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Welcome back.  

In this session, I’m going to share an important first step in creating your 
Authentic Copy — you need to be able to stand out in your market.  

First and foremost, you need to think of yourself as a marketer.  
Copywriting is marketing. And therefore, don’t be afraid to sell.  

We are selling something here. This is not freelance writing. You want to 
write the great novel, the story of your life that’s fantastic. Go have fun 

writing that.  

You want to make money, be a copywriter, and love marketing.  

Writing just to write is not the same as being a copywriter. And that’s why you see so many of what I call 
“starving artist” forums, because they’re not making any money.  

You have to sell. That’s what copywriting is. It’s selling. It doesn’t mean lying. You can do it with integrity 
and authenticity, but it is selling. Occasionally someone will say to me—I‘m just not comfortable with the 
idea of selling. Well, you might have a problem. You may have to shift what you think selling means.  

Selling does not mean beating someone over the head repeatedly until they succumb. It does not mean 
lying. It is not gigantic trickery and/or mental manipulation. That’s not selling.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 



SESSION 2: STANDING OUT IN YOUR MARKET // AUTHENTIC COPY  

 

 3 

Selling is answering the need someone has, solving a problem for 
someone, and/or supporting their desires. 

Marketing is about bringing things together; it’s about finding a good 
fit.  

Someone once asked me, Don’t you just love to write? I was like 
yeah, but it’s not always fun every minute. So it’s not just about the 
love of writing.  There is an energy and intensity that has to go into 
it. You need to be writing to create a flow and a structure that brings 

people to the point of saying, Yes, this is it.  

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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So, step 1 in writing with this intention is to consider  

Who are you selling to? 

Who are you talking to? What is your hot market?  

To help you answer this question, I have some required reading for 
you in this program. I require you to read two different books by one 
of my mentors, Russell Brunson.  
 
 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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The first one is DotCom Secrets: The Underground Playbook for 
Growing Your Company Online. The second is Expert Secrets: The 
Underground Playbook for Creating a Mass Movement of People Who 
Will Pay for Your Advice.  

You will find direct links to get these books in the resource 
section of your guidebook for this program, as well as in our 
private Facebook group.  

The good news is, within the United States it's about seven dollars for 
shipping and handling. The book is free. If you're outside the US and Canada, it's slightly more. But, the 
book itself is free. You're just paying to get it shipped to you, which is also another marketing lesson for 
you I'd like you to keep in mind. This is what we would call a tripwire, or a lead generation, where you're 
actually giving something of high value at a very low cost. But, at the same time, acquiring people into 
your subscriber base. We'll talk more about this as we go through the program. But, just kind of let your 
marketing brain kind of turn on also while you're ordering your books and see how this all fits together.  

In DotCom Secrets and in Expert Secrets, you're going to learn how to zero in on a particular audience—
who you're serving and why. In doing so, you will dig more deeply into what they need, what their pain 
points are and what solutions they're looking for—so that you can serve them at the best and highest level 
possible.  

By the way, this is important whether it is for yourself or for a client—whether you're in an agency or 
you're a solopreneur that's delivering copy elements and strategy to your clients.  

https://therenegadeboomer.com/DotComSecrets
https://therenegadeboomer.com/DotComSecrets
https://therenegadeboomer.com/free-expert-secrets
https://therenegadeboomer.com/free-expert-secrets
https://therenegadeboomer.com/free-expert-secrets
https://therenegadeboomer.com/DotComSecrets
https://therenegadeboomer.com/expert-secrets
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Now, in Expert Secrets. you're going to find that Russell talks about 
subcultures within markets. There's an excellent book called Blue 
Ocean Strategy that teaches an important concept about creating 
what is called an “uncontested marketing space”—this is the type of 
“subculture you want to create.  

In Blue Ocean Strategy, the book explains the difference between a 
“red” ocean and a “blue” ocean.  

So, let me explain what this means. 

 

 

Notes: 
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The red ocean is an overcrowded market. The blue ocean is the 
uncontested marketing space.  

Let's take internet marketing as an example, because a lot of you 
are going to be involved in that. The hot market, obviously, would be 
internet marketing. That's a hot market, right? But, it's also like a red 
ocean. A red ocean is where everyone's out there churning and 
burning and thrashing around. The sharks are approaching and 
circling, and they're just tearing into everything in the water right 
there. The water is running red, because it's so overcrowded, and 

it's so packed with people in the same ocean that it has now become a red ocean. There's nothing 
unusual about the topic, there's nothing unique—there's nothing that really stands out. You're in there with 
thousands of other people thrashing around, trying to survive in that same red ocean.  

To get out of the red ocean, you want to “niche down.” We want to go maybe three levels deep. The next 
level for internet marketing could be running Facebook ads for example. Let's say you're running 
Facebook ads as that subniche for internet marketing. Facebook ads are a hot market. A lot of people 
want to know how to do this. They need them for driving traffic to their websites and marketing funnels. 
But it's still not quite out of that red ocean. There's still a lot of competition, and a lot of people offering the 
very same thing.  

How would we go deeper? What could we go deeper into to put you into the blue ocean, that clear 
Caribbean blue ocean where it's not overcrowded.  

It just feels great to be in that blue ocean, and there are a lot of people interested in what is there. You 
could go one level further. Let's just say internet marketing, Facebook ads, Facebook ads for weight loss, 
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okay? So the weight loss topic. Or Facebook ads for realtors. Or Facebook ads for dentists. You see how 
this works?   

Next level would be, "Okay, I specialize in Facebook ads for online marketers." Then next level, the blue 
ocean would be, "I specialize in Facebook ads for online marketers who are dentists. I specialize in 
Facebook ads for online marketers who are weight loss experts. I specialize in Facebook ads for online 
marketers who are chiropractors.”  

So you see, you start going into the blue ocean by drilling further down, further down.  

Another one could be relationships. The hot market would be relationships in general. The next level 
down could be, marriage, okay? So, getting a little bit out of that red ocean, but still pretty close. Then that 
blue ocean niche market could be relationships for marriages that are dealing with jealousy. See, that 
would really be a blue ocean, a whole other level. 

Let's take a third example. A hot market could be fishing. Let's just say sports fishing. The submarket 
could be fishing for bass. The deeper blue ocean—might as well use a watery example here about fish. It 
could be fishing for bass in rivers on the east coast of the United States. Or...I don't even know where 
bass live actually. But wherever they may live. Or let's say trout fishing. It could be fishing for trout in the 
rivers of Montana. Fly fishing for trout... Or fly fishing for trout in the rivers of Montana. Something like 
that. A river runs through it. You see how it goes? It goes big topic, a little bit further down, and then really 
getting more specialized.  

Let's take a crack at it, okay? The top markets, there's really basically three big categories. It may seem 
like, "Oh, that's really not very many." But when you go deeper you'll see what I mean. They're in health 
and wealth and relationships.  
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Now, that doesn't mean that you can't go to other things like dog training, or bicycling, or how to decorate 
your home, something like that. But you can go deeper underneath one of these categories. For health, 
you could be talking about weight loss; you could be talking about supplements; you could be talking 
about exercise, fitness routines, keto diet, vegan diets, how to get enough sleep at night, breathing 
exercises to expand your respiratory capabilities. There are a lot of things that could fall under health.  

Wealth, the same thing. It could be real estate; it could be investing; it could be internet marketing; it could 
be online products; it could be investing; it could be financial advice; it could be Bitcoin; it could be crypto 
currencies. A lot of things that could come under wealth, even ones that maybe are not so obvious.  

Relationships, the same thing. Obvious one is more like marriage, how to attract a woman, how to attract 
a guy, how to find love. What about how to raise healthy children? How to be a good parent, how to deal 
with toddler tantrums. So that's just another example of how you would create your hot market.  

Then your submarket, that's what I was just going through. I kind of went through some examples of 
submarkets in those categories. It could have to do with dating or food or organic eating, baking, yard 
décor, home décor, remodeling. You could find a way that these fit under these niche markets.  

Here's what you really want to do—figure out what that unique identifier is. You can make a sub market 
and a blue ocean niche, even in a subhot market inside that blue ocean niche by calling out even more 
specialized topics. Let's say you're going to teach copywriting—copywriting for online marketers, 
copywriting for online marketers who are using ClickFunnels. Copywriting for online marketers who are 
using ClickFunnels to promote organic cooking techniques, okay?  
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You see how you go another niche, another niche, another niche, and you went one more. The thing is, if 
you decided that you're going to try and take on the red ocean, and that you want to just stay very general 
on one of these topics—boy, you better have a lot of time and a lot of money to compete. Because it's not 
going to be easy.  

I just want to make that very clear—when you just go into a big, wide, general market, it's not going to be 
easy.  

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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You're also going to see examples in DotCom Secrets and Expert 
Secrets of what we call the "Big Domino."  

The big domino is also known as the ONE thing. And it is about 
creating belief. Creating belief is about establishing this one thing that 
your customer wants and believes. And if you can figure out that one 
thing, when your prospect believes it, it demolishes all their other 
objections—they will take action. Because if they believe that ONE 
thing, it will solve so many other issues that they have, and so many 

other problems.  

Let's use copywriting as an example. Copywriting is a skill you can learn. You can make an excellent 
income when you learn to be a copywriter.  Therefore, you have the potential to make a lot of money as a 
copywriter. See how this works? If you believe copywriting is a skill you can learn, that's the big domino.  

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Let's go back to the big domino.  Let's say you're marketing this 
copywriting training—you're my copywriter because I'm sitting on a 
beach in the Caribbean, and you're running my marketing.  

If you can make people believe 1) learning to be a copywriter (new 
opportunity) is 2) the key to making a great income and (what 
they desire most), it's 3) only obtainable by taking the first steps 
in The Authentic Copy program (my vehicle) 

...then every other objection will become irrelevant, and they're 
going to want to buy.  

If you can make people believe that the thing you have is the key to the thing that they want and is only 
obtainable through the thing that you are promoting, offering, teaching, or training, then all of their 
objections will become irrelevant, and they will make a decision to purchase.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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The first thing, the first step, #1—is a new opportunity.  

It's a new opportunity. Let's just say you'd like to be a virtual 
assistant, you'd like to work online but you don't really know what 
to do. Maybe you've been a secretary or something, but you're 
kind of skeptical about online business in the first place—if it's 
really possible to work at home, that kind of thing.  

If there were a new opportunity for that, that would show you that 
you can accomplish this in a really reliable, trusted way—one that's been proven to work, one that makes 
it very easy for you. Sometimes we call this new opportunity a vehicle. It’s a new way that this thing can 
be delivered and be achieved or received by someone. It does the one thing you want. Let's just say in 
this case it's to make money online from home. To make a good living from home, to not have to go to an 
office.  

If there were a way, a new opportunity to understand exactly how you can make money from home so that 
you can make a good living without ever leaving their home, or living wherever you want, then the 
objection is if you can show that, this one thing will be obtainable through what you currently have. 
Therefore, any objections will become irrelevant, and there will be no reason not to purchase the training.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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#2—is the thing they want most, and a lot of people want the 
same things—money, pleasure, meaning, validation, success, 
possibly power. Some people want to be recognized; some people 
want recognition; some people just want peace, or health, a vital 
life. We have kind of these categories that kind of go across the 
board, and there's ways to dig in more deeply to that, that we'll go 
into further as we go through the training. But, just kind of based on 
our human experience, a lot of people want one or more of those 
things. 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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#3—that third one is the easiest, because it's your offer. It's 
what you have. That's one of the easiest to fulfill. Number 3 again 
is the vehicle for how this is delivered, i.e. your product, your 
training, your coaching, your mastermind, however your product 
delivers that thing that they want—and it might be very specific to 
a niche market.  

Then, what you really have to be able to do is create that first step, 
which is a new opportunity.  

Now, in Russell Brunson's case, it was sales funnels, ClickFunnels. He figured out a way that someone 
teaching or delivering any kind of product could go through this, should we say vehicle, of using a 
software called ClickFunnels to deliver their message, so it was a new way to get that message out there.  

That first one is where you figure out whether it's a system, a bootcamp, a program, a membership, a 
platform, or something else. You can call it many different things, but whatever it is—the point is that it is 
going to be that new opportunity for your customer. It's the new opportunity. That puts you also into the 
blue ocean, okay?  

For example, I have a program for money mindset. I’ve developed a systematic approach for identifying 
what your strengths and weaknesses are when it comes to money, and also what your money story is, 
and what's holding you back from the financial levels you want to achieve. This program shows how you 
turn that around to start manifesting and attracting the level of money into your life that you want—
because it all begins right between your ears.  
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Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Then you have to come up with a really cool name for it, okay? 

Mine is Divine Money School™ because I'm also adding a spiritual 
dimension to this. It's a cool name, right? That's what you need to 
do if you're developing a product.  

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________
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_______________________________________________________________________________________________________________________
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 Or, if you're helping a client figure out the name for theirs, 
then, you want to help them come up with a name that, we'll 
call it a sexy name. It's something that has a little punch to it. 
Frank Kern had "Mass Control."  

It was about email marketing and bringing in your clientele and 
that kind of thing. But what a really strong, powerful name in 
Mass Control, right?  

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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Even Russell's book, Expert Secrets. 

 

It's a really cool name. The secrets of experts who are making millions of 
dollars online that you now have access to. Here are some additional 
examples: 

 

 

 

  

 

 

 

 

 

 

https://therenegadeboomer.com/free-expert-secrets
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Can you see how each of these titles speaks to a unique, blue-ocean audience?  

 

 

 

 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________
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As you begin to create copy, this will always be something you come back to—whether your client asks 
you to or not. By adding this marketing perspective to what you write, you are setting yourself (and your 
client) up for success.  

This is the secret to standing out in your market and to creating million-dollar copywriting.   

Before listening to the next session, be sure to read through DotCom Secrets and Expert Secrets 
by Russell Brunson. 

 

 

 

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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Then, I encourage you to try ask yourself a few questions:  

Ultimately, who are you selling to?  

How can you “niche down” to make this audience even more 
specific? 

What are the core needs, problems, and desires of this audience?  

What is your new opportunity?  

What is the “one thing” your audience wants most?  

What vehicle(s) can you create to provide or resolve this?   

If you’re not sure how to answer these questions yet, don’t worry. Come back to them when you are. In 
our next session, we will cover how to cultivate your ideal client.  

Notes: 

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________

_______________________________________________________________________________________________________________________ 
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