
TAO OF MARKETING Website Pool 
Service 
 
Business objective- To monetise Attention on the Website. To get them to send us a 
message about their situation. 
 
The goal with his business is to expand into the pool cleaning market and get clients 
on his own. 
He currently gets most of his clients through another company that builds 
countercurrent systems, where he does the service for them. 
 
Analyse top players + Market research 

 Analyze The Top Market Player Conmal
 (mostly German) Market Research Template Pool Cleaning

  

Winner’s Writing Process 
 

1.​Who am I talking to? 

a.​  
b.​ Martin 
c.​ 36 years old. Lives with his girlfriend in a decent-sized house. He earns a 

decent amount of money. 
d.​ They are a pool owner 
e.​ Pain points 

i.​ His pool is dirty, because of 
1.​ algae  
2.​ Limescale deposits 
3.​ has a light green tone 
4.​ is in a light milk-like state where it isn’t as transparent as 

normal water 
5.​ other. 

ii.​ His pool technology has a problem 
1.​ a leak 
2.​ filter doesn’t work any more 
3.​ other. 

https://docs.google.com/document/d/11tUpEYIbrNPtvdudZrdIad1trOydgp7NWp-Jfid7ugw/edit?usp=sharing
https://docs.google.com/document/d/1kqcW_RgUlLuF6U6t6Yn8NeGao7gcVKTcvs118MobIo8/edit?usp=sharing


iii.​ He is going on holiday and nobody can take care of the pool 
iv.​ He needs to do seasonal cleaning 

1.​ before the winter 
2.​ after the winter 

f.​ Desires 
i.​ want to enjoy a pool without the hustle 
ii.​ want a clean awesome looking pool 
iii.​ wants everything to just work and nothing to break down 

2.​Where are they at now? 
a.​ Level 3 Market Awareness 
b.​ Level 4 to 5 Market Sophistication 
c.​ Current State 

i.​ Their pool is in a State they don’t like 
ii.​ Their pool is either dirty, or has algae. 
iii.​ They are away on holiday and nobody can take care of their 

pool 
iv.​ Their pump doesn’t work probably anymore 
v.​ They want somebody to do their seasonal cleaning 

d.​ Dream State 
i.​ Their Pool looks brand new now 
ii.​ Their pool magically cleans itself and they get to have more time 

with their family 
iii.​ They warrant their pool the right way however they still 

something get dirty 
e.​ Value: Currently it’s at 4, but it needs to go to 5 
f.​ Will it work for me?: Is at 3, needs to go to 6 
g.​ Trust: At 2, needs to go to 6 

3.​What do I want them to do? 
a.​ Find our website through Google search, or maps 
b.​ Maps 

i.​ Go on the website to hire a pool personal 
ii.​ scrolling to the bottom and sending a message 
iii.​ or going to one of the tabs that might interest him 

c.​ SEO 
i.​ Get them on the pool site 

d.​ Convert 
i.​ Send us a message via our form, or get funnelled to the contact 

site 
ii.​ Call us, or email us 

 
4.​What do they need to experience/think/feel to do that? 

a.​ I need to keep their attention 



i.​ Make them feel like it is something they searched for 
ii.​ Get the message across clear and simple 
iii.​ The use of mating/ Food/ Resources and Tribe could be a viable 

strategy 
iv.​ Objective beauty, pattern interrupt, Shiny bold, Previous 

experiences 
b.​ Need to pump up the levels of Value, Will it work, Trust 

i.​ Value 
1.​ showing before and after situations 
2.​ Dropping value via a free consultation 
3.​ showing testimonial 

ii.​ Will it work for me 
1.​ showing before and after situations of their potential 

situation 
2.​ showing their pool type and that you will fix those too 
3.​ Showing how their current situation could look like 
4.​ showing testimonial 
5.​ showing the area that we work in 

iii.​ Trust 
1.​ showing before and after situations 
2.​ showing testimonial 
3.​ showing competence 

c.​ Contact 
i.​ Simple form where you can send a message to the company 

and tell them your needs 
ii.​ Leaving a telephone number, so if you don’t want to fill out the 

form they can simply call 
 

 



Roadblock and Solutions 
5.​ Roadblocks 

a.​ Lack of knowledge or time 
b.​ Wants to spend more time with his family 
c.​ Watching the pool for a long time is super boring, tedious and annoying 
d.​ They don’t want to destroy their pool with chemicals 
e.​ They don’t want to destroy their equipment 
f.​ A pool is already super expensive they don’t want to spend more 

money on it 
6.​ Solution 

a.​ They do it themselves (costs a lot of time and a bit of money) 
i.​ They ask companies for advice 
ii.​ They search for solutions on forums 
iii.​ They search for solutions on YouTube 
iv.​ They search for solutions on Google 

b.​ They hire somebody who does the work for them (costs no time, but 
more money) 

 

 
 
My personal analysis of weaknesses and how I’m 
going to improve them: 
 

1.​I somehow really struggle to write copy that is as persuasive in 
German. It’s my main language however, I was always a 
better writer in English. 

-​ I’ve used ChatGPT for some phrasings.  
-​ I checked out how the top players write their copy. 

 
2.​Writing to the target market 

-​ I did quite a lot of Target avatar research and while 
writing I’m trying to take words from my market research. 

-​ Spending more GWS immersing myself in the target 
market. 

 
3.​Improving the 3 levels of “Will they buy and act” 

-​ Writing more copy and revising for the desired outcome. 



 
4.​What I should add to the website to get my idea across 

-​ Checking out what top players are doing 
-​ Checking out top players in different countries 

 
 
5 and 6) How did I try to fix my copy weaknesses in this copy? 

1.​ Looking at what the Top players are writing 
a.​ I looked at their copy and I evaluated if this would make sense to add in my 

case and if yes I rephrased it. 
2.​ Using ChatGPT for some rephrasing and then doing the fine tunings myself 

 
Is this a good approach, or should I add some other methods? 

 
7) no it’s not live yet. 
 
8) Product’s strengths and weaknesses 
Strengths 

1.​ My client is the only company that offers that service in the area 
2.​ Good technical understanding because the main service is doing service for a pretty 

technical heavy device 
3.​ It’s the easy option, which greatly reduces the effort and sacrifice part 
4.​ You hire a professional, so the Dream outcome will be higher 
5.​ Time delay is also lower because you don’t need to learn everything yourself 

Weaknesses 
1.​ It’s pretty expensive (Effort and sacrifice) 
2.​ My client has zero Google reviews (Likelihood of Success) 
3.​ My client has no before-after pictures (Likelihood of Success) 
4.​ You invite some random guy in your backyard, what will he do? (Effort and sacrifice) 

 
9) Explain where the reader is in terms of awareness, 
sophistication, their thought process, and where they are inside the 
funnel 
 
All of it is explained in the winner’s writing process except the funnel part. 
 
It is the landing page. 
 
I try to get attention through Google SEO and Maps and then get them to contact the 
business. 
I am selling them a free consultation and evaluation of their situation. 



1.​ People will search for solutions to their problems online.  
2.​ Our business gets their active attention.  
3.​ Then they get funnelled onto the website, where we offer them a free consultation 

and they can ask us for expertise. 
4.​ We will try to help them and sell them a service there. 

 
Note:  
I will add reviews, before after pictures later down the line. We currently have 0 reviews on 
Google. I will work on that next.  



English( translated): 





German: 
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