTUNE

Now, I want to share what I feel is one of the most effective ways to 
build a list via a free offer without spending out of pocket on 
advertising… stay with me here ;) 

This might be more of a long term strategy that you will work towards 
over time, but its something I do suggest working towards in order to 
leverage your time and your money! 

Ok- Let's say that your conversion rate of your offer (freebie) is bringing 
in 100 website visits which ends up being 30 new subscribers per day! If 
you had 1000 website views, that would be 300 new subscribers per 
day! 

So the question is… How do you get this much traffic? 

Well, this is where Facebook ads come in. If you were to spend $100 to 
test an ad which sends people to your lead page for your opt in, and 
let's say you attracted 20 new subscribers at five dollars for a cost 
per lead. Now, this isn't bad but this is way too much money in the long 
run and you will find yourself broke before your list is half built! 

So here's what I recommend instead… 

Are you ready? 



SELF-LIQUIDATING OFFER

A self liquidating offer is a digital offer that will give them something 
when they sign up that is worth a lot of value and is sort of like a mini 
course. For example: “ A Seven Day Fitness Boot Camp Series.” 

From there, you send them through a funnel to get your $39 e-book. 
(Price point is low enough that it is a no brainer for your ideal client). 
Now at this point, they have received massive value from you from 
your free offer and the e-book will be just as much value and a low- 
cost such as this it will be a no-brainer for them to buy! 

HOW IT'S FREE FOR YOU

What happens here is that every day you spend $100, 20 people 
subscribe and they buy the product for $40. Now let's say that 3 out of 
20 will buy the e-book on average. This is $120 in sales-if an e book is 
$40 and 3 people purchase. 

So what has just happened? You have gained 20 subscribers for free! 

You are financially free! 

You spend $100 and got: 

*  20 new list subscribers 
*  Three new customers 
*  Earned $120 
*  You gain $20 in profit 
*  You are financially free! 



What does this look like visually? 

FREEBIE  ----->  Email Funnel to LOW COST OFFER ($29)  ----->  Higher 
Offer ($197)  -----> PUT MONEY INTO ADS  -----> MORE FREEBIE SIGN 
UPS  -----> Continue…. 

(you can also have other funnels that lead to higher level offers as well!) 

So let's look at spending $1000 a day on ads for a month: 

*  You have spent $30,000 for the month 
*  You gain 900 new customers and $36,000 in revenue that month
*  This is $6000 in profit for you!



HOW DOES IT WORK?

Cold leads opt in and are taken to the auto responder and a thank you 
page where is an upsell. This is for under $100.  (Your low cost 
offer).They purchase or they don't purchase and you take them in an 
emotional email sequence. 

You start to cultivate your leads and warm them up, then you take them 
into your warm lead funnel, and invite them to a free training. This 
could also be a series of video or something for added value- something 
powerful and has them getting to know you – something that shows you 
really genuinely care about getting on the results they need. 

From this place, you pitch your signature program on the actual 
training, they do or do not purchase and they get added into an 
emotional email sequence, where are you get them on the phone to put
your highest level program. 

If they do not purchase, you can now sell them into a lower level 
program. Either way you continue to nurture them pitching new offers 
talking testing and optimizing. 

You see, when you have an insane value upfront ( freebie) that leads to 
an automated funnel that leads to a high-end program: so could look 
like: free, $97, $497, $1997, $9997, this is all very psychological because 
what we know is that people do not pay for information. People to pay 
for implementation.  



But first you have to teach someone how to do something then hold 
their hand, then customize strategy, then implement with them or for 
them… You are moving them through a funnel and you are leveraging 
yourself out of your business as you do this. - because anything under 
the $497 price point is totally automated. 

So for example, if someone buys the $97 special offer on your thank 
you page… It takes them to another page which reveals another special 
offer, which might be a variation of the program you sell for $1997 but it 
is completely automated and you are selling it to them and releasing it 
to them for a special price of $497. What will happen is your average 
client value will skyrocket, because at least a small amount of people 
will say yes to this. 

This is a great way to cover your marketing budget and after that the 
sky is the limit! Plus you have all these new leads through your funnel! 

Do you see where I am going with this? There is a real system to 
follow when you are using Facebook ads and funnels. You do not need 
to go broke while you are trying to build your list! 

But you do need to have product offers that are of value and very strong as 
well as a powerful lead page to attract your ideal clients! 



You essentially need three product offers: 

*  Capture or Lead page for your opt in (free offer) 
*  A Front End Product that costs from zero to $49. Now this has to be a 
high-end product and it must deliver so much value at a very good 
price. 
*  Then you have a backend product for about $197 which covers your 
advertising costs and this money all goes back into advertising and 
covers any costs associated with the funnel. 

Now you also do not want to be looking for new customers every month 
as this is a heck of a lot of work! But in the beginning, it is essential and 
you want to do things that really build your list quickly with a lot of 
people and put money back in your bank. This is why I recommend the 
technique I shared above! 



DOWN THE ROAD:  YOUR NEXT STEPS

Paid Membership Communities 

Build a community on Facebook that is turned into a private 
membership site. This will be your new product and you can put all 
your training content in there. It is also a place where your tribe can 
gather eventually. 

* Don’t worry too much about this because once you start getting 
funnels into place, you will have all sorts of programs and offers- this 
step will come naturally! For now, focus on building a SUPER STRONG 
offer and lead it to an email series that sells a higher level offer. From 
there you can start to create events for the people who are in this 
arena- they are your HOT market! See how easy it is??? AND FUN!! ☺ 

Ok, so now…take a deep breath! You got this and remember- it takes 
time! It took me 3 years to get a good funnel in place and Im still 
adapting and working at it. But I am saving you time here- get started 
with a 2 part funnel and build from there- and remember: you do NOT 
build funnels- you coach, so be sure to hire out for that ☺ 
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