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TRANSCRIPT: 

Module 2 - Your Website 

Lesson 1 - Flagship Content by Adam Franklin 
 
When it comes time to uncovering your flagship content, it's really important to consider your buyer 
persona, which we have covered, and think about something that's going to be really, really valuable to 
them. Now the key is to enable someone to get a little victory, to make that first step of progress. Because 
if you can do that via what we call flagship content, then you're well on the way to setting the wheels in 
motion to doing business with you. A piece of flagship content is often referred to as a lead magnet. Now 
they're much the same thing, I just prefer to use the phrase flagship content, because I believe it should be 
something that you're known for, something that is incredibly valuable. And you give it away for free, so 
that you attract the right types of people into your marketing universe. 
 
You want it to be so valuable that people would be prepared to pay you for it if you asked them, but you 
give it to them as a gift. It's a way of being generous and getting the relationship off on the right foot. If you 
can then deliver that to them, if they can consume it as in read it or use it or put it into action, then that is 
the primary objective. Oftentimes people come unstuck because they try and give away too much with 
their flagship content. Like, I found when I gave away a 50-page ebook, that didn't perform anywhere near 
as well as our web strategy planning template. The planning template is literally one piece of paper. It's 
double-sided, so it's very easy to consume, it's very early to put into practise. 
 
Now compare that to a 50-page ebook. That very often is going to end up on your server, and you're just 
going to ignore it and not get around to reading it. And a 50-page ebook that you don't read is nowhere 
near as valuable as a one-page document that you do consume. So the key here is to keep it concise, to 
make it valuable, and to give it away for free. When we think about uncovering our flagship content, it's 
often takes a fair bit of thought because we think, well what is it that we can give away? What is it we can 
create? But in actual fact, chances are it already exists. It possibly already exists on your computer, in your 
drawers, or in your head. There is stuff that you will tell prospects about, there is stuff that you will email or 
send to prospective clients in order to demonstrate that you are the right person to do business with. 
 
So have a think about what it is that you already have that's already valuable that you already share. It's 
that type of thing that, once you publish to the web and make it accessible to lots of people, that you can 
be helping more than just the one person that you're talking to, or that you're emailing. So have a think 
about that, because once you uncover that, once you publish that to the web, then you can be attracting a 
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whole heap more people into your business, and then we can take the next steps from there. Examples 
that I found work really well, templates, checklists, ideally something that is digital and is about a page or 
two. Anything more than that, sure, go ahead and try it, but in my experience, a short, concise piece of 
content is what's going to work the best here. 
 
Once you've uncovered your flagship piece of content, that is the first step of your web marketing journey. 
A good rule of thumb is that if it feels like you're giving away too much, then you're on the money, because 
it's got to be valuable to the person receiving it. And if it is, they're going to use it, they're going to share it 
with their friends, and they're going to tell people about it, which is great, because then other people are 
helping you with your web marketing. Word is spreading, and people trust their friends a lot more than they 
trust a stranger. So if you focus on delivering quality and sharing it and being generous, this is the first step 
to attracting leads, clients, and revenue. 
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