
90 Day Continuity Workshop

Week 4 of 13



What we are going to cover today...

1. What should you have done

2. The No Brainer Lead Magnet

3. Examples of Great Lead Magnets

4. Let’s Build One Together...

5. The Funnel Pages (create and set these pages up)

6. Autoresponders (overview)

7. Linking Lead Magnet to Autoresponder

8. Homework

9. Q&A



WHAT SHOULD YOU HAVE 
DONE?

1. Your website up and running

2. Your logo done

3. Your Legal Pages done and on website

4. Your About me Page done

5. Install blog and first blog post

6. You should have 3 blog posts of impact driven content on blog

Don’t forget you can reach out to me at kamjenningspro@gmail.com at any time if you get stuck.  Feel 

free to ask me questions by email or to line up a 1 on 1 coaching call.  

Okay let’s move into Week 4

mailto:kamjenningspro@gmail.com


“Just when the caterpillar thought the world was 
ending, he turned into a butterfly."

― Proverb



OVERVIEW



Section 1: The No Brainer Lead 
Magnet



Are Freebie Leads Trash?

- People are people

- People that are interested in a subject are valuable if you sell something related to 

that subject

- Most people will buy things if they truly believe it will help them and if they are 

inspired and/or motivated enough to do so

- People buy when they trust or when they need and there is a balance there. 



WHO ARE YOU TARGETING?

AIM BROAD WITH LEAD MAGNET WITHIN CONFINES OF YOUR NICHE

“How to Achieve THIS big picture goal!”

- Aiming broad pus the largest amount of people on your list.

- People are dynamic, they might not even realize they are interested in everything you 

have to say or sell.

- Build the relationship through education when they are on list.

- If you are paying for traffic, you will get more opt-ins per paid click by aiming broad.

- If you are running free traffic you will get more opt-ins per time invested by aiming 

broad.



How Do I Go No Brainer on the Lead Magnet?

- Specific  (*careful to stay big picture)

- Delivered Promptly

- High Perceived and Actual Value

- Easily Consumable

- Promises and Delivers a Quick Win



What Are My Goals With The Lead Magnet?

- Qualified Lead

- Build Rapport

- Solve an Initial Problem

- Start the Conversation



Section 2: Examples of Great Lead 
Magnets



Specific  (*careful to stay big picture)

Delivered Promptly

High Perceived and Actual Value

Easily Consumable

Promises and Delivers a Quick Win

GLASS SLIPPER



Specific  (*careful to stay big picture)

Delivered Promptly

High Perceived and Actual Value

Easily Consumable

Promises and Delivers a Quick Win

CHECKLIST



Specific  (*careful to stay big picture)

Delivered Promptly

High Perceived and Actual Value

Easily Consumable

Promises and Delivers a Quick Win

CHEAT SHEET OR ONE SHEET



Specific  (*careful to stay big picture)

Delivered Promptly

High Perceived and Actual Value

Easily Consumable

Promises and Delivers a Quick Win

THE TEMPLATE



Specific  (*careful to stay big picture)

Delivered Promptly

High Perceived and Actual Value

Easily Consumable

Promises and Delivers a Quick Win

THE SWIPE FILE



Specific  (*careful to stay big picture)

Delivered Promptly

High Perceived and Actual Value

Easily Consumable

Promises and Delivers a Quick Win

THE SCRIPT



Section 3: Let’s Build One...



Okay now that you see a few examples of 
powerful no brainer lead magnets let’s do one 
together...



Section 4: The Funnel Pages 
(create and set these pages up)



Squeeze Page
1. This page should be as simple as possible.

2. It should begin to build rapport if possible

3. It should promise: 
a. Specific result or reward   (*careful to stay big 

picture)
b. Prompt delivery

c. High Perceived and Actual Value

d. Easily Consumable

e. Promise and Deliver a Quick Win



Confirmation Page
1. This is where they are redirected to when 

opting in

2. This page should build rapport and give 

simple directions to check inbox

3. When we install membership program this 

page will also pitch that.

4. Again keep it simple and congruent with 

sales page.



Download Page
1. This page should be as simple as possible.

2. It should make it easy to find the thing they 

opted in for.

3. When membership program is installed it 

will be pitched here as well.

4. It should deliver: 
a. Specific result or reward   (*careful to stay big 

picture)
b. Prompt delivery

c. High Perceived and Actual Value

d. Easily Consumable

e. Promise and Deliver a Quick Win



Section 6: Autoresponders 
(overview)



Autoresponders (you will need one)

Autoresponder

An autoresponder is a computer program that automatically answers e-mail sent to 

it. They can be very simple or quite complex. The first autoresponders were created 

within mail transfer agents that found they could not deliver an e-mail to a given 

address.

This is how you send out automated sequential emails to people who opt-in.  This is 

how you send out broadcast messages to everyone on your list.



Which one should you use?

-Aweber (i use this)

-Getresponse

-Sendlane

-Mailchimp

-Infusionsoft

-MarketHero

The important thing is to get one set up and going that makes 

sense for you.  Keeping in mind that the email list is the core of 

your business NOT the autoresponder.  You can always move the 

list if you need to.



Section 7: Linking Lead Magnet to 
Autoresponder



Let’s walk through setting up a list in an 
autoresponder and connecting our lead 
magnet and pages...

1. Create new list

2. Create and install opt-in on squeeze page

3. Redirect lead to confirmation page upon opting in

4. Write the Welcome Email that starts the conversation.



HOMEWORK
1. Get lead magnet done.  

2. Sign up for autoresponder service. 

3. Get Funnel Pages done. 

4. Link the autoresponder to the lead magnet. 

Don’t forget you can reach out to me at kamjenningspro@gmail.com at any time if you get stuck.  Feel free 

to ask me questions by email or to line up a 1 on 1 coaching call.  

Okay let’s move into Q&A!
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