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How to Create Your MVP Flagship Lead Magnet
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1. What are your goals for the lead magnet?
__________________________________________________________________

2. What are you going to use for your lead magnet?
___________________________________________________________________

Building Your Lead Magnet 
Crafting the Right Title 
Templates. 
The one thing [avatar] need to [problem solved]
The 3 Simple Steps to Transform Your [avatar] Into [result]
The 3 Simple Steps to Eliminate [Problem Solved]
The 5 Step Playbook to Doing X, Y, Z [tactical]
The Ultimate Guide to [tactic, strategy or problem solved]
Subtitle: For [avatar] who are ready to [transformation]
The 14 Point Checklist for [problem solved or tactic]
How one [avatar] Did X, Y, Z [tactic/strategy] and achieved [result]  (case study)
How to [desired outcome] with [specific input]
How to _________ : A guide for [avatar] who are ready to [transformation]

Title Ideas
1. ___________________________________________________
2. ___________________________________________________
3. ___________________________________________________

Cover Creative
1. What do you envision the cover looking like? 
_______________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

2. What program or service are you going to use to create the cover? (i.e Canva, Fiverr, etc.) 
_________________________________________________________________________

Intro
1. Who is your prospect? (i.e who is this lead magnet going to help?)
_________________________________________________________________________

2. What problem does you prospect have? What problem are you solving?
_________________________________________________________________________

3. How are you going to “agitate” the problem? How does this problem effect other aspects of their business or life?
_________________________________________________________________________

Validation (aka bio and credibility)
1. Who are you and why should they listen to you?
___________________________________________________________________________________________________________________________________________________________________________________________________________________________



Main Content
1. Main Points
a) _____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

b) _____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

c) _____________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________________

(keep going as needed, 3 is not the limit)

Call-To-Action / The Next Step
1. What is your offer?
___________________________________________________________________________________________________________________________________________________________________________________________________________________________

2. How do they access this offer? (i.e. what steps do they have to take?)
___________________________________________________________________________________________________________________________________________________________________________________________________________________________

3. Have you made this painfully obvious to your prospects?

Yes ______ 	No ______
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