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WELCOME
WHY DO YOU NEED TO
GROW YOUR AUDIENCE?

With social media platforms placing more restrictions on

targeting prospects, and Google upcoming changes on

cookies, the need to create your own audience has never

been so important.

Another reason to own your audience is to protect your

business against outages suffered by social media platforms,

sometimes caused by hacks and sometimes just simple

technology failures. If you’ve got an important

announcement to make, or a sales campaign or message to

get to your audience it can be frustrating when your

audience is unavailable.

Finally, platforms are placing ever more algorithm,

restrictions on your social media profiles, meaning unless

you pay to promote your posts, your message is unlikely to

reach the mass audience you need to make your marketing

effective.

Growing your own audience, therefore, gives you complete

control over your messaging, frequency and even making

targeted campaigns rather than the broad, scattergun

approach of social media.

Luckily for you I have developed effective strategies for

growing audiences that I've deployed for my clients. In this

ebook I'll share how I've grown audience lists taking clients

from zero to thousands of prospects in just a few weeks.

Before we dive in, I'd urge you to read the next page as it’s

very important to the process, and something people neglect

to take into account when trying to grow their

audience...TRAFFIC!

STEVE MARK
GROWTH MARKETING
CONSULTANT

STEVEMARK.CO.UK



YOU CAN’T GROW
YOUR AUDIENCE
WITHOUT TRAFFIC!
Some of the strategies I'll share in this ebook rely on

increasing awareness of your business. Whilst it’s possible to

grow your audience organically, and I certainly advise that

part of your approach is to use your existing audiences on

social media, you’ll need to consider investing in paid traffic

to achieve significant results.

The two traffic strategies you’ll need to consider are:

Paid - Facebook Ads, LinkedIn Ads and Instagram Ads

Organic - Social media, PR, partnerships

Having a blend of both paid and organic will grow your list

faster with quality prospects.

And with paid advertising, you can target your ideal clients

much more efficiently using a variety of targeting options

such as age, sex, location, job title, and interests.

78% of marketers have seen an

increase in email engagement

over the last 12 months.

AUDIENCE GROWTH STAT
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ActiveCampaign

Go High Level

Hubspot

Kartra

Klaviyo

Monday.com

CRM stands for Customer Relationship Management and is the heart of your audience

growth process. Your CRM will allow you to manage growing your lists, automating

messaging and creating email newsletters to send to your audience. Depending on the

data you collect you can even integrate things like SMS messaging tools.

Good CRM systems for small businesses include:

Some of these CRM systems have starter packages that make it affordable for small

businesses. Be aware though, as your audience increases in size, so will your monthly

payment. However, if you’re using your audience right, your business should benefit

from extra growth, revenue and profits.

YOUR DIGITAL TOOLKIT
GROWING YOUR AUDIENCE

Before we dive in, let's first look at some of the digital tools (software) you’ll need to

help you grow your audience fast. Some of these tools cost money, some are free, but

in most cases, there’s normally a free trial or limited versions which are cheaper to get

you started.

2. LANDING PAGE BUILDERS

CRM SYSTEMS1.

To enable you to host your content, and quickly create specific landing pages you might

want to consider a page builder. This is software that is built for speedily creating

‘squeeze pages’ - geeky terminology that is basically a landing page offering something to

your audience in exchange for their email address.



Unbounce

Instapage

Leadpages

Landing page builders are often a quick alternative to hiring expensive freelancers to

build your pages, and usually have a ‘drag and drop’ method of building attractive

landing pages for your audience-building content.

Examples of landing page builders include:

Usually, the cost of a landing page builder will range from £60 - £100 per month

depending on functionality and features.

3. GRAPHICS SOFTWARE

You can either outsource creating things like ebook lead magnets, or you can have a

go yourself. Tools like Canva have made it easy for novice designers to create

stunning, attractive ebooks quickly and easily.

Canva has hundreds of pre-built templates you can use to help you create your ebooks

and guides. It also has thousands of stock photos available to quickly import into your

designs and make it relevant to your target audience.
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KNOWING YOUR
AUDIENCE

GROWING YOUR AUDIENCE

Before you dive into growing your audience, it’s important to take a step back and work

on WHO you want to attract to your audience.

Good marketing is never a numbers game, it’s about being targeted. You’d rather have

an audience of 500 people that are your target prospects, than an audience of 5000

people that will never buy from you.

Are they male or female?

How old are they?

What profession are they in?

Where are they based?

What job title do they hold?

What day-to-day problems do they have?

What jobs are they trying to get done?

What does success look like to them?

What daily friction do they suffer?

Why do they need your services?

What emotional shift are they seeking i.e. anxious to confident?

Take some time to think about whom you want to attract.

These are some fundamental questions you need to consider BEFORE you start growing

your audience. 

GETTING TO KNOW YOUR TARGET AUDIENCE
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Fundamental to growing your audience is understanding your ideal customer's pain

points. It’s not enough to know simple demographics about them, the third and final

part of the initial strategy is knowing what problems they need solving.

Once you know this, you can then start to create content that begins to solve some of

their problems.

For instance, moving house is a really stressful time, but before you move you need to

sell your home. Getting the valuation you want relies on you presenting your home in a

certain way.

If you are an estate agent or mortgage broker you might create a guide that shares your

top tips for dressing your home to sell or the most economical ways you can make

home improvements that will boost the value of your home.

You would then offer this free guide to website visitors that are researching moving

home, they’ll appreciate your advice and will be much warmer prospects to follow up -

plus, and most importantly you KNOW 100% that they’re interested in moving home so

will need your services.

UNDERSTANDING THEIR
PAIN & PROBLEMS

GROWING YOUR AUDIENCE
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OK, now we’ve looked at some of the initial considerations you need to think about,

we’re ready to dive into the strategy I use for clients to help them grow an audience

fast.

These are strategies that work well for small businesses that are looking to grow their

audience to enable them to scale their business, and who doesn’t want to grow a

profitable business?

THE AUDIENCE
GROWTH STRATEGY

GROWING YOUR AUDIENCE

What problems does your ideal prospect have

What are they trying to achieve?

Are they looking for an emotional shift in their state of mind i.e. anxious to

confident?

What jobs are they trying to get done in the day

What worries and fears do they have?

Statistically, we know that most buyers in a category are not really ready to buy just yet,

they are in research mode and looking for options to consider.

This means we need to bring them into our brand story with some upfront value in order

to start the marketing conversation with them.

The phrase I would use is “marketing for signals” - at this stage we’re not looking to close

a sale, but offer some value upfront so we can start to build a relationship.

Some key things to consider here are:

By understanding these pains, gains, and jobs to be done you are ready to brainstorm

some ideas for your lead magnet.

STEP 1 - CREATE YOUR LEAD MAGNET



The Definitive Guide To Reducing Stress For Home Workers

Five Steps To Raising Your Prices To Increase Your Profits

10 Ways To Get A Better Nights Sleep To Give You More Energy

The Definitive Guide To Being More Productive 

It needs to solve a problem for your target audience

It needs to have content that is actionable

It needs to lead to your call to action - join my group, book a call, buy this course 

Keep it short and simple i.e. 10-12 pages

Think about how it flows and reads on a mobile - reduce chunky paragraphs and

have lots of headings to break down the copy

When deciding on a title, it’s best to have the outcome in the title to grab their

attention. Here are a few lead magnet example titles to get you thinking.

Or you can use this simple framework to brainstorm your own titles:

The Definitive Guide To [insert pain

point] For [your target audience] To

Help You Achieve [outcome]

My lead magnet top tips.

1.

2.

3.

4.

5.

81% of B2B marketers say their

most used form of content

marketing is email newsletters. 

AUDIENCE GROWTH STAT



Keep the URL short i.e. mybusiness.com/free-ebook or something similar should

suffice.

Structure your page like this

Compelling heading that focuses on the outcome from downloading the lead

magnet

Clear call to action buttons repeated down the page

Bullet points on what they'll learn from your lead magnet

Mockup cover of your ebook (use a free tool like

https://diybookcovers.com/3Dmockups/) 

Your credibility and social proof

Form popup or embedded form on the page

Send your ebook lead magnet away to people and ask for feedback - use this

feedback as social proof on your landing page

Now you have a lead magnet for your target audience, you need to ‘host’ your lead

magnet on your website so people can download it.

Your landing page needs to create a compelling reason why someone should

download it, think “what’s in it for them”?

Your landing page can be a page on your business website or can be a page built with

tools like Mailchimp, Clickfunnels, Activecampaign or any other CRM/Email software.

If you have Wordpress it’s really simple to create a new page and add the compelling

content you need to convince someone they really need your ebook lead magnet.

My top tips for landing pages to maximise your conversion rates

1.

2.

a.

b.

c.

d.

e.

f.

3.

31% of B2B marketers say email

newsletters are the best way to

nurture leads.

AUDIENCE GROWTH STAT

STEP 2 - CREATE A LANDING PAGE FOR YOUR LEAD MAGNET

https://diybookcovers.com/3Dmockups/


What was their problem?

What was your solution?

What was the outcome/results?

Now you have created your lead magnet and landing page you’re ready to build a

simple nurturing sequence in your CRM system or email software.

A nurturing sequence is just a term for a series of emails they’ll receive after they

download your lead magnet ebook.

The objective of the nurturing sequence of emails is to further build your know, like,

and trust with your new prospect.

Remember, most prospects aren’t ready to buy just yet, your objective once they

download your ebook lead magnet is to remain at the front of their mind when they

are ready to purchase.

Here’s a suggested sequence of emails I find works well for people that have

downloaded an ebook, feel free to adapt to suit your own business.

Email #1 - Ebook download link (send straight away)

Keep this really simple, the objective is not to sell anything at this stage but to

encourage people to download your content and read it. If you put too much in here

you’ll lose people. Remember - “you confuse, you lose”!

Email #2 - Call out a problem (send day two)

In this email we’ll call out a problem they may have and how you’ve experienced it too

(shows empathy). You can share some simple strategies or tactics for overcoming the

problem - this continues to build trust without sleazy selling.

Email #3 - Share a case study (send day five)

Allowing a little breathing space will reduce unsubscribes from people who think

you’re being pushy. In this third email we can share a short case study. I would

structure it like this.

STEP 3 - CREATE A NURTURING SEQUENCE FOR NEW LEAD

MAGNET SUBSCRIBERS



Build trust and credibility

Warm-up prospects

Get them thinking about the outcomes of what you do

Invite them into your Facebook group

Get them to connect with you on LinkedIn

Get them to book a strategy/discovery call with you

Email #4 - Book a free call

In the fourth email we want to create a clear pathway for how they could start the

process of working with you. In this email I'd share a link to your online calendar and

invite them to book a free strategy/discovery call with you. Make it clear it's not a

sales call but an opportunity to ask questions and get help.

Email #5 - Call out another problem

Continue the process of education by calling out a second problem that they may be

suffering from. As with before, talk about how you’ve experienced it and so have your

clients, explain how you’ve helped them and where they are now (it’s all about the

outcomes)

What are the goals for your nurturing sequence?

Essentially, you want to narrow down the curious people, to the ones that are

interested in what you do.



Make it weekly, anything more, and people will start to forget you

Unsubscribes are good! It’s a great way of cleansing your list of people that would

never buy from you

Make it a regular day/time to suit your audience

Give it a unique sub-brand i.e. Lunch n Learn, Monday Motivation, Tuesday Tips,

Wednesday Wisdom

You can’t rely on your nurturing sequence to convert everyone into booked calls,

buying your stuff, or joining your community. You need something else that continues

the conversation on a regular basis.

This is where your “nurturing newsletter’ comes into play. A regular weekly tick of

valuable problem-solving content that taps into their pains, gains, and jobs to be done.

Some important things to consider when choosing your nurturing newsletter:

Once you’ve decided on your nurturing newsletter format, title and regularity then it’s

time to create a plan.

Don’t leave it until the day to create your newsletter content, instead have your

newsletter content planned out in advance.

Create a spreadsheet with the week numbers in one column, email subject in the next

column, and the rough theme outline.

By having a plan you’re far more likely to keep to your schedule and not ‘wing it’ on

the day

4 out of 5 marketers said they’d

rather give up social media than

email marketing

AUDIENCE GROWTH STAT

STEP 4 - CREATE A REGULAR EMAIL NEWSLETTER TO

CONTINUE THE CONVERSATION



Share your lead magnet on social media - LinkedIn, Facebook, Instagram, Twitter

Create a link on your website

Add a popup box to your website for site visitors

Add a link to your landing page in your signature

Create a series of short videos talking about the points in your ebook - share these

on your social media

Add it to your business card as a link when you attend networking or live events

Consider paid advertising on social media using a special lead ad

Audience growth

Community growth

Inbound leads

Sales

More profit!

Now we have the components in place to grow our audience with people that have

downloaded our ebook lead magnet, we need to think about traffic - how we’ll get our

target prospects to our landing page.

Here are a few proven traffic strategies to get you started:

1.

2.

3.

4.

5.

6.

7.

Your ebook lead magnet will become a mainstay of your inbound marketing strategy

and will help achieve:

There are 4 billion daily email

users. This number is expected

to climb to 4.6 billion by 2025

AUDIENCE GROWTH STAT

STEP 5 - CREATE A STRATEGY TO FILL YOUR EBOOK LEAD

MAGNET SUBSCRIBER LIST



Don’t just stick with one lead magnet, create multiple ones and continue growing your

audience. 

Think about the various pain points of your target audience and create a lead magnet

for each one then repeat the steps above to continue to grow your audience further.

STEP 6 - RINSE AND REPEAT, REPEAT, REPEAT!

Once your lead magnet landing pages have been live for a few weeks you can start to

understand your conversion rate - basically the number of visitors versus the number

of people downloading your free ebook lead magnet.

Using “conversion optimisation strategies” you can improve your conversion rate.

For instance if my page is getting 100 visitors a day and 10 people are grabbing my

free ebook lead magnet, then I have a simple conversion rate of 10%.

Conversion rate optimisation idea #1

What about if I ask people to review my ebook and add these reviews to the page, how

will this improve my conversion rate? From 10% to maybe 15%? Great, another five

people have joined my audience.

Conversion rate optimisation idea #2

Now, what if I add a video of me talking about why they need this ebook lead magnet

in their life, maybe we can increase our conversion rate from 15% to 20%?

Conversion rate optimisation idea #1

Even better than me talking about my ebook, what about asking some of the

downloaders to send me a video review (maybe offer a free strategy session or ‘power

hour’ as a sweetener)? I reckon we’ll be heading towards 25% conversion rate before

long.

Always be looking for ways to improve your lead magnet landing pages and hack your

audience growth even further.

BONUS STEP 7 - KNOW YOUR CONVERSION RATES TO HACK

YOUR GROWTH



CREATE YOUR LEAD MAGNET

Once you understand the problems you need to solve

for your target audience, you can create a brilliant lead

magnet that will attract your target audience in to your

world.

With your lead magnet done you need to 'host' it

somewhere. Either your Wordpress website or a landing

page builder will do to give your new lead magnet a

home.

When your target customer downloads your lead magnet

you should nurture them over a series of emails to warm

them up and start building valuable know, like & trust.

Not everyone is ready to buy right now. So you need a

longer term strategy that keeps you "front of mind" and

continues to build your credibility and trust.

Your lead magnet will need traffic in order to grow your

audience. Therefore you need to have a strategy that

gives your lead magnet the best chance of success.

1

2

3

4

5

GROW YOUR
AUDIENCE SUMMARY

CREATE A LANDING PAGE TO 'HOST' YOUR LEAD MAGNET

CREATE AN EMAIL NURTURING SEQUENCE

CREATE A REGULAR EMAIL NEWSLETTER

DEVELOP A STRATEGY TO INCREASE DOWNLOADS

NOTES



Thanks for reading my free

guide to growing your

audience, to help you grow

your business.

Growing and owning your

audience is one of the best

strategies for predictable

business growth.

If you'd like help to implement

any of the strategies in this free

ebook, connect with me and

let's chat!

STEVEMARK.CO.UK
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