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As an online entrepreneur, you’re probably 
aware of ever-changing Internet marketing 
techniques. Not only do you keep up on the 
latest trends, social networks and online 
marketing strategies, you also have to 

adapt your message to your market and the medium or delivery 
channel. Sometimes this process is easier said than done.  

Because copy is one of the key elements of your marketing materials, 
it’s important to keep up with what’s working and what’s not.  

* How can you best reach your ideal clients?  

* Do you know what they are most receptive to? 

* Can you adapt your current message to change with the evolving      
needs and wants of your customer?  

If you don’t know the answers to these questions, it’s time for you to 
start researching and find them. Relationship-based marketing is 
becoming more prevalent; therefore, you must begin your copywriting 
quest with real world knowledge to develop strong relationships with 
your current, future, and past clients. 

You may or may not write your own copy. Either way, it’s vital to your 
online success to be in tune with current and upcoming copywriting 
trends. It’s even more important to be tuned in to what customers 
expect from you. The bottom line is consumers are savvier than 
they’ve ever been.  

Here are some antiquated copywriting techniques that may no longer 
work as well as they once did for some marketers: 

* Hyped-up claims 

* Overly "sales-y" spiels 

* Hard-sell tactics 

* Limited-time offers  

* Broad-based messages 
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* Scare tactics 

* Stretching the truth 

* False claims of scarcity 

* Over-dramatizing pain and problems 

* Price-point propaganda  

The effectiveness of these tactics is wearing off because people expect 
more. They also deserve more, and quite simply, they’re demanding 
more by doing business with people and companies they resonate with 
personally. Consumers don’t appreciate tricky sales pitches, 
inauthentic connections, and hype. 

Not all copywriters have used these techniques, but I think we’ve all 
seen them online. Because today's consumers are wiser, pickier, and 
more particular about who and what they let into their sphere of 
influence, it’s important to adjust your copywriting approaches 
accordingly. 

It’s a well-known fact that consumers don’t want to be “sold” in a 
cheesy, over-the-top manner anymore. I can’t say for sure that they 
ever really did. However, with more and more women making the 
purchasing decisions, the way you sell has to change. Women respond 
to different messaging. We respond to connections.  

I’m certain you’ve heard this before, but first and foremost, women 
need to know, like and trust you before we buy from you. The Trust 
factor is another reason consumers are skeptical about the antiquated 
techniques that have been overused. Consumers, prospects, clients, 
customers, and your target market, regardless of how you choose to 
address them, are intelligent people just like you and they want to be 
treated as such. 

Now let’s take a look at what savvy consumers want and respond to. 
Pay close attention to these emerging trends because they are rapidly 
changing the way we do business. You’ll want to adjust your marketing 
messages to keep up. 

Authenticity 

It’s absolutely vital to be authentic and to keep it real. Copywriters and 
consumers alike demand truth. It will become increasingly difficult to 
find quality, professional and reputable copywriters who engage in any 
questionable salesmanship in writing. (Note the reference to quality, 
professional and reputable.) 
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An overall change in social focus and consciousness supports 
authenticity in all aspects of business. Think about this for a moment. 
How do you like to be treated by people you do business with? Doesn’t 
it make sense to extend that same courtesy? Now incorporate general 
decency into the mix and you’re starting to build solid relationships. 

True Voice  

As more and more busy, successful entrepreneurs outsource their copy 
to maximize time, they are losing their authentic voice because they 
are not taking the time to find the right copywriter. The right 
copywriter is the one who can convey your message as if you wrote it 
yourself. This problem happens for a couple of reasons: 

1. Hiring inexpensive and inexperienced writers to save money is 
easier than ever before. Anyone can log into one of the many “service 
providers” Web sites, and hire a copywriter to write a Web site for 
$35. In the end what may have seemed like a savings ultimately 
compromises quality and costs you clients in the long run.  

2. Overlooking the importance of spending adequate time building 
copywriter/client relationships to ensure a good fit.  

Let me ask you an important question. You wouldn't have your 
secretary or virtual assistant close your biggest deal of the year just 
because he or she was available to talk on the phone would you? 
Never! So why would you outsource one of the most powerful pieces of 
communication you have to your target market, your copy, to 
someone with very little experience and who devalues what they do 
and therefore what you do so much that $5 an hour is appropriate fee?  

Outsourcing is a brilliant strategy as long as you find the right fit for 
you. If you cut corners and invest in a copywriter who is unable to 
capture your spirit, your consumers will notice especially if the tone 
and voice of your writing suddenly changes. 

Recently this scenario occurred to an Internet marketer I know. The 
quality and voice of an otherwise powerful message was lost in 
translation thanks to an inexpensive ghostwriter. Coincidentally, (or 
not) loyal followers lost trust and unsubscribed from both blog feeds 
and electronic newsletter subscriptions. It was a hard and expensive 
lesson to learn.  

At the same time, hiring the right ghostwriter can work beautifully and 
help increase revenue. One of my clients is a successful real estate 
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professional. Because of his in-demand, hectic schedule he needs 
someone to focus on copywriting for him. One of my roles as his 
copywriting partner is to create blog posts in his voice. I cannot reveal 
his identity, as this is a ghostwriting agreement. However, I can say 
no one can tell it isn’t him writing the posts.  

Focused Messaging  

Another emerging trend is the need for narrowly focused messages 
that have been developed specifically for your ideal consumer; as 
opposed to wide spread demographics. 

Although this concept is not new, 2009 will shape the way marketers 
approach consumers. It will become completely passé’ to ask, “Who is 
your target market” and receive an answer of something as broad as 
“Men aged 18 – 34.” It simply isn’t efficient or effective to try to be all 
things to everyone. Although creating “positioning” messages to reach 
the masses has been standard in traditional radio, print and television 
advertising, Web consumers aren’t buying it. 

Simple positioning marketing, advertising and promotional materials 
will become less effective as consumers demand more. Budgets also 
dictate the use of direct response tactics to bring results. Traditional 
positioning campaigns will be supplemental only after direct response 
is in place (which is where most ad dollars will be spent). This shift 
necessitates alliances of copywriters and direct response marketers 
who manage complete direct marketing systems for clients. 

Acknowledgement that women are the primary consumers and 
respond differently than men will begin to show in the majority of all 
marketing messages.  

Storytelling  

Authenticity, true voice, and focused messaging come as a result of 
powerful storytelling. Storytelling is not a new technique but it’s being 
used in new ways. Consumers are now savvier than ever, and they 
want to know who they’re doing business with.  

It’s not enough to have a strong brand anymore. Your brand is still 
important but it must be supported with your authentic, true voice to 
the right people in the right way. You must be more transparent than 
ever, and let people know who you really are before they choose to do 
business with you.  
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Simply put, you must tell your story, so people relate to you before 
they buy. The new marketing model is all about building genuine 
relationships. 

Social Proof  

Although storytelling and transparency are huge components of 
copywriting trends, it’s not enough to simply tell your story. You must 
have buy-in. Consumers must believe your story, resonate with you, 
and believe that others believe in you too before they decide to do 
business with you.  

Furthermore, including features and benefits in your copy is not 
enough to fully convince savvier consumers your product or service is 
for them. Testimonials do help support believability and consumers 
want social proof that what you offer works. Period.  

Your copywriting efforts and brand must be represented in social 
media platforms with an authentic following to support any messages 
your marketing, advertising, and promotions are generating. Of course 
you need solid copy to engage the conversation and then the rest 
becomes viral. Think word-of-mouth marketing on the Web.  

Audio and Video Visibility  

Incorporating video and audio in sales letters and other marketing 
materials creates a demand for copywriting to support radio, 
podcasting, television and viral video efforts. 

Although audio and video are not new to the copywriting mix, the 
demand for quality and thoughtful messages is increasing rapidly. The 
random home videos and inconsistent messages we’ve seen to date 
will be replaced with well-written and well-produced communications 
that more appropriately support serious brands and brand loyalty. 
With this change comes the need for strategic viral media campaigns 
and professional production guidance. 

Clever copy will help position your businesses more professionally. 
There will be an increased demand for copy for radio scripts, podcasts, 
audio broadcasts, viral videos, television ads, infomercials, and 
interviews.  

Interview techniques are an increasingly popular venue. Crafting 
leading questions to shape your message in this arena is vital. You’ll 
begin to pay close attention to how your business is being 
represented. The most progressive businesses insist upon carefully 
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thought out plans, production, copy and partners to execute audio and 
video efforts.  

Formula Shifts 

A movement from the standard copywriting formula of "problem, 
agitate, and solve" is beginning and will be more prominent in 2009. 
Marketers and consumers alike are most interested in attracting 
relationships that are mutually beneficial. With that being said, we get 
what we ask for. For example: When you offer solutions designed to 
ease feelings of overwhelm and frustration, you attract frustrated and 
overwhelmed clients. These clients may result in mismatched 
relationships and headaches. Turning this around involves creating 
more upbeat messages, which still focus on triggers, but in a different, 
more positive and helpful way.  

The Long and Short of It  

Masterfully blending long and short copy techniques to customize 
messages per medium will become mainstream. You must hone your 
skills to write messages that speak directly to your market and that 
work best for the specific medium.  

You need to pay close attention to consumer time constraints and 
delivery methods. Product and service pricing becomes a key tool in 
developing messages both long and short. While typically higher-end 
products warrant longer copy, the emerging trends of social media 
may force punchier, more concise pitches upfront to create interest 
and lead to longer, more informative messages.  

Think pithy Tweets and Facebook status updates or longer Facebook 
notes, depending on the message. Carefully gauge the approach that 
gets the most response and blend long and short copy techniques to 
continue to increase response rates. 

Repurposing Requires Reworks 

The trend of repurposing content online continues. At the same time, 
you need to carefully consider how and where material is repurposed. 
For example, regular placement of articles on blogs and article 
marketing directories is shifting in a new direction. The need to take 
the same content and rework it so it’s fresh becomes more relevant as 
savvy marketers realize search engines seek original content. In other 
words, if you post an article on your blog, you need to rework it at 
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least 20% so it appears to be fresh content before submitting the 
article to article-marketing sites (or vice versa).  

Collaborative Partnerships 

As more people strive to create careers in copywriting, expect to see 
an influx of new copywriters on Elance and similar placement services. 
The onslaught of fresh, unseasoned talent supports the shift to a more 
collaborative copywriting environment.  

Fierce competition in the copywriting field will be replaced with referral 
programs and collaborative partnerships because women have more 
buying power.  

Where To Go From Here 

As you can see, focusing on your ideal customers, learning to speak 
the language they respond to, and matching their expectations with 
authentic relationship-building techniques is more important than ever.  

The landscape of Internet marketing continues to change and so 
should your approach to marketing, advertising and promotions. 
Remember, if you’re already wearing too many hats and you don’t 
have time to focus on the absolute importance of your copy, it’s time 
to find the right copywriting partner for your business. Doesn’t it make 
sense to focus on what you do best and outsource or collaborate on 
the rest?  

Lisa Manyon is the President of Write On ~ Creative Writing Services, LLC in Lewiston, Idaho. 
Manyon is a published author, professional copywriter and marketing strategist specializing in 
powerfully communicating your marketing message to increase results. Manyon is the 
Copywriting Expert for The International Association of Web Entrepreneurs and Wendy Y 
Bailey’s Group Mastery Coaching Program. She publishes a monthly ezine Manyon’s Musings & 
offers a free Copywriting Action Plan. Visit http://www.LisaManyon.com  for more information.  
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