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Spark (n)- a fiery particle thrown 

off when two forces come together. 

 

Spark (v)- to make someone think, 

feel or remember. 
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If you’re here then you’ve felt 

it - the spark of inspiration, 

the spark of genius that 

became the catalyst for your 

business; the spark of “yes!” 

when the force of your idea 

combined with the force of 

courage and you finally 

began.  
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And now, you’re feeling called to light the spark for someone else; to 

inspire them to FEEL, to empower, to move someone into action.  

You see, there are very left-brained words for such beautiful things - 

business, strategy, launch, funnel. Those words might sound a bit cold and 

corporate but make no mistake, they represent the spark of something 

warm; an energy exchange that changes two lives - yours and the person 

who is transformed because of your courage to lead. 

A business is a dance. A sale is a sacred agreement. And profit is a divine 

gift that allows the dance to continue. It all begins with the first impression. 

The first date. The first chance an audience has to peer into your heart 

and experience your brilliance.  
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Module 1 

THE LEAD MAGNET  

You know you need one. You “get” WHY you need one.  

But not all lead magnets are created equal.  

Some are money making machines, while others fall flat, do nothing. 

Think… crickets. 

As an entrepreneur, every hour and every dollar counts, so you need to 

make sure that you aren’t pouring resources into a lead magnet that’s 

completely useless. 

Why listen to me? 

Because even if you’ve never heard of me, I have more than likely sold you 

something.  

I have spent the last several years creating content for some of the top 

names in the coaching industry.  

The copy and content I have written in the last two years alone has 

generated more than $3 million (collectively) for my clients.  
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But you see, the copywriting “tricks of the trade” that used to work aren’t 

enough anymore.  

Years ago, if you understood consumer psychology and could insert the 

right trigger words at the right time, you could make a fortune. 

But there’s a shift happening. These days, connection is more important 

than ever. People want depth and they expect truth. 

Before you can create and sell anything, you’ve got to be connected 

YOURSELF to the value of your work. You’ve got to be connected to your 

story. You’ve got to be passionate about your unique gifts and you better 

know the SOUL/MISSION of your offer.  

And that’s what I help people do; find the soul of their brand and create a 

compelling, impactful and profitable body of work around it.  

Most of the time that body of work requires a sales funnel and the sales 

funnel starts with (you guessed it,) a lead magnet. So let’s get to it. 
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The “What” of Your Lead 

Magnet 

I can’t tell you how often I have seen some version of this same story.  

“I don’t get it. I created a free e-book. I spent a bunch of money on Facebook 

ads and NOTHING is happening. I get very few clicks and the people who DO 

click don’t end up buying.”  

Let’s start with the basics. (For those of you who tend to skim, I won’t take 

it personally and have bolded the REALLY important words. You’re 

welcome. =) 

Lead Magnet (noun): A piece of free, value-packed content in any medium 

and on any platform (eBook, video, webinar etc.) that you create for your 

audience in an effort to attract targeted new leads into your pipeline, so 

that you can facilitate a customer journey that leads to the intended 

transformation.  
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The four most important words in that definition are; 

Value packed 

Targeted 

Journey 

Transformation 

The very best lead magnets will meet all four of those targets. 

As you begin to think about creating your lead magnet, think about your 

business as a whole and ask yourself this massively important question: 

WHAT PROBLEM DO YOU SOLVE THAT A GOOGLE SEARCH CAN’T? 

Free content is EVERYWHERE. You’ve got to know what makes you special. 

Maybe you’re a business coach who teaches people how to start their 

business.  

Google “How to start an online business.” You know what you get? 

761,000,000 results! No joke. 

But google doesn’t know anything about us. They don’t know how many 

kids we have, or that we hate certain things and love others, or that we are 

only interested in making money if it aligns with our values.  

Google is missing the HUMAN ELEMENT. That’s where you come in.  
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Let me give you an example. 

I had a client who was a financial advisor. She became aware of a financial 

benefit for veterans. Now any veteran could of course google search the 

name of the benefit and download the application. 

But my client positioned herself well.  

She first pointed out how massively helpful the benefit was, THEN 

explained how extremely difficult it was to apply for and then finally, 

offered to actually walk the veteran through the process, filling out the 

paperwork for them and making sure it was a stress-free process.  

Her HUMAN ELEMENT was that she was going to do the work for them 

and on an emotional level, remove the stress from the situation.  

Basically what she was saying was “I can help you get this benefit and 

enjoy the financial rewards of it WITHOUT the frustration and stress of 

trying to go it alone.” 

She made over $140k off of that lead magnet.  

 

 

 



 

Copyright ©2016 Gina Hussar 

Types of Lead Magnets 

There are typically two kinds of lead magnets: evergreen and timed 

Evergreen - This is the lead magnet that lives on your site, all the time, as a 

means of list-building. The auto-responder series (a series of emails that 

people receive after they have consumed your lead magnet) attached to 

an evergreen lead magnet typically leads to one on one coaching or a 

product that is ALWAYS being sold.  

Timed - This lead magnet is the kick-off of a launch. The content is created 

to be specifically related to the content of the ultimate offer. The auto-

responder series leads the audience from the lead magnet to enrollment 

in your main course or program. There is a start and end date. 
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The Mistakes 

As I said in the beginning, not all free content is created equally. I want to 

share some of the most common mistakes people make when creating 

free content so that YOU can avoid them. 

MISTAKE #1 – They Hold Back  

Fear and scarcity are worthy adversaries. People are afraid of giving too 

much away for free. They tell themselves that if they give TOO much, 

people won’t buy. OR their ego takes over and they think to themselves, 

“why SHOULD I give this for free? This is damn good stuff!”  

Don’t be that guy. 

The truth is, you are entering into an intimate relationship with your 

prospective client. It’s true. In the digital age, email is one of the electric 

currents that connects us all together and the fact that we fiercely protect 

our emails with passwords proves that our inboxes are sacred spaces to 

us.  
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If you make an offer without really demonstrating value, it’s a little like 

asking someone to sleep with you on the first date. It feels…icky. 

People are busy. Their lives are full. When you ask someone to opt in for 

your free content, you are asking to be let into their private world. You are 

asking, in a sense, for prime real estate, for space in their heads, for time 

from their day and for, of course, focused attention.  

You want to put your best foot forward. 

You want them to come to the end of your content and say to themselves, 

“WOW. I cannot believe they gave that away for free!”  

AND (this is important skimmers…) 

You want to leave them with just enough tension that they NEED the next 

step. 

For instance, let’s say that Facebook Joe puts out some free content that’s 

a HUGE swipe file of his highest converting Facebook ads and step by step 

directions for how they can run an ad just like his.  
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BUT, towards the end, he might mention how often the Facebook 

algorithm changes, how as an expert he is privy to some shortcuts etc., 

leaving them saying, “Wow, these templates were SO generous AND, I do 

not want to have to learn or understand the Facebook algorithm so I 

definitely want Facebook Joe to do my campaign for me.” 

You see, Facebook Joe established major trust because he gave away 

something awesome AND left them with just enough tension to still need 

him. 

Boom. 
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MISTAKE #2 - They don’t target and end up 

with useless numbers 

I have seen this so many times it makes my head spin.  

Well-meaning (I assume) experts tell people that they have to build an 

email list. There are pricey programs out there aimed at JUST teaching 

people how to build a massive email list.  

People are buying these programs, happily building lists of several 

thousand names and then staring at their laptops totally perplexed as to 

WHY PayPal isn’t crashing due to the astonishing number of sales they 

were promised (but didn’t get).  

Here’s why- 

It’s not about NUMBERS, it’s about NEED.  

An email list of 25,000 people is completely useless if they don’t need what 

you sell. 

People are so anxious to “meet their numbers” that they forget the most 

important part of list-building - targeting. 

If you want to play in the big leagues, start using discernment. Don’t say 

“yes” to every single list-building opportunity that comes along. Make SURE 

it aligns with what you ultimately want to sell.  
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When you are creating your lead magnet, know EXACTLY who it serves, 

how it changes things for them, and why that matters.  

Drive TARGETED traffic to your opt in page.  

Partner ONLY with people whose list contains your target audience.  

Ultimately, your goal is not to get as many names as possible onto your 

list, it’s to get as many IDEAL CLIENTS as possible. 

Need over numbers.  

Remember, when you go into your database to look at your “numbers,” 

each number is actually attached to a living, breathing human being who is 

looking to you for some kind of hope in what feels like an insurmountable 

situation. So honor the hell out of that.  
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MISTAKE #3 - Now what? 

One of the most common mistakes that people make is that they pour 

loads of time into creating a lead magnet that they feel showcases their 

best work. They spend resources driving traffic to it, celebrate with every 

100 names that come in and then? Nothing. Zilch. They stop talking to 

their audience.  

The audience is then confused. Ever been stood up on a date?  

That’s how your audience feels. 

You primed them. You got them all warmed up and jazzed up! They 

LOVED you. And then you “never called again.” 

Remember, a lead magnet is the beginning of beautiful relationship.  

Imagine that the internet is a raging snow storm and that YOU and the 

other experts in your niche are houses. Your prospects are outside, being 

beaten down by the cold. They are in NEED of shelter. They see all your 

houses in the distance, glowing with warmth and hospitality and they have 

a decision to make. Which one will they choose to go to?  
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Your lead magnet is the FRONT DOOR to your house. You want them to 

feel so welcome, so taken care of that they come further in, say perhaps, 

to sit in your kitchen or by your fire. You get them to come further with an 

autoresponder series - a series of emails that leads them on a journey to 

the ultimate destination/transformation that YOUR solution offers.  

Many people STOP at the lead magnet. They just wanted names on their 

email list. They have no plan in place to KEEP people in their house. They 

leave the audience in the snow storm and make no mistake, they aren’t 

going to stay cold, they are going to mosey on over to the house next door 

and get the help they need. 

When you create your lead magnet, know EXACTLY what it’s leading to. It 

might be leading to a free call with you. It may JUST be leading to a series 

of emails that are meant to build the know/like/trust factor so that they 

are warmed up for your eventual launch. It may lead ultimately to a sales 

page.  

Wherever you are taking them, make it a happy, nurturing experience. The 

lead magnet helps them with one problem, is followed by a series of 

emails that invites them further into your house, and leads to the ultimate 

offer.  

IF you STOP at the lead magnet, you lose the house guest.  
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MISTAKE #4 - The lead magnet is not 

related to the intended transformation.  

This is a content creation no-no. It also happens to be one of the easiest 

ways to tell the pros from the wannabe’s and I KNOW you aren’t here to 

be a wannabe! 

When you are creating your lead magnet, start with the end in mind. 

What are you going to be offering at the end? A 6-month program on 

growing a business? A 12-month weight loss program? 

Your lead magnet should be step ONE to the ultimate destination. Let me 

give you an example. One of my most popular lead magnets is my Million 

Dollar Message workbook. This workbook is the lead0-in to my Brand 

Alignment program, an ongoing copy and content creation program for 

private clients. The workbook is designed to give the reader a TON of 

information about themselves, what makes them tick, who they love to 

serve and why they are the right solution to their audience’s needs. It’s fun, 

it’s quick to consume and people love it. 

Most often, people end the book thinking, “WOW! That was so fun. And I 

know EXACTLY who I want to serve and how I want to help them. But now 

what?”  
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The “now what” is my program. I explain to them through a series of auto-

responders that I am going to take the answers from their workbook and 

create a brand around them. I am going to take the guesswork out of their 

business and GIVE them an entire framework that aligns with their values, 

their passion and their unique gifts as outlined in their workbook answers. 

I gave value and I leave tension. 

That’s the secret sauce. 
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A NOTE ABOUT TITLES 

When it comes to titles, clear is always better than clever. 

And specific is always better than vague. 

Let’s take a look at a few examples of actual lead magnets that have been 

submitted to me for editing.  

Part one is the original (and what NOT to do) and part two is the new, 

snazzy, high converting solution. 

Get a better body by summer  >>>>>>>>  The New mom’s 6 secrets to 6 pack 

abs  

How to get clients to come to you  >>>>>>>>  The 3 Step Client Conversion Kit 

for Busy Entrepreneurs 

How to write a sales email  >>>>>>>>  The $60k Swipe File- Emails that SELL! 

Finding the right man for you  >>>>>>>>   The 7 Step Soulmate System for 

Calling in “The One!” 

Don’t Buy the Wrong Program! >>>>>>>>  The 10 Biggest ways that new 

entrepreneurs WASTE money! 



 

Copyright ©2016 Gina Hussar 

Save Your Business! >>>>>>>>  The 10 most common business-killing pitfalls, 

and how YOU can avoid them!  

Start your healing business right! >>>>>>>>  The Healer’s guide to making a 

difference AND a living! – 10 Things you MUST know to make your healing 

business profitable 

Here are things that are true about GREAT titles: 

 Great titles use numbers (7 steps, 6 ways, 30 days). 

 Great titles reveal something (hidden dangers, secrets, top 

strategies). 

 Great titles imply FAST results (in just 4 steps, in just 3 days…). 

 Great titles straight up tell you who the lead magnet is for (busy 

moms, new entrepreneurs, cat people). 

 Great titles (albeit lengthy ones) can include via tagline WHY it 

matters. Think of your title and then in your head, add the words “so 

that you can.” 

o For instance, “6 steps to 6 pack abs - the secrets every new 

mom needs to get back into her skinny jeans!” 

Or 

“The 3 Step Client Attraction Formula - The only 3 strategies 
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you need to have your first 5 figure month!” (Have your first 

five figure month is the “so that you can.”) 

 Great titles may talk about the cost of NOT consuming the lead 

magnet. 

o For instance – “3 Scary Trends that are causing businesses to 

fail! (And what you can do to avoid them!)” 

Or 

“3 Things you MUST do if you want to make it online!” 

And now? 

IT’S GO TIME. 

Head on over to Module 2 and make some 

magic.  
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All rights reserved. This ebook or any portion thereof may not be reproduced, 

redistributed or used in any manner whatsoever other than its intended purpose for 

personal viewing without the express written permission of the author. You may 

download and print this report for your own personal reading. If you wish to share this 

report with someone, please direct them to my website where they may sign up for 

their own copy. 

 

 

 


