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The Optin Page
• Destination landing page for call-to-action from ads and content


• Goal is to “Sell” the benefit of the lead magnet (a.k.a. free gift)


• Simple works best here


• Some of the highest-converting have only a headline and the opt 
in form


• The key is the perceived value of the lead magnet, not in the opt 
in page design



The Optin Page
• Primary elements


• A compelling headline “How To Start A Profitable Business From 
Scratch”, and optional supporting social proof or benefit/promise 
statement (e.g. “The Framework I Used To Generate Over $10 Million 
Dollars in Sales - With No Marketing Expense”)


• An opt in form with some leading “instructional text” (e.g. Enter your 
email here to get the report”) and an “active” call to action button 
(e.g. “Download The Report”, “Get Instant Access”, etc)


• A privacy statement (“We never share your email with anyone”)



The Optin Page

• Secondary elements


• Benefit bullets


• A background Image


• A “Hero Shot” of the lead magnet


• Social proof indicators



The Thank You Page

• The page after the opt-in is complete


• Single vs. Double optin


• In it’s simplest form, this page thanks the new subscriber for 
opting-in and tells them to look for an email with instructions for 
accessing the lead magnet (Do not provide the lead magnet on 
this page)



The Thank You Page
• Other possible uses of this thank you page


• If you’re using a double opt-in process, instructions for completing their opt-in


• A quick video of you saying thanks, reinforcing the value of the lead magnet, 
and setting some expectations


• An invitation to the next step in your process — visit your blog, join your 
group, share the lead magnet, come to your webinar


• Make an offer - identify buyers, mitigate ad costs


• Segment these buyers into an upsell funnel or email follow up campaign



Lead Magnet Delivery Page

• Create an autoresponder message in your email service with 
instructions to access the lead magnet


• Don’t attach downloads to the email - could negatively affect 
deliverability.  Link out to a web destination


• Generally, you’ll link to a simple web page with instructions to 
download the lead magnet, or access through a member area



Lead Magnet Delivery Page

• If it’s a downloadable item, you’ll want to have uploaded it to 
the web and link to it on the delivery page.


• Some landing page tools give you the option to upload to 
their servers (Leadpages, for example)


• Otherwise, you’ll want to upload it to the internet - Amazon 
AWS, Wordpress Media folder, Google Drive, Dropbox, etc.



Lead Magnet Delivery Page

• The optimizations on the Thank You page also apply to this 
Lead Magnet Delivery Page


• Especially if you used a “How To Confirm Your Email” approach 
on your Thank You page



Autoresponder Followup Sequence
• Create an automatic email followup sequence that reinforces the use and value of the lead 

magnet; then educates and encourages taking the next step forward


• A rule of thumb is to send 5-7 daily emails


• I also like 3 content, 1 promo, 3 content, 1 promo, 1 final call


• Content emails a combination of teaching, demonstration, case study or social proof - all 
related to the achieves/avoids of your avatar (1 topic per email), with a soft Call to Action 
before the signature


• Promo email is a simple sales letter, or a story/article that then links out to a full sales letter 
or video.  (I recommend the latter)


• Once the email sequence is over, transfer the contact to your main newsletter/broadcast list



Lead Magnets



Lead Magnets

• A “Lead Magnet” is an item that we offer to prospective 
subscribers in exchange for their email address



Key Characteristics of Effective Lead Magnets
• Attention getting


• Has real value (“share your 
best stuff”)


• Focused on ONE core avatar 
want/need


• Enhances trust and authority


• Advances the sale


• Provides “instant gratification”


• Appropriate to the buyer 
journey context


• Easily consumable


• Easy for you to produce



5 Top Types of Lead Magnet
• Reports and guides
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5 Top Types of Lead Magnet 
Summary

• Reports and guides


• Toolkits and Resource 
Guides


• Cheat sheets, Checklists, 
and “Hacks”


• Blueprints, templates and 
swipes


• Quizzes, Tests, Assessments 
and Challenges


