BECOMING A MARKET MAKER
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there are 3 key characteristics of a
competitive market...
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winning in a competitive market
means being
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which means...

Quality

Availability
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Value

Choice
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sounds difficult right?
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and it's only getting harder...

verkeer.co

Globalization
improving
production
rapidly

Faster delivery
& fulfilment

@hannahjthorpe

Economic
downturn
increases
sensitivity

No barriers to
entry online

hannah@verkeer.co
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DISCOVERING YOUR

MARKET

Red Ocedn

Blue Ocedn

Competing in a known market

Building an unknown market

Beat the competition

Capture existing demand

Make the cost-value trade off

Make the competition irrelevant

Create new demand

Break the cost-value tfrade off

verkeer.co @hannahjthorpe

hannah@verkeer.co
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Taking a Blue Ocean approach means your
goal isn’t to outperform the competition.
Instead, your aim is to redraw industry
boundaries and operate within that new
space, making the competition immaterial.
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brands have been doing
this for
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there’s huge risk to it
if you invest
then it doesn’t work



if it was easy,



VERKEER

DISCOVERING YOUR

MARKET

verkeer.co

@hannahjthorpe

hannah@verkeer.co

F

N



VERKEER

_ § P e & Wl .y
! P e amn W Al Wt wb ! : e
x ) J PN . 3 % - L § ;
- oo B O S AR A * N f%w‘?‘“ %
:”'4‘?4 > (4 &\ '; - lr,ig 1\ i ha \ ¢

{_ L 5 % hg.) W { ! & >4 e A X t’ p ‘ « e
L ,0;,..-.*?'- By . ﬁ - Quw.' s > o) . e G P el ) &
v e X = A ! s -« ““&‘ ., 5 57 2% Gl . . v " ’ Q § J K »4 ¥ A ?%4 " -
R et ﬁh.“- - \’\& R 25 e (R RS 1l Y WAL R e R

e L }
N

verkeer.co @hannahjthorpe hannah@verkeer.co N

[/
&4 5
E 3 \

COVERING YOUR



VERKEER

Find your Build

niche content

DISCOVERING YOUR
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discovering non- . ]
Cusfomersg gobalwebindex

You need to find out
 Where they are
 What they're doing

GWI, YouGov, Similar
Audiences, Focus Groups,
Competitor Research, Market
Analysis...

verkeer.co @hannahjthorpe hannah@verkeer.co g



uncovering hidden
pain points
o Forums: patterns in concerns
o PAA: long-standing problems
o Competitor: USPs and review

o Social Media: real-fime,
reactive issues
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minimising market Why do they need
blockers 2

Once you've found them, you
need to limit things that would

. o . How do you scale
impact success, like:

it?

« Adoption hurdles

* High costs
Why should they
 Low demand care?
verkeer.co @hannahjthorpe hannah@verkeer.co g
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Awareness o

Attract new

audiences
e Consideration

Show them what you
have to offer

Preference o

Show them why e Enquiry /
you're the best Make it easy for Conversion
choice them to convert

verkeer.co @hannahjthorpe hannah@verkeer.co 8



but if people don’t know your
solution exists...
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Non-
customers Unexplored
in markets e
distant from

yOours Nor
customers
Refusing who

consciously
choose
against
your market

Non-

customers

who are on

the edge of

your market

Current Customers

market of your
industry
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Current Market Tier 1: Soon to Be Tier 2: Refusing Tier 3: Unexplored

Look for
opportunities to
connect

Trust signals How you can help Address concerns
Brand awareness What you offer Trust signals
Brand marketing Why they should try Testimonials
it Brand

ambassadors

Thought leadership

Traditional Product-focused Product + Brand
marketing funnel marketing marketing

Product expansion
+ brand
establishment

|
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Tier 3: Unexplored

Look for
opportunities to
connect

Thought leadership

Product expansion
+ brand
establishment

verkeer.co @hannahjthorpe hannah@verkeer.co
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Content to
appear where
unexplored
audiences would
be searching
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Tier 2: Refusing

Tier 3: Unexplored

Look for
opportunities to
connect

Address concerns
Trust signals
Testimonials

Brand
ambassadors

Thought leadership

Product + Brand
marketing

Product expansion
+ brand
establishment

verkeer.co @hannahjthorpe hannah@verkeer.co o
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B

iy oo oo B - Messaging gets much
more direct, focus on that
they're an alternative to
another service with

ey e sk b A o e S established demand.

borrowers has been verified so you can rest safe in the knowledge that your pup is being taken care of.

Alessandra & Asha

Finding an alternative to dog kennels is a walk in the park

Dog boarding kennels are no longer the only option when it comes to doggy day care. It can seem a daunting prospect, thinking
of leaving your lovely ball of fur in a kennel, but BorrowMyDoggy takes away that stress by allowing you to choose a person to
spend time with your pooch instead.

As you get to pick the borrower who will be looking after your pup, you can make sure they are a pawsome match before leaving @ play ﬂ"le Video
your dog with them. By choosing a borrower instead of a kennel, your pup will be able to enjoy all of the home comforts of areal
home as well as plenty of wagulous walkies and belly rubs.

verkeer.co @hannahjthorpe hannah@verkeer.co
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Tier 1: Soon to Be Tier 2: Refusing Tier 3: Unexplored

Look for
opportunities to
connect

How you can help Address concerns
What you offer Trust signals
Why they should try Testimonials
it Brand
ambassadors

Thought leadership

Product-focused Product + Brand
marketing marketing

Product expansion
+ brand
establishment

verkeer.co @hannahjthorpe hannah@verkeer.co o
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do i d love talack after
dogs. From walks, playtime, and overnight stays on holidays, amyone cansignupto
BorrowMyDogsy.

How it works

D
-_— e 2
— Create a free profile
G Fill cut information, uglosd your phote and become.
2 basic member.

@
Have a sniff around

Based on your peafile we'll show you the mermisers
tht are near you

Safety is important to us

Before you can message and anvange a Welcome
Woot" youl need to become & Prermium member
and go throgh cur safety checks. this helps us heep
our community safe.

-
) -
Message and meet up ﬁ
We recommend members get 1o kaow each other
<

really el before 3 dog is tabien care of bry another
dog lover.

o

Still have questions? Check cut our FAQs

verkeer.co

Over 160 FAQs
answered on-site

Clear, step by step
explanations

@hannahjthorpe

Owner Corner

Getting started

o Howdom DormowMOogry wark] «  Mow sk ol ke 13 b 32 use Bormouth Dogn®

«  What h BomoshhCopn? Wiy 42 owners join Bormoud Coprd®

. Mowds «  WYat besad of doge can | regvier on Darrowiy Dagey ™

What 3o Darroniy

»  Aethers menters sax me

2's Terem and Corctiam?

Account and Profile

M 42 | ecit e roee oo rw profile’

« e Owrec Whot thoukd | put on ew profis?

o Wowds | add reutiphe dogs to rey prate? «  Mowds | change r erod addrem?
«  Wowsan| get sameses 3 necammeend ey dog? o Mow e | change ey eeul prederences
«  Wowds | hidear thow evy profkal Mo da | change o rewst ey poseward?
o Mawde lod ry dag's protle? o Mowds reacsate ey at?

«  Wowds |addor change 3 prable pictan o Mow s | closs rey Owser sccount?

o Hawds et ry ccount setingd?

Membership and Payment

« Do lmeedto pay for every dog | dgn up? «  Canlpwameethly feal

o Canlhaves tree sineripion’ How 42 | reckeen rey Daerowhey Dagey Gt Voucher!

o Mawds lupdate rw payreent detal «  Canlget a rebhund for my gt voecher!

o Mawds |becare 3 Prerium menter! . Twen
changal

od % wrang srod addres o the woucher S, how canl

»  Mowruch doou & cont to become 3 Prersiun Owser
o Canlgetarebund!

«  Canlteabomower 307

o Do lhows sopy Borowers 12 ook stter ey dog?

sing BorrowMyDogsy
»  WhOE Soes the cromn vpmbal e »  How choe are bormawens 13 el
«  Meuageg puide for Oanen «  Howdas | change mw warch addree
» WOt e Actuty drean o SethRken
o M View for Owners o o 83 Ikrow ¥ 3 bormomer 1t 3 Preedan merer !
«  Canllouer ny dag waugh Darrowhy Dagn ™ o Whes kaDarrower ready totake care of rey dog®
o Wiy arant Bamawert rephying to my mesages o Wiyt | heard from any Bomosen!
«  h BorowMyCogry free 13 s «  Canluhacs my contact detale?
o Canladt o celete 3 mewags! .
«  Tvebad sz tere from barrowses . Wiyartlignin

o Whot e Wikorss Wasl! How 42 | report 3 mestage’

srdhowdol tare Ewiborswern? o Mowds |coetact the Bormast Cogry T

= Whot s she doggy eta h

«  Wowsan| wewhich barawers have bbed rey dog?

Trust and Safety

«  What dses RorrawbhOogry 32 92 sapport alety? »  Wharecan | And the Yt Line rurnsber!

o Whatcan| 42 43 eneare ray dag Wil e wrte? o Acerwycostact dutal k whared with 3ther marte

«  Canborrowens ket iy d3g oY the kead = Wrat 13 Borroer it kaoking alter my dag for 3 bang period of tiva?

«  What i $w Darrowhey Dagay Vet Line

Insurance

» What e BorrowMyOogry s kmatance cover «  What happera i my dag gets ingered 3¢ ok whilit inthe care of 3

orronser”
«  Doettbe awser ancd bomawer Bt need to be Preedan Nerbers -

«  Mowde |rske 3 insursnce clie!

o theo an bnarance oo 13 a4 » My dogh megiitered 2e the Qurgerses Dog Act indes of esernpted
dage, kit coverad by the Damawht @aggy $ird party inaurarce’

o Dolhuws sareghier the dags | wont coversd.

. 73 caewe carage toh an san
o thane 3 rnineum age for the imarance 53 cower my dag’ ¥ vy cog were 2 caaws Eavage to holday accammadation wad|
1 cawared by the S party iraurarce®

« Do thainmrancs caver ey dog 130 kx ows redical egess’
2 v ongEa «  Ivinkt 3 marng hors for ekderty peopks on 3 regalar Savk 3 3

«  Areturred breadicoversd by the iwarance vohamioer with ry S2ge. Dot the inaurance cower thees v ke

hannah@verkeer.co
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Current Market Tier 1: Soon to Be Tier 2: Refusing Tier 3: Unexplored

Look for
opportunities to
connect

Trust signals How you can help Address concerns
Brand awareness What you offer Trust signals
Brand marketing Why they should try Testimonials
it Brand

ambassadors

Thought leadership

Traditional Product-focused Product + Brand
marketing funnel marketing marketing

Product expansion
+ brand
establishment

verkeer.co @hannahjthorpe hannah@verkeer.co ;
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Trusted publications

A community of social proof

verkeer.co

The Daily Telegraph

As featured in

Ll
TUHE SUNDA TIMES

T llaen

BrveningSandard. BIEBME O covmaes

Minnie and her borrower
Feicry

“We tave beenboerowing,
Minrde, a Ministure Dachbrard
for 2 years row. We got married

I Augast ard ireted M to be
part of rmy beidal party - 38
‘saunage of hasour” $he walced
down the e and was
rereculately betaved and
parted on irto the night! She has
become weh a big part of our lves
and bar awners huve Becorme true
frienda”

Mim e the Dachabund from

Our community

Saly and her caner Claire

“I jmirned BorrowMy Doy when
Saly w4 rronthe old and it
Budzed me immensely with her
training and wocalbing. The

b gapeit sermett For Sa by s e

the srwakcy ke crearm her

‘wadhers tabos her 10 get!| hun boen
the mental stireskus of compuy

for ber whike I'm out.
BarrowtyOoggy has Seenan
amuing fird”

Saly the Samoped from Scotland

Luna and her borrower
Natasha

*1 joned Borrowhy Daggy a few
rmonthn ago. Kate Sound e and
g2t n 4ouch a3 she reeded
wrecns to bl wmak Ser
bestifud Labracior, Luna, whint
b win hend by prageart. at the
time 1t was 2 bones that she lved
ooy a Sreisute walk from me
Since then, fee boes waldng Luna

mearly every week and it's been an

alnoiute joy”
Lura the Lasradior from Woking

Readirg

View mere steeies

Take a look at the #BorrowMyDoggy community
Sl
d 4 _ i
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@hannahjthorpe

Real people stories
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Look for
opportunities to
connect

Trust signals How you can help Address concerns
Brand awareness What you offer Trust signals
Brand marketing Why they should try Testimonials
it Brand

ambassadors

Thought leadership

Traditional Product-focused Product + Brand
marketing funnel marketing marketing

Product expansion
+ brand
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the problem with blue ocean is that
people aren’t actively searching



can do this through
billboards, TV, or huge campaigns



but most of us have to think smarter
about how to
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making a good story

Record Human Timely

breaking interest

Proximate Expert Hyper
relevant

verkeer.co @hannahjthorpe hannah@verkeer.co <
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AMPLIFY IT

Educating
about a
need -
rather than
selling a
product

verkeer.co

@hannahjthorpe

hannah@verkeer.co
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Find your Build

niche content
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shifting to blue ocean is about



whether that’s internal or external, it’'s
about creating the



THANK YOU!




