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WHY DO YOU NEED A FREEBIE?

A freebie, also called a lead magnet, is an essential part of attracting new 
clients. It allows people a chance to get to know you and understand the 

benefits your service can provide. Prospective clients can download a freebie 
24/7 from your website or a stand-alone landing page. This means that your 
freebie is working for you around the clock! Even if you’re largely finding 
clients through referrals or online networking, a freebie provides a wonderful 
opportunity to give value first, before discussing your services and fees.

As valuable as a good freebie is to your business, most people find 
freebies hard to produce. Even those who enjoy creating content don’t 
usually know what it takes to create a great freebie. Here’s the secret: 
There’s a big difference between providing great content, and providing 
great content that attracts your ideal client.

So many business owners create freebies that don’t give enough content, 
give too much content (this is far more common), or have an ineffective 
focus that won’t attract clients. 

“Free doesn’t necessarily mean it’s worth downloading.” 

So how do you accomplish all five of the goals of a great freebie?

It’s also helpful if it’s easy to produce. This 8-page Perfect Freebie Formula 
will give you the way to achieve all of these things!

1. Attract your ideal clients
2. Give great value
3. Connect emotionally
4. Establish your expertise
5. Move people to action



THE FIVE GOALS OF A GREAT FREEBIE

Goal 1: Attract Your Ideal Clients

This is all about the title and the promise of your freebie. Your freebie should 
be a small, strategic slice of transformation. This means that whatever you 
suggest in the freebie needs to be something that can be accomplished in a 
day.

Here are some examples of freebies that work, and don’t work.

‘Change your life in 5 minutes a day’
 
This title is too vague. How will my life change? The promise feels too 
nebulous and too big. Also, whatever technique you’re suggesting for the 5 
minutes probably has to be done repeatedly in order to have a good effect. 
This means that they’re not seeing value unless they stick to what you’re 
telling them. Since they haven’t paid you, and haven’t committed to anything 
more than giving you their email address, they aren’t invested enough to stick 
to doing a transformational process. 

Here’s the formula for a good title, and examples.
 

Formula:

‘The 5 Mistakes (target market) Make 
When They (try to achieve an outcome)’



THE FIVE GOALS OF A GREAT FREEBIE

Examples: 

‘5 Mistakes Professional Women Make When Asking for a Raise’

This title is specific and actionable. You know who it’s for, and for what 
situation it will be useful. It also feels like it will be a quick read, so your 
client will believe that they can get value in a short period of time

Other examples:

Another title format:

[Checklist] 5 Website Must-Dos to Attract Your Ideal Clients

This title is also specific. Although it doesn’t indicate the target market, it feels 
actionable and easy to get value.

• The 5 mistakes even smart homeowners make they try to remodel
• The 5 mistakes even smart women make in seeking a soulmate
• The 5 mistakes fitness-conscious women make with their exercise routine
• The 5 most common branding mistakes coaches & healers make
• The 5 most common pricing mistakes coaches & healers make that 

hurt their brand.



THE FIVE GOALS OF A GREAT FREEBIE

Goal 2: Gives Great Value

Goal 4: Establish Your Expertise

Goal 3: Connect Emotionally

Just like the examples in Goal #1, your freebie must have actionable, 
quick tips. You want your ideal client to say ‘I got value out of that almost 
immediately when I read/watched it.’ In this case, less is more. What tip could 
you give your ideal client that they could do in less than 10 minutes, that would 
produce a measurable difference or result? That’s what you want to include.

Because you want to appear as the expert you are, your freebie must 
establish your expertise. While you can do some of this in your bio at the 
end of the freebie, it’s better to do it within the content of the freebie as well. 
For example, references to programs that you have led, books you have 
written, or systems you have developed help to establish expertise. Also, 
case studies and stories about clients can be compelling.

Concepts are great, but people will remember your stories much more than 
your ideas. This means that your freebie must connect with the reader or 
viewer through stories.

These stories could fall into several different categories:

1. Stories about clients
2. Stories about people who went through the transformation that you 

provide who were not your clients. You might tell your own story.
3. Metaphors or analogies that make your transformation  

easier to understand.



THE FIVE GOALS OF A GREAT FREEBIE

Goal 5: Moves People to Action
After you’ve given people all this value, you want to tell them what next step 
to take. Not giving them this information actually disserves them! You don’t 
want to leave them hanging, wondering what to do to continue learning from 
you.

Enter the CTA. Your freebie must have a CTA (call to action) that gives the 
reader a clear next step to take, and a big benefit from taking that action.

Your CTA might be ‘Schedule a breakthrough call with me’ or ‘Watch this 
webinar or training’.

This is the easy one! You want a cover page with 3 elements:

• The title of your freebie
• A picture (preferably of you)
• Your contact information or your website URL. (You can put the rest of your 

contact information in the bio at the end.)

HINT: Unless you’re a graphic artist, get your freebie designed by someone 
at Upwork or on Fiverr. It will be inexpensive and will elevate the look. 

The Perfect 8-Page
Freebie Formula

Page 1: The Cover



Page 2: The Why
Why the problem exists, what causes it to still be in place. This page is 
a great place to set up your mistakes or secrets, and explain why others 
haven’t solved the problem yet. You can also edify your ideal clients, and 
help them know that ‘it’s not their fault’... they just haven’t had this information 
– YOUR information – yet.

HINT: For an example, look at page 2 of this document!

Each mistake or secret should have 3 components:

• The title of your freebie
• A picture (preferably of you)
• Your contact information or your website URL. (You can put the rest of your 

contact information in the bio at the end.)

• HINT: If you’re comfortable writing more, you can expand each mistake or 
secret to 2 pages in order to share your stories and solutions. 

Page 3 - 7: The Mistakes or Secrets

Page 3: mistake/secret #1
Page 4: mistake/secret #2
Page 5: mistake/secret #3
Page 6: mistake/secret #4
Page 7: mistake/secret #5

Page 8: CTA and Your Bio
End with a strong Call-to-Action and a 1-2 paragraphs for your biography. 

HINT: Look at the last page of this document for an example!



Pamela is a sought-after business coach, author, and speaker with a 
history of groundbreaking successes in the transformational industry. 
After removing her own discomfort with marketing and sales, Pamela 
built her business from $375/month to $1,000,000 in less than 3 years. 
She specializes in working with conscious entrepreneurs to build six 
and seven-figure businesses by combining effective marketing strategies 
with cutting-edge mindset tools. Pamela created Attract Clients Online, 
a social media marketing agency, to support other transformational 
entrepreneurs like coaches, healers, speakers, trainers, and authors. She 
helps them introduce their brands to worldwide audiences while being 
well-rewarded for their transformational gifts.

Schedule a Breakthrough Call 
with a coach here:

WHAT YOU NEED TO DO NEXT
That’s it! It’s time to put these ideas into action, and come up with your own 
perfect freebie to attract ideal clients. 

Questions? Not sure whether your ideas are specific 
enough, or will give you the results you want?

We’ve got you covered!


	CTA Button: 


