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VIDEO 3: READER MAGNETS 
 
The days when you could offer readers a newsletter in exchange for being on your mailing list are, 
sadly, long gone. You need to be able to give them something now, or they'll move on to the next 
author. In this video, we'll look at reader magnets. What you can offer potential new fans in order 
for them to sign up to your mailing list. Here's a sneak peak: it doesn't have to be a full novel. See 
you at the end. 
 
 Let's jump in and get started with video number 3. This is what we're going to be learning 
today. We're going to look at how we collect our new subscriber details. You'll remember we're 
using Facebook's new lead generation objective. It's not the easiest thing to find where all those 
emails go to. I think Facebook could do a better job on that, but I'm going to show you exactly 
where you need to go to get those emails, and then what you need to do with them. 
 
 We're going to look at reader magnets very briefly. Reader magnets, just to quickly sum up 
what they are, they are the incentives that we're going to be offering new readers, or potential 
new readers, if they subscribe to our mailing list. Finally, we're going to look at how to monitor and 
optimize our ads. It's no good just putting the ad up and leaving it to run. We need to make sure 
that it is working optimally, that it's affective, and that it's delivering good value for money. 
 
 The first of those three subjects is how we collect our new subscribers. Back on my 
Facebook page once again. What we're going to be looking at here is exactly where we go to find 
our new subscribers, and how we can extract them, and then what we would do with them 
afterwards. The first place you need to go to, and this is not ... I don't think Facebook has done a 
very good job in making this as obvious as it could be. It took me about half an hour of digging 
around to find out where these blessed emails were, but it's pretty simple. 
 
 First of all, you need to go to your Facebook page. That's my one there, so just give that a 
click. My page comes up. Then, you need to go up to the top strip here and you need to click on 
publishing tools. So let's give that a click. Then, you need to go down here on the left hand side to 
lead advert forms and forms library. Then, if you see here, these are all of the lead forms that I've 
set up. You just need to find the one that's relevant to the campaign that you're running at the 
moment. For me, and the example that we've been looking at, one of the lead forms that I've done 
with Russell is this lead form 2. If I wanted to download the leads, or the email addresses, I'd just 
pop over here to download. Give that a click, and then you can, as Facebook tells you, you can 
download a custom range or all of the leads all at once.  
 
 They come out as a CSV format, so let's just hit download and then the names will appear 
here. We give that a click, it opens in Excel. Very, very simple what you need to do next, you just 
grab the emails, do a cut and paste. Go over to your email service provider, for me that would be 
Mail Chimp, it might be A Weber or something else for you and then you just need to import those 
names. Very straightforward with Mail Chimp. Hit import, it will give you the chance to cut and 
paste or to paste in emails that you've but from somewhere else and then you just hit import, and 
then those details are in your, on your list. It's pretty straightforward to do that, not a big deal at all. 
 
 What I recommend after that is that you set up an automation sequence, if you've got, 
from the paid plan for Mail Chimp you should be looking to set up a sequence that would fire out 
emails over the course of 2 or 3 days to welcome people to your new list. Of course the first email 
you should send out should be the one containing the book that you're giving them away and you 
can host that on something like Drop Box or Amazons web storage system. You can shoot it as a 
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mobile file on E pub or a PDF on probably all three of those to make sure that people have the 
format that they need. Or you can use a service like Book Funnel or Instr-Freebie to post that for 
you and make the up link process a little bit easier for your new subscriber. 
 
 Okay, so what about reader magnets? What are they, how do we use them, how do we get 
readers tempted enough to sign up to our mailing lists? Well, they can be anything really, they can 
take any number of forms but the best way to look at them is they're an incentive for a potential 
subscriber to join our list. You have to get into the mindset that you're prepared to give something 
away, but the way I look at that is that my marketing is aimed at the medium to long term. I'm not 
bothered at all about giving something away for free, I give away quite a lot as we'll look at in a 
minute. But a subscriber is always going to be worth much, much more to me than a sail is. 
Because I know that once people start reading my books they're more likely to want to read others 
in the series, so I'm getting them into my mailing list, getting all the benefits of having them on the 
list. That's enabling me to launch properly, build launch teams, get reviews. All of that really, really 
important stuff, I'm prepared to get them on that list in exchange for getting them something to 
persuade them to do that. 
 
 Let's have a look at the kind of things that we can include as reader magnets. First of all 
and most obviously it could be a novel. I would recommend if you've got a couple of novels, or 
three novels. Or if you've only got one novel, I think your immediate objective should be writing 
the second novel and I would be looking at. At the same time as doing that to start generating and 
building your mailing list. There is a very strong argument, I think, for giving away the novel as a 
reader magnet or as an incentive and building your list so that you're ready to launch the second 
book really powerfully when that's ready to go. If you've got more than one novel and I'm in this 
situation, you can look at giving away several novels. I give away four books, two novels and two 
novellas as a part of what I call my starter library and we'll look at that in a minute.  
 
 Obviously enough the more you give away, the more attractive your offer is going to look, 
but please don't feel that you need to have multiple books to give away in order to make this kind 
of tactic work because that's just not the case. We've had plenty of students, the majority of 
students probably, who've just got one novel, or a novella or something else and that has worked 
very, very well when they start running their campaigns to acquire new subscribers. As I alluded to 
there it could be a novella, when I started to get into this seriously one of the first things I did was 
write a 25,000 word, I think, novella. It took me about ten days to write that and the reason I did it 
was because I wanted to really sweeten the deal to get people onto my mailing list and as I started 
to add that novella into my offer. I did notice that the rate of signup increased significantly, so 
that's something that you can look at doing. As I say it doesn't need to take very, very long, just 
make sure that it's professional. Something you're proud of, that's your calling card remember? 
 
 If someone gets that and reads the novella, joins your list, they're not likely to stay on your 
list if they didn't enjoy it or if it had areas or if it was unprofessional. Make sure that it's your best 
work, polish it up, get it professionally edited, get a nice cover for it and then look to give that 
away. It could be anything else that the potential reader might find interesting, so maybe you 
don't have time to write a novella or you don't have a novel or novels to give away. I'm going to 
show you something that I am also give away to potential new subscribers as a part of one of my 
signup deals and it took me about two hours one afternoon to put together. I'll show you that 
right now as we jump into screen flow and we'll look at some of the things we can give away. 
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 Reader magnets what are they and how do we give them away, what do we include to 
make the deal as sweet as possible? I'm just showing you here, this is a landing page that I send 
traffic to from some of my Facebook signup campaigns. You'll remember that I mentioned right 
back at the first video that there are two ways to run these kind of campaigns. We can use lead 
generation which is the easiest, can be done straight on Facebook, you don't even really need a 
website to do that. Or you can do it by way of a landing page, this is dealt with in a lot more detail 
in the course but just for a brief explanation. Someone will see the ad on Facebook and the link I 
will be serving them will take then to this page here. That's my website, markjados.com/Facebook. 
Then they see this and when they land here they just click that button and a pop up will appear 
asking them for their email address. Giving them the option to click, I'll just give you a quick, some 
quick tips if you want to look at running things this way.  
 
 Be careful with the language that you use on this kind of landing page, too many people I 
see use language like submit down here. That button which is, if you think about it, is not really the 
kind of language that you want to use, I find, I have found that when I changed my language from 
that kind of example to something like this which puts the power back in the hands of the readers. 
They're telling me to do something rather than me telling them to do something, I found that my 
conversion percentage went up between five and ten percent. Again, a very small change you 
might think, but you can deliver a reasonable significant statistical improvement. 
 
 They put the name in there, they hit that button and they're added to my Mail Chimp list 
and the books are automatically sent out to them, so I don't need to do anything. But that's for 
another discussion, what I want to show you here is just what I'm offering, this is my starter library. 
As I said I give away four books, Gaslight and A Thousand Yards Here are novellas and The Black 
Mile and The Cleaner are the first novels in those particular series. I've chosen those very 
particularly because I want people to get into the rest of my series, especially with the Milton 
books, A Thousand Yards and The Cleaner. I know from surveying my readers that my read 
through rate is very high, so once I get them into the series by giving those first two books in the 
series followed by all the others. I know they're likely to progress through the rest of the series and 
at present count there are nine books in total, so it works for me financially to, apart from adding 
them to my list I'm easily confident that they will end up buying a lot more books. 
 
 That's the starter library, that's one way of doing it and then let's have a look over here at 
Joanna Penn, JF Penn, she gives away just a single novella. Completely fine to do that and I think 
Jo has had complete success with this offer, so again this is a landing page the same as the one I 
showed you previously. But you could give this away, give the novella away as part of your lead 
gen campaign. You don't need to run this as a landing page and then finally one of our students 
John Logsdon who write kind of comedy, scifi and fantasy, he too give away a few free books and 
it looks like he may be giving away some audio books as well. John does incredibly well with sign 
up, he's added thousands and thousand of new subscribers to his list and I think made a massive 
difference to his career which is wonderful. But you don't need even to do that, let me show you 
something else, this is something I mentioned previously. It took me about two hours to put this 
document together and between us it was something that I did whilst I was still employed over a 
lunch break that went a little longer than perhaps it should have done. 
 
 It's a background, a piece of background information on my main character John Milton 
and all I did was just write a word document. I think it's two to three pages long, perhaps a little bit 
longer than that with some information about Milton. I'll show you a little bit of that now, it's kind 
of an email from kind of a psychotherapist to Milton's controller talking about him and his 
vulnerabilities and all that kind of interesting stuff that readers really love to read about and I kind 
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of dress it up a little bit. Really simple to do this, just turn in into a PDF, added in these kind of 
official looking stamps that I grabbed off the internet. Blacked out information to make it look like 
it had been redacted, really fun to write it and really simple and quick and that is something that 
I'm giving away for people as they join my list. It's been really successful, it was, as I say, fun to put 
together and it has led to an increase in my conversion percentage and the number of emails that 
have been added to my list. 
 
 Don't think that you need a novel, don't thing that you need a series of novels and don't 
even think that you need a novella. You can start running this kind of thing with something that 
you can put together in just a couple of hours and finally in this video we need to look carefully at 
the kind of information we need to look at when we're monitoring our Facebook ads campaign. It 
really is, it doesn't make any sense at all to go to the time and effort of building a campaign and 
then spending five or ten dollars a day on the campaign to start adding subscribers to your list. If 
you don't, then pay close attention to make sure that everything is progressing as it should do. The 
information that we're going to be checking here, I'll show you exactly how to find that and give 
you some indications of levels that I would consider to be within acceptable parameters. 
 
 Most important of all is cost per subscriber, that's the key piece of information, how much 
is it costing you to add a subscriber to your mailing list, I'll show you exactly how to find that and 
it's very, very easy. We'll look at relevance, that's something that Facebook has put together, it's a 
score out of ten that's Facebook users to determine whether an ad is relevant to the audience that 
it's being served to and high relevance will mean that your advertising costs are lower than if 
you've got low relevance. I'll show you how to find that, click through rate is an important kind of 
health check to determine whether the ad is being clicked on and what percentage, so if you can 
get a click through rate of five percent you're doing pretty well on Facebook ads. But we'll have a 
look on that in a bit more detail and I'll show you where to find that and finally we'll look at 
frequency and frequency is, as you can probably guess the number of times the ad has been 
served to a person on your list. 
 
 I'll tell you where to find that and what levels I consider to be acceptable. Okay, we're back 
in Facebook again and in order to start monitoring these bits and pieces we need to get into the 
ads manager itself. Again, so you remember this from previously, we looked at it before. Open up 
the ads manager and then we need to scroll down and find the particular campaign that we want 
to monitor. I remember that the one that Russell and I had is called this, MD and RB mailing list 
lead generation, so we click into that. We've got the ad set level now, we need to get down to the 
ad level first of all, we'll click that and that brings up back to that level. That's going to open up the 
lifetime view so we can get a good look at the stats, so I can start to show you exactly where you 
need to find the information that you're looking for. 
 
 First of all, two pieces of information on this page that I recommend that you pay close 
attention to, it's this one here, cost, and this one here, relevance. What cost is showing you here is 
the amount it's costing Russell and I to add each new subscriber to our mailing list, so Facebook is 
calculating, it's pretty simple to make that calculation of course. Just take the amount spent by the 
number of subscribers and it's calculating that it's costing us $1.06 per subscriber. Now as I 
mentioned earlier that's a little on the high side, I prefer that to be down around fifty cents and 
that's something that is eminently achievable if you spend the time just getting that campaign 
optimized properly, doing a bit more testing on the targeting. Maybe changing the copy and the 
image a bit. You can certainly get it down to sub fifty cents per subscriber, but that's where you 
find that information and then over here we've got relevance, so relevance describe by Facebook 
is a rating of one to ten based on how your audience is responding to your advert.  
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 This score is calculated after your advert receives more than five hundred impressions, so 
it's been show to at least five hundred people. They give you the score out of ten, anything over 
seven I would say is acceptable, the score is calculated with reference to things like likes, shares 
and comments. Adding up, adding to the relevance, making it more relevant and points will be 
deducted if you're getting a kind of negative feedback of the ad. The reason this is important is 
because Facebook wants to show ads that are particularly relevant to its audience, it wants to give 
Facebook users the kind of experience on the platform that they will find most enjoyable and 
more useful. If content is relevant to them it's going to be more likely to be served and it will very 
likely be much cheaper than if the ad is described as irrelevant, has a lower relevant score. 
 
 I've been running hundreds or thousands of ads now and that is a pattern that I've seen 
very, very clearly, if you can get your relevance up to nine or ten, your spend can be, ow the cost of 
serving your ads can be significantly cheaper, fifty percent perhaps cheaper. Than if you're trying 
to push ads that get scores of three, four or five. My advice would be if you're getting a relevance 
score of less than six, I would start looking at killing that campaign and starting another one. Just 
experimenting until you can get the kind of score that you want. Now other information you might 
find useful, if you go up to columns here and then come down to customize columns, if we open 
that up. We can get things like, frequency I'd say is important to look at, so let's just click that box 
there. I'm going to drag that up because it's easier for us to see and I want to find click through 
rate, hold on.  
 
 Let's just try that, see if that works. There we go, click through rate, so we hit, drag that up, 
hit apply and then Facebook will then give us more information that we've just asked for. Let's 
have a look at frequency over here, so frequency is the average number of times that your advert 
was shown to each person, you may see this number both at the advert and advert set level of a 
campaign. This particular ad which we ran for thirty-six, thirty-seven thousand people was only 
shown just over or just below one and a half times to each person within the audience. That is 
absolutely fine, I only start to get itchy about frequency when it gets up to four, four and a half, 
something like that these days. There's plenty of theory on this and one of the emails you'll get, at 
then end of, after you finish seeing these videos talks about what we call the seven steps of 
advertising, or seven touches of advertising.  
 
 I won't go into too much detail on that now but kind of the precede from that is that 
standard advertising theory suggests that most people benefit from seeing an ad more than once 
before they actually take the action that you want. You're just getting it in to their subconscious, 
so that it's more likely the next time they see it they take the action, in our case click and subscribe 
to our mailing list. Don't worry about 1.4, 1.5, don't worry about two or three, I'd only start to look 
at maybe switching that ad off and replacing with something else once we get up to four or five. 
Then the other one is click through rate, so as Facebook describes it, click through rate follows 
clicks, the total number of clicks that you received divided by the number of impressions. In other 
words from this one here five out of every hundred people who say the ad actually clicked on it, 
now that of course doesn't mean that all five of those people would have actually subscribed, I 
suspect it's probably around two and a half to three people from the five who actually go through 
the process and subscribe. 
 
 That's a pretty good way combined with relevance to tell how effected that your ad is 
actually performing, so if you get a click through rate of say one or two percent then something 
isn't right and it might be that it's not congruent to your audience, perhaps it's not what they 
expect when they click on it. Something else is wrong that's persuading him against clicking on 
the ad, so it's good health check just to see how things are doing if you can get above four or five 
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it's fine. 4.87 percent, I'm happy with that, I happily run that on and on if it was maintaining that 
kind of level. There we are, those are the kind of things I would recommend that you look at. First 
of all, look at the cost per subscriber and then just to give kind of a holistic general view of the ads 
good health. Look at frequency, look at click through rate, look at relevance. Those are all 
important pieces of information, when combined will give you a good idea of how your ad is 
doing. 
 
 Once you've gone over the understandable psychological barrier of giving something 
away you're pretty much where you need to be when it comes to putting in place all the things 
you need to be able to start to build your mailing list. In the next email I'll show you the exact copy 
that I've used in a very effective ad that I've used to ad thousands to my own mailing list and after 
that I'll have useful and actual tips on copy writing, ad images, video ads, relevant advertising 
theory and much, much more. Before I go if you'd like to be part of the secret, self function and 
forming a Facebook group, just drop me a line at selfpublishingforum.com. There's a years worth 
of information in the group and I'm always around to help with questions, until next time. Good 
luck. 
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