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Rufina:    This is Rufina James. Today I'm speaking with Internet 
Niche Marketing expert, Bart Baggett, about one of the most 
valuable, yet simple tools to help you chose your niche market. And, 
most importantly, how to find out if that market is profitable or not. 

Bart, it's great to have you on the line today. I know you've mastered 
many valuable tools and techniques from your 10 years of publishing 
and marketing experience. I'm really looking forward to learning 
about the one you're going to share with us today. 

Bart:    Thank's, Rufina. One of the reasons I want to create this 
bonus is because many people reading this course or listening to this program don't really know 
what to sell. They understand the concepts of, "I can sell things online," "I know what I can do," 
and "I know how to do it, perhaps," but where they get tripped up is they may not have a 
product, or service, or publication that they feel will make them money. 

I want to show you how to do research online. A lot of people think that research is jumping 
online to a search engine, typing in some information, and voilá, they've got it. That's not the 
way it works. You've got to find out where people are already going. 

Here's a real simple question, Rufina – if you were going to build a gas station, would you put 
that gas station on Highway Route 66? Or would you put it in the middle of a dessert with no 
roads going to it? 

Rufina:    I'd put it on Highway 66 if I could. 

Bart:    Now, will real estate be more expensive there or not? 

Rufina:    It would be much more expensive. 

Bart:    Yes, it would be. So the question is, you have to ask yourself if you think you can afford 
to put your gas station on the highway. And if you can't afford it, what are you going to do! 

Rufina:    Right. I'd have to consider that and see if I could get the money, if I could, etc... 

Bart:    If you can't afford it, then you've got to find another busy road that you can put your gas 
station on. And it may not be Route 66. It may be Main Street. But you know that Main Street 
doesn't have as many cars on it as Route 66 does. 
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That seems to be the problem with Internet businesses. The big companies can afford to put the 
big stores and the big domains with the big traffic – and all the other factors that go into creating 
that traffic, such as cars. However the small people that don't have any money can't really afford 
to play on Route 66. 

So the real trick here in creating a niche market is to find one small enough that you can be 
a major player in a very small pond. You've heard the phrase, "A big fish in a small pond!" 
That's what you want to do in a niche market. 

So we're going to look at some terms and some research tools – which are free, by the way. All 
the links that I'm talking about are free. There are a couple of things that are paid, and I'll point 
out what those are. . . and whether or not it's worth the investment to get them. 

But, what I find is, people either don't know what to do, or they have an idea and they want to 
start on that idea because they're in love with the idea. Have you ever heard the phrase, "Getting 
married to your product?" 

Rufina:    Yes, I have. 

Bart:    What does that mean? 

Rufina:    Well, it usually means that you've fallen in love with your product, and feel like 
you've taken vows never to part with it. Even if it's not viable and not bringing in much profit. 

Bart:    Absolutely, but even in cases of businesses that are not on the Internet, a lot of people 
fall in love with their product. Especially authors – anything with their name on it. 

I'm now hosting a radio show and I'm looking at these magazines where there are prospective 
guests. I must see 4 or 5 books a month with people I've never heard of that have a book that 
says how to be successful, how to live happy, or how to get rich. 

And these are people I've never heard of. So you've got to realize that these people just want to 
see their name on a book. They're not saying, "OK, where's the market?" "Where's the busiest 
traffic?" "What can I really make money at?" They wrote what they know about. 

That's where we are going to start – with what you know about. But secondly, you want to start 
where people are already spending money. Because trying to create a market is a formula for 
failure. Pick a market that is already established. 

Rufina:    That's so true. 
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Bart:    When I started in the handwriting analysis niche market 20 years ago, it was challenging. 
There was no inherent market for handwriting. I was smart enough not to go right at that market, 
because it wasn't very big. Again, I started before the Internet, which changed everything. But 
when I started 20 years ago, people thought handwriting analysis was palm reading or astrology. 
Astrology actually makes lots of money, but palm reading does not. 

So there was certain educational period. It took about 10 years for the average person to say, 
"Oh, I've heard of handwriting analysis, and I think it's interesting." Whereas 20 years ago, they 
would think, "Oh, can you read my palm, too?" I mean, I don't hear that any more, ever. Now, 
there may be a total moron that would say that to somebody else, but I just don't hear it. 

So what's happened in the 20 years is that the industry has changed, and now there's a market for 
it. There are books that sell well every year. There are plenty of websites. There's a lot of news, 
including myself on the news. Now it's an industry that's rather developed. 

The trick is to get into a market that is not overly developed. At the same time, there are people 
already spending money in that area. Does that make sense? 

Rufina:    Yes. Right. 

Bart:    So here's what we're going to do. We're going to take a couple of areas and ideas and 
we're going to create a formula. It's not a mathematical kind of formula, but it's going to be 
obvious by the time we end this special report whether or not your topic, in your mind, has 
potential. 

Now, this in no way can guarantee success, because we don't know all the factors. But one thing 
is for sure, if you build the best website with everything perfect, and no one wants the product, 
you're going to fail. 

So the first step is to figure out, "Does anybody care? Does anybody care about what I'm going 
to sell? Is anybody going to buy it?" 

Rufina:    That's a good first step. 

Bart:    I interviewed a guy who wanted me to consult him on a website project. He had written a 
book (I did not make this up), he'd actually written it and published 500 copies, or some similar 
amount. It was a bicycle tour through Vietnam, written by an American Vietnam veteran. 

So let's walk through this - Vietnam veterans and Vietnam. How many people in America do you 
think are interested in a bicycle tour of Vietnam? 
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Rufina:    I don't know. I do know that the travel industry is trying to promote Vietnam as a 
tourist destination. I've read articles about it being a very beautiful country to visit. But I don't 
know if bike tours are considered a good way to do it, like they are in the South of France. 

Bart:    There are three markets here – the tourist industry, the bicyclists, and the Vietnam 
veterans. Those seem to be the three areas that he would want to target. 

Well, he said Vietnam veterans would hate the book because it was not pro-Vietnam war. OK, so 
now you've written a book, with Vietnam right on the title. And all Vietnam vets, who would be 
the only people in America that would probably have a recollection of the places you're talking 
about — and would care — are going to hate the book. 

First mistake, he alienated half of his audience because Vietnam vets would have been a target 
market, perhaps. 

Rufina:    I would think so. 

Bart:    Secondly — tourists. I asked, "Obviously if you did a bicycle tour, there are very 
detailed maps of where you went... so someone else could take the tour?" 

He said, "No, there aren't any maps." 

Rufina:   No maps? Why not? 

Bart:    Well, because he's an idiot! That's the reason why! 

He wrote it because he was interested in the topic. But no one else is. It's neither a tourist guide 
book – so the tourist people wouldn't carry it. Nor is it a bicycling guide – bicyclists can't use it 
because there are no detailed maps. And the Vietnam vets hate it. 

Rufina:    Well, he just shot his entire market! 

Bart:    In other words, keep the books in your garage, give up, and start fresh. And that is what 
had to be done, whether or not he acknowledged it. That's a dead duck. The poor guy spend two 
years of his life writing a book that no one is ever going to read. He couldn't even get his own 
mother to read the book! 

Rufina:    Oh, my gosh! 

Bart:    No one. He had no testimonials because nobody cared about what he was writing about. 
Not even his wife! 
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Rufina:    That's probably the most dismal example you're going to find. 

Bart:    Well, we started with a complete, asinine example. Now let's move to the better side of 
it. 

Rufina:    All right. 

Bart:    The people listening are going, "I'm not that stupid!" Well, we all are kind of stupid 
sometimes. Because we write what we know about and we think we know what people care 
about. It's not true. 

Let me show you what I did, and you can look at some of the numbers that I've got. One of the 
niche markets that I targeted (the one I started with) was handwriting analysis. It's also known as 
graphology. I started with that because that was really the only skill I had. I was 17 years old, 
and that's what I knew about. 

When I wrote my first book, I wrote about handwriting analysis in the context of relationships. I 
also knew that most people didn't care about handwriting. It wasn't something that they wanted 
to spend money on. But they did care about dating and relationships. So I packaged handwriting 
as a tool to get love and relationships. And that was an effective strategy for that time, pre-
Internet, 1991. 

So let's take a look at how I do research. Let's take a couple of concepts, and look at a couple of 
words. We're going to look at "handwriting analysis," and I can show you exactly what I've done. 
We'll look at "Yoga." That's a very popular sport these days, or form of exercise and meditation. 
We'll look at "home businesses." 

And we'll look at terms like "weight loss." I imagine, Rufina, you would think weight loss would 
be a great niche market. 

Rufina:    Well, I would have, except that I started a weight loss site and discovered that it's very 
competitive. I had no idea it's so competitive. 

Bart:    We're going to show you how you can tell how competitive it's going to be. I'll give you 
the tools to find out. Because unless you have very deep pockets and lot's of financing, you can't 
compete in a niche market as big as weight loss. 

Rufina:    I realized that was the problem. It's too big, and I regret having chosen it. 

Bart:    Well, there's too much money competing against you. 
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Rufina:    That's it! 

Bart:    They say the Internet is all an equal playing field. It's not. Whoever has money is going 
to get the traffic. Whoever can get the traffic will get the first opportunity to sell them something. 

Now that it's been 6 or 7 years, we've developed a lot of advertising venues to get traffic pretty 
quickly. 

There are a couple of tools you can use. The best and foremost tool for doing research on the 
Internet is through a company that sells advertising, called Overture.com. 

Rufina:    You mean the search engine? 

Bart:    It's called a Pay-Per-Placement search engine. And what they do is, they basically sell 
the results to other search engines. If you want to be number one in Overture, you pay for it. 
Now, there's a concept that works - Capitalism. 

And the great thing about this system is, if the site is so bad that someone can't afford to buy 
traffic, it's not going to be listed very highly in this search engine. It then limits the sites to 
commercial sites - sites with a commercial angle to them. But for a lot of people that's really 
sufficient. 

They also disperse their results to 85% of the other search engines, like AOL, Yahoo, MSN. 
These search engines buy their results from Overture. And therefore your ad, if you're number 
one, is seen worldwide. 

Rufina:    Which is wonderful! 

Bart:    So if you pick a niche market that's affordable, you can be number one, or you can be 
listed as a sponsored link on 85% of the Internet. So you can get traffic the day you launch your 
website, if you have a little bit of money. 

So let's take our customers there. From 1999-2005, a company called OVERTURE was a good 
search engine.  However, since the combining of the many search engines now BING and 
GOOGLE ADWORDS have replaced overture as the leaders.  In fact, I think the name 
Overture.com was bought by Yahoo and Yahoo Search Marketing merged with BING in the last 
few years.  So, while this section uses screenshots of overture.com, all the search engines have 
similar “key word search tools”, so you have to find the most current available one, as you read 
this.   

Search this phrase “google keword search tool” 
 
https://adwords.google.com/o/KeywordTool 



How To Find Your Niche Market                Rufina James Interviews Bart Baggett 

Page	  	   7	  

https://freekeywords.wordtracker.com/searches 

 

If you look at the Overture.com page, you'll see that somewhere on that page it says, "Advertiser 
Center." Now, websites change the look of their pages a lot, so even though we're going to a 
screen capture of this page, it may look different when you get to it. But we're looking for 
"Advertiser Center." 
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If you click on that, it should take you to the place where we're looking for advertisers. Now, this 
is tricky, because if you're not an advertiser yet, you don't want to go to the login page. Because 
they're going to ask for a password, and you're not going to be able to do that. 

So click on "Advertiser Center" and that will take you to another page. That page gives you lots 
of options as well (Basics, Strategies, Resources, Support, Tools). You're welcome to come back 
and read through those options about what they do and how you can get involved in that, because 
it's a great advertising menu. 

We're going to the upper folder called "Tools." You've got 5 topics/names (Buttons) across the 
top. "Tools" is on the right. 

 

 

Rufina:    Click on "Tools?" 

Bart:    Yes, please click on "Tools." 

In this case, you've got 4 options. You've got: 

• ROI Calculator 
• Term Suggestion Tool 
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• CPM Calculator 
• View Bids Tool 

The ROI and CPM are going to be tools that you'll use eventually once you advertise and once 
you begin to understand traffic and stuff. They're very useful because you need to learn how 
much your return on your investment is. 

But for research only, we're going to use the other two - the "Term Suggestion Tool," and the 
"View Bids Tool." As long as Overture makes these available for free, it's going to be great. If 
you have to become an advertiser to use these, which at certain points in history has been true, 
you should sign up for an account. You can sign up for an account and then not activate your 
account, and get access to these tools. 

 

 

Rufina:    Oh, that's a good thing to know. 
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Bart:    So, essentially what it does is, it's telling you how much traffic has gone through their 
search engine and their partner search engines in the last 30 days. What this tells us is exactly 
how much traffic has gone to the Internet. 

You need to have both of these windows open at the same time. So, click on the little wrench 
(icon) that says, "Term Suggestion Tool." And the little wrench (icon) that says, "View Bids 
Tool." 

 

I like to have both windows open side-by-side right in front of me. 

Rufina:    Bart, my windows are coming up too big to fit into my browser at the same time. But, 
I think I can re-size them to fit perfectly. I simply place my cursor anywhere on either the right 
or left vertical border of the window. When the cursor turns into a small two-sided horizontal 
arrow, I click and hold my mouse while pulling the edge of the window in. Then I do the same 
thing to the other window, adjusting it to fit. 
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Sometimes, they come out on top of each other. If that happens, I just click on the top bar of one 
of them and drag it over (click, hold and drag) to the other side to line them both up side-by-side, 
right next to each other. 

Bart:    Yes, I think it's useful to have them side-by-side so you can look at two different results 
at the same time. 

Rufina:    That way you get a better picture of what you're looking for. 

  

Bart:    OK, so let's take a term. The "Search Term Suggestion Tool" will give you the volume 
of visits and requests that people did last month. The "View Bids" will show you what for the 
maximum click per term is being paid by advertisers. 

So this isn't hypothetical. The "View Bids" means somebody is actually paying for this term. 
What that does is, it validates whether or not this market has any money in it. 
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Let's just use "handwriting." That's a simple one. So in the "Search Term Suggestion Tool" type 
in the word "handwriting" and click on the blue arrow, or "Enter." And tell me what shows up 
there. 

                

Rufina:    I have "Searches done in July 2002." And below that, "Count Search Term." There's 
7406 under "Handwriting Analysis." For the word "Handwriting," I have 6492. 

Then it has several keyword phrases of 2 to 3 words with the amount of times they were 
requested. 

Bart:    Right. So in this case, "handwriting font," "free handwriting font," and "handwriting 
without tears" - these are things that I wouldn't want to purchase. Because I don't want traffic 
that's coming to 'handwriting font' per se. 

One of the great things about this is, though, you're not paying because they see your ad. You're 
paying only if they click on your ad. 
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So if someone is looking for "handwriting font" and my site popped up that says, "Free 
handwriting analysis self-test. Discover your personality through handwriting." Well, they're 
probably not going to click on that, because it's not what they're looking for. So, its not going to 
cost me extra if I buy that term – they most likely won't click on it anyway. 

So let's look over here and see how much it would cost to buy the word "handwriting." This 
means that on all the search engines and their partners, if someone typed in the word, 
"handwriting" this would come up and they would see it: 

 

 

Rufina:    Let me ask you for a little clarification. Let's say somebody purchased the phrase, 
"handwriting expert" (two words). And you purchased the keyword, "handwriting" (only one 
word). Would "handwriting expert" still show up for someone who was searching for the word 
"handwriting." 

Bart:    No, but if they wrote the word "handwriting expert" in the search engine, the person who 
bought that term would be number one. And the person who bought "handwriting" (which would 
be me) would be number two. But it wouldn't be reversed. 
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So, now type in the word "handwriting" in the "View Bid Tool" and click on "Go." 

Important Update: 

Overture has recently made a change in using 
the View Bids Tool. The change is minor and 
simply requires an extra step for security 
reasons. 

Now, a four-character Image Access Code 
needs to be entered manually into the field 
before searching. 

The code appears on the bottom of the View 
Bids Tool, and is perceptible to human eyes 
only -- not to automated scripts and "bots." It 
only needs to be entered the first time the 
window is opened. And again if some time 
passes before using it again. 

  
  

 

So, to repeat, type in the word "handwriting" in the "View Bid Tool" and click on "Go." 
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Rufina:    OK. And what came up is: 

1. Handwriting Service - Call For A Quote Now www.lakedata.com (Advertiser's Max Bid: 
$0.26) 

2. Handwriting Analysis Courses - Self Test www.handwritinguniversity.com (Advertiser's Max 
Bid: $0.07) 

3. Handwriting Analysis for Everyone www.handwriting.net (Advertiser's Max Bid: $0.06) 

4. Fonts.com - Handwriting www.fonts.com (Advertiser's Max Bid: $0.05) 

Bart:    Now, the important thing to remember here is there are only four listed. There could be 
150 listed. We're going to look at weight loss in a minute and you'll see 900 sites listed. Only the 
top three get propagated to the important websites. 
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Rufina:    Wow, just the top three! That's a very important distinction. 

Bart:    So if you're not in the top three, you're not going to get the coverage that you want. 

Let's take a break for a second. Keep those windows open, Rufina, but open a new window with 
Yahoo.com. 

We're going to type the word "handwriting" into the search term and click "Enter." 

Rufina:    OK. I've entered "handwriting" into the search box on Yahoo and I've just clicked on 
"Search." The same three come up! 

 

Bart:    Well, you've got some other gunk in front of it. You've got a banner and "Search 
Results." Then you have "Category Matches" which is internally Yahoo. Then you have 
"Sponsor Matches" which are exactly as bought from Overture. 

Rufina:    Yes, these are the exact same three I saw on Overture. 

Bart:    Yes, number 2 is mine, which is the handwriting analysis self test. Now if you click on 
that, you've just cost me 8 cents, so please don't do that! 
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Rufina:    OK, I won't. 

Bart:    If you go down to "Web Site Matches" now you get what is technically the highest 
ranked searches. So you have "Web Site Matches" 1 - 4. I'm number 4 – but that's a different 
website. That's not the same as the one I advertised. So now I'm featured twice on that page. 

Three times. As I'm scrolling down I'm seeing some other sites that I own. Essentially that's three 
times... four times (I own another one, too). So that's 3 or 4 times on this page. That's going to 
get pretty good coverage for someone searching for that term. 

Rufina:    Yes, it is. 

 

 

Bart:    Now, I have no control over Web Site Matches. I'm 3 or 4 out of 80. I'm number 4 here, 
but on other search engines, I'm number 1. Sometimes I'm number 8. That has to do with how 
effective your search term placement is. And it's very difficult for a brand new site to get ranked 
high there. But anybody with 8 cents can buy the number 2 slot on the sponsor matches, in this 
particular niche market. 
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By the way, this is reality. This is what Overture ends up doing for you. They've got partnerships 
with other search engines. You can get on the front page of their partner sites. Because few 
people really know what Overture is. They don't get that many searches. But Yahoo does. And so 
does Google. And so does MSN. And so do the other sites which they may or may not have 
partnerships with. 

I believe that Google, which is one of my personal favorites, has a separate program just like 
Overture. You can also purchase stuff there. But you can't do research, like you can with 
Overture. 

Let's exit Yahoo. 

So now you know what reality is. This is what's going to happen when you buy those terms. 

Rufina:    So if I purchase one of the top 3 or 4 search term positions in Overture – more than 
likely, I can find myself on the front page of Overture's partner search engines. 

Bart:    By the way, 6,492 people searched "handwriting" last month. Is that a lot? 

Rufina:    No, it's not a lot, compared to some others. Even 20,000 isn't that many. When you get 
into the hundred thousands, or a million people searching a term, then it gets too big. 

Bart:    Right. My basic feeling is, that if you can find a niche market with 5,000 searches or 
more per month, you should consider marketing to that niche. Because if you can get 100 hits a 
day on your website, times 30 days, that's 3,000 visits a month, right? 

Rufina:    Right. Which is quite a few. 

Bart:    So if you can get 100 hits a day, you might be able to make a living. But until you get up 
to that number of 100 people, it's hard to determine what's working or not. 

So anything over 3,000 is OK. 6,000 or 7,000 is adequate. And you're getting into a good match 
with 10,000 to 15,000 or 16,000. By the way, ever since I've started, "handwriting" has bounced 
between 4,000 and 8,000 a month. 

If you look up graphology, which is another term for handwriting, (this niche market has two 
terms) - that's like 12,000. 

Rufina:    It gets more searches than "handwriting?" 
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Bart:    Yes, apparently this month people used "graphology" more. Last month, and in my 
history, they used "handwriting analysis" a lot more than they did "graphology." But this last 
month has been different, so it changes a little bit. 

Rufina:    How interesting! 

Bart:    Well, let's take a look at a different niche market. 

By the way, those 6,000 or 7,000 queries a month on overture translate to about 1000 visits per 
month that I pay for traffic via Overture (and contribute to the 24,000 visits a month I get on one 
of my handwriting websites). So, about 1 in six queries click on my link for the handwriting 
analysis. 

Now, as far as my actual, overall traffic, this site get up to 800 hits a day on the 
myhandwriting.com website. If you do the calculation – 800 times 30 days in the month. That's 
about 24,000 visits in a month: 

800 x 30 = 24,000 visits per month 

Now, if Overture only sends me 1,000 clickthroughs, I'm only getting one in twenty four (1:24) 
from Overture. So 1,000 out of my 24,000 comes from Overture. 

We only spent a couple hundred bucks a month on Overture (Google, Bing, etc). You're not 
going to get all your traffic from paid search engine. If you are getting all your traffic from those 
sources,, you're going to be missing out on quite a bit of free traffic. The volume of your entire 
website is what is going to make a difference. 

But every bit helps. The reason we buy traffic from paid search engines is because it does add 
those 1,000 or more highly targeted qualified visitors per month. It also gives us visibility on all 
the search engines, whether people click through or not. 

You really have to know your ratios. I'm going to go more into ratios. Rations are just simple 
math. Comparing one thing to the other. One person has three kids, another person has two kids - 
3:2 - very simple. 

So those 6,000 or 7,000 queries a month translate to about 1000 visits per month. 

Rufina:    Why's that? Is 6,000 a lot? 

Bart:    Well 6,000 queries on the Search Term Tool in Overture is enough to manage a niche 
market. Handwriting Analysis gets about 6,000 queries a month. That's not a lot. It's also not a 
little. It's a good small niche market. 
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It's not important whether the number is 6,000 or 10,000. What's important is the ratio to what 
you're looking for. It's like trying to exchange money. 

 

6000 queries could actually mean 42,300 queries… the search engines don’t give us the REAL 
numbers.  But the numbers are always in proportion to other key words.  So, you can know if a 
keyword is BIG or SMALL as far as demand is concerned.  Type “Weight Loss” and you will 
see a BIG demand.  

I mean, Rufina, how much is a hamburger worth in Germany? Well, I don't know what a 
Deutschmark is worth. If they say it's worth 15 Deutschmarks, I don't know if that is expensive 
or not. 

Rufina:    That's very expensive for a hamburger! 

Bart:    That's only true if you know how many Deutschmarks exchange for a dollar. Do you? 

Rufina:    It's about $1.50 in U.S. dollars. 

Bart:    If I say 15 rupees (Indian currency) that's about 38 cents for a hamburger. 

Rufina:    Yes, that's cheap! 

Bart:    So the ratio really depends on what your exchange is. I'm using 6,000 as an exchange 
that I know is a niche market that I understand. I know that if the searches are at 6,000 I can 
probably make a living at it, because I have. So you can use my experience of 6,000 queries in 
Overture as a decent market. 

So really, it's just a ratio. So pick something you know about, like I know handwriting. And I 
know 6,000 queries a month is enough to be successful in a niche market. Even though I'm only 
getting 1000 visits a month from Overture. I'm researching for the RATIO, not just what I can 
buy from Overture. 

You can get a decent amount of traffic from that amount of queries. 

Rufina:    Can you clarify a little more what the ratio is? 

Bart:    Ratio means the number of queries in one known category compared to the number of 
queries in another speculative category. 

So let me rephrase that – it's the number of queries in an established category compared to the 
number of queries in a speculative category. 
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Established:Speculative 

So there are 6,000 queries a month in this established niche called handwriting. It's established 
because I know how much money I can make from that. If I do basket weaving, and the number 
is only 300 queries, that's my speculative category. So the number is 60:1. That's bad. I'm 
looking for a 1:1 or higher. 

6000 know for handwriting : 300 unknown for basket weaving. 
60:1 = a bad niche market 

Let's take a look at Viagra. I've got 6,000 queries for handwriting and 60,000 queries for Viagra. 
Well, my established market is 1. My speculative market is 10. That's 10 times my known. That's 
a really good number. It's a great niche market. 

6000 known for handwriting : 60,000 known for Viagra 
1:10 = A GREAT niche market. 

Rufina:   Wouldn't that also be a very competitive market? 

Bart:    Well, that's the second part of the equation. First you have to find out if there's any 
traffic there. The first thing is establishing if there is enough market there to justify it. 

In this case, we're just looking for raw numbers. Once you figure out the raw numbers, you have 
to go through, "Is it competitive?" "Is it something I can afford?" That kind of stuff. 

But most people write books on Basket Weaving and Self-Esteem for Eskimos. That's what they 
write on because that's what they know. And they spend their whole life's savings putting a 
bunch of books in the garage. And there's no market for it. 

So it's not that there's really 6,000 people a month searching for that term. There could be more, 
there could be less, it may not be accurate. But the ratio between this term and the next search 
term you do, will be accurate. 

What I do is, I judge everything against 6,000 queries a month. Because I know I can make a 
living with that. 
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So if I'm deciding between doing a website on handwriting or doing a website on weightloss, I 
know the ratio is going to be fairly accurate. 

Rufina:    So the way you pick the topics for the ratio is simply by what interests you? 

 

 

 

Bart:    Just random. Whatever topic you think would be neat. If you don't know anything about 
weight loss, then please don't pick weight loss. But if you've got a choice of 7 topics that you 
think you can get a product or a service for, go look at those 7 products. 

Here's an example. If I'm deciding to do a website on handwriting or doing a website on weight 
loss, I know the ratio is going to be accurate. So let's look. 

If we can get 6,492 on "handwriting"' (let's average it out to 6,000). And now I'm considering 
doing a site on weight loss, Overture says we get 416,166. That's a lot of queries. 

So the ratio is, 1:69. That's roughly 69 times more people looking for weight loss than for 
handwriting. That's a huge increase. What that tells me is, "Hey, there's a market there." 

Established: Speculative 
6000 established for handwriting: 416,166 speculative for weight loss 
(416,000 divided by 6,000 = 69, or 6000 x 69 = 414,000) 
1:69 = A GREAT niche market. 

That just tells me there's a market and we can go further into the equation. 

Rufina:    So the search terms don't even have to be related then? 

Bart:    It's not about relating. It's about finding if there is anyone coming (searching). You're 
basically saying how many cars are on the highway. 

Asking if they're black, white, female, male – those are questions you ask later. Right now, 
you're just seeing if there are any cars on the highway. 

So if I'm considering doing a book or a project, I want to see which one is going to make me 
more money. I know that 5,000 queries a month is an OK number. I can make $10,000 a month 
off of that number of queries if everything is right, and I have a lot of products, and I do 
everything correctly. 
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There are 100 times more people looking for weight loss (technically 69 times more). But I'm 
more interested in knowing if I can compete because there are a hundred times more people 
looking at it. 

Now we think it's a great market. Yipee, we're real excited, right? "All right! That's a great 
market! Boy, we have lots of people looking for it." 

 

 

 

Now go to "View Bids" and see how much it's costing to get that traffic. What's your guess, 
Rufina. How much would it be per click? 

Rufina:    I would say it would be up to a dollar, maybe 
more. 

Bart:    A whole dollar? 

Rufina:    It's possible. 80, 90 cents for sure... Oh, my 
gosh! It's four dollars! Four dollars and one cent! 

Bart:    Per click! 

Rufina:    Oh, my God! These guys have to have super 
deep pockets! 

Bart:    Now what are the chances here? If a hundred 
people come to the website through Overture, that 
company has now spend $400 to get 100 people to look at 
their website. That means they have to, at some point, 
gross $401 dollars off that customer. If they're really 
great, they get one out of a hundred. So unless your 
product is $401 dollars, you're going to lose money. 

Again, you'll notice, that once you get down through the top three or four, it goes down to $1.76 
because they know all that matters is the top three. 

Rufina:    And they're willing to pay for that. 

Bart:    Not only willing – they also can afford to. They've done the metrics, they've done the 
research. They know for a fact, that if they pay $4.00 a click, they're going to make money off 
that. 
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Rufina:    Well, that is way out of the reach of the average Internet marketer. 

Bart:    Of course. And even if you could, even if you did have deep pockets, you'd be stupid to 
do that. Unless you had incredible statistical tracking mechanisms to know when you're going to 
make that money back. 

So that tells us that while weight loss is a great idea, we can't afford it. By the way, you can also 
try "lose weight," "weight loss pills" - there's a lot of derivations on that which won't be near as 
expensive. 

 

 

Rufina:    At least for a while. 

Bart:    But you're not going to get the same amount of traffic. That's the problem. People think, 
"I'm going to sell a multi-level product online. Everybody needs weight loss." Well, guess what - 
you're going to be going door to door because you can't afford to advertise like everybody else is. 

A lot of people can't afford to advertise on radio and TV. It's a very expensive medium and it's 
not targeted. 

Rufina:    Looking at this ratio of handwriting to weight loss, it appears that weight loss is a 
much better market than handwriting. But in the end, that's really not true. 

Bart:    Well, it's a more lucrative market. If my handwriting business does $250,000 dollars this 
year, that's a good year. The typical weight loss company will do 2 ½ million dollars. 

Rufina:    Oh, I see. So, it is a better market. It's just that is costs much more to compete in that 
market. 

Bart:    Yeah, it's a bigger market with bigger players. I don't plan to have a staff of 20 people. 
And until I do, I'm going to pick a smaller niche market where I can compete and win. 

Rufina:    I think that this is an important point. If you want to compete in a larger market like 
weight loss, you have to have the support behind you. 

Bart:    Yes. Oxygen Network is half owned by Oprah Winfrey. And they own some of the 
products they sell on Oxygen Network. Are you going to compete with a network television? 

Rufina:    No, I'm not. 

Bart:    Probably not. Unless you have some serious money. Most people listening to this course 
are trying to make an extra $1,000 a month, not 10 million a month. 
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You're not going to compete with Herbalife and an army of a million distributors across the 
country. They're all competing for the same person buying weight loss products. Just like I'm 
competing with the bookstore for handwriting analysis books. 

I'm using "handwriting" as an established market. I know that's a winner. We're comparing 
weight loss with basket weaving. We're not comparing weight loss with handwriting. 

Rufina:    I'm saying that the ratio looks like it's a great niche market. People might be mislead 
to think that if the ratio looks better, then it's got to be a better market. 

 

 

Bart:       But that's only the first part of the equation. The second part explains how much the 
cost of the advertising bid is. 

If it's a 1 to 1 ratio, meaning you have 6,000 hits on handwriting and 6,000 queries on custom 
leather shoes, then that's a good niche market. If the second number is 1 or higher, it's a good 
market. 

I know that 5,000 queries a month is OK. It's sufficient. It's not great, but it's sufficient. If it's 
more than that, you can make a living. 

What I'm saying is, if it's less than 1,000 a month, pick a different niche. 

Rufina:    That makes sense. 

Let's pick an interesting topic. We had a client that had a book on euthanasia - basically assisted 
suicide. That's two words, but it's a keyword phrase – which doesn't have to be one word. So 
type in the word "assisted suicide" in "Search Term Suggestion Tool." 

Rufina:    There's 4,218 searches. 

Bart:    4,218, right. Again, that's not that bad. "Handwriting" was 7,000, "euthanasia" is 29,000. 

Rufina:    29,000! 
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Bart:    By the way, that's the more common term for assisted suicide. So between the 4,000 that 
showed up for "assisted suicide" and 29,000 for "euthanasia," you've got 34,000 people a month 
looking for "euthanasia." That is roughly four times the market that "handwriting analysis" has. 

Rufina:    Correct. 

Bart:    So you would think, "Wow, there's a lot of people looking for that term!" Now, let's find 
out if anybody is making money off this group of people. We know they're going there. We 



How To Find Your Niche Market                Rufina James Interviews Bart Baggett 

Page	  	   27	  

know the websites are getting the traffic. But do we know if anybody can get any money from 
these people? 

If you look up "assisted suicide" on View Bids, results are - everything is 5 cents. 

Top bids for "assisted suicide" are five cents. Top bids for "euthanasia" are eight cents. By the 
way, there are only four people advertising "assisted suicide." How many are there in 
"euthanasia?" 

 

 

 

 

 

Rufina:    I have 7 here. 

Bart:    What does that tell you, Rufina? 

Rufina:    Not a big market. 

Bart:    Well, big market. But not any money in the market. 
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Rufina:    Right. No money in the market. 

Bart:    By the way, the minimum they can advertise for is 5 cents. You can't go lower than 5 
cents. 

You'll see some one penny bids on here, maybe. That's because they started advertising back in 
1999. 

So what you're looking at is people that don't know how to make money from this market. 

 

 

 

Two things can happen: "Wow, we've got a great opportunity," or "Wow, do I want to be the first 
one to try to figure out how to get money from these people?" 

Now, obviously, this is not the kind of market that's like weight loss, where there's a real benefit. 
How many times can you sell a book to someone who's going to kill themselves? 

Rufina:    Precisely. 

Bart:    Once. Unless they're a real loser. Maybe you could sell it to them twice. 

I had a client and this was actually their market. I said, "You know, there's good news and bad 
news. The good news is that you should sell a lot of books because a lot of people are interested 
in this topic." 

We didn't sell a lot of books and I'll tell you why. After researching it and building a newsletter 
list, we found out that most of the 29,000 people are students looking to do research papers. Do 
students have money? 

Rufina:    Not really. 

Bart:    Not particularly. The poor student is typical. They especially don't have the money for 
hard-cover books at $27.00. If you're doing a research report at midnight and your paper is due 
tomorrow:  
a) you're not going to wait for a book to arrive 
b) the PDF file is $27.00. 

You're going to go to some other websites where you can get some free reports. 

Now, it's possible he could have sold those reports for 3 and 4 dollars, maybe. That's very 
possible, we haven't tried that yet. 
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But, here's a guy who published a book, and again he's the publisher and the author, and he'll 
probably sell a certain number of those books to a certain part of the population. But it's not 
going to be a best seller because the traffic is not buying. 

So you've got to find the balance between the search terms, volume and the bids. Here's the 
tricky part, you don't want everyone and their mother bidding on a term. Because you end up 
with something like weight loss, and it's 4 dollars a click. 

But you also don't want a market with no one making money. Because that tells you that no one 
knows how to make money. 

 

 

Rufina:    That is really interesting. Now we know what to avoid and what to look for. 

Let's look at another term. 

Bart:    Let's do "yoga." Yoga is one of my personal 
favorite exercises. It's also gaining a lot of popularity in 
the United States now, and probably around the world. Of 
course, it's been popular in India for a thousand years. 

Rufina:    There are 121,319 searches under yoga – 
which is an awful lot. 

Bart:    And the seventh term is "bikram yoga." Do you 
know what bikram yoga is, Rufina? 

Rufina:    No, I don't. 

Bart:    Bikram yoga is... they have a major school in Los 
Angeles where they turn up the heat to about 116 degrees. 
They do very heavy breathing, and it's a great workout. 
It's getting to be quite popular. 

You see, "bikram yoga" is approximately the same as 
handwriting analysis. 

Rufina:    In what way? 

Bart:    The numbers – the search term gets about 6,000 to 7,000 searches a month. About the 
same number of people are looking for that topic. The difference is that for yoga, you usually go 
to a school. You're not necessarily going to buy a book or a home study course. But it's possible. 
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So if you wrote a book on bikram yoga, you might have a good shot at making some money 
there. I don't know how many books are on bikram yoga. 

Rufina:    I just looked it up under "View Bids," and I see someone has videos. 

 

 

 

 

 

Bart:    First of all, let's talk about yoga and then we'll 
switch to the second thing. First let's take yoga, that's the 
big one. Yoga is a great market. Lot's of people are going 
there. You've got lots of traffic, and look at the bids. 

You've got people selling accessories. Basically mats, 
DVDs, a yoga journal (which obviously is a big 
company), yoga mats, accessories. And there's more 
underneath. Again, if you don't get in the top four it 
doesn't matter. 

But you can go buy specific terms. The fact is, if you're 
selling yoga books, you really don't want to necessarily 
compete with yoga mats, or yoga videos. 

There's 3,600 people who searched for nude yoga! 

Rufina:   Wow. Hot topic! 

Bart:    God, that's a business I need to get into – nude 
yoga. I wonder how much that video is... 

Rufina:    Is there a video on that? If not, you could always be the first to make one. 

Bart:    Check this out. There are over 3,000 people looking for nude yoga, and there is no one 
bidding on that term. 

Rufina:    That's a wide-open market. 
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Bart:    There you go. So if you're listening to this and you want to make a nude yoga video with 
me, I'll be glad to produce it. 

That's just weird. Who knew? 

Rufina:    That's exactly right. You wouldn't have a way to know unless you look it up. 
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Bart:    There's a market right there. 

Rufina:    There's a market. 

 

 

 

 

 

 

Bart:    Darn. Too bad I'm busy this month, or I'd be making a nude yoga tape. 

Let's look up bikram yoga... 9 cents, 8 cents. So basically 
the mat company bought the number one slot for yoga 
mats – matsmatsmats.com. And then a Boca Raton, 
Florida, Yoga Center. And that's great, because if you're 
not in Boca Raton, you're probably not going to click on 
that link. They very clearly said Boca Raton, Florida. So 
they're probably getting very qualified traffic from that. 

Rufina:    Yes. They probably really are. 

Bart:    So if I had a book called Bikram Yoga 
Techniques, that would be a good topic. The thing is, if 
you're going to get into selling yoga equipment, you've 
got to compete with the 80-cents-a-click companies. 
That's kind of expensive. You're going to have a hard 
time converting that unless you have an extensive product 
or a very sophisticated website. 

Let's go back to the Search Term Suggestion Tool and look for 
all the other terms people search for. Look at yoga mat, hatha 
yoga, yoga classes, yoga video, yoga exercise, power yoga, yoga 
clothing, yoga position, yoga posture – all these have 3,000 and 
4,000 searches. 

Rufina:    Yes, they do. 
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Bart:    Kundalini yoga has 3,228. By the way, I have recently purchased the rights to 5 yoga 
books in subcategories of these, and nude yoga was not one of those books. 

Rufina:    Well, then you've got to write one! 

Bart:    We've got a book on kundalini yoga, hatha yoga, on tantra yoga. And all these are very 
tiny markets, right? They're 2 or 3 thousand. But we should be able to buy the traffic for those 
terms at a reasonable rate. 

 

 

 

 

Another thing about yoga, since it's mostly a spiritual topic, you don't have dozens of highly 
sophisticated business people in that field. There's a lot of non-profit. For example, for 'hatha 
yoga' the number 1 and 2 are already taken, but the third one is only 13 cents. So we could buy it 
at 14 cents. You could probably convert that. 

 

 And here's the question, if I pay 14 cents for a term, and 
I get a hundred people, how much do those hundred 
people cost me? 

It costs me $14.00 per hundred. If my site converts one 
out of a hundred people. And my book is $14.00, I've 
broken even. 

Rufina:    Is that how you determine the cost of the 
book? 

Bart:    No, it's how I determine whether or not I can 
afford to buy the advertising. We're going to get traffic 
from other places, too. The price of the book depends on 
what people will pay, not what other advertisers will pay. 
I always want to price my product at the highest possible 

price that consumers will pay. 

Rufina:    And how do you determine that? 

Bart:    You test it and test it. 
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Rufina:    And you would test it by offering it at a certain price? 

Bart:    Yes. Here's what you would do. Go to Overture, buy the number three position for one 
week. Price it at $14 dollars. The next week, price it at $7.00. Next week, price it at $49.00 
dollars. And then do the math and see which one you make more money on. 

Rufina:    Bart, I've heard that you always want to start lower and work your way up in price. 
Because if someone bought at a higher price and they all of a sudden see a huge price drop, they 
may ask for a refund. 

Bart:    Well, then you give them a refund. I'm not concerned about what one customer thinks 
when you're trying to build a $100,000 business. 

 

 

So you test it different ways. The one thing is, some of my customers spend $500 and $600 
dollars. I am reluctant to price it at $1,200 and bring it down to $900 a week later. I definitely am 
sensitive to that. But when you're talking about a $7 or $9 or $10 dollar difference... hey, it was a 
sale. You go to Target and every day there's a sale. You can get your money back, or we'll give 
you credit on something else. 

I'm not concerned about that. But I think you should start high, because if it works – now you're 
making a lot of money. People have a fear of charging too much money. Especially for 
information products. They'll say, "$99 dollars! I can't charge that. Why would someone pay $99 
dollars for a book?" Because you convince them that it's worth that in your brilliantly written 
sales letter. 

Anyway, that's the math you do on that. 

Rufina:    OK 

Bart:    So yoga definitely has potential if you can get that. Again, there are a lot of people in 
yoga. They may not be buying books. We don't know what they're buying. But obviously, 
someone is buying mats and videos. 

Rufina:    So this is our research and we would research several terms. Where do we go from 
here? Do we make a decision about a keyword? 
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Bart:    Once you get a keyword, that means you have your topic. Now what I would do is, I 
would look at the people that are advertising in the number one term. And go look at their 
websites and find out how well they're doing. 

Rufina:    But how can you find out how well they're 
doing? You can find out what they have on their page and 
what they're offering. 

Bart:    Well, they're probably not going to tell you, 
"Hey, I'm making this much money." You're correct 
about that. For example, I'm going to go to 
www.matsmatsmats.com. I've never been here before, so 
this is a live experiment here. 

Matsmatsmats.com is advertising in the number one 
position for yoga, right? Because they want to sell you 
yoga mats. 

Rufina:    Right! 

 

 

Bart:    "If mats are what you want, we've got mats and more." 

There's a tool called Alexa. Have you hear of Alexa.com? 

Rufina:    Yes. 

Bart:    That's something you have to install. It works on both MacIntosh and PCs. Alexa will 
give you a snapshot of the relative traffic that this website has. It's a great way to spy on your 
competition and see if this person really is a player. It tells you when they've launched the site, 
the average links into that site, and it sort of gives you the ranking. 

But again, it's rather relative. You don't necessarily know if 580,000 is a lot unless you go to a 
site like Yahoo and it ranks number 12. Then you know. 

But this gives you an idea. The other thing is, you can just look at the site and find out if it's a 
crappy little mom and pop site or if it's a professional site. This one is pretty simple. I'm actually 
surprised at how simple this is, considering they're buying a number one slot. 
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Rufina:    Simple but nice. They have good pictures of what they offer... and they offer quite a 
bit. 

Bart:    Yes. But it's not a slick design. It's obviously not designed by a real slick web designer. 
But I like it because it's very straight-forward. You know 
what you're buying. It's no secret. It's really straight-
forward. 

Now I'm going to click on my snapshot button (part of 
the software called Alexa) which I have already installed 
into my Explore browser. It tells me some stats about 
matsmatsmats.com. 

It says that the average revue is five stars. Obviously 
good. Links to the site are 243. Pretty good site then. If 
you have 200, that's good. My handwriting site has about 
400 links into it. And that helps me get number one in 
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Google. So if you can get 200 to 400 people linking to your website, you can get high ranking in 
Google. 

And then it says average traffic rank 183,000. I'm not even sure if that's a lot or not. But it's been 
online since June 5, 2000. Roughly two years. So, not bad. If you get 234 links, it's been up a 
while. 

So you can research that. You can also call and talk to the owner. Call them and I say, "Hey, I'm 
starting up a company. Here's a product you might want to carry." 

Visit with them. If he seems like a competent guy... if it's an extension of a big, multi-national 
company with mats, etc., you know that they're a player. You might even get an idea of what 
kind of sales they do offline. People will sometimes tell you everything. You'd be surprised. 

But if you look at the euthanasia market, there's not much to look at. And then you have to figure 
out what they are buying. 

So your question was, what do you do now? Well, you go through all your different possible 
options of what you might want to sell or do. You pick a market. The next thing you do is go 
find a domain name that matches that market. 

 

 

 

 

Rufina:    When you're talking about your options, are you talking about the options of the 
search terms or the options of the products you want to sell? 

Bart:    Mainly the products. The search terms will decide who comes to look at your sales page. 
You've got to have a product that perfectly matches your search term. If I bought the term, "yoga 
video," I'd better be selling yoga videos…or I'm wasting my money and peeving my customers. 

So if you decide you want to compete in the yoga video market, then what you can probably do 
is say, "OK, I'm going to go buy traffic for 'yoga video.' I'm going to call the yoga video 
manufacturers and negotiate a price for them. I'm going to get 50% off on all the yoga videos." 

Then you're going to build a web page that sells yoga videos. You're going to have to pay 69 
cents a click or more to get traffic for yoga videos. And you're competing with Amazon.com. 

I can't think that's the smartest thing you want to be doing with your time. And I sure wouldn't go 
make a yoga video, because that's got to be expensive. 
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Rufina:    Yes, quite. 

Bart:    So the thing is, you have to narrow down your list to maybe 5 markets, with 5 key terms. 
And then go over to a domain register like http://www.godaddy.com, or some of the good name 
registrars. I use enom. Between 9 and 20 bucks, you can reserve a domain name that matches 
that term. And again, you do want to get one with your keyword in it. For instance, if I was doing 
hatha yoga, I would want something with hatha yoga in it – HathaYogaWorld.com or something 
like that. 

Once you get that, now you have to figure out your product or your service and put together a 
sales letter. If you're putting together an information product, I would write the sales letter first, 
then make the product. 

Rufina:    Yes, we talked about that in our previous interview. You create your product after you 
decide what the contents and the benefits are going to be. 

Bart:    I did some consulting for a sex educational product. We wrote the sales letter first. And 
then out of the sales letter, we decided what we thought would be “inside the product.” 

For example, if in the Search Word Suggestion Tool you check the word "Sex tips" – which I 
would think would be people looking for tips for better sex – there are 35,000 searches a month 
for that. So it's a nice term. 

 

The question is, can that convert? Are those people looking for free stuff, or do they buy stuff? 

My experience is, when I was paying 7 cents a click, that it was not converting. That either 
means my sales letter was not good enough – which is usually the case. If you're getting traffic 
and they're not buying, it's not good enough, or the traffic is the wrong traffic. 

Rufina:    Did you figure out which one it was? 

Bart:    The site converted OK from search engine traffic. But that advertising didn't bring 
buyers. So the truth is, I didn't figure it out. I had to assume that because of the sexual nature of 
the site, we were getting a lot of people looking for free porn, for example. And it's not at all like 
that. It's a very clinical, educational course on improving your sex life with your partner. 

Rufina:    So because the search term could be understood in more than one way, most of that 
traffic was disappointed. 

Bart:    I think they were disappointed because they didn't get what they wanted. And I'm not 
sure what they wanted. They probably wanted a free sex tip.. they didn’t want to buy something 
or optin to a newsletter. 

Rufina:   Probably. 
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Bart:    Well, they didn't get a free sex tip, they got a pitch to buy a whole bunch of sex tips. 
Again, that's not a total mismatch, but I wouldn't have known that if I hadn't tested.  

Now you know how to research and pick your topic and your product. 

Rufina:    OK. You've narrowed your topic down to about 4 or 5. Do you take a domain name 
out for each of them? 

Bart:    Well, search and see what's available. If you can't get a domain name with that keyword 
in it, you're going to struggle getting search engine ranking. 

Rufina:    Yes. I guess my question is, are you saying then to build 4 or 5 different sites, or to 
narrow it down. 

Bart:    No, I would take your 5, and those would be your final choices. And then you go see 
what is going to be your best product under those choices. I mean, out of those 5 products, if it's 
going to take you a year to develop a product, you're not going to do that because it will take a 
year out of your life. 

Rufina:    That's way too long. 

Bart:    If you have a friend that already has a book on that topic, cut a deal with him to pay him 
50% for the first couple of months to test it. And then say, "Hey, if this works, I will want to buy 
the rights from you. In the meantime, can I buy 20 books and see if this thing works." 

It's best to keep your investment small. And then write the letter. Whatever product that you 
have, you want to make sure that it sells. 

I just hate to see people spend two years of their life writing a book that no one buys. 

Rufina:    That's never a good idea. It's a lot smarter to know if it's going to sell or not before 
you start. And by using the tools you've just given us, it makes it so much simpler to figure out if 
there's a market, and where there's a market and where there isn't. So you don't have to spend 
years of your life writing the wrong book, investing in the wrong product, or building the wrong 
website. 

I'm really surprised how simple it is to do the research and find out what you need to know. And 
that it's available for free! 

Bart, let's wrap up what we've covered. 

Bart:    The three tools that I mentioned, plus one other tool, are: Overture.com - that's the place 
to both buy advertising and research what search terms are most popular on the Internet. 

Alexa.com is software that can give you a little snapshot of the history of the website, including 
your own and other people's. 
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Google.com is very similar to Overture in that you can buy traffic from them, but I don't believe 
they have the same research tools. 

One other site you can use is Wordtracker. If you're completely stuck for a topic, go 
toWordtracker look at their free resources, maybe sign up for the one-month free trial. And 
they'll give you the last 500 most popular search terms. 

Some of those will be irrelevant, like Brittany Spears. You're not going to build a site Brittany 
Spears dolls. And besides that, a year from now, no one is going to know her name anyway. 

 

 

Rufina:    Well, you never know. She might last. 

Bart:    I like Brittany. But you know what I mean. It could be trendy. For example, in 
September, "terrorism" and "al Qaeda" were the most popular search terms. You're going to 
ignore that because that is not an enduring market. 

Rufina:    From there, you can decide what to narrow it down to. 

Bart:    For people who have a product idea, I think this will be most valuable if they will put 
their idea to bed if they discover there is not a market there. They'll let it go. They won't waste 
their time on it. 

Rufina:    I think that is the most valuable idea that came out of this talk today. Because that 
happens so often. 

Bart:    Everyone I know that says the Internet doesn't work – it's because they had a bad product 
with no market. And they blamed it on the Internet. 

Rufina:    I'm sure their product had great value to them and a few people. But they didn't know 
how to find out if it had value to the rest of the population that's on the Internet. It probably is an 
interesting topic. I mean, when you were 17 and handwriting was of interest to you but not to 
very many other people, it took a while. It took how long? About 20 years for it to become more 
mainstream? 

Bart:    And only after they put me on CNN to talk about these things. That didn't happen 20 
years ago. 

Rufina:    So you were part of your own publicity and part of your own education of the public. 

Bart:    I was part of the solution. I did 1,500 interviews. A few other people and I were part of 
the movement to help it get mainstreamed. But there were also dozens of books published during 
that time by other authors that helped. 
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But again, you don't want to wait 20 years to get a payoff. You should be able to make money in 
3 to 4 months, from the date of conception to getting that website launched. 

If you don't make money the first day, you should make money the first month at least. Because 
you can buy traffic the first day from Overture. You may not make a profit, but you'd better 
make some money the first day. 

 

 

 

Rufina:    Knowing what you've just shown me, you practically can't help make money the first 
day. I'm so glad that you took the time to explain how to do this. 

Bart:    Everyone I've shown this to, their eyes open up and they go, "Oh, my God, I feel like I 
actually have a little crystal ball to find out what might work or not." 

Rufina:    It certainly feels that way to me. I wish I had known this when I first started marketing 
on the Internet. It would have saved me a lot of time and mistakes. Of course, it's still possible to 
make mistakes, like when you were looking under "euthanasia" and it looked really good. 

Bart:    When I looked into that, I really thought that we had a really neat market here, where 
this guy could make some money. But they didn't buy, they weren't buyers. We got the traffic in 
immediately, though. The traffic was there. But not the buyers. 

Rufina:    I guess there are still some things out of your control. As good as things look, there 
may be other factors that are not apparent right away. 

Bart:    There are dozens and dozens of details you have to do correctly to give yourself a fair 
chance to succeed. 

Rufina:    But by doing this, you can greatly increase your chances. 

Bart:    I don't know any other place where this is explained in such detail. 

Rufina:   What a useful tool! This has been so enlightening. This is an invaluable technique 
that's going to be a tremendous help to me, and many others. 

Thank you so much for sharing it, Bart. 

Bart:    Thank you. Goodbye. 
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Note to the reader.  This interview was conducted around 2004, so the numbers and websites 
mentioned should not be taken at face value as working today, in today’s internet.  The theory 
and strategies are still absolutely effective.  Please don’t think the numbers, visits, or dollar 
amounts mentioned in this interview are comparable to today’s business environment or Bart 
Baggett’s current business model or website metrics.  

 


