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Current Message (as it reads today)

Audit

DIMENSION FINDING

Core message Quality physiotherapy for the whole family in Dee Why, covering a broad service 
range with a friendly, professional team.

Who it targets Everyone ('whole family', 'all ages welcome', 'all your needs'),  no activity-specific 
or segment-specific targeting.

Value prop clarity The headline value is generic quality and convenience. No outcome is quantified 
or activity-specific. 'Feel your best' and 'best possible outcomes' are filler phrases 
with no customer-recognisable meaning. Confidence: High.

Alignment to pains Sports Physio blurb uses the exact customer phrase 'get back to doing what you 
love', which is a direct match. The two highest-confidence pains,  not knowing 
what is wrong, and lingering unresolved injury, receive zero coverage. 
Confidence: High.

Alignment to questions HICAPS is listed in the bullet list, which partially addresses the insurance 
question. Session count and recovery pathway are not mentioned anywhere. 
Sport-return likelihood is not addressed. Confidence: High.

Customer vs internal language The homepage uses 'patient-centred', 'evidence-based techniques', 
'comprehensive range', and 'personalised treatment plans', all clinic-internal 
framing. Customer language ('holding you back', 'explained everything clearly') 
appears nowhere except the one Sports Physio blurb phrase. Confidence: High.

Differentiation The 'Why Choose Us' list is entirely operational (parking, hours, HICAPS) and 
replicable by any competitor. No claim addresses why this clinic succeeds where 
a previous provider failed, which the Insight flags as a high-value positioning 
opportunity. Confidence: High.

Proof and credibility Daniel Reyes has '15 years of experience',  the only concrete credential. No 
patient outcomes, no activity-specific results, no explanation of diagnostic 
approach. Explanation quality, the single strongest trust driver per Insight 1, is 
invisible. Confidence: High.

CTA and next step 'Book Online' and 'Book an Appointment' are the only CTAs. No low-friction entry 
point (e.g. initial assessment with stated recovery pathway) that would reduce 
session-count anxiety before commitment. Confidence: Medium.

Message to Market Fit

Aligns well

- Sports Physio blurb uses verbatim customer language 'get back to doing what you love'.

- HICAPS on-the-spot claims is visible, partially addressing the insurance purchase-decision question.

- Dee Why location with parking is stated, supporting proximity as a selection filter (Insight 4).



two-fires.com | Confidential

Two Fires
Messaging Audit Northline Physio (demo) | 2026-09-11

Misses key pains

- Diagnosis clarity: no messaging addresses 'not knowing what is actually wrong',  the second highest-
confidence pain.

- Failed prior treatment: no messaging speaks to patients who have tried other providers and not recovered,  a 
flagged high-value segment.

Unanswered questions

- How many sessions will I need?,  not addressed anywhere on the page.

- Will I be able to get back to my sport?, implied but never stated as a direct commitment or outcome claim.

Biggest disconnects

- The headline targets 'the whole family' while the customer's self-framing is activity-specific ('I can't surf/run/
train').

- Explanation quality is the primary trust driver per Insight 1 but is entirely absent from positioning and team 
bios.

- The 'Why Choose Us' section lists no reason that a patient who has already seen another physio would find 
compelling.

Growth implication: The page converts patients who have already decided to book a local physio; it 
does nothing to win patients in active comparison or those who have lapsed after a failed treatment 
elsewhere,  both higher-value acquisition segments per the Insight.

Clarity gaps

- No page element tells a visitor what happens at a first appointment or what a recovery pathway looks like.

- 'Personalised treatment plans' is asserted but never illustrated with any activity-specific or condition-specific 
example.

- The team bios do not connect individual clinician expertise to patient outcomes.

Differentiation gaps

- Every bullet in 'Why Choose Us' is table-stakes; none is a reason to switch from a current provider.

- The failed-prior-treatment segment (Insight 5, High confidence) has no hook,  nothing signals 'we can explain 
why it hasn't resolved'.

- Explanation quality, the verified trust differentiator, is not claimed, demonstrated, or evidenced anywhere.

Proof gaps

- No patient outcome data, recovery timelines, or activity-return examples appear anywhere.

- Explanation quality is the top trust driver (Insight 1) but no review excerpt, process description, or diagnostic 
commitment supports it.

- HICAPS is listed but no indicative cost or session-count guidance is offered to reduce pre-booking friction.

Priority Fixes

ISSUE WHY IT MATTERS SUGGESTED DIRECTION CONF.

Headline targets 
everyone; customer self-
identifies by activity, not 
family role.

Broad targeting suppresses 
relevance for the highest-intent 
visitors,  active people with a 
specific activity they cannot do.

Reframe the headline around activity-
specific return rather than family-wide 
care.

high
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ISSUE WHY IT MATTERS SUGGESTED DIRECTION CONF.

Explanation quality,  the 
primary trust driver, is 
invisible in all messaging.

Patients who feel undiagnosed 
keep searching for a new 
provider; this is a direct churn and 
acquisition risk.

Make the diagnostic and explanation 
process a named, visible part of the 
first-appointment promise.

high

Session-count anxiety is 
not addressed; the only 
CTA is a direct booking 
link.

Unresolved cost and session 
uncertainty is the primary pre-
booking barrier per Insight 3.

Introduce a lower-commitment entry 
point that names an initial assessment 
and states that a recovery pathway will 
be provided at that visit.

high

No messaging addresses 
patients who have already 
tried another provider 
without resolution.

This is a flagged high-value 
segment that will switch if given a 
credible reason; the current page 
offers none.

Add a specific signal,  in copy or a 
dedicated section, that names chronic 
or unresolved injury and offers a 
reason this clinic's approach differs.

high


