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Trudy Rankin (00:06): 

Welcome to the Online Business Launchpad Podcast, we're going to be helping guide you step-by-step 
through the process of growing your business online, and we're gonna be giving you tips and techniques 
that are going to help you break through the barriers that can stop you making progress in your 
business. 

Trudy Rankin (00:23): 

When you're setting up your online business one of the things you need to think about is how to help 
your customers find you online, and that means knowing where you're going to be online and how 
you're going to reach out, and it also means what tech platforms you use, and what social media 
channels to be on. There are lots and lots of things to think about, and it can actually get quite 
confusing. 

Trudy Rankin (00:46): 

Hey everyone, I'm Trudy Rankin and in today's episode of the Online Business Launchpad Podcast, I'm 
going to talk about the four basic things you need to have in place, so that your online business can 
really start to grow. When I started my business, I spent a lot of time searching on the internet for 
answers about what to do next, and I've already talked a bit about that in some of my previous podcast 
episodes, but the main thing I struggled with, was how to figure out exactly what I needed. There's so 
much conflicting information and advice out there, and I have to be honest, I suffer from what is known 
in the entrepreneurial world, as bright shiny object syndrome. 

Trudy Rankin (01:29): 

That, you know, that's whatever the- is the next brightest shiny thing you see, you actually end up 
heading towards that and dropping what you were doing. It could be new tech, it could be new 
software, it could be a new method, a new approach, a new guru, it doesn't matter what it is, if you're 
working on something and it's gotten hard, or you think, "Oh, wait a minute am I doing this right," and 
you're suffering from a bit of imposter syndrome, it's really easy to get stuck into shiny object syndrome, 
or bright shiny object syndrome, and actually lose sight of what you were doing and the gains that 
you've made doing it the way you were doing. 

Trudy Rankin (02:02): 

So, trust me I know a lot about shiny object syndrome, and I've wasted hundreds of hours checking out 
something that I thought was gonna be great, only to realize that it was either too expensive, or it was 
too sophisticated for me and I didn't know enough to use it properly at that stage, or the thing didn't do 
what I needed it to do, or it didn't fit my personality. Some of the methods and approaches just don't go 
with who I am, and who I'm at, you know, who I am at my core. But whenever I did that, the bad thing 
was is that I always felt like I'd wasted my time. 

Trudy Rankin (02:36): 

But after awhile I started realizing, was is that there was an upside to that, and the upside to it, the good 
thing, was that I learned a ton about what's absolutely necessary to have a- a successful online business, 
and what's just a nice to have. And I wanna share that with you today, I wanna share what I've learnt on 
the journey along the way. So, today I'm going to talk you through one of the most important things that 
we teach in our Online Business Lift Off Program, and we do this right at our very first weekly training 
session, and in that training session we talk about what a funnel is. 
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Trudy Rankin (03:12): 

Now, if you already know what an online funnel is just bear with me for a second, but if you don't know 
what a funnel is, then I just wanna describe it to you, it sounds fancy, it's part of the language that you 
need to learn for, you know, in terms of getting your head around online marketing and online 
businesses, but all a funnel really is, is a process that helps you help people get to know you, make sure 
that they know who you are, get to the place where they like and trust you, and then finally get them to 
the place where they're buying your product or service, and then beyond that where you're actually 
supporting them afterwards, after they've become your customers. 

Trudy Rankin (03:52): 

So, just to rephrase, it's a process that helps people who are on a customer journey get to know you, 
and then move all the way through that process of actually then buying from you. So, really simple term, 
it's just called a funnel, you can chop funnels up into many, many smaller sub-funnels. You can have lead 
generation funnels, you can have sales funnels, you can have awareness funnels, you can have all 
different kinds of funnels, but at the end of the day, all they really are is a process, but because it's a 
process, it means that there are lots of different components to that process. 

Trudy Rankin (04:28): 

You have to be thinking about what kind of software you need to help with that process, if any, you 
need to be thinking about how much time it takes to walk people through that process, is it gonna take 
any money, do you have to pay for other things, is it something that you can do yourself, or do you need 
to have some help with it, and there's a lot of thinking that needs to go into that funnel, or that process, 
to make sure that it's working well and working efficiently. 

Trudy Rankin (04:54): 

And when you're first starting out, oftentimes you don't even really know where to start. So, I want to 
just let you in on a little secret, and that is is that when you're setting up your online business funnels, 
the trick is is just to start with something super, super simple. The most basic thing that you can come 
up with that's going to help people go through that process of finding out that you exist, get to know, 
like, and trust you, and then eventually buy from you. 

Trudy Rankin (05:22): 

So, you start out with something really simple and then over time, you pay attention to your metrics and 
your analytics to see what's working and what's not about the process, and you just start to iteratively 
improve it. It's just called optimization, it's an optimization process for- for improving the effectiveness 
of your funnel. 

Trudy Rankin (05:43): 

So, in our Online Business Lift Off Program that we run to teach people how to set up an online business, 
we actually use a really nifty online piece of software called Funnel Mappy, to visually show what this 
process is, and we want to be able to demonstrate what this process is in the most simple way, and 
because it's visual, Funnel Mappy's really great. It's been because a lot of people are visual, a lot of 
people learn best by seeing things and then once they see it, they can replicate it. 

Trudy Rankin (06:16): 
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So, Funnel Mappy is a, is a simple tool that we use in our Online Business Lift Off Program to show our 
Online Business Lift Off students what the most basic critical funnel components are, or that they need 
to be. So, and in this show notes, I'm gonna share a link with you to Funnel Mappy, that's gonna let you 
sign up for a free account, and then access their Online Business Lift Off funnel map. 

Trudy Rankin (06:39): 

So, it's that funnel map is that basic, the most basic funnel that you need to have in order to make your 
online business work. So, this link is an affiliate link just to be transparent, so that if you should ever 
decide to upgrade from your free account, we'll get a small commission for which we will thank you, but 
for right now it, you can just sign up for the free account. You get to have up to two funnel maps with 
that free account, and when you're just starting out, that's all you need. 

Trudy Rankin (07:06): 

So, there'll be a link there for that in the show notes. But for right now, I want to share the key parts of 
the funnel map with you. So, if you're listening to this episode in the car, or somewhere else where you 
can't download the funnel map right now, don't worry I'm gonna talk you through it, and if you're sitting 
at home and you're not near your computer, you can also just grab out a bit of paper and a pen, and you 
can use that to actually record what I'm talking about, because it- it just kind of flows nicely, especially if 
you're kind of use to processes mapping, or if you kind of think in a logical flow. 

Trudy Rankin (07:39): 

So, there- there's four key areas that you need to think about when you are developing your most basic 
funnel that's going to help people find you, and then get to know you, and then eventually purchase 
from you. So, the first part of that funnel is, is that you need to know, you need to think about where 
your potential customers hangout. Now, I'm gonna expand all of these points in a minute, but I'm just 
gonna tell you what the four key areas are. 

Trudy Rankin (08:07): 

The first one is where do your potential customers hangout? Where are they most likely to find out 
about you? The second key area is, you gotta think about where your home base is going to be online. 
The third thing is you need to have a way to ask your customers questions, and I'll get into that in a little 
bit more detail in a minute, and the fourth thing that you need is, is that you need to have an email list 
provider. 

Trudy Rankin (08:31): 

So, an email list provider is simply a piece of software that lets you collect and store peoples names and 
addresses, email addresses, so that you can then contact them and tell them a little bit more about what 
you do. Okay, so let's talk a little bit about this whole idea of understanding where your potential 
customers hangout. 

Trudy Rankin (08:56): 

So, when you think about your funnel, you're going to have a section that basically expands and- and 
says very specifically where your customers hangout, where are you going to get the traffic from online, 
from where they're hanging out, and get them to come to the place where your home base is? How are 
you going to identify them, and how are you going to attract them? 
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Trudy Rankin (09:21): 

So, for thinking about it, the thing that you will want to do is, you'll want to sit down and you can do this 
quite quickly, it usually in our, in our OBO program people can usually knock this out in about 10 
minutes. Is basically you sit down and you make a list of all the places where you think people are going 
to be, and it could be online, and it also could be offline. 

Trudy Rankin (09:45): 

So, for example, we have one participant who has a- a home care, home maintenance business in a local 
area and when he went through his list, he came up with a whole lot of local areas that he could go to, 
and he could either approach them online or offline, but things like the chamber of commerce, there 
were some, another group that he was a part of that vetted people before they could get into the group, 
and those people knew people that could point him in the right direction. He was on a number of groups 
on Facebook and- and you can get into those groups on Facebook and of course following the rules, the 
group rules, to make sure you don't get chucked out on your ear. 

Trudy Rankin (10:24): 

You can also let people know that you exist, because you can help them out when they ask questions, 
you can answer their questions, and basically use that as a place to help people get to know, like and 
trust you. So, he had a number of different places where he could go to tell people that he existed, to 
tell the people in that area that this was the services, these are the services that he offers, and here's 
how he offers them, and here's where they can go to find out more information about him. 

Trudy Rankin (10:52): 

So, he came up with this long, quite detailed list of places where he could go to do that, and it is very 
effective, it's very, very effective, he's now so busy that he is sort of trying to figure out how, what he 
can do to actually manage the workload and- and seeing what he can do to bring more people in, but do 
it in a way that he can actually has enough time to handle the, all of the customers that he's getting. 

Trudy Rankin (11:17): 

So, that's a good problem to have, that's a really excellent problem to have. Okay, so now coming back 
then to- to point two, for your home base, now if you think about it, a home base, I'm calling it a home 
base, but it's really just a place where people can come to find out more information about you and the 
services you offer. It used to be Yellow Pages, it definitely is not Yellow Pages anymore, but there's a 
number of different ways that you can develop a home base, depending on the business that you have 
that are gonna help people do that. 

Trudy Rankin (11:51): 

So, typically you would think possibly or most probably you'll have a website that people can come to 
where you can tell them more about yourself, but a website's not the only way of doing it. So, you can 
actually use a LinkedIn page, you can use a- a LinkedIn business page, or your own personal profile, 
depending on your sort of business that you have. You can have a Facebook business page, and, er, you 
can also use something called Google My Business, especially if you're a local business that's, it's- it's a 
very powerful way of telling Google all about yourself, and making sure that they know all about you, so 
that they can when people search in Google, they can actually know that you are there, that you care 
about the information that you have and that they'd be willing to rank your Google My Business page 
high up on their ranks, so that people can find you. 
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Trudy Rankin (12:41): 

So, just to reiterate it's usually a website, could be a LinkedIn page, or a Facebook page, or Google My 
Business page, but whatever it is, it needs to be setup so that people know instantly that they're in the 
right place to find you, and to be able to find out more about the services that they're looking for, 
because remember you're helping people solve problems. 

Trudy Rankin (13:03): 

You're there to help people solve a problem that's so important and urgent that if it's not fixed straight 
away they're gonna suffer because of that. So, in order to set up your home base, so that when people 
get there they know they're in the right place, you need to be really, really clear about who you help, 
how you help them, you want to tell them a little bit more about you, but you want to do that in such a 
way that it's all about how you're helping people with the problem, that people are looking for help 
with. Does that make sense? 

Trudy Rankin (13:35): 

So, in- instead of saying, "Hey, I'm- I'm John Smith, and I, and I offer this service, that service and the 
other service," you're not gonna do it like that, you're gonna actually just talk about, you're gonna say, 
"Hey, I'm- I'm John Smith, and I help people do this, and here's some people I've helped, and here's how 
I feel about that, and here's why I really enjoy what I'm doing." And you're gonna have a couple of sort 
of stories embedded in that about who you've helped and how you've helped them. 

Trudy Rankin (14:03): 

You also need to have a place where they can get in touch with you, so if it's a website, you're gonna 
have a t- contact me page. If it's Google My Business, you're gonna make sure you have some method 
for people to contact you there, obviously the same with LinkedIn, or on your Facebook page, some sort 
of contact details, whether that's a phone number or an email address, or you have some instructions 
for them on how they might reach out to you in a, in a slightly different way. 

Trudy Rankin (14:29): 

Now, there is one other thing that's pretty important that you do include, and it doesn't get talked 
about too much, because it's not such a big deal so much yet in- in Australia, but it is a much bigger deal 
in other places like Europe, the UK, the U.S., and that is is that you need to be really, really clear about 
what you are doing to look after their personal information, when your customers or your potential 
customers share that information with you. 

Trudy Rankin (14:59): 

So, for example, if it's a website you need to have sort of a privacy policy page, and also a terms of use 
page, so that you can very clearly articulate what it is you are doing with that information, because at 
some stage it's gonna actually become law here too, I suspect, and it's better to sort that all out sooner 
rather than later, so that people can have confidence that you're doing the right thing and, um, y- you 
know, not just treating their personal information with callousness, or carelessness, it's that's pretty 
important. 

Trudy Rankin (15:32): 
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Okay, so that's your home base, and the things that you need to think about in terms of making sure all 
of the information is there that people need to be able to get in touch, and to understand what it is you 
do. So, then coming back to point three, which is you need to have a way to ask your customers 
questions. Now why do you need to have a way to ask your customers questions? 

Trudy Rankin (15:53): 

Well it's actually really, really super important that you do ask your customers questions, so that you can 
understand what they need. You want to make sure that you have such a deep understanding of your 
customers and the problem that they're struggling with, that you can talk about those problems in a way 
that makes people say, "Hey, you- you must have read my mind, that's exactly how I feel." 

Trudy Rankin (16:19): 

So, the most important question that you want to be able to ask people is, what are you struggling with 
right now? What kinds of problems or challenges are really, really, you know, making your life a misery 
and in our Online Business Lift Off Program we use a framework that's based on Ryan Levesque ASK 
Methodology, and, uh, we'll have more about this in the show notes, and if you're interested he, you 
can check out a book, one of his books, he has a book called ASK, it's just a really simple methodology, 
it's so simple it sounds like almost, "Duh, obvious," but the way he helps to help you lay it out and work 
with your customers, makes it a really super useful framework. 

Trudy Rankin (16:58): 

So, we'll have more information about that in the show notes, and also, I guess, a link to- to his book if 
you're interested in it, I've got his book, I've read it, and then I've also done a couple of courses of his, 
just to help me understand better how to connect with customers. 

Trudy Rankin (17:13): 

So, basically his approach is really about helping you figure out what your customers bleeding neck 
problem is, remember a bleeding neck problem is one that needs to be sorted out immediately, 
otherwise there's gonna be big, big troubles. It also helps you understand the language that they use 
when they're talking about the problem that they're struggling with, how they perceive that problem 
and the impact on their life.So, being able to ask your customers questions is super important, so I use, 
as I said coming back to Ryan Levesque, ASK Methodology, I use his methodology to help me frame the 
questions that I ask, but then I also use a tool call LeadsHook to help actually ask the questions. 

Trudy Rankin (17:58): 

So, I have these questions embedded on my website, on the Online Business Lift Off website, and I use 
LeadsHook to create really, really useful tools that by asking questions I can understand customers 
better, and I can give them value at the same time, no matter where they are in their customer journey, 
and I use it to create things like online assessment tools, and decision support systems, and these things 
as people answer their questions, the questions that I've asked in the online assessment tools and 
decision support systems, mean that I have, I am continuously developing a better understanding of 
what my customers are struggling with, and are being challenged by, and at the same time it lets me 
give them something back when they finished answering the questions that's very targeted to their 
needs right now. 

Trudy Rankin (18:49): 
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So, it's very personalized, very, very specific to the individual. Now, you don't have to necessarily use 
something like LeadsHook, if you're not ready for the power of LeadsHook, you can use things like 
Google Forms or SurveyMonkey® to get started, or you can even just do something as simple as 
developing your questions and then jump onto a Facebook forum, or a group, and ask your questions 
one at a time, and get the answers back and then collate the data back as you just collate that data and 
put it together and learn from it as you go. 

Trudy Rankin (19:22): 

It's an ongoing process. You want to always be asking your customers questions just so that you 
continue to understand where they're at, how they're doing, the language that they're using to describe 
their problems, and how it makes them feel, that emotion part of it is really, really critical to this 
process. All right, so the last point that I want to cover off, is is that you need to have an email list 
provider, well what's an email list provider? I mentioned it before, it's a place where you can collect and 
store email addresses and peoples names, and you can collect more data than that. You can collect 
phone numbers, you could even find out where people are, if- if they're willing to give you their physical 
address, usually they're not, but if that's something that you think is important to collect, you- you can 
use it to do that. 

Trudy Rankin (20:12): 

Now the power of an email list provider is really, really simple, in- in that it's- it's a way for you to keep 
in touch with your customer base, and automate that contact that you have with them, so that you can 
focus on other parts of your business. Now does it take time and effort to put these things together? 
Absolutely it does, it takes quite a lot of work and you don't wanna be spamming people, you don't 
wanna waste their time with silly or useless emails. You wanna make sure you're sending personalized 
and useful emails that help them take their first step towards solving a problem that they have. 

Trudy Rankin (20:53): 

And so we call these email nurture sequences, an- and every funnel, the most basic funnel needs to 
have a way for you to communicate back to your customers, so that they remember that you exist and 
that you're giving them value. So, with an email nurture sequence, it's usually a series of emails, it can 
be anywhere from sort of three to five to a ton of emails. I- I actually work with one provider who's got 
pretty close to a years worth of- of emails that they, you sign up to their email list and, you know, every- 
every little while you get an email from them that's actually really, really, really useful and very valuable. 

Trudy Rankin (21:38): 

So, you're going to have an email nurture sequence inside your email list provider software, and at the 
very least you're gonna have a welcome email so that when people sign up to your list, they get an 
automated welcome email back to say, "Hey, thank you so much for signing up. Welcome, here's the 
sorts of things that you can expect to hear from me about, and by the way here's something of value 
that I'd love you to have right now, and we really want to serve you as much as we can." 

Trudy Rankin (22:06): 

So, once again, the fact that it's automated, er, is going to save you a, a truckload of time, and it's going 
to just make your- your life easier, and that's one of the key value points of having an email list provider. 
So, which email list provider should you get? Now there's a lot out there that you can choose from, and 
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the one that you choose is going to, that you choose to use is going to depend on your budget, and what 
you want that email list provider tool to do for you. 

Trudy Rankin (22:38): 

Now, when you're just getting started, you could probably get away with using something that just 
collects names and email addresses, and if that's the case then the one email list provider that is free, is 
Mailchimp. They do have one- one choice that you can choose that's a free account, a forever free 
account, and it's g- you can have up to 2,000 people in- in your list. 

Trudy Rankin (23:08): 

The only trouble is, is is that after you have been running your business online for a little while, you're 
going to quickly realize that your email list has different groups of people in it, that have different needs, 
slightly different needs, and so you need to be able to do something called segmenting, it's called 
segmentation, where you kind of want to be able to just say, "Hey, I jus wanna send an email out to this 
one sub-group," or one- one bucket of people, I sometimes call them buckets, but just one sub-group of 
people, and not to the other sub-groups of people, because it doesn't make sense to them. 

Trudy Rankin (23:48): 

So you need to be able to segment people, and the way you do that within your email list providing 
software, is to use something called tagging. Now tagging is really just a s- a simple thing that sounds 
complicated, and it's not really complicated, it's just a little tiny snippet, it's just words, it's really just 
one word or a little phrase that you get to decide what that phrase is, but it will be something that helps 
you remember which segments, or which sub-group those people are part of. 

Trudy Rankin (24:22): 

So, if I give you an example, in the Online Business Lift Off Program, we have a number of different 
groups of people who are interested, and in starting up their own online business, and some of those 
people are, they're aged 50 and above, and they've been unemployed for a while, and they have some 
specific reasons why they haven't been able to get work. They really do want to be able to be financially 
self-supporting, but they fit into this specific category, and so we have a segment that's very specific for 
that particular group of people. 

Trudy Rankin (24:55): 

We have another group of people who are under the age of 50, and they basically, they're going, 
"Whoa, you know, the whole world's kind of at interesting times with COVID-19, and we just wanna 
make sure that we've got some other way of having an extra revenue stream coming in, because we're 
not quite sure that we're gonna have a job tomorrow," and so they want another way of creating 
revenue, now that's a completely different segment, different sub-group, and the language that we 
would use would be very different when we're talking to two- those two groups of people, and we 
wanna make sure that we're talking to them in the language that actually resonates with them the best. 

Trudy Rankin (25:35): 

So, email list providers that allow tagging or segmentation, there's three that- that I think are worth 
looking at. We use two at the moment. We use one called AWeber, and we're also moving towards one 
called ActiveCampaign, so we use both of those, and I'll have links in the, in the show notes for you to be 
able to- to go and check those out if you, if you wanna go and check them out. But there's another one 
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called ConvertKit that I've looked at really closely, and I like the look about it, the look of it, and I've also 
read quite a number of reviews from people who are sort of gurus in their field and- and they know 
what they're doing, and they use this thing called ConvertKit. 

Trudy Rankin (26:17): 

So, that's another one you can checkout. I'll also have a link up there f- for that one, so you- you have a 
chance to just go and have a look and see which one fits. For those ones, the differentiating factor 
between those are, it just depends on how many people you have in your list, some them, of them are a 
little bit more expensive, or they have a different way of- of charging in terms of the number of people 
you have on your list, er, you might hit, like with AWeber I think it's, once you've hit 500, you pay a set 
price, but once you get above 500, then the price goes up a little bit. 

Trudy Rankin (26:51): 

So, there's just a little bit, there's a few differences about how they charge and what they charge, that 
it's worth just looking at to decide what you want. They all allow tagging. They all allow segmentation. 
ActiveCampaign's kind of cool because it lets you kind of set things up in a visual way, so that you can 
see the workflow and how it goes, and that's one of the reasons why we're moving- moving to 
ActiveCampaign more fully, er, as we go forward. 

Trudy Rankin (27:14): 

So, now that's been a lot to- to listen to and a lot of words, and a lot of language that might not sort of 
be so familiar, so I just wanna talk a little bit about how our Online Business Lift Off funnel is set up, so 
that you can understand a little bit more what I'm talking about. So, we're gonna go back to the 
beginning there, where we talk about traffic, and for the Online Business Lift Off Program, when we first 
started out, where people hangout it was a bit of an unknown, and so we had to go through a process of 
figuring that out, and over time where we finally managed to land, was is that people who are 
interested in our program are often on, actually trolling through Google, they're using Google Search, 
and they're trying to find things like get a job, or work for people over 50, or how to set up an online 
business, and so people are looking for those kinds of things on Google Search, so that's one place 
where people are going to try and find help for the problem that they have. 

Trudy Rankin (28:24): 

Another place for one of the particular groups that we work with tend to hangout on Facebook, and so 
we're, we've been getting more and more engagement and interest from people on Facebook, coming 
to us, and basically finding out that we exist. Coming to our website, learning more about us, and then 
deciding whether they want to go through our online assessment tool, and to see if they're eligible for, 
um, some, s- you know, basically being able to do the program through the funding that the government 
supplies for some of our, some of our participants. 

Trudy Rankin (28:56): 

Now, another place where people are, is on LinkedIn. We do have people who come to us through 
LinkedIn, but there's also other places where people are, and we use what we call collaboration partners 
to help tell people about our program, and make sure that they know that we exist, and those 
collaboration partners are local counsels, and they are also people who are, have networks in the 
disability space, or the carer space, er, to be more exact. 
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Trudy Rankin (29:28): 

So, we are always making sure that people who are on our collaboration network are, know about our 
next program and when it's ready to start, so that they can then email their people on their list, people 
who are carers, and who are really wanting to do something for themselves now, you know, life's- life's 
kind of going on, and the intensity that often occurs when somebody first needs a lot of help has sort of 
dissipated a bit, and so the carer has a little bit tiny bit more time, and they're looking to do something 
like starting an online business, or even just starting something that's gonna generate a little bit more 
revenue for them. 

Trudy Rankin (30:04): 

So, we work with our collaboration partners to be able to- to do that and we're, and we're also starting 
to work more with, uh, job active providers, so if you're in Australia, you'll know what that means. It's 
really entities who work with the government to help people who are over a certain age, well for our 
groups anyway, find employments, or find training that's going to help them development new skills, so 
that they can find new work. 

Trudy Rankin (30:29): 

We have a lot of interest through that mechanism as well. So we have a number of ways of finding 
people who are out there and looking for help with their problem, but we go to those places and then 
we actually connect with people there and help them to find out about us by going back to our website 
and just finding out about us there. 

Trudy Rankin (30:50): 

Okay, so that's one bit. Now, our home base, is for us, is definitely our website, our Online Business Lift 
Off website. Now there's a little secret here that people often don't tell you about when you're setting 
up and online business, and that is is that, I don't know anybody, I don't know any entrepreneur, and 
they may be out there but I haven't met them yet, who's actually 100 percent totally happy with their 
website. So, the important thing when you are starting out, and if you're using a website, is go with 
what's good enough and don't let perfect be the enemy of done. 

Trudy Rankin (31:26): 

You wanna make sure that what you have there is enough to help people find who you are, and then 
you want to watch how people actually behave on your website, so that you can tell where you need to 
tweak things. Now, there's lots of tools that will help you do that. One of the one's that will let you do 
that, and without you having to spend money is one called Hotjar, where they actually take little videos 
of what people are doing on your website, and it's really quite an eye-opener, er, to see how people are 
using your site, or not using your site. 

Trudy Rankin (32:02): 

I've used it to discover that I thought I had a perfect website page with everything tested and fixed, and 
discovered that I had a link that was broken and didn't work, so people were clicking, clicking, clicking 
and it wasn't working and taking them anywhere, so I discovered something that needed to be fixed, but 
I've also discovered that there are areas that people look at a lot more than others, and so then I've 
known, "Oh, well I better add a link in there, because people are looking to figure out how to find out 
more, but there's no link there for them to click," so you need a way of being able to see what people do 
on your website, but in terms of your home base, just making sure that you have those critical elements, 
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who do you help, how do you help, a little bit more about how you've helped other people, and then 
how to get in touch with you, and how you look after their personal information. That's all you need on 
your website. 

Trudy Rankin (32:55): 

Now we also do use LinkedIn. We have all, our business page on LinkedIn, and we also have a business 
page on Facebook, and we also have a YouTube channel, and that YouTube channel, we've only just 
recently set it up, but it's already starting to send people to our website, uh, because we create videos 
that help people learn how to use online business tools, er, because we want people to be able to get 
stuck in and not get tripped up by barriers, or be frightened off by the technology. 

Trudy Rankin (33:24): 

So, that YouTube channel is starting to send people our way, and as we persevere and consistently add 
content, it is going to continue to send people our way, er, much- much more, in bigger numbers over 
the time as we go forward. So, I've already mentioned how we ask our customers questions, so in the 
Online Business Lift Off, as I said, we use Leadshook, and we developed an online assessment tool that 
basically h- allows people to go through and answer a series of questions, and by answering those 
questions people can find out whether they're eligible for the government funding that pays for some of 
our participants to go through the program for free. 

Trudy Rankin (34:04): 

Now th- that's really, really important because by answering those questions, it actually means that the 
people who get all the way through those questions are actually highly qualified, interested people, so 
they've gone from being what we would call cold traffic, so somebody who doesn't know anything about 
you, through to what we would call warm traffic, where by answering the questions and looking at our 
website, they've learned something about us, and they've said, "Hey yeah, we- we can see what you 
doing, we're really interested, so yeah, put me on your list." 

Trudy Rankin (34:37): 

And so they go through that online assessment tool, and at the end of it, it automatically, they provide 
the information, and it automatically puts them onto our email list provider, and in our email list 
provider, which as I said, at the moment we using AWeber and ActiveCampaign, and I've also used 
Mailchimp in the past, so, but I re- I really like AWeber and ActiveCampaign, we- we're beyond the- the 
value that a free account from Mailchimp can give us. 

Trudy Rankin (35:05): 

But the ability to breakdown groups into sub-groups, and- and supply a tag to identify who those groups 
are is really, really useful, we use that all the time. We often send out emails, either broadcasts, a 
broadcast is a one-off email that you just send off at an ad hoc fashion, but we also have automated 
email nurture sequences that we send out to people, especially when they join our membership group 
to do the program, to do the Online Business Lift Off Program. It actually sets off what is called a drip 
campaign, where people get one email a week, which provides them with a new training video and a 
new set of exercises to do, to help them build their online business. 

Trudy Rankin (35:49): 
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So, that's just a really quick summary of how- how we use, I guess, a funnel map, or we use a 
visualization of the map to help us stay on track with our basic funnel. We try to stick to a simpler funnel 
as possible, and we try to make sure that it's as effective as it can be. So, we've been tweaking our 
funnel for, you know, several years, and getting it to the point where, it is effective, and helps us serve 
people as much as possible through that medium, through that mechanism. 

Trudy Rankin (36:24): 

Now obviously there's a lot more to the detail around the funnels, you know, there's a lot that we could 
get into around how your different social media channels, at being one of those entry points into your- 
your process for getting people to get to know and like and trust you. That's a really important 
component as well, but we're just really talking about it in, at a high-level at this stage, we'll talk about it 
more in another, in another episode. 

Trudy Rankin (36:51): 

So, just to, just to summarize I guess, or just to close off, it's really important that you have a clear idea 
about how you're going to help people go from knowing nothing about you, to buying your products and 
services, and beyond, when you're providing them with customer support. 

Trudy Rankin (37:09): 

So, the way to get a clear idea of how you're going to do that, is to sit down, you can do it with a piece of 
paper, a blank piece of paper and draw it out. You can use Funnel Mappy and their free account to use, 
I, to just to- to lay it out, and so that you can see what it's, what it's like visually, but you wanna make 
sure that you know where your potential customers are hanging out. You wanna know what your home 
base is going to be, whether it's a website or something else. 

Trudy Rankin (37:36): 

You need to have a way to ask your customers questions, and you need to have a way of getting back 
into touch with those customers, er, and have a- a place to store contact details for the people who are 
interested in what you have to offer. So, there you have it. I've gone through the list of key pieces that 
you need to have in your funnel, and just remember to grab our basic funnel map from the link that 
we'll have in the show notes, and which is sitting on Funnel Mappy, which you can then use to create 
your own funnel map for your business. 

Trudy Rankin (38:07): 

Funnel Mappy's super easy to learn how to use. They have a really good how to learn, learn how to use 
Funnel Mappy tutorial that's only like three-minutes long. It's one of the simplest pieces of technology 
to use I've ever come across. Super easy, very visual, very good. And then if you'd like more help, you 
can always head over to West Island Digital which is their, is their umbrella business, where we offer a 
service that helps you figure out how, what your funnel should be, and get it mapped out, or you can 
join our online business launchpad membership, and access the trainings that we have, that are gonna 
help you get setup faster without wasting time and money and energy on the wrong tools. 

Trudy Rankin (38:45): 

So, hope that was useful. Go grab that free funnel map and make sure you use it, you'll be glad you did. 
And I hope you have a great week and I'll see you next time. 
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Trudy Rankin (38:57): 

Hey, thanks for listening to the Online Business Launchpad Podcast. If you'd like to keep on getting tips 
and techniques and more things from me, er, that you can use to help grow your business, please sign 
up to my email list at westislanddigital.com, that's westislanddigital.com, all one word, and subscribe to 
the podcast. 

Trudy Rankin (39:17): 

Catch you later. 
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