
How to build an email list 
without an ad budget

LS Platinum Workshop



I am Pat Henseler
Director of Training at LinkedSelling 

You can find me in the LS Platinum Group

Hello!



We’ve got Matt Kersey
Program Director at LinkedSelling 

You can find him in the LS Platinum Group (or on the 
Frisbee Golf Course most weekends)

The Chatmaster 
General



A couple of gimmes...

◉ You need an offer (something your audience 
wants/needs)

◉ You need an email service provider
◉ You need a landing page/opt-in form

We’re not going into detail on each of these today, 
but feel free to ask questions about them in the 
group.



The 3D Listbuilding 
Checklist

1. Define your target audience.
2. Determine the complete offer 

(front-end AND back-end).
3. Distribute the offer.



Define Your Audience
Where it all begins….
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Demographics

Are the quantifiable 
characteristics that define 
your prospects.

I.e. geography, job title, 
industry, age, company size

Define Your Audience

Psychographics

Are the characteristics that 
tell us how your prospects 
think or feel.

I.e. interests, personality, 
opinions, lifestyle, attitude



Where do they hang out?

◉ Groups
◉ Websites
◉ Blogs/publications they read
◉ Competitors

What if you don’t know?

How can you find out?



How to Find Out

◉ Buzzsumo
◉ Search (google, Twitter, LinkedIn, FB)
◉ Feedly/RSS Feeds



Join their groups

◉ Facebook
◉ LinkedIn
◉ Reddit (subreddits)
◉ Quora
◉ Eventbrite
◉ Meetups



What do they want?
What will you offer your audience...
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What could you offer?

◉ Guide
◉ Cheatsheet
◉ Checklist
◉ Video Training
◉ Free Trial
◉ Toolkit
◉ Template
◉ Discount
◉ Quiz
◉ Survey
◉ “Strategy Call”



What should you offer?

◉ Start by asking - “What offer will I make to my prospects?”
◉ What are you selling them into?
◉ Work backwards from there.
◉ What are your prospects complaining about or struggling with 

when they begin working with you?
○ What pain point do you solve?
○ What questions do clients typically ask you?
○ What is the one thing your prospects want?

■ They don’t want your product in the beginning.
■ They want to make more money, save more time, 

succeed in their job -> get more specific...







What to call it?

◉ Specificity
◉ IPO Formula

○ Identify audience
○ Paint a Picture of the end state after implementing
○ Objection Tackled

◉ Generate Results Now - newsletters don’t make the best lead 
magnet. If multi-day drip you need to build a lot of value for 
what you are providing.

◉ YouTube/Google Auto-Fill



YouTube Google Auto-Fill



YouTube Google Auto-Fill



What to call it?

◉ Specificity
◉ IPO Formula

○ Identify
○ Paint a Picture
○ Objection Tackled

◉ Generate Results Now - newsletters don’t make the best lead 
magnet. If multi-day drip you need to build a lot of value for 
what you are providing

◉ YouTube/Google Auto-Fill
◉ A/B Test



Grow your list
What options are out there if you don’t have an ad budget?
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“

The options are nearly limitless.

But here are some of our favorites 
and how we’ve used them...



Snip.ly



Twitter Auto-DM





LinkedIn Groups

Welcome/Join Message



LinkedIn Groups

Welcome/Join Message



LinkedIn Groups

Group Announcement



LinkedIn Pulse



LinkedIn / Facebook 
Prospects

Hey [[first_name]] - I am part of a team conducting a global survey in relation to property management 
work order systems, how we use them, work order process, and data tracking.  
 
Your participation will help create a better understanding of the state of this technology today, and provide 
some specific opportunities for you to consider how to better use your systems. 
 
If you are familiar with your system, the survey shouldn’t take more than a couple minutes to fill. And I 
would greatly appreciate your input on the topic!  
 
Anyways, here's the link for you to check it out: >>ENTER LINK<<  
 
If you have any questions for me on the survey or suggestions on how to get the most out of your systems, 
shoot me a message back and I'd be happy to help out. 
 
 
Thanks, 
Bob 
 



Blog / Website



Blog / Website



Blog / Website



Share-ability



Share-ability



Email Signature



What’s Next?
They’re on your list, now what? And how can you scale...
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Next-Level

◉ Next stage offer in lead magnet (optimize value)
◉ Follow-up email sequence to sell them into the next stage
◉ Use your thank you page



Thank You Page Upsell



Next-Level

◉ Next stage offer in lead magnet (optimize value)
◉ Follow-up email sequence to sell them into the next stage
◉ Use your thank you page
◉ Land some clients
◉ Determine what you can pay per opt-in and start buying some 

traffic where your audience is



Any questions ?

You can find us in

◉ The LS Platinum Group

Thanks!


