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EXECUTIVE SUMMARY: THE DEATH OF THE
"GENERIC GUIDE"

In 2026, the "Ultimate Guide to [Topic]" is a liability. Buyers are drowning in Al-generated fluff.
Average conversion rates for generic eBooks have plummeted to < 2%. To win, your lead
magnet must provide Immediate Utility—a specific solution to a painful problem that can be
consumed and acted upon in under 5 minutes. This blueprint provides the "Irresistible Offer"
architecture that consistently converts at 40%+.

STEP 1: PROBLEM IDENTIFICATION (THE
PAIN-STACK FRAMEWORK)

Before building, you must validate the "Pain Density" of the topic. Rank your ideas (1-10) across
these three dimensions:

[Topic |dea Pain Level Awareness Buying Power TOTAL
(10=Excruciating) [(10=Actively (10=Authority)
Searching)
Example: SOP 9 7 8 24
Templates
Example: SEO 4 9 5 18
Tips

RULE: Only build for topics scoring 21+. If the pain isn't acute, the lead isn't qualified.

STEP 2: FORMAT SELECTION (THE PERSONALITY
MATRIX)

Match your format to the decision-making style of your Ideal Customer Profile (ICP):
e The Analyst (Engineers, CFOs): ROI Calculators, Diagnostic Spreadsheets, Data
Benchmarks.
e The Exec (CEOs, Founders): Cheat Sheets, 1-Page Frameworks, Executive
Summaries.
e The Implementer (Managers, Ops): Templates, Scripts, Step-by-Step Checklists.
e The Visionary (Creative, Marketing): Swipe Files, Lookbooks, Video Walkthroughs.



STEP 3: THE 4-U HEADLINE ARCHITECTURE

Your headline is 80% of the conversion value. It must be:
1. Useful: Promises a concrete benefit.
2. Urgent: Implies a reason to act now (e.g., "2026 Update").
3. Unique: Positions the solution as a "New Opportunity."
4. Ultra-Specific: Uses numbers/timeframes (e.g., "The 7-Word Email").

STEP 4: CONTENT DEVELOPMENT (GIVE UNTIL IT
HURTS)

To pre-sell your high-ticket service, the lead magnet must deliver a "Quick Win":
e Section 1: The Promise (10%) - Confirm they are in the right place.
e Section 2: The Context (20%) - Why common solutions fail.
e Section 3: The Solution (60%) - The actual template/script/tool. Zero fluff.
e Section 4: The Bridge (10%) - How to scale this win by working with you.
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INTEGRATED ASK: Ready to create lead magnets that convert at 40%+? Landry Industries
specializes in high-performance lead generation systems. Book a strategy call at [link] and we'll
audit your current funnel and design 3 custom lead magnet concepts for your specific market.
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