
List Building Strategies 

Build that list. They should probably be upper case, because I really want to emphasise the point that 
this, what we're doing right now is so crucial to the success of your launch. You'll hear me say it time and 
time again, when it comes to building an audience for your launch the best time to have done this is well, 
maybe not 200 years ago, like when you're planting an oak tree, but the time is now. There is no point in 
you thinking about audience building in six weeks from now. It needs to be started now so that when you 
do come 'round to your launch you've got the most amazing people queuing up waiting to buy from you. 
But it isn't just about building the audience on social, or on different platforms, or maybe on your 
YouTube channel for example, but you want to get people onto your list as well, Don't feel like you have 
to have a huge, huge list to have success. I would much rather that you have a small list of people, 
people who really want your offers, rather than a huge list of people who don't. Small but mighty wins. 
We've got to let go of these vanity metrics that actually don't help you have success. I meet so many 
people who have audiences at five figures, six figure audiences even, and they do not have the success 
that they want because actually their list is not even high quality. I'd rather you have high quality than a 
list of people who really just don't seem to care.  

So why actually build an email list? Well many of you right now are building your audiences on particular 
social media platforms. But what if, a year from now, that platform ceased to exist? Or, that platform 
went down for a significant amount of time? Or there was a new emerging platform that all of your 
target market was suddenly using? What would that mean for your business? Well it would mean that 
you would have to start from scratch all over again, on a new platform. But, if you have an email list, it 
doesn't matter what platform changes, where people move, how things evolve, you're going to be able to 
move your folks to that new platform. So having an email list makes your audience transferable. Emails 
also are not going out of fashion any time soon. I heard a quote recently saying that, generally speaking 
the only people who don't have an email address are those who are homeless. And I actually thought 
that was a really sad fact, but also when I started to reflect on that for me it also signified the 
importance of actually having an email address. That that piece of data you have, that hub, is crucial to 
modern life. So having an email address is not going out of fashion. People are going to continue to do 
email marketing, and I don't think that's going to change any time soon.  

So other platforms may go out of fashion, different ways of marketing might go out of fashion, but 
having an email address, it really won't. So it's there for the long term. So that's why you want to build 
the email list. Free traffic. So if you have an email list, you can always be sending traffic to your office, to 
your launches, to your website, to whatever effort it is that you're doing, without having to always invest 
into paid advertising. Now yes of course, paid advertising layered on top of organic strategies is going to 
give you far bigger reach. It's going to give you far more success. But if all you did was build an email list 
and you marketed to that email list, you wouldn't really need to do as much paid advertising. So free 
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traffic, a huge, huge benefit. But also your email list is one of your biggest assets, because the audience 
is actually the list. So we want to protect that audience, we want to protect these potential customers, 
and by having them on your email list, you're far more able to do that. So, so many huge benefits. So I 
don't just want you focusing on building the audience on social and different channels, the email list 
growth is the thing that we're going to be tracking. So there are different types of lists. Some of you 
may be more in the product space, so you will have people who've bought products from you. Some of 
you may have one-on-one clients and therefore most of your customers are actually in your private 
email inbox. I would still class those as lists, but essentially we want to move as many people as we can 
into your master list.  

So your master list is your main email list. It's the place where you do your marketing to your email list. 
So maybe you have 100 people who've bought a particular product. You've got 200 people who've 
actually worked with you privately. Your master list, it may be 800 to 1,000. But your master list is 
potential leads, it's customers, it's people who've already bought from you. It could be peers, it could be 
partners. You could have all kinds of different people on that list. That's the one that we want to focus on 
growing, with the aim that when we then move into your launch, you're going to build a launch list. A 
launch list is an email list of people who have signed up specifically for your launch. So it's not customers 
necessarily, it's not people who've bought products, or even people on your main list, because a fraction 
of those people will sign up to go through your launch experience. So that is a completely separate list. 
But our goal is to get as many people as we can, leads, alumni, customers, people who've bought 
products, onto your main list, and then in the lead up to your launch we want them to sign up for your 
launch list. So that is the way that we explain that. And the reason we want people to actually register 
and sign up for your launch is because they're far more likely to buy. We're actually gauging a genuine 
I'm interested in this specific type of offer that you're selling because they've signed up with their email 
address. And it really is as simple as you giving them something cool. That's all we want to do is a value 
exchange. Whether it is your launch, whether it is your freebie. And when they do that, no not really, 
they're not going to give you their heart, they're going to give you their email address in exchange, but 
that's what it's all about. It's all about a value exchange. You're giving them something cool and they're 
giving you their email address. But we want to do everything that we can, in the lead up to your launch, 
to get as many people signed up for your list as we can, because then when it does come 'round to your 
launch event people are pumped, they're excited, and you've spent time connecting and nurturing them 
and they're far more likely to turn into buyers as a result.  

So, value exchange, we want to give them something cool, something free, and you should never, ever, 
ever run out of ideas for freebies. But these are some of the things that you could use. I mean some of 
these are obviously, probably not the best kind of freebie in the lead up to the launch. For example, 
membership site access. That is a bigger campaign to create, but in some markets that works really, 
really well. So you need to consider what is the best step for your audience. I think in most instances, 
something that's printable, something that's downloadable, something that is short and snappy, is the 
best way to go forward, but some people think, oh I'll do an e-book. I'm going to write a whole book for 
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my freebie. And whereas they can be valuable, it's really hard to get someone a result that proves the 
value of who you are to them in a very short space of time.  

So if you are going to pick something, you want to make sure it is easy to create, it's easy for them to 
consume. So I have some golden rules. We'll talk about the golden rules and I'll give you some guidelines 
on what makes a good freebie. So my golden rules, no matter what I do, no matter what I choose on this 
list, I do the simple version first. Then, I invest more time and money into it when I know that it's 
working, when I know that my people actually want this. Some people spend weeks and weeks creating a 
freebie, they put it out there, it doesn't land, and they're like, ah back to square one again creating 
something new. Whereas if you just get something simple out there that takes you a few hours to 
create, test it, see if your market market want it. Then and only then, when it's proven, can you invest 
more time and money into it. You can use templates first. So there's no reason why you have to have 
something that's bespoke or custom-designed. So I always use templates first. In fact, most of the time I 
always keep it as a template. There's no need for me to invest huge amounts of time and effort into this. 
Then you can invest more time and money. And, test it first, then invest more time and money. So, 
exclamation mark, exclamation mark, because investing more time and money only comes after you've 
done a simple version, created it with a template, tested it first. Because if you haven't tested, and if you 
haven't found the thing that people want, you're going to be wasting so much time and effort, and right 
now, we don't have time, we don't have time, because what we're trying to do is build an audience ready 
for your launch. And if you're spending the next three to four weeks creating a freebie that's not actually 
going to land with your people, well you're wasting your precious launch runway. We don't want to waste 
that time on things that actually aren't going to help you.  

So coming back to some of my, I guess my rules, but when you are thinking of freebies, what it must be 
is easy to consume. So what some people will do, they will go, okay, I'm going to create a mini course. 
And I'm going to create a login for, and people have to log in, and go through this little process, and 
whereas yes, that feels valuable, actually what people are doing is creating barriers. Because, well what 
happens if they don't understand how to use your website? What happens if they don't get the login 
email? What happens if they look at this beautiful mini course you've created and go, oh this is just too 
much, I can't do this thing, it's too overwhelming. So if we can make it easy to consume, people are far 
more likely to consume it. It's common sense right? But it goes deeper than that because, ease also is 
about giving them speed. We want to give them a quick win. What I mean by that is, something that 
gives them, not necessarily an instant result, but a short-term result. Because if you're creating 
something and the result of that freebie, the thing that you say this freebie is going to help them do, 
gives them a win that is maybe six months down the line, chances are your person is going to forget that 
is was you who gave them this result in the first place. And we don't have six months to prove that you 
are amazing at what you do.  

So if we can give them something that's easy to consume, get them a quick result, they're far more likely 
to want to move forwards with you. But whatever you're creating, it really needs to be the next obvious 
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step. Now this can be challenging and it can be challenging especially when you're thinking of all the 
different themes of content you're going to be creating. 'Cause it may be, for example, if you're a 
mindset coach, and one of your themes is confidence and one of your weekly themes is fear, now you 
may not have a freebie that is suitable for both of those. So yes, we want to have the next obvious step, 
but sometimes we need to go a little bit broader and then create specific freebies for specific themes. 
So maybe you have a confidence freebie, maybe you have a fears-based freebie. Now obviously it all 
leads into the same thing of you being that mindset coach, but start off with something that is the 
obvious next step but can be used across all of your different themes. It can be a little bit challenging to 
do that. You may actually find that you need in the short term, a couple of different freebies. And that's 
why I don't want you spending days, and days, and days creating a freebie. This needs to be something 
quick that you can create that gives people a quick win, but that actually fits with the themes that you're 
talking about.  

So for example, if I was a mindset coach and I had different themes on fears, on confidence, on limiting 
beliefs, maybe my freebie would be around the top 10 habits that successful people execute every single 
day to have wild success. That's really long name for a freebie. That would need shortening. But those 
tips can be across building your confidence, facing fears, overcoming limiting beliefs. So that is the next 
obvious step, but also it's something that can be used across the whole board. You want to give them 
something juicy, something that they really want. Don't be afraid to give away some cool stuff here. It's 
not going to stop people from buying from you if you give them something juicy with your freebie. 
Sometimes I hear these fears, if I give away my best stuff here, what reason have people got to buy from 
me? Well this is why we want to keep it short. We want to give them something they can consume, in 
maybe under five to 10 minutes, because you cannot possibly give everything that you've got in that 
short space of time. So give them something juicy. Share something that only maybe your customers 
have access to. Because when you give away your best stuff in advance, people are far more likely to get 
that result and they're far more likely to continue the journey. But also reflect on where your person 
wants to be. So we talked about in the Dream Customer exercise where your person is right now, and 
where they want to get to, that mountain. So when you're creating a freebie, ask yourself this question. 
Does this help my person get to where they want to be? Yes or no. Even if it's just a micro-step, just a 
baby step, towards scaling that mountain, that ultimate vision they have for themselves. Because if it 
doesn't, if it's cool but it's unrelated, if it actually doesn't help them to get to where they want to be, you 
don't want to create this.  

So think about where you get to people. How they work with you. How you help them to climb the 
mountain. And if the freebie you're thinking of creating doesn't help them along that path, you don't put 
it out there. So they are my guidelines. And my approach is always, keep things super, super simple. It 
usually takes me a couple of hours to create a new freebie, and I'm going to walk you through my 
process of doing things to make sure I'm not spending too much time faffing. We want you out of the no 
faff zone. And these have all been created with very, very simple programmes, nothing crazy, things that 
you can use, but also things that are low-cost or free. Test out those ideas up front and then you can 
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invest more time into it. So if you are stuck for ideas, Pinterest is a great place actually to find 
printables. I would definitely go and have a look on here. And the way to do this is to search Pinterest 
for printables with your subject name or topic. So I've put in this search marketing printables. And it's 
brought up all the printables that people have put onto Pinterest that are related to marketing. You just 
want to change the word marketing for your market. So it could be confidence principles, printables. It 
could be butter cream recipe printables. Like whatever it is, just reflect on what things your market need 
and what they might be searching for. And just go and pop into Pinterest. Pinterest is going to give you 
so many really good ideas. It's a great search platform for finding these kind of things. So there are two 
paths for creating your freebie. The DIY path or outsource. Now DIY is actually pretty easy and you 
don't need to do too much, you can us free tools that you've already got, Word or Pages for example. 
And you're going to export it to pdf.  

So when you save it, you can usually save it to a pdf, or you can print it to a pdf. And so you've got these 
tools already, you can use these, it doesn't have to be anything crazy. In fact that first one, the one that I 
just showed you, Let me bring back that slide, there we go. That first one is just created on Pages. But 
online tools, Canva is free, and they've got loads of really cool templates. So you don't have to actually 
pay anything to anyone for them to design something for you. You can use free tools that are already 
available to you online. My favourite one is using templates, so I love Creative Market, in fact that one 
in middle there, that is a template that I purchased off Creative Market, it cost me about $19, 
something ridiculous. It's so good. And I've used that one time and time again. So keep it super simple. 
But if you are the kind of person who spends too long faffing with design. If you have got the resource 
and the budget to be able to outsource this, please outsource this. It's not going to cost you a huge 
amount. So for a basic design, you want to use something like People Per Hour, or Fiverr, or Upwork. It's 
going to cost ya around 15 to 25 pounds, which is around 20 to $30, to get someone to design this for 
you. And this is why you want to keep it super simple to begin with. You don't want to have anything 
that is over-designed, that is costing you hundreds of dollars to create. Because if it doesn't work and it 
doesn't land, and you need to make tweaks, it's just going to cost you so much money. So test it with 
that template, with that DIY version first, or a basic outsourced design, and then you can invest more 
money into it later on down the line.  

So if you are going down the path of having some custom design, get a template designed. Something 
that you can use yourself for future things. So you'll here see, on the left and the right, we've now got 
these templates that we can use time and time again. So we're not creating things from scratch, it's just 
completely unnecessary. But that might cost you between 50 and 100 pounds, which is around 70 to 
$120 ish, and super easy to do. And I'm going to talk to you a bit about how to actually outsource this. 
And also my process for outsourcing and some guidance. Because I've worked with many freelancers all 
over the world. But when we look at these ones that we've put out, they are so, so simple, it's nothing 
crazy. It is really easy to design, to outsource for low cost. And sometimes, one of the things we will 
actually do is to create the landing page for it first, and see if there is demand for it, before we create 
the freebie. We do a quick test with an advert, quick landing page. If we start getting some sign-ups, we 
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just drop people an email and say, oh hey, so you signed up for this thing, we're going to be sending out 
in the next few days, stay tuned. And then if it doesn't work, we don't actually have to create the freebie.  

So there's so many ways of testing ideas. You don't even need to go down the path of creating anything 
if you're really not sure. Create the landing page first and see if there's any demand before you do that. 
So, the process of creating a lead magnet. I don't want you guys getting sucked into, I see people do this 
all the time, they find a template online. They're like, oh this is beautiful, I'm going to fit my idea into this 
design. And it's backwards, because what you end up doing is being constrained by the design of 
something rather than the transformation or the result that you want people to get when they're using 
it. And so you end up creating something that yes it looks good, but it doesn't actually pack a punch, it 
doesn't actually help people get a result.  

So we're going to start off with the copy first. So the first steps towards doing that is brainstorming next 
step solutions to the subjects that I'm creating content for. So just a super quick example. If you are a 
social media marketer for example, and maybe one of your themes is how to use Instagram to win 
clients. Then some of the ideas that you could have for next steps could be story templates, captions 
that make people click, scripts for voice notes, or maybe an IG bio checklist. Now actually, with the IG 
bio checklist, this could actually be used across all platforms. So if you were talking about different 
pieces of social media, actually instead of the IG bio checklist you could do something along the lines of 
social media profile bio checklist. So all the things that you need to have in your social media profiles 
that will help you to attract the people that you want to work with. So brainstorming these ideas and 
then saying, well how can we tweak this so it actually works with the rest of my themes? It's going to 
help you create something that is a next step that is relevant, but that is also usable across all the 
different things that you're going to be talking about. Now sometimes you will put out content that it's 
really hard to have a freebie for. So for example, if one of your pieces of content is about your story, 
well you may not have a freebie that is related to that. So just be mindful that not all things have I guess 
a relevant freebie. But if you can find something that fits across as many of them as you can it is really 
going to make your job so much easier. Now eventually what we want to have is set of freebies. So this is 
like a long-term strategy, that you have different freebies for different things.  

So here just three of our examples. We have things you need to do between your launches for more 
success; digital products cheat sheet, so if you're interested in turning your ideas into products, these 
are the things that you can create; essential ingredients of a challenge launch that sells, it's about 
challenge launch. So there are so many different things that I talk about. I didn't start off by having 
multiple lead magnets. I had maybe one or two to begin with and then over time, the more content I 
started to put out there, the more freebies that I had. Okay, so brainstorm next step solutions for the 
subjects I'm creating content for. Then I move into the planning stage. So I always start off with the big 
idea and the promise, and I break it up then into sections. I try and have three sections, just because it's 
a really easy way of doing it, or I can do my top tips, no more than 10. And then I will break those 
sections up into bullets. This stops me from going off on a crazy tangent, with my copy, with my 
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content. I don't even think about design before I've even wrote the copy, but I don't think about the 
copy until I've had my outline. People will write tonnes and tonnes of copy for lead magnets thinking 
that more is better but actually, less is better because that makes it quick and easy for people to 
consume. It means they're far more likely to consume it and get the results. So write the copy, get rid of 
all the fluff, take out all the jargon. Like, is this the most quick and easy form that I can put out there, 
and can I get rid of anything? I still want to deliver a transformation, but is there anything that I can 
remove from this that really isn't adding to it. So before I even think about design, I will write the copy 
and proofread it and I will cut out as much fluff as I can. And this is the point maybe you can share for 
feedback with you know your peers, with friends, with maybe some of your audience, ask them what 
they think. Share it for feedback first, because that clarity will help you see if there's anything that 
maybe you haven't explained properly. You want to make sure that a seven year old can understand it 
ultimately. And only then, and then when I'm super happy, do I go and find a template and source some 
stock images.  

So I use Deposit Photos for my stock images, or I use professional photos that I've had created and I've 
invested in over the years. But you can find free stock images. What you need to make sure is that there 
is a commercial licence for them, otherwise you can get yourself into hot water by using people's images 
for your commercial products, and you can end up being sued. So please make sure that if you are using 
free stock image sites that they have got commercial licences with them. You just need to check out 
their FAQs, or the individual licensing for those different images. But please, please, please, be careful. I 
think in most instances it's far more effective just to go and buy it. So Deposit Photos is great. But if you 
are bootstrapping right now, go and search for free stock images, but make sure they have a commercial 
licence on them. And then and only then, do I place the copy into the template. So, idea first, split it 
into sections, write the copy, get rid of the fluff, then find a template and put the copy into the 
template, with those images. So we've talked about that example. If you're exhausting, maybe there's a 
Freudian slip in there. If you're outsourcing, that's it Laura, if you're outsourcing find some examples. So 
Pinterest is really, really great for this, and you're going to place the job on Upwork, or People Per Hour, 
or Fiverr, or sometimes you can find people who have actually created packages that you can buy, so go 
and do some searches.  

So I recommend that you advertise this as create a branded pdf. This is going to be very clear to people 
that you need a print designer who doesn't need to necessarily consider, like printing for books et cetera. 
A branded pdf because it's going to be digital. So if you advertise that, you will get people who are good 
at creating those items, generally speaking that's a global term. Beware though, beware of cheap 
overseas designers. So I have tried sourcing freelancers from all over the world. I used to have a web 
agency before I moved into coaching. And I was always, always inundated with responses and proposals 
from some lower quality countries in terms of their freelancers. So be mindful of people who approach 
you from India, from Pakistan, from Bangladesh, and from The Philippines.  
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Generally speaking, you will get them promising the earth and not actually delivering. If they're cheap 
they're cheap for a reason. Now obviously it's not across the board. You do find some gems sometimes. 
So just be mindful that if you are employing people from overseas, that you've vetted their work, that 
you've read their testimonials, because you can find some gems. You can find some really good ones, but 
also you can find some pretty crappy ones. So be mindful that when you are doing those, you want to 
check their portfolio of work and their testimonials. And ultimately trust your gut. If you feel like 
someone is not being honest, or they're not actually as good as they say they are, or if they're like the 
cheapest of everyone, they're probably the cheapest for a reason. So cost, 20 to $50 typically 
depending on the complexity. But one thing I'd love for you to also get when you're working with these 
designers is ask them to create you a 3D mock-up. So a 3D mock-up is something like this. They will be 
able to create this for you. Because when you're using this on your registration pages for your opt-in, so 
your opt-in pages for your lead magnet, this will really help to give people something that they can see, 
something tangible. People are far more likely to download something when they see that there is a 
tangible item. So you'll definitely, definitely want to ask them to do that, and it won't cost too much 
more in terms of budget. So outsourcing can be a little bit of a mine field. Just be mindful that they're 
not always going to be great quality.  

You may need to go through a couple of freelancers to find a good one But when you do find a good 
one, continue to work with that person, because they get to know you over time. Building relationships 
with freelancers is well worth investing more time up front explaining, and being clear on the brief. You 
can record videos, you can share examples, but the more clear you are, the more clarity the freelancer 
has on what they need from you, the more likely that they are to have a good job, or do a good job for 
you. People run into trouble when the brief is vague, when they haven't explained things, when they 
haven't provided examples, when they've not been very clear with a mock-up in terms of, not a 3D 
mock-up, but kind of a sketch almost of what they want. The more time you put into creating a really 
solid brief, the more likely you are to get a high-quality freelancer, who does a high-quality job. So, I 
guess my top tip on that is, invest the time into creating a good brief and you will get a good output. So 
it's your time to go and do the work. Go and get your freebie created. Follow that process. Find that 
next step solution. Go and create some ideas. Draught the idea before you even think about design. 
Create the copy. I know I could go down the DIY path, using templates, or free tools, or outsource this. 
My recommendation always is going to be, just get it outsourced. The more you can learn to outsource 
these things, the more it becomes a habit, and that is where you're going to get true scale in your 
business. You don't need to try and do all the things. I know some of you are in the position where, Laura 
I'm bootstrapping right now. And if that's you, I've given you loads of free tools, loads of ways to do this 
quickly and easily. And if you follow and trust that process that I've laid out, come up with a solution, 
brainstorm the idea, go and write the copy, and then think about design afterwards, you are going to 
have a far better quality of freebie. You're going to have far less stress and you'll spend less time faffing 
around and tinkering with design, and more time serving your audience. So, go and do the work, get 
your freebie created. I'll see you in the next lesson.
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