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WHY?



1. Fragmented media landscape

2. More competitors

3. Increased regulation

3 reasons it’s getting harder



1. Fragmented media

3000



2. More competitors



2. More competitors

Pay Per Click expensive:

$3 - $32 for key words:
• Mortgage
• Home Loan
• Mortgage Refinance



3. Increased regulation



1. Look ahead  

2. Know your audience

3. Know what problem you solve

4. Target a niche  

5. Find a point of difference  

6. Build trust

7. Take action

Top 7 secrets



1. Look ahead   



a) Depth of vision









Consequences of not looking ahead



“Godfrey’s chairman Rod Walker 

blamed the poor result on the 

company’s inability to pick a market 

shift in favour of stick vac-style 

products, and away from traditional 

vacuum cleaners.”  

- The Australian, Jan 14, 2016



Consequences of not looking ahead



b) Track the trends



Find the opposite of what there’s a lot of



Noise



Silence 



McMansions



Tiny Houses



Low personal touch-points



What can you offer?



2. Know your audience



Know your audience

• Observe the 80/20 rule

• Nominate your ‘Customer Avatar’

– User Persona

– Target Market

– Audience Segment



Know your audience

• Pick one segment for today 

– Most profitable

– Easiest to reach

• Fill out the Customer Avatar Sheet

• Be specific 

• Give them a name



Know your audience



3. Know what problem you solve





What problem is yet to be solved?



Are all the 
good ideas 
gone?



















What simple question 
reveals those unmet needs?



“Wouldn’t it be 
great if…”



What am I?

• Wouldn’t it be great if…

• We could take a photo, see it for 10 

seconds and delete it!





What am I?

• Wouldn’t it be great if…

• I could raise money directly for someone 

close to me





What am I?

• Wouldn’t it be great if…

• We could read exactly what tools and 

processes Australia’s top disruptors used 

to build their online businesses?





Your challenge

• Walk a mile in your customer’s shoes –

ask:

– Wouldn’t it be great if…?



4. Target a niche



Insurance Cars

Personal debtsFinancial planning

Lifestyle funding Asset finance

Diversify income stream



1. organic and vegan products

2. pet care and pet products

3. mindfulness for corporates

4. composting and recycling

5. ethical investing and fair trade

6. repairing (from clothes and computers to toasters and toys)

7. sharing (from clothes and computers to toasters and toys)

8. older women (+ 55)

8. subscription models (from software to shavers to socks)

9. marketplaces (for anything) that connect buyers and sellers

Top 9 online niche hotspots:    
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Animals are a new target market



Animals are a new target market



Animals are a new target market



Ethical investment



Women



Other niches



• What trends will impact you?

– Threats/Opportunities

• What new niche could you service?

• What new services or products could you 

create to cater for this market?

Trends, niche, depth of vision 



5. Find a point of difference



Know your point of difference



Point of Difference: Make it cheap



Point of Difference: Make a difference



Point of Difference – Make it valuable  



6. Build trust



a) Use logos



b) Ask for reviews



c) Focus on your website

Source: Neil Patel



d) Create lots of content



Gamify your content



Gamification Elements



Lendi’s gamified experience



Quizzes & calculators – gamified elements



7. Take action



Co-founder of LinkedIn



a) Launch a Minimum Viable Product



b) Don’t wait for perfection



c) Pivot - Iterate



Video Flier App Web page

Prototype Slide deck eBook
Landing 

page

Types of MVPs



1. Look ahead  

2. Know your audience

3. Know what problem you solve

4. Target a niche  

5. Find a point of difference  

6. Build trust

7. Take action

Top 7 secrets



Want more?   Email: support@copyschool.com

mailto:support@copyschool.com


• 0419891932

• support@copyschool.com

• www.bernadetteschwerdt.com.au/

• www.copyschool.com

• www.howtobuildanonlinebusiness.com.au

Contact:  Bernadette Schwerdt

mailto:support@copyschool.com
http://www.bernadetteschwerdt.com.au/
http://www.copyschool.com/
http://www.howtobuildanonlinebusiness.com.au/

