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Trudy Rankin (00:06): 

Welcome to the Online Business Launchpad Podcast. We're gonna 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 (00:26): 

Have you been in a situation where you know that you offer good service and you know that it's 
something that people need, and you know that if people would start using your service, you know, it 
would save them so much time and trouble, but nobody is signing up. A- and it's really frustrating. No, 
one's signing up to your email list and they're definitely not buying what you have to offer, even though, 
you know, it could help them. And, you know, it's just, it's just kills you, you know, it just makes you feel 
so sad that people aren't taking advantage of the fact that you want to help them and that you can help 
them. So welcome to the Online Business Launchpad Podcast. It's really great to be talking with you 
today about something that- that I really struggled with when I first started my business, and that is 
what to do when you've got a handful of customers, but not quite enough to keep you fully busy and 
you want to grow and you've tried everything, but no one's knocking on your door. 

Trudy Rankin (01:27): 

So, as I said, when I first started my business, I had the same thing happen to me. I knew I could help 
people because I'd already helped a lot of people for free, of course, as you do when you're first starting 
out and I'd had a few paying customers, but I wanted more customers and I was sick of getting crickets, 
nothing, whenever I reached out to tell people about what I did. And, you know, I felt like giving up so 
many times, but I finally decided that I hadn't tried everything that I could try yet. And I didn't want to 
be that person that gave up just before they succeeded. So I read a lot of stuff to figure out what to do. 
And I tried all kinds of things, most of which didn't work. And that made me really frustrated. And I 
talked to a lot of people, most of whom had different experiences and different skillsets. 

Trudy Rankin (02:13): 

So their advice didn't always translate well into my situation, but slowly over time, you know, I started 
to figure out what the problem was and why I wasn't getting people connecting with how I could help 
them. And once I knew what the problem was, I started to fix it and slowly but surely I started getting 
traction and my business and my customer numbers started to grow. And it's really interesting to me 
that a lot of other online businesses, you know, they've struggled to get traction for the exact same 
reason that I did. And it's all down to a common mistake that people who want to be helpful like I did 
make. Now just to be clear, people who want to help other people have big hearts, you know, they want 
other people to the same solutions and benefits that they've received. And they, you know, they wanna 
share the love so to speak. 

Trudy Rankin (03:05): 

But here's the thing. And this thing is the mistake that I was making. And that is that the people I wanted 
to help did not know that they had a problem, or if they did know that they had a problem, they couldn't 
see how, what I did could help them solve their problem. So I spent all- all my time doing all the right 
things, you know, creating content, fixing up my website, posting on social media, but I was doing it for 
all the wrong reasons. I was trying to convince people that they needed what I had to offer. And I can 
tell you, based on that experience, that trying to convince people, they need your products and services 
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is a mug's game. For a solopreneur or a small business, it is a huge, huge waste of time and effort, which 
is a shame because there were all those people out there who did need and want what I had to offer, 
but they just hadn't met me yet. And there were a few other issues as well. 

Trudy Rankin (04:03): 

And because I know that there are other people out there who really do wanna grow their business, but 
they're not sure why the customers are staying away in droves, I thought I'd put together some tips for 
turning things around and here they are. The first one is, is- is that if you're working frantically to create 
lots of content or spend money on ads or whatever it is you're doing right now to get customers, give 
yourself permission to stop what you're doing, just stop then scheduling some time, preferably a day to, 
you know, review what you've been doing so far. And- and don't feel guilty about it. This is what's 
known as working on your business instead of in your business, doing lots of tasks. And it's a really, 
really important thing to do on a regular basis is to set aside time to work on your business. 

Trudy Rankin (04:54): 

And then step number two is as part of that review, you need to create a visual picture of what your 
funnel looks like. So you can see how all the bits fit together. Now this will help with the next steps. And 
it's gonna show up any gaps that you might not have realized were there. Now remember that a funnel 
is simply the process that you use to make people know that you exist, that you have something that 
can help them and- and can get them to the place where they buy from you and then they become 
raving fans on your behalf. Next, as part of the review, take a look at the content you've created already, 
take a look at your website copy, your emails, your social media posts, you know, your lead magnet or 
your free giveaway that you use to get people to sign up to your list. 

Trudy Rankin (05:37): 

You're gonna look for two things. The first thing is any quiff of anything that sounds like you're trying to 
convince people they have a problem and that they need you. And the second thing is checking that you 
have calls to action in your content and that your calls to action are clear. Now, remember to you- you 
wanna only have one call to action at any one time so people don't get confused. The reason you need 
to check that you've got calls to action in your content is, is that sometimes people don't realize that 
other people are only just waiting for an invitation. And if you don't give them that invitation, they're 
not gonna, they're just not gonna come to you because they, for whatever reason, they feel like maybe, 
you know, you don't want them, or they're not good enough. There's all kinds of crazy ideas why people 
don't come to visit your site or come and ask you for help if you haven't given them an invitation. 

Trudy Rankin (06:30): 

Now, the third thing that you wanna do is, is that once you've had a look at what's already there in your 
funnel, it's time to have another look at who your avatar or your ideal customer is. And you should be 
asking yourself a few questions like these ones. Do I really understand the problem my ideal customers 
are dealing with and the pain that it's causing them? Do I really seriously understand that? Do I really 
know how important it is to them to solve this particular problem? If it's, if it's something that's just like, 
they just need a little bandaid, then they're, that's not a big problem. They're not gonna worry about it. 
It has to be a bleeding neck problem. One where if they don't deal with it immediately is gonna cause 
them a lot of grief in their life. 

Trudy Rankin (07:11): 

https://www.rev.com/
https://www.rev.com/transcript-editor/Edit?token=cbKW0hDXHiT3aCJRVSWprsyk3Ddz4l5r7wiidECTTAasM1utPo9n_8zRmPrupGPdX_e7m1BCjqM7d3wG5E5AEZCwWyY&loadFrom=DocumentDeeplink&ts=243.71
https://www.rev.com/transcript-editor/Edit?token=dsuaiLMqtuEtIxbZxKKOuoF0VHm-BjZbDthwhFr4Y7aSk_csDDCZ0B4lOXL_-k6nuozsDntIecDT_jDh8l5WITkN73g&loadFrom=DocumentDeeplink&ts=294.35
https://www.rev.com/transcript-editor/Edit?token=a-ATYy3MNfj2I4oslhYpWFOz0IXFCTRXo7JxzHkSvpLKoXeTdQ4WGR4ZUAgn0rCwdBi8Osx3TiVwQFhB4pWvJMMEnGA&loadFrom=DocumentDeeplink&ts=337.8
https://www.rev.com/transcript-editor/Edit?token=uVN32UICQZMeLA6fx8GcGtd0Y1w21pILdC8Z3KjxoMKkX614Qz_JZkARSh9fVBGgqSUgWQC0ioTCX6whK0o1QkGBgoc&loadFrom=DocumentDeeplink&ts=390.54
https://www.rev.com/transcript-editor/Edit?token=qoR22XB-quEK4AtW8qqAjlXaIhhX0KaiTx4nqT7r-3a5Cn2iZ4sYaQqGMA8T1cZdHWiN__t6HlxTYwybljzgvYPMhVI&loadFrom=DocumentDeeplink&ts=431.59


 

 

OBL17 What to do when the customers you want don... (Completed  08/08/20) 

Transcript by Rev.com 

Page 3 of 4 

 

You wanna ask, do I know the language they use to describe their problem? And do I know the keywords 
that they use to find help for that problem to solve that problem? Now, the fourth step is, is that if the 
answer to even one of those questions is no, it's time to start doing some research. And my team, and I 
have a very specific process we use to find out more about our customers and the problems that they 
want help with. And we teach our Online Business Lift-Off Program participants, how to use this process 
too. Now like most good processes, every step is very simple to do. And it's a process you can use again 
and again and again, as your customers' needs change and here it is, we start by using Google to do 
keyword research. Now, what that means is we create a list of words and phrases that we think our 
customers would use to find information about their problem using Google or some other search 
engine. 

Trudy Rankin (08:09): 

And then we test out our list of words, keywords, and keyword phrases to see if that actually is the way 
people are describing their problem. And then we refine the words until we get the right ones. And if we 
can't find the right words, then we know that either we're not thinking like our customers or our 
customers don't think that they have that specific problem. And at that point, we go back to the drawing 
board to find another problem or another way of describing that problem. And then once we've got the 
right words for how people are describing their problems, then we put together five very simple 
questions based on those words and we start asking people we think are our ideal customers to answer 
those questions. Now there's lots of places that you can ask these questions. You can ask- ask people 
face to face, or in these days of COVID-19 lockdown on a zoom call or- or an online uh, discussion. 

Trudy Rankin (09:03): 

You just ask them those questions and then pay really close attention to what they say. Or you can write 
people emails and ask them the question, you can post on social media and ask people to respond to 
your questions. Or you can actually go into forums and groups and ask people those questions one at a 
time and see what they'd say in response to it. And you'll know fairly quickly by the responses that you 
get, whether you're on track or not. Um, for being able to describe the problem that they have, uh, you 
know, or whether they even have that problem that might, they might tell you, well that's not a problem 
for me. That's not something I struggle with, but I do struggle with this. And so you wanna pay attention 
to that. So as we l- talk to people, we listen very carefully to what they say. And we especially pay 
attention to the emotion based words that they use. 

Trudy Rankin (09:51): 

So words like struggling or frustrated or annoying anything that describes what they're feeling. And then 
still five, once we've finished our research or we've done enough research to start saying [recurring 
00:10:05] patterns, patterns that happen again and again, we start seeing similar words or similar 
themes or topics or problems. Then we go back and we check our content, our website copy, our social 
media posts, our emails, et cetera, to make sure that how we talk about those problems matches the 
language that our customers are using to describe that exact same problem and how they're feeling 
about it. And then step six, the next thing we do is super, super important. We take a look at our 
products and services to make sure that what we're offering is actually something that does make a 
difference for our customers based on the problems they are experiencing and that they want help with. 

Trudy Rankin (10:46): 
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Remember a bandaid problem is not really a problem, a bleeding neck problem is something that they 
need help with. So now I just want to just remind you that this technique is not new. I first learned it 
from a guy named Ryan Levesque who wrote a book entitled ASK, and Ryan's a very successful online 
marketer and he's helped start and build over 20 very successful online businesses. I've talked about him 
on my podcast before, because we use his methods and they work. And if you wanna check out the 
book, ASK, there is a, there'll be a link in the show notes so that you can go and check it out and have a 
look to see whether or not you think it could help. 

Trudy Rankin (11:20): 

So those are the steps that we use and the processes that we use to basically make sure that what we're 
doing reflects the language that people are using to describe a problem that matters to them and that 
we're providing the products and services that they need to actually resolve that problem. And those 
are the steps that you can use to actually start getting people coming to you for help if you were at the 
stage where, you know, you're basically struggling to get traction, and you're wondering why people 
aren't coming to get help from you. So I can promise you that if you take action and you do that process 
that I've described to you, that seven step process that I've described to you, that you're going to start 
seeing more interest in what you have to offer. 

Trudy Rankin (12:07): 

And- and- and why is that? It's because you'll be describing people's problems, using language that they 
use and recognize, and you'll be giving people what they need, not what you want to give them. You've 
gotta do this complete mind shift where it's not all about you. It's actually all about them and what they 
need. Now, obviously there has to be a match between what they need and what you can give. But if 
there is a huge mismatch, it's better to know it. So you can find something else that you can help people 
with instead of wasting all your time on something that people are just never gonna buy from you. And 
if you're listening to this and you're thinking “Ugh, Trudy, you said it was a simple process, you know, a 
really simple process, but I'm so confused. I actually don't even know where to start.” Well, if he thought 
that, then we can help. 

Trudy Rankin (12:59): 

Our Online Business Lift-Off Membership Program gives you access to us and our training on how to 
truly deeply understand your customer, their problems, and how they talk about their problems. And 
most importantly, we teach you what to do with that knowledge so that you can start to grow your 
business and know that all that effort you're putting in to helping people is going to get noticed. It's 
gonna be valued and people are gonna start asking you for help, and they're gonna be willing to pay you 
for it. So thank you so much for listening. I hope this has been helpful to you. If it has, please share it 
with someone, you know, that it would help too, you know, they will be grateful and I will be too. So 
until next week, all the best and never, ever, ever, ever give up. 

Trudy Rankin (13:42): 

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 uh, that you can use to help grow your business, please sign 
up to my email list at westislanddigital.com. That's westislanddigital.com or one word and subscribe to 
the podcast, catch later. 
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