
Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 1 - 

 



Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 2 - 

 

Welcome! 
About the Author: Over 1000 Internet Marketing Video Tutorials!  

 
James Maduk is an engaging and exciting platform speaker and entrepreneur 
who has developed, marketed and run multiple profitable online businesses for 
his clients and himself si nce 1996. 
 
A prolific author, he has authored over 1000 marketing tutorials.  A frequent 
guest speaker at national conferences and seminars, he teaches small business 
owners and independent professionals how to start, build and grow their 
business online.  You can find his articles and commentary in business 
magazines like Entrepreneur, Small Office/Home Office and Small Business.  
 
James has more than 20 years of sales and marketing experience.  His step-by-
step approach covers every aspect of winning onlin e.  He is the author of 54 
highly successful multimedia e-books and video training sessions covering topics 
like:  

¶ Start Marketing Online  

¶ Get Ranked 1st on Google 

¶ Membership Site Secrets 

¶ Build My List 

¶ AutoResponder Sequences 

¶ Blogging Secrets 

¶ WordPress Mastery 

¶ Joomla Membership Sites 
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Make Money By Giving This Book Away! 
 
Itõs a known fact - the best salesperson is òsoldó on what they sell. 
Learn about web marketing and experience how the powerful multimedia 
learning system included inside òSecrets My Mom Never Told Meó that sets it 
miles apart from other òme tooó manuals.  When youõre ready you can take 
advantage of a unique opportunity.  Because your personal endorsement is 
worth its weight in gold, all Iõm asking you to do is forward a copy to your 
personal and business network. 
 
If you have a web site, e -zine, or are part of an organization that could benefit 
from òSecrets My Mom Never Told Meó you can earn a quick $100 commission 
just by letting others kn ow about it.  All you have to do is join my affiliate 
program.  
 
Get all the details now  and Iõll provide you with a complete library of 
marketing materials for all of our products and services.  

http://www.mysmallbizaffiliates.com/
http://www.mysmallbizaffiliates.com/


Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 4 - 

Contents 
 
Welcome! ................................ ................................ ...................  2 

Forward By Master Marketer Joe Vitale ................................ ................  7 

STEP ONE: GETTING READY TO SELL ONLINE ................................ ..........  9 

Start Marketing Online!  ................................ ..............................  10 

Good Looks vs. Good Results ................................ .....................  12 

Chapter 1 ð Your Customers ................................ .........................  15 

In a Perfect World  ................................ ................................ ..  16 

Building Your Profile  ................................ ...............................  22 

Watch Videos ð How To Get Started Online Course ..............................  26 

Watch Videos ð Pick The Right Niche? ................................ ..............  27 

Chapter 2 ð Your Web Site ................................ ...........................  28 

Selling Online Is Different  ................................ .........................  28 

Finding Saleable Products ................................ .........................  31 

Test Before You Take Your Next Step ................................ ...........  32 

You have to Stake a Claim ................................ ........................  36 

Next Steps ................................ ................................ ...........  38 

Watch Videos ð WordPress Blogging Secrets ................................ .......  40 

Watch Videos ð Introduction To Selling Online  ................................ ...  42 

Watch Videos ð WordPress Mastery ................................ .................  43 

Watch Videos ð VirtualSelling Secrets Course ................................ .....  44 

Watch Videos ð Joomla Membership Sites! ................................ ........  45 

Watch Videos ð Screen Capture Secrets Course ................................ ..  46 

STEP TWO: HOW TO USE YOUR MAIN WEB SITE ...............................  47 

Chapter 4 ð How to Build a Collection Site  ................................ ........  47 

Developing Your Theme ................................ ...........................  48 

What Customers Actually Search For ................................ ............  50 

Keywords that Describe the Theme of Your Information Site  ...............  51 

Usability and Web Site Navigation ................................ ...............  54 

Building a Collection Site  ................................ .........................  55 

Chapter 5 ð How to Attract Search Engines ................................ .......  59 

Meta Tag Tools ................................ ................................ ......  59 

Link Popularity  ................................ ................................ ......  61 

Link Quality  ................................ ................................ .........  63 

Keyword density ................................ ................................ ....  64 

Watch Videos ð Get Ranked 1st On Google Course ................................  65 

Chapter 6 ð What Content Should You Include? ................................ ...  66 

Niche Information  ................................ ................................ ..  66 

Online Information Events  ................................ ........................  68 

Testimonials ................................ ................................ .........  70 

FAQs and BLOGS ................................ ................................ ....  73 

Site Map ................................ ................................ ..............  74 

Watch Videos ð Blogging for Dollars ................................ ................  75 

Chapter 7 - How to Capture E-mail Addresses ................................ ....  76 

Forms, Entry/Exit Pop -Ups and Pop-Unders ................................ ....  76 



Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 5 - 

Tell a Friend  ................................ ................................ ........  80 

E-books ................................ ................................ ...............  81 

How to Manage Your List of E-mail Addresses ................................ .  81 

Interactive Tools  ................................ ................................ ...  83 

Software ð Web Applications ................................ ......................  84 

Membership Has its Privileges ................................ ....................  85 

Watch Videos ð Build My List Course ................................ ...............  87 

STEP THREE: COLLECTING E-MAIL ADDRESSES ................................ .......  88 

Chapter 8 - How to Grow Your E-mail List  ................................ ........  89 

It is the List, Stupid!  ................................ ...............................  89 

Watch Videos ð Start A Newsletter  ................................ .................  90 

Watch Videos ð Get Ranked First On Google ................................ ......  91 

Chapter 9 ð How to Use Free Offers ................................ ................  92 

Your E-zine ................................ ................................ ..........  92 

Viral Marketing  ................................ ................................ .....  99 

Signature Files ................................ ................................ .....  100 

Mini Courses for Each Product  ................................ ...................  101 

E-Books................................ ................................ ..............  101 

Chapter 10 ð How to Pull Traffic to Your Collection Site  .......................  104 

Search Engines ................................ ................................ .....  104 

Getting Listed  ................................ ................................ ......  105 

Chapter 11 ð How to Get In Front of Other Peoples Traffic ....................  108 

Special E-zine Tactics ................................ .............................  108 

Chapter 12 ð How to Use Traditional Offline Tactics  ...........................  113 

A Hand Written òThank Youó ................................ ....................  113 

TeleClass................................ ................................ ............  113 

Free CDs As Marketing Tools ................................ .....................  115 

Press Releases ................................ ................................ .....  116 

Your Current Offline Database List  ................................ .............  119 

Chapter 13 ð How to Use Affiliate Programs  ................................ .....  121 

Your Own Affiliates  ................................ ...............................  122 

Watch Videos ð Joint Venture Traffic Secrets  ................................ ....  125 

STEP FOUR: CREATE ONE PAGE DIRECT RESPONSE MINISITES ....................  126 

Chapter 14 ð What is a Mini-site? ................................ ..................  126 

Accepting Credit Cards ................................ ...........................  130 

Watch Videos ð 52 Info Products In 52 Days! ................................ .....  133 

Watch Videos ð Multimedia E-books ................................ ...............  134 

Chapter 15 ð Why Mini-site Pages Work ................................ ...........  135 

Direct Sales Copywriting ................................ .........................  135 

Word Power ................................ ................................ ........  136 

Chapter 17 ð How to Write Great Sales Copy ................................ ....  145 

Why People Do Not Buy ................................ ...........................  147 

Watch Videos ð Sales Page Secrets! ................................ ...............  148 

Watch Videos ð How To Sell In Tough Times Course ............................  149 

Watch Videos ð Sell To A Big Company ................................ ............  150 

STEP FIVE: FLOOD YOU MINISITES WITH TARGETED TRAFFIC .....................  151 



Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 6 - 

Chapter 18 ð How-to Lead Visitors to Your Mini -sites. ..........................  152 

Why E-mail? ................................ ................................ ........  152 

Chapter 19 ð Start Your Internet Marketing Autopilot  ..........................  155 

Sequential Auto responders  ................................ ......................  155 

Blast Away? ................................ ................................ .........  157 

Chapter 20 ð How to Build Great E-mail Campaigns ............................  160 

Timing and Touches ................................ ...............................  160 

Templates ................................ ................................ ..........  161 

E-mail Formats ................................ ................................ .....  161 

E-mail Link Tracking  ................................ ..............................  166 

Watch Videos ð Build an Email Lead Factory ................................ .....  168 

Chapter 21 ðCampaign Ideas ................................ ........................  169 

Checklist:  ................................ ................................ ...........  169 

Offline Campaigns ................................ ................................ .  171 

Joint Venture Campaigns ................................ .........................  172 

Chapter 22 - Converting Your Visitors ................................ .............  177 

Testing and Reporting ................................ ............................  177 

How Often Will You Test ................................ .........................  178 

Ratio Examples ................................ ................................ ....  179 

Watch Videos ð Joint Venture Traffic Secrets  ................................ ....  181 

Chapter 23 ð How to Schedule Your Success ................................ .....  182 

Step One ................................ ................................ ............  182 

Step Two ................................ ................................ ............  182 

Step Three ................................ ................................ ..........  183 

Step Four ................................ ................................ ...........  183 

Step Five ................................ ................................ ............  183 

My Internet Marketing Strategy  ................................ .................  184 

A Simple Schedule to Follow ................................ .....................  184 

Next Step ................................ ................................ ...........  186 

Live Radio ð Small Business Heroes Radio ................................ ........  187 

INTERNET MARKETING RESOURCES ................................ ...................  188 

Chapter 24 ð Checking Your To-Do List ................................ ...........  189 

Key Areas ................................ ................................ ...........  189 

Last Questionééé ................................ ................................  196 

Have Fun Marketing Your Online Business ................................ .....  196 

Chapter 25 ð Standard Definitions ................................ .................  197 

For E-zine Submissions ................................ ............................  197 

For Web Site Submission ................................ .........................  198 

Ad/Website/E -mail Headlines ................................ ...................  199 

Chapter 26 ð Web Links ................................ .............................  200 

Links to Great Online Resources ................................ ................  200 

Chapter 27 ð Review the Key Points ................................ ...............  207 

INTERNET MARKETING CASE STUDIES ................................ ................  210 

Chapter 28 - My Autoresponder Series ................................ ............  211 

MySmallBiz University Services From James Maduk ...............................  213 

Where can I get more information about Jamesõ MySmallBiz University?. 213 



Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 7 - 

Forward By Master Marketer Joe Vitale 

Who knows it all, anyway? 

 
                     By Joe Vitale 
 
I'm embarrassed to reveal how little I know about online marketing. I'm 
embarrassed because I'm considered a so-called guru in marketing.  After all, 
I've written a dozen books on marketing, I have several tape -sets on marketing, 
and I'm one of the early pioneers of Internet marketing. Yet I'm continually 
amazed by all the new things I learn about how -to make a living online --- things 
I wish I had known ten years ago. 
 
Back in 1995 I didn't think anyone could make a dime onlin e. The 
Internet seemed like a joke. Then I almost accidentally started making money 
online and quickly changed my tune.  
 
Back in 1999 I never thought anyone would buy an e-book. Then my first e -book 
became a global best-seller and I again sang a different song. 
 
Back in 2000 I didn't think anyone would spend money to learn anything over 
the Internet. But by then I was wise enough to take a gamble. I announced the 
world's first e -class, changed $1,500 per person, and made $25,000 in less than 
a week.  At lea st by then I had learned to test my ideas and hunches.  
 
In 2001, when the country was shaken by economic woes, I wondered if making 
money online would still be an option. As it turned out, online sales increased. 
People actually preferred to buy online, in  many cases.  Again, I learned. 
 
And now here we are, nearing the end of 2004, and along comes James 
Maduk with his warmly titled book.  When he asked me to review it for him, I 
was hesitant.  I thought it would be just another rehash of all the other 
marketing books out there.  But then I reminded myself of all my errors in 
judgment over the years.  I decided to give his book a look.  
 
I was stunned. I was again reminded of how little I know about online 
marketing. James talked about BLOGS---- I had never even heard the term ---and 
about radio shows heard over the web ---which I had heard about but didn't 
know how to do. Those two ideas alone were eye -openers. 
 
That's not all James had to say in his book, of course. I read his book and 
discovered the ins and outs of marketing online as it can be done by small 
businesses. That was the key. As James himself points out in this book you now 
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have before you, the vast majority of books are not aimed at people in small 
business. This one is. 
 
I wish I had this book ten  years ago. I would have made more money sooner, 
had fewer headaches, would have been flamed less, and would have a lot 
happier memories to tell you about.  
 
Read James' book and learn.  Read it and get rich in your own small business 
run right there on you r computer.  
 
James will show you how.  
 
-- Joe Vitale 
http://www.mrfire.com  
 
 
 

http://www.mrfire.com/
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STEP ONE: GETTING READY TO SELL 
ONLINE
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Start Marketing Online!  
If you are a small business owner trying to find out how to earn money onli ne, 
you are going to need something.  Good Luck!  
 
Do you believe me? 
 
Do a search on Amazon.com for òInternet Marketing for Small Businessó.  You 
will find six titles with one remotely close to being on target.  Why did I look?  
Frankly, I was embarrassed.  As a sales trainer and professional speaker I have 
been a student of selling for 20 years and until recently have not been able to 
generate any revenue with my online efforts.  
 
This book outlines the steps that I have researched, tried and tested over t he 
last 6years.  I have subscribed to, purchased, interviewed and tested the ideas 
that top Internet marketers, small business owners just like you, are using 
today to earn more than a living online.  I have taken those steps and mapped 
out a process that will work for any small business.  
 
They work for me, a small business owner, and they will work for you.  
 
Why for the Small Business Owner? 
 
Because the small business owner has finally wrestled control away from an IT 
department, we are no longer waiting  a month or two for simple changes to 
show up on our websites.  The creative geniuses donõt want us to muck up their 
fancy interface and snazzy graphics.  
 
Whoever is ultimately responsible for generating revenues from the website has 
the control!  If this is not the case in your small business, the time is now.  Ask 
yourself a simple question, òIf your website were a salesperson, would you fire 
it?ó   
 
When businesses really started getting involved with websites it was the 
information technologists who rul ed the roost.  Technical gurus worried about 
web servers, bandwidth, firewalls, feeds and speeds and expensive software 
solutions to manage all the data and the hardware and software was the 
mantra of the technical gurus.  We need java server pages, and bi g databases 
to take care of this flood, letõs build a robust technical solution that makes it 
easy for us to manage. The òsales and marketing typesõ were just happy to 
have a site.  
 
Companies reasoned that the robust technical infrastructure and a logical  
presentation of all the information would give the smart and well -educated 
buyers all they needed to make an informed decision.  
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Larger companies sunk tons of money into preparing for the windfall of traffic 
and sales.  You may have heard a saying in the high tech industry, òif we build 
it they will comeó. 
 
With the advancing technologies came the web designers with cool 
implementations of bleeding edge graphics and design.  Every site turned into 
an attempt to do something bigger and better than the compe tition.  Flash 
animations, landing pages, complex navigation hierarchy and a highly graphical 
interface became the rage.   
 
A company was often judged by the òlook and feeló of its site, not by the value 
that it provided.  People in the marketing departmen t finally had a say in what 
happened on the website, except it took a month before they saw anything 
change. Then it took a creative artist and the technical department to manage 
the site.  
 
We all know what happened for most Internet businesses that fo llow ed the 
standard evolution.  
 
They raised a ton of money.  
 
They hired or contracted out a big technical firm or web development shop to 
build a really cool site.  
 
Next, they made sure that the infrastructure was prepared to handle the 
avalanche of money that would flow from the site.  
 
The companies that did not learn fast enough are gone. The ones that did make 
it got big enough to turn into a big business with traditional big business 
advertising and marketing budgets.  
 
And then there are the small business es.   
 
They do not have the money to sink into large advertising budgets.  They do 
not want to give outside experts control over part of their business.  They are 
willing to experiment continually until they find what works and they have a 
passion for what they do.  
 

What You Will Need 

Forget about òBuild it and they will comeó!  I wrote this book for the small 
business owners who want to earn money with their websites.  They want their 
online businesses to be a vital part of how they sell and market their p roducts 
and services. 
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Good Looks vs. Good Results  

I am asking you to make a decision right off the bat.  You can pay to have a site 
that looks good and does not sell, or you can follow the steps in this program, 
create, and manage a website that earns yo u money.   
 
The first time I went to see a motivational speaker he talked at great length 
about how some people choose pleasing methods over pleasing results.  If you 
have a goal of earning money with your website then follow the steps.  If you 
are more in terested in looking good and being on the bleeding edge of 
technology then this program is not for you.  
 
Internet marketing is the process of carefully testing the market with 
measured-results strategies until it òclicksó and makes a nice profit.  When you 
have the right strategies for your business, you simply duplicate the process 
over and over and over.   
 
Think of it as fishing. You try different òbaitó until the fish start biting like 
crazy. Then you stick with what you know is working.  At that point , it is up to 
you to decide how many times you want to cast your line.  
 
Most web developers do not want the sites that they create for you to be 
measured by sales results. Can you imagine that?  A web development and 
graphic artist wants to win awards for òartó ð they created with your time and 
money ð that may or may not sell anything. If you think otherwise ask one if 
they would accept payment through the proceeds of the website sales.  
 
Internet marketing for small business is meant to be effective. It is  not 
designed to win artistic awards. It is simply created to work as your òvirtual 
salespersonó and make you rich. So the approach that weõll learn in this book is 
more like this: Build it, then publish valuable information about your area of 
expertise, send specially formatted e -mail and sell your products and services 
online.  
 

Your Investment 

Selling online requires an investment on your part.  
 
You have to be comfortable around a computer.  In fact, I am going to suggest 
that you learn how to alter and m anage your own websites. 
 
You have to invest a little bit of your money.  There are some costs involved. 
Internet marketing is not free. However, it can be inexpensive to start and 
maintain.  We will look at great ways for you to leverage what you already 
know and do, and convert that valuable information into customers.  
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You have to invest some of your time.  Your website will work 24 hours a day 7 
days a week, yet that doesnõt mean you have to spend that much time with it.  
Recognize that the more time yo u do spend, the faster you learn what works 
for your business. 

Letõs Clear Up Some Misconceptions First 

1. You have to be technically competent : You do not have to be a 
technical guru to create, alter and manage your own websites.  If you 
can write a letter w ith a word processor, you can design and manage 
your own websites.  

2. Everyone is getting rich online:  Not everyone is getting rich with 
Internet marketing. In fact, the opposite is true, especially if you try to 
follow the footsteps of the big businesses you  surf and read about.  
There is a special Internet marketing process. The businessõ that are 
actually earning money online use it and that is what weõll cover. 

3. You need a web designer to create websites:  I have heard it thousands 
of times.  Create a sticky , interactive site to build community and a 
relationship with your visitors.  Make sure the site is interactive.  Build a 
brand and then customers will come to your e -commerce catalog and 
order online.  Rubbish!  All you need is a simple, clean content -rich site 
that captures e -mail addresses and search engines. 

4. All you have to do to sell online is become a member of one of those 
òSmall Business e-commerce Mallsó: Your ISP has a large portal with a 
small business marketplace.  As part of your monthly Intern et access 
fee, they give you a free e -commerce enabled spot in the mall.  Do not 
join the mall. The only ones who are making money with online malls are 
the mall owners. Joining a virtual marketplace with other small business 
is a no-no.  Not only will you  be billed for the privilege, not all the 
traffic that is promised to be in the mall is going to end up in your shop.  
Do not waste your time or your money.  

 
These are just some of the ideas that we will cover over the next 5 sections.  
Remember everything that follows is something that I am using in my business 
or have personally tested.  Will it work for you?  
 
Yes!  Itõs a process that can be duplicated and works for sure.  Every small 
business that I looked at used the same steps.  How each business implemented 
the steps was different.  That part is up to you.  I will provide you with the 
tools but it is up to you if you want to use them.
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Watch Videos ð 52 Secrets  
 
Learn The 52 Secets My Mom Never Told Me!  
 

Click To Watch The Videos 
 
Description:  How are you going to take payments online?  
Where are you going to host your web site?  Whatõs an 
autoresponder and why do I want one? 
 

With so many different options deciding on the right pieces of techno logy and 
hosted services for your business can be a daunting task. Specifically weõll 
cover: 
 

¶ The 10 Step Hub and Spoke Marketing Process 

¶ Affiliate Marketing  

¶ Product Creation 

¶ Niche Selection 

¶ Technical Stuff Like: Shopping Carts, Taking Payments Online, Web 
Hosting,  

¶ How To Build Blogs, Sites, Sales pages and Membership Sites 

¶ Email Capture and List Building 

¶ 20 Ways To Get Traffic 

¶ Web Copy Secrets 

¶ Sales Pages and Email Marketing 
 
Learn from mistakes as I give you a behind the scene looks at services like:  
 

¶ PayPal 

¶ ClickBank 

¶ 2Checkout 

¶ 1 Shopping Cart 

¶ MySmallBizCart.com 

¶ Authorize.net  
 
 

 
Instant Access To Every Video  

 
Do Your Homework ð Avoid Major Headaches  

http://www.earnmoneywithoutajob.com/
http://www.jamesmaduk.com/rd/paypal.php
http://www.jamesmaduk.com/rd/clickbank.php
http://www.jamesmaduk.com/rd/2co.php
http://www.jamesmaduk.com/rd/1shopping.php
http://www.mysmallbizcart.com/
http://www.jamesmaduk.com/rd/authoriznet.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Key Point  
There is no perfect customer 

online and the visitors that you 
do get to your site are not as 

smart as you think they are!  

 
 
 

Chapter 1 ð Your Customers 
Every business book will mention them.  Many business people talk about them. 
Some may even be able to describe them.  Few will actually market to them.  
 
You will be told t o get exact demographics and psychographics. 
 
Who knows who your customers are, let alone what they are like?  Here is a 
real secret; your potential customers may not be that smart.   In a global 
network like the Internet there are a large number of surfer s who may not be 
as business savvy as you.  Focus on the ordinary person as the baseline 
customer.  Design pages, e-mail, processes and your business around simple 
and easy-to-use ideas. Assume that most people will be relatively unfamiliar 
with the Intern et.  
 
Simple is better when it comes to Internet marketing.  How do we know this? 
Check out Computer Stupidities at http://rinkworks.com/stupid/  for a list of 
recently asked online support questions.  
 
"I'd like to buy the Internet. Do you know how much it is?"  
"How much does it cost to have the Internet installed?"  
"Can you copy the Internet for me on this diskette?"  
"I would like an Internet please."  
"I just got your Internet in the mail today..."  
"I just downlo aded the Internet. How do I use it?"  
"I don't have a computer at home. Is the Internet available in book form?"  
"Will the Internet be open on Memorial Day tomorrow?"  
"Are you sure that the Internet isn't closed for the 
night?" 
 
I know people may be a litt le behind when it 
comes to being connected to the Internet, so let us 
take a look at some e -mail questions from the 
same site. Again from òrinkworksó: 
 
E-mail sent to a mailing list server:  I have tried to unsubscribe, but a message 
appears saying that my user's name is incorrect. I have been using the same 
name for 77 years and should know whether it is correct or not.ó 
 
The following letter, received in an e -mail:  òApparently I have read-only 
access with the e-mail, but my boss would like me to be able to send messages 
as well. Is there any way this can be established with my account?ó 

http://rinkworks.com/stupid/
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Or the customer that complained:  
Customer : "I get this error when I check my mail. It says, 'There are no new 
messages.'" 
 
A free service that I subscribe to called òWordtrackeró sends me the 500 most 
common search words for the past week. These are taken from various search 
engines across the Internet and stored in a database of over 350 million search 
terms. (www.wordtracker.com)  
 
This weekõs top 20 are:  

1. google         
2. ebay         
3. yahoo         
4. april fools         
5. hotmail         
6. sex         
7. pictures         
8. jokes         
9. lyrics          
10. hotmail.com          
11. dictionary          
12. yahoo.com          
13. maps          
14. song lyrics          
15. games          
16. www.hotmail.com          
17. attorney          
18. kazza          
19. prom dresses          
20. search engines   

 
Looks pretty sophisticated, donõt you think? 
 
According to Nielsen NetRatings analysis of Internet access during January 
2002, of the 172.8 million Americans with Internet access, 55 .5 million did not 
go online at all that month.  
 
All this to say - you need to have a pretty good idea of the market that you 
intend to sell to.  

In a Perfect World  

In a perfect world, we would all have the right product for the right market.  A 
perfect pr oduct for the Internet is one that:  
 

 Has a big profit margin  
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 Is exclusive to you 
 Can be delivered digitally or by download  
 Is easier for the customer to get online than through traditional methods of 

purchase 
 Is needed by a large market and must be purchased on a regular basis 

 
Will you find a perfect product? No, it is not likely.  
 
Do you need perfect customers?  Well, you do not need them. They need you.  
Your job is to attract and engage them in a sales conversation.  In reality, you 
will not find a lot of òperfect customersó.  Internet marketing for Small 
Business is about attracting and engaging customers who only come close to 
being perfect.  
 

Start with the End in Mind  
Traditional marketing says the more specific you are about your target clients, 
the better. With the right promotions, pricing, places to sell, and product mix 
you will know how to speak to them, how to write for them, what to offer 
them and how to find them.  While this exercise has value for your traditional 
business, using it online is futile.  
 
There is a better way. The problem is traditional marketing approaches are 
backwards for your online business. Every year a million other small businesses 
add their sites to a list of a million before them.  These sites are all your 
competitors a nd only a tiny fraction of them generate any real revenues  on a 
consistent basis. 
 
The Wrong Way 

1. Have a successful business offline. 
2. Pay a web designer to build a website.  
3. Decide to sell online.  
4. Pay a ton of money to a web design firm to set up e -commerce and a 

shopping cart system for your site.  
5. Try and find out how to get traffic and visitors to the site.  
6. No sales.  

 
This is the worst way to sell online. Follow these steps at the risk of destroying 
your financial health.  I followed those steps when I sta rted my online business 
and I see the same mistakes each day by businesses with and without money.  
 
The focus on a certain type of customer is important to your business, 
especially in the early days when the paychecks might no t  be coming as often 
as you would like.  Have you ever bought something new that you thought was 
unique only to find that it wasnõt éé after you brought it home?  The easiest 
example is a new car.  What kind of car do you notice a lot more of when you 
get home from the dealership?  Yours of course! Lots of people have the same 
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Key Point  
 

Small Business Internet Marketing 
is about fulfilling the existing 

demand for an existing product 
or service.  Do not waste your 
time and money on òdemand 

creationó! 

model as you, some even the same color.  Where were they before you bought?   
They were all there; you just did not see them.   
 
The same can be said for your perfect customers.  They are already there, in 
the market that you must first identify .  It is your focus on a market that 
already exists that will allow you to òseeó them. The Internet marketing 
process reverses the traditional marketing process.  
 
The Right Way  

1. Come up with a saleable idea for a product or  service.  Your online 
product does not have to be tied directly to an existing product or 
service. 

2. Put 100% of your efforts into testing the market you think might need 
the product.  If you cannot sell it online, if customers are not interested 
in paying money for whatever you decide to sell, donõt go any further.  
You do not have anything to sell.  You have an idea that is a flop.  

3. Follow the five steps to match the product, market and buyers ready to 
pay. 

 
This is a gross simplification of course; there 
are more steps and lots of tactics and strategies 
to apply. However, the important thing to note 
is that you have to test and confirm that a 
market or niche exists, in which people are 
ready and willing to spend.  
 
Look back and you can see the companies that 
followed a traditional approach to marketing.  They started online with an idea 
and money and they finished online with an idea and no money.  
 

Staking Your Claim 
Working hard, having a good product or top -notch customer service is not 
enough these days.  Even if you have a list of satisfied customers to market to, 
it is not sufficient for a successful online selling strategy.  In fact, a good 
product and top -notch customer support are the minimum standard for a small 
business that wants to make it online . 
 
Online there is no room for the ordinary.  It is not even enough to stand out 
from the crowd.  What is required is being special and unique.  On the 
Internet, there is no such thing as the only game in town.  The next town is 
only a mouse click away.  
 
In the past, a small business worried about competition.  That type of 
competition is concerned with differentiating your products and services.  
Online, that type of competition is not an issue.  Everyone is on the same 
playing field with the same products  and services. 
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Key Point  
 

Do not waste your time creating 
or looking for a new niche to fil l. 

Small businesses are best at 
taking advantage of poorly filled 

niches!  

 
The goal for a successful small business Internet marketing strategy is to 
become so tightly focused that people seek you out, you begin to be perceived 
as special and an indispensable part of a customerõs life. 
 
You know you have this focus when you are niched.  Do not confuse a good 
niche with a market niche.  A small business that is successful in creating this 
level of focus also creates a lifestyle niche, one that meets your goals on a 
professional and personal level.  A great Internet niche gives your small 
business an engine to produce the results you want in your life and in your 
pocket book.  
 
I have been involved in small businesses on the inside and from the outside and 
I can tell you that 99% of them do not have a good niche. They do not control 
how they are perceived or what distinguishes them.  As a result, they have 
fallen into a business and not created one.  
 
Not picking a niche lets a niche pick you and will result in the end of your 
business or continued disappointment. Findin g your online niche, therefore, is 
not an option.  It is a decision you must make. You decide or it decides.  
 
If you decide, you have to pick between finding a niche and developing a niche.  
I am going to suggest that a perfect business does not come gift wrapped with a 
big bow around it.  You have to work at it.  So let us start crafting a good 
niche, and deciding what it will stand for.  

Deciding On Your Niche 

Here are some ideas that you may use to help when designing a niche.  Keep in 
mind what you are g ood at, what you enjoy and your area of expertise.  
Consider what you do and how you do it.  Is there something special about how 
you do things? Can you leverage your present strengths instead of fantasizing 
about the perfect product and customer?  
 

Consider These Types of Niches 

An unfilled niche:  Offline marketing teaches 
òFind a Niche and Fill Itó. Is there a product or 
service that your customers are asking for today 
that no one else can provide?  What are they 
asking for? What would they like? If you have 
time and are persistent look for an unfilled 
niche online.   Otherwise move on.  
 
Poorly Filled Niches  While unfilled niches are time consuming and expensive, 
poorly filled niches are exceedingly common. How do most people find an 
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unfilled niche online ?  Personal experience! Stay on the lookout for business 
opportunities in your back yard and then test the market for your idea.  
 
Creating New Niches  If you have time to spare, look for a new niche.  If you 
have money to spare, create a new niche. Some small businesses have been 
successful creating a new niche online.  In relative numbers, however it is a 
small amount.  
 
Fully understanding the niche that you decide on means you are able to answer 
these questions: 
 

1. How do I know what I should be selling? 
2. How do I know if someone wants what I am selling? 
3. How do I get the right message out to the right people at the right time?  
4. If I do sell this product, how can I create a business where price is not an 

issue? 
5. How can I protect my business from copycats? 
6. How can I grow my business over time as my niche changes? 
7. How can I grow my business around a single niche but have multiple 

profit centers?  
 
How well you do answering these questions determines your success through all 
of the other steps.  If you cannot answer these properly, it does not matter 
how successfully you òdoó Internet marketing.  Your business will falter then 
fail.  
 

 The mission statement of your company should reflect your niche.  
 

 It is not just specialization, it is being special.  Specialization pe rtains to a 
field.  Being special pertains to how others perceive you when you deliver a 
product or service. How do you do it differently?  What is unique about the 
way you do business? 

Reverse Engineering Your Market 

You are already sold!  It is the marke t that you are trying to serve that you 
need to influence.  Following a traditional approach results in a market 
definition that includes:  
 
Demographics - What kind of company is it that you sell to? Is there an industry 
description that includes size and location?  For individuals you might want to 
find out what kind of income level, gender or education, etc.  
 
Psychographics ð While demographics deal with physical issues, psychographics 
looks at the mental profile of a potential customer.  What kind of val ues do 
they have? What category of interests do they focus on?  This becomes a buying 
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profile for the market when you can match a psychological profile to the 
marketõs wants and needs. 
 
Problems/Opportunities  - Why do they need your services? What benefit do 
they receive if they use you? What is not working or what do they want to work 
better? 
 
Distribution of Your Products  ð Finally, you need to know where you can find 
them.  Where do these companies/people cluster? What do they read, where 
do they network , and what form of mass media is connected to them?  
 
After you have an idea about a product or service and the niche it might fill 
you need to find out how much demand there is.  Traditional marketing 
strategy might have you create plans around the above l ist.  Each of the plans 
are designed as a strategy roadmap for the product, promotions, pricing, place 
(distribution), publicity and any other Ps that you want to add on.  
 
While these types of plans are beneficial to an offline business, online you can 
save time and follow your competitors who are doing the work for you.  Want 
to find out about target markets, customer profiles and existing solutions?  
Research your competition online and follow the links to partners, vendors and 
customers.  You can quickly build a detailed profile of a market and its 
potential.   
 
If you have not already done so, download or register for these four key pieces 
of free software.  These powerful applications provide you with valuable 
business intelligence.  The better the info rmation you have, the smarter the 
decisions you will be able to make.  These tools come in handy when it comes 
to keeping track on your competitors, customers, industry and what is 
happening online in the search engines.  
 
At a bare minimum install:  

1. The Alexa browsing companion. Do your research with a powerful spy 
tool.  This browser add -on gives you a behind the scenes view of any 
website.  Find out who owns the site, their contact information and a 
ranking of how popular the site is and how much traffic t hey get.  
www.alexa.com  

2. The Google Toolbar. Get a òGoogle searchó at your fingertips for every 
site that you visit.  You can also highlight keywords in the page you are 
visiting and see the ranking of the page in the G oogle index.  
www.google.com   

3. The MySmallBizU Search Software. MySmallBizU includes a free software 
tool that searches a number of directories  simultaneously.  Instead of 
having to visit all of the different search en gines, you can type in the 
word, words, phrases or questions directly into the software  and it will 

http://www.alexa.com/
http://www.google.com/
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do the looking for you.  The results are presented in a nice clean fashion 
and can be saved for future reference.  

4. Use Googleõs òlinkó command to find out suppliers and customers who 
are linked to your competitors. http://www.google.com/ . To use link 
visit the Google website and search for 
link://www.thewebsitenamehere.com.  Instead of searching for web 
pages, Google presents you with all of the sites that link to the URL that 
you have included.  

5. Finally, use the Trackengine Service. This free service tracks any 
changes in web pages and sends a notification by e-mail. This allows you 
to keep current info on your competitors and your industry.  Visit 
www.trackengine.com   

 
Do not ignore this part of Step 1.  Find out where an online market exists, 
where customers are spending their money, what problem they are solving and 
if you can solve it better, faster or cheaper before you go any further.  Keep in 
mind these points during your search:  
 

1. Customers always let you know what they want with their money.  
Follow the money.  Find out what customers are paying for now before 
you invest your money in where you think they might spend.  Ask them.  
They will tell you.  If you do not hear the answers that you want or 
expect, learn from any mistakes that you make, and do not make them 
again. 

2. Remember specialization and being special. A small busi ness with a 
small budget can adapt quickly in an existing market.  A big company 
with a ton of money can attempt to create a market.  Even a big budget 
does not guarantee success. 

3. Simple equals faster.   A more complex idea means a higher profit 
margin. Simple = Speed.  Complex = Profit.  You cannot break these 
rules, so do not try.  Think simple.  Small businesses always do a better 
job at going fast.  

 
Decide on your niche now, and a niche will not decide on you. After you have 
decided on a product and mad e sure there is a market, go back and answer the 
traditional marketing questions.  Build your plans, document the demographics 
and psychographics. Then identify the big problems customers are willing to 
pay to solve.  

Building Your Profile  

You know something about products, markets and customers.  Now itõs time to 
complete the loop and confirm that you are a good fit for the opportunity.  
 
Central to effective Internet marketing is YOUR understanding of the message 
that connects directly to the needs of those  customers who want to buy what 
you sell. Your business vision and how it is perceived as unique by those you 

http://www.google.com/
http://www.trackengine.com/
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Key Point  
 

If you do not know what you 
stand for online, how do you 

expect your potential customers 
to know?  Your success online is 

determined by your 
understanding  of your òBig Fat 

Claimó! 

intend to serve is  developed by taking a hard look at you and your company.  
Making sure that your message to the world is consistent with who and  what 
you are as a company and an individual takes an investment of your time.  The 
upside is that a tight message and consistent corporate profile matched with 
marketing to a niche market and its customers brings a huge return on 
investment.  The small bu sinesses that KNOW who they are and what they do 
are always successful.  On the flip side, if you cannot get the BUSINESS VISION 
and itõs WRITTEN profile and the niche profile to match youõre dead in the 
water online.  
 
On a piece of paper, create a draft message that buyers in your online market 
will understand.  This profile includes these details:  

About You 

You: Who are you? What is your purpose? 
Service:  What business are you in? (that you provide) 
Clients:  What people do you serve? (demographics and psychographics) 
Needs: What are the needs of the clients you serve? (problems, predicaments 
and pain) 
Competition:  Who are your competitors? 
Differentiation:  What makes you stand apart from your competitors? 
(uniqueness) 
Benefits:  What are the core benefits a client receives from your service?  
 

What You Do 

When someone asks what you do, how do you respond? Here is a time-tested 
format that gets the attention and interest you want.  This profile ideally 
creates a compelling message that explains exactly:  who you are, what you 
do, for whom, why they would want it done, and, finally why they should let 
you fix their problem. In your traditional business, it is referred to as the 
òelevator pitchó.  While traditional business owners used this  òElevator Pitchó 
on potential customers I want you to go through the exercise for the opposite 
reason.   
 
This Business Vision is the òTouchstoneó for you business. 
 
Type out this pitch/profile and tape a copy to 
the side of your computer monitor, memorize 
it, etch it in sto ne, do whatever  it takes to 
commit it to memory.  
 
Here is the format:  
Target Market ð The market that you have 
identified. This lets your listener know your 
offering is for them, not someone else.  
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Problem ð In a single sentence, explain the problem and pa in your market is 
suffering from.  
 
Solution/Benefit  - Tell them the solution and benefit to the problem you just 
articulated.  
 
Uniqueness - Tell them what makes you different from your competitors.  
 

Your Touchstone 

Here is the example of what I started out  with in 1996 .  
 
òWe show small businesses how to generate real revenues on a daily 
basis from their websites.ó 
 
òThese days the biggest challenge for a small business is getting 
customers to visit their website and spend money with them without 
having a big business budget to spend on marketing.ó 
 
òResearch tells us that more than 99% of small business websites cost 
money each and every day, yet a small portion of Internet marketers are 
generating huge revenues consistently selling the same products and 
services into the same markets.ó 
 
òWhat gives them the advantage is the way in which they are marketing 
their business online.ó 
 
òSince 1996, I have been researching and testing the tactics and 
strategies used by these marketers and applying them to small 
businesses.  It is that same, tested, five -step process that we use to 
show you how to generate real revenues on a daily basis.ó 

 
While I started out with this basic profile for my business and itõs customers, 
itõs not exactly what weõre up to today.   
 
Why?  
 
Youõll find out in the next sections where youõll learn how to create your own 
touchstone.  



Visit www.InternetMarketingVideoLibrary.com  for a More Details  
- 25 - 

 Watch Videos ð MySmallBiz Marketing Map  
 
MySmallBiz Map 
 

Click To Watch The Videos 
 
Description:  MySmallBiz Map 
 
It's the most valuable single page òCheat Sheetó ever 
devised.  Start, Built And Grow your entire s mall business 

with a single Page.  
 
I guarantee that you've never seen anything like MySmallBiz Marketing Map 
Before! 
 
Every aspect of the 10 Step Hub and Spoke Marketing System is available with 
an individual video tutorial for each step! (135 Videos)  
 
 

 
Instant Access To Every Video  

 
Do Your Homework ð Avoid Major Headaches  

 
 

http://www.earnmoneywithoutajob.com/
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Watch Videos ð How To Get Started Online Course 
 

7 Day Quick Start Program  
 

Click To Watch The Videos 
 
Description 7 Day Quick Start Program 

 

Our 7 Day Blueprint Provides All the Steps, Processes and 

Resources You Need To Get Started the Right Way  Download 

the PDF Map and watch the step by step video tutorials that guide 

you through your first 7 days online. 

 

Youôll even get your very own WordPress Blog up and running! 

 
 

 
Instant Access To Every Video  

 
Do Your Homework ð Avoid Major Headaches  

http://www.mysmallbizusupport.com/gso.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Watch Videos ð Pick The Right Niche? 
 

Learn How To Pick The Right Niche Course  
 

Click To Watch the Videos 
 
Description:  How The Heck Do I Find A Profitable Niche?  
 
Let me show you the exact steps you need to take when it 
comes to finding a profitable niche for your Online 
Business 

 
"These easy to follow checklists and videos show you the fast way around the 
biggest obstacle most marketers encounter in their online business".  
 

 
Instant Access To Every Video  

 
Do Your Homewo rk ð Avoid Major Headaches  

http://www.mysmallbizusupport.com/smo.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Key Point  
 

Ask your web designer if they will 
accept payment from the sales on 

your small business website.  It 
doesnõt matter what you sell or 
how great your website looks. 

What works for established online 
businesses never works for small 

business. Selling online is 

different!  

Chapter 2 ð Your Web Site 
This conversation takes place daily for small businesses.  I am sure you have 
heard it before. Whenever people get together and talk about business, I hear 
these comments. òYou need a cool website.  I know a great web designer who 
can build a really phenomenal site for you.  I saw a site they did for another 
company and it was amazing.  I have never seen anything like it. The graphics 
and layout really stand out and itõs easy to find out everything you need to 
know about themó. 
   
When businessesõ matures and they consider themselves web savvy, the topic 
changes slightly. 
 
òIõve got my Internet presence up, now I need to get my site selling for me.  Do 
you know anyone who can get us set up for e -commerce?ó or òWe need a 
catalog system and shopping cart so we can do business onlineó.  The common 
reply is, òOh, you need a web developer then. A web developer can integrate 
backend systems, and tie accounting to the e -commerce engine and shopping 
cart systemó.  
 
If the business has an existing marketing department, they will recommend a 
branding strategy with cool flash animations, and interactive tools to make the 
website sticky.  
 
How much have they spent at this point?  Who knows? The common theme is:  

Selling Online Is Different  

The first thing I noticed successful small businesses doing online confused me.  
It was different from what I was accustomed to in the corporate world and 
unheard of in the press or trade journals.  What was it that had me confused? It 
was the number of websites that many of the small businesses had.  The 
Internet Marketers that were doing well had multiple sites that seemed 
unrelated.  
 
All of t he successful Internet Marketers that I 
studied has multiple websites designed to sell 
single products.  
 
One of the more adventurous of the successful 
Internet marketers that I researched wrote 
about a website that gave away $100.00 bills.  
It was not a hoax, they did everything right. 
They registered a domain name and had the 
site indexed by search engines.  As matter of fact, they even advertised the 
site online. Guess how many bills they gave away? 
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Key Point  
If you cannot sell something in 
the real world what makes you 
think you can sell it online?  Do 
you have a documented sales 

process that outlines specifically 
how your customers will decide 

to give you their m oney?  

 
Zero - No one took them up on their offer.  They could not give the $100.00 
bills away.  
 
The purpose of the experiment was to determine how best to persuade and 
influence online shoppers.  The offer was a failure, but the experiment was a 
success. 
 
The most important fact they learned was that the number one reason online 
business is different is people do not trust you online.  
 
Everyone lies online. With so many websites making outlandish claims online, 
buyers are generally afraid to believe anything they see online.  It is that 
defense wall that we all use to protect our money and ourselves.  
 
You have to earn the permission to sell before you eve n start.  
 
A product such as free $100.00 bills will not sell if you have not earned the 
right to communicate to that individual online.  Here are my Internet 
marketing minimum prerequisites.  
 
You need all of these just to play the game:  

 Establish your credibility.  
 You have to prove beyond a shadow of a doubt that you and your offer are 

believable and legitimate.  
 Most importantly, the customers need to know why.  Why should they do 

business with you and why are you providing so much value in your offer.  
 
Online persuasion and influence start with earning your customersõ trust and 
building business rapport.  These are the minimum requirements for online 
business. 
 
So if giving away $100.00 bills is not easy, how are you going to get 
people to pay money for yo ur goods and services 
online? 

What can you sell on the Internet?  

To this point, we have looked at products, 
markets, customers and your business profile.  It 
is time to make a final check and look at what is 
being sold online.  What is it that actually sel ls 
online? 
 
While I wrote this book for entrepreneurs and small business owners who 
already have a product or service to sell, you can certainly benefit by 
reviewing how you got here.  
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I am assuming that you are already passionate about what you do, and th at 
activity is producing either products or services.  As always, selling and 
marketing these goods and service online will leave you with four options.  
 

 You can Buy & Sell Existing Products 
 You can Sell the Products & Services of Others 
 You can Provide & Sell Your Own Service 
 You can Create & Sell Your Own Product  

 
These options or a combination of options can be sold successfully online.  
Review the characteristics of a perfect web product:  
 

1. A profit margin that makes business sense, the higher the bett er.  
2. Exclusive rights to resell the product or provide the service.  
3. A no or low cost non-physical product that can be downloaded directly 

by the customer.  
4. The product or service is attractive to the customer online.  It is easier 

or more effective for the c ustomer to purchase it on the Internet instead 
of through a traditional offline method.  

5. Appeals to an identifiable market of people that is online.  
6. Must be repurchased or can provide a stream of income.  

 
The more people who need and want what you are sel ling, the better.  In the 
case of the established small business owner, it might be best to start by only 
marketing a subset or category of your traditional business online.  If your 
business is already successful offline, it is easy to test only a portion  of your 
business and make sure that you understand the unique dynamics involved in 
marketing online.  
 
There is a final hurdle.  We are not out of the woods yet.  Whatever it is that 
you decide to sell, continue to test! Understand that if you cannot sell it offline 
you cannot sell it online.   
 
Do You Have a Proven Sales Process? 
 
If the product exists in the real world and you sell it today, document the 
existing sales process.  When I consult with any company, the first question 
that I ask is, òDo you have a documented sales processó?  Can you tell me what 
the sales process is?  Less than 10% of ANY business can produce an accurate, 
documented sales process.  The result of not knowing how things are sold in 
any business is evident in the websites that you  visit and the e -mails that you 
receive.   
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Key Point  
 

99.99% of small businesses online 
suffer from no existing demand for 
their product, no compelling 
benefits and no sales process. 
Without these, the right 
technology and unlimited traffic 

will not guarantee sales online.   

The biggest obstacles are trying to sell a product that no one wants or the 
absence of a real sales process!  The business owner who does not know which 
is broken will have a hard time fixing it.  
 
A low-demand product and poor sales process with no strong benefits will not 
sell online or offline.  Make sure that if you cannot sell it on the net, you could 
sell *SOMEWHERE!*  
 
Internet marketing and the sale of products and services online is a science.  It 
require s that every step be followed.  It is too easy to forget this, because the 
methods of Internet marketing are so much more interesting than the basic 
premise of how to sell a product or service.  Remember I asked you to decide 
on pleasing methods or pleasing results earlier?  If you know anything about 
me, you know I base all of my sales training on process.  
 
So do not pour your passion and your small 
business into: 

1. A no demand product or service.  
2. Really bad sales collateral with no 

benefits.  
3. A non-existent  and inaccurate sales 

process. 
 
According to some Internet marketers anything 
can be (or probably already has) been sold on the Internet.  If you have been 
online for any time now, and have an e -mail address, you will know that 
someone has attempted to sel l just about everything.  

Finding Saleable Products 

When it comes to Internet marketing and selling for small business, there are 
two options.  You can sell your own products and services directly or you can 
market someone elseõs products on their behalf and share in the profits.  
 
Often this relationship is called òan affiliateó relationship.  You use your e-
mails and websites to send people (traffic) to another personõs website that is 
selling the product or service that you are marketing.  Special software  takes 
care of tracking who was sent to the site and where they came from. If the 
traffic you sent ends up making a purchase, you will receive a portion of the 
sale amount 
 
Both small businesses and large traditional businesses have affiliate programs.  
For example, I have an affiliate program and so does Amazon.com.  

Are You Serious About Internet Marketing? 

Selling for someone else leaves you with no control and a lot less money.  If 
you are going to be in business, be in business with your own products an d 
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Key Point  
 

If you are really serious about 
earning money online you have 
to have your own products and 

services to market.  

services.  At some point, to be really successful online, you have to share your 
own products and services.   
 
Having your own product lines is like owning your own house.  You can rent the 
same house and have the same place to live but in the end, you a re left with 
no real investment in your future.  Choose to be a landlord, not a tenant.  
 
All of the strategies and tactics that we talk about can be used if itõs your 
product or someone elseõs.  However, if you are really in business, you are 
going to have to have your own product or service to sell online.  
 
This does not mean that you shouldnõt sell 
anyone elseõs product.  However, I am 
suggesting that you have at least one of your 
own products to sell.  
 
It does not mean that the product has to be 
finished before you start.  You can start and 
test the ideas on other peopleõs products first and continue to build your 
website and add members to your customer and prospect e -mail lists.  
 
What kind of products can be sold on the Internet? High priced items, low  
priced items, products and services from all sorts of industries can all and have 
all been sold online.  

Test Before You Take Your Next Step 

What did your testing and research reveal?  Is there a market for what you 
want to sell?  Is there a problem that p eople are willing to pay to fix? How 
much are they willing to pay?  How do you know? 
 
What problem are you solving?  If you could produce a product or service that 
fixes that problem or need, could you produce it at a point that you could earn 
a profit? Have you checked for any competitors? How are they set up online?  
 

 Do you have accurate estimates on the market size and makeup? 
 Is the product or service something that can be promoted online?  
 Is there any exclusivity? 
 Are there any copyright issues that ne ed to be addressed? 
 Can you turn a profit?  
 Are there any legal issues that you should be aware of if you sell the 

product or service? 
 
If you have done your homework and research, you will be left with a great 
corporate profile and niche definition. You ca n honestly say you are the 
premier maker of widgets in the world.  
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Key Point  
 

There can only be one person on 
your website at any time. There 
is only one person online.  Write 
all of your marketing messages to 

tha t one unique person.  

There still might be a problem. Why are your customers going to buy?  You 
cannot afford to forget the basics of persuasion and selling.  What people really 
buy is the feeling that they have  when they use what it is that you sell.  They 
may justify a purchase later by reciting technical and logical details.  However, 
it is an emotional relationship with your customers online that persuades and 
influences their decisions.  

Always Selling To One Person 

Your audience is always a unique individual.  
 
How many times do you check your e-mail and 
browse web pages with someone else?  Think 
about it, next time you check your e -mail or 
visit websites.  You are usually by yourself.  
 
Now take a look at how  most websites are 
written.  They are usually written in the third 
person plural.  What this means is that you were talking at someone not to 
someone.  
 
No matter what anyone says and no matter how many people are on the 
Internet, direct your Internet mark eting towards a single person.  You have to 
assume that every word and every frame and every sentence is for a specific 
individual.  
 
Your job when it comes to your website, to your newsletter, to your e -mails, 
and every bit of marketing collateral your cu stomer sees, reads, hears about 
for use should have come from you.  It should be your unique voice and your 
own personality.  
 
All selling is the transference of emotions. You may be a small business owner, 
an independent professional or a website owner. If  you want to persuade and 
influence another person online, you will do it with your personality.  Internet 
marketing can be a feeling that you bring to everything that you do online. By 
allowing your personality to show up in an e -mail or a web page, you a re in a 
position to transfer your emotions and really influence the behavior of the 
reader.  
 
Your online persona arouses the emotions of that unique person that is visiting 
your site.  Internet marketing success comes when a visitor reads your e -mails 
and they feel you speak directly to them, in your own voice. The better you are 
at telling it like it is, the more effective all of your Internet marketing will be.  
 
If you use focus on features, technical jargon, industry terms, or slang words 
that donõt portray who you are, your online business will fail.  
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Key Point  
 

Visitors to your website only have 
two questions.  Before you sell 
anything to them, you have to 

answer the questions.  If you do 
not answer them in the first 30 

seconds, you have lost them 

forever.  

Key Point  
 

Online cus tomers only buy from 
you if they trust you.  A big 

business buys trust with online and 
offline advertising and branding.  
A small business earns trust over 
time by creating a conversation 

with a person!  

The vocabularies of the Internet should always be for a single person.  It is that 
individual that you must persuade and influence.  Build trust and rapport as a 
first step to your customer giving you an e-mail address, filling in a form or 
purchasing a product or service.  
 
Step 1 is about writing for, building for and designing for an audience of one 
person.  Look again at your plans.   Are these products, markets, customers and 
strategies going to work?  Does it make sense for you and your business? 
 
The goal is to match all of your marketing materials (online and offline) to this 
niche market and tested market.  
 

What Customers Really Want 

Big business websites suffer from a common 
problem.  They cannot pass the we-we test.  
The only people that want to know about you 
or your company are the employers and 
competitors.  The people that count are the 
customers and they only have two questions.  
In every buying instance, retail, business or 
personal, people make choices on a number 
of personal criteria.  However, before they 
even weigh the criteria you have to answer 
two questions.  
 
The two questions every customer has are:  

1. What does this mean to me? 
2. What should I do? 

 
Thatõs it, thatõs all. After they can answer 
these two questions, they will start to evaluate 
a choice and make decision.  
 

3. Can I trust this person? 
4. Can I trust this company? 
5. Do they have my best interest in mind?  
6. If I do buy, will it really give me what I 

want and need? 
7. If I do make a decision to buy what will other people think?  
8. Finally, can I afford it right now?  

  
Let us go back to questions 1 and 2.  Surf to a business website (especially 
high-tech) and count the number of times you see the word òweó on the first 
couple of pages that you vi sit.  
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We do this.  We are that.  We can help you. We can fix things.   
 
Add them up. If there is more than a couple, they have failed the we -we test.  
The royal òweó does not answer the first of my two questions.   
 
What does this mean to me? 
 
A benefit i s what it means to the visitor of the site. Every page you create 
needs benefits that are applicable to the purpose and the unique visitor of that 
page. 
 
In fact, there are a number of sites that track the number of òweõsó in a site. 
Try one now at http://www.futurenowinc.com/wewe.htm  
 
Making sure everything is working and in place allows you to finalize Step 1. 
You should be in a position to make a Big Fat Claim.  

http://www.futurenowinc.com/wewe.htm
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Key Point!  
 

Make Big Fat Claims! 

Chapter 3 ð Your Offer 

You have to Stake a Claim 

In January of 1848, James Marshall had a work 
crew camped on the American River at Coloma 
near Sacramento. The crew was building a 
sawmill for John Sutter. On the cold, clear 
morning of January 24, Marshall found a few 
tiny gold nuggets. From t hose first few nuggets 
came one of the largest human migrations in history, as a half -million people 
from around the world descended upon California in search of instant wealth.  
 
The excitement around the discovery of gold grew quickly.  By the summer of 
1848, outlandish stories about fabulous discoveries came back to the East Coast 
from the gold mines at Sutter's sawmill. In fact, everybody was talking about 
"Gold! Gold!" The buzz got so bad that soldiers began to desert.  Ordinary 
citizens were fitting ou t trains of wagons and pack -mules to go to the mines.  
 
What was it that caused people to act so decisively, to pack up and travel from 
one side of the country to the other? It was a single bold idea, a Big Fat Claim!   
 
Selling your products and services requires that you make some claims that 
engage your visitors.  A claim is something that follows the attention step and 
is part of the "interest step" in the sales process.  
 
Your job in this interest step is to get the prospective customer to focus on 
what  is important to them. After you have grabbed their attention, they need 
to know logically why they should give you any more of their time.   
 
So how do you engage them further?  How do you make sure that they will 
continue to give you their time?  
 
Pull al l of your research together and create a BIG FAT CLAIM.  
 
A Big Fat Claim is engaging because it builds an image in the mind of your 
potential customer.  They actually see, and hear themselves living as if the 
claim was true. If you have some good Big Fat Claims they will want to find out 
more about what you have to say.  They are hungry to hear and see more.  
 
Now I am not talking about an elevator pitch or features and benefits at this 
point.   The claims that you make highlight specifically how you can pro vide 
value to your customer.  Increased sales, reduced cost, saved time, higher 
productivity, and reduced workloads are all examples that might interest your 
prospect.  
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Key Point!  
 

Be Ready to Back up Your 
Claims! 

 

Every product or service that you offer should have a specific Big Fat Claim.  
Itõs a single idea that you can use as a reference point.  
 
òWe can reduce the time it takes to complete your payroll each week by 20%.ó 
òI can show you how to save 50% on your ......ó 
òWe can increase the number of leads you convert to sales by 25%.ó 
òWe can reduce the time you take administering your Computer Network by 
20%.ó 
 
Make sure every claim that you make can be 
backed up .  Have you earned that result for a 
previous customer or are you making an 
educated guess?  If you cannot back up the 
claim, do not make  it.  

Common Big Fat Claim Mistakes 

  
1. Trying to Close the Sale in your Big Fat Claim . The purpose of the Big Fat 
Claim is only to create interest.  You want the prospect hungry to hear more of 
what you can do for them.  If you try and prove beyond a shad ow of a doubt 
that you are the only solution for them, you will lose them.  
 
2. All features, No Benefits. What is in it for them?  A claim does not make 
reference to the features and details of your product or service.  The claim 
contains the biggest poten tial benefit specific to the prospect you are talking 
to.  
 
3. No Meat.  It is a BIG FAT CLAIM. A claim with no substance will fail to create 
any interest.  In addition, no interest means your visitor or prospect will tune 
out or click away from your site. The meatier the claim that you generate the 
more interest and more qualified the prospect becomes.  
 
4. Making the Wrong Claim.  This mistake is easily preventable by knowing your 
audience.  The wrong Big Fat Claim simply will not work.  The key is to know 
your market and how your product or service represents the ultimate solution 
for them.  
 
5. Making a Generic Claim.  Making a claim that is big, meaty and meets the 
requirement of your market is not enough. If your competitors can make the 
same claim or if your benefit is readily available you are wasting the 
customerõs time. Make claims that include uniqueness and you gain a 
competitive advantage.  
 
6. Unreal or General Big Fat Claims.  The tabloids are filled with them.  So is 
the SPAM e-mail you receive on  a daily basis. "Make a fortune" or "earn six 
figures" overnight. Instead of creating the intended interest, these claims 
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trigger doubt, disbelief and inaction.  Once bitten, twice shy.  If you are going 
to make a bold claim that you may think is questiona ble you can create 
interest by being specific, with actual numbers that also appear to be more 
realistic.  
  
This interest step makes your claims important. Too many sales people make 
the mistake of jumping this step and try to present a solution before th ey have 
really connected and a tiny claim does not get the attention of the visitor.  A 
wild claim with no proof sends the prospect away.  A proper Big Fat Claim has 
to be big enough to get attention and have enough valid proof so that it is 
believable.  
 
The worst thing that a small business can do is load the website with generic 
products and servicesé.just because you can.  The glare of the huge Internet 
market can blind the small business owner. While the competition is intense, 
the sheer size and absence of business barriers are especially suited to a small 
business who maintains a niche focus and persistence. 
 

Next Steps 

What is next?  Understand that this is only the first of five key steps. Step 1 
provides you with a solid foothold where you can push forward to the next 
step.   
 
Complete the following before you move on.  
 

1. Download and install free software tools to help with your research.  
2. Decide on a niche that fits with your personal and business goals.  
3. Look for products or product ideas in your smal l business. 
4. Confirm an existing market and customers.  Reverse engineer the 

existing market.  
5. Document your corporate profile and write out an elevator pitch.  
6. Document a sales process for the products that you have decided on.  
7. Test and research your ideas in your market.  
8. STAKE A BIG FAT CLAIM 

Use the Right Tools 

Every artisan has favorite tools.  They just feel right and no matter what the 
job is, they use those tools to get the job done.  Some of the tools are used for 
more than one job while others are use d in specific jobs.  A small business that 
wants to market on the Internet requires some standard issue tools.  
 
You do not have to fill your toolbox with all of them.  There are some that are 
a must, while others are good to have.  A couple will require an  investment on 
your part.  The others are free of charge.  
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1. A HTML editor creates, publishes and manages your websites.  When you 
host your web sites at MySmallBiz Web Hosting you have instant access 
to the MySmallBiz WebSite Builder Software.  Of course more advanced 
users can use Microsoft Expression, or Dreamweaver.  My personal choice 
is the free Kompozer HTML editor.  

2. You are going to want to tr ack your website visitors with MySmallBiz 
Tracking or Google Analytics.  If you host your websites at MySmallBiz 
Web Hosting, the Hosting Control Panel CPANEL, contains links to a 
number of 3 rd party web site reporting software packages.  

3. Want to keep track of where your website shows up in the search 
engines?  What is going on in discussion groups and on your competitorsõ 
sites? Subscribe to www.trackengine.com  and you can get a daily report 
with all the changes e -mailed to you.  

http://www.mysmallbizwebhosting.com/
http://www.mysmallbizwebsitebuilder.com/
http://www.mysmallbiztracking.com/
http://www.mysmallbiztracking.com/
http://www.google.com/analytics
http://www.trackengine.com/
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Watch Videos ð WordPress Blogging Secrets 
 

The WordPress Mastery Course  ð Turn Your 
Rants and Comments Into Money  
 

Click To Watch The Videos 
 
 
Description:  Expert Marketer Shows You In A Step 
By Step Guide How To Use WordPress to Maximize 
Your Earnings And Rapidly Create Profit Pulling 
Site After Profit Pulling Site  
 
Each video shows you an additional technique to 

easily and simply make real money with WordPress. Use one technique, use 
several - or use them all!  
 
I want to share with you one of the best money making pieces of software I 
have EVER found and to make it even better - it is  completely free for you to 
use! 
 
I am sure you have heard of WordPress. It's the perfect platform for making 
money. Whether you are an expert or novice coder, a new or experienced 
marketer, WordPress is simple to use and will help you rapidly set up 
infor mative, good looking, profitable websites.  
 

 
Instant Access To Every Video  

 
Do Your Homework ð Avoid Major Headaches  

 

http://www.mysmallbizusupport.com/wpv.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Watch Videos ð Build My First Web Site Course 
 
Stop Paying a Fortune to Web Designers and 
Graphic Artists for  Your First Web Site  
 

Click To Watch The Videos 
 
 
Description:  Watch These Small Simple Steps To 
Setup Your First Web Site 
 
Remember "show and tell" as a kid?  Can you 
imagine what it would have been like without the 
"show"?    

 
That's right, it would be like every other text only e -book or manual that 
struggles to get its point across by trying to "tell" you what to do!  Watch these 
videos and I'll SHOW you how to build your first web site in less than 10 
minutes.  It's easy when you can learn how with my small, simple, step -by-step 
video training sessions...  
 
 

 

 
Instant Acc ess To Every Video  

 
 
 

http://www.mysmallbizusupport.com/mfs.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Watch Videos ð Introduction To Selling Online  
 

How to Setup Your Online Business  
 

Click To Watch The Videos 
 
Description:  How are you going to take 
payments online?  Where are you going to host 
your web site?  Whatõs an autoresponder and 
why do I want one? 
 
With so many different options deciding on the 
right pieces of technology and hosted services 
for your business can be a daunting task. 

Specifically weõll cover: 
 

¶ Shopping Carts 

¶ Taking Payments Online 

¶ Affiliate Program  

¶ Web Hosting 

¶ Payment Gateways 

¶ Merchant Accounts 

¶ Email Clients 
 
Are you going to be taking subscription payments?  Do you think you might want 
to in the future?  The way that you take payments can have deep imp lications 
to the success of your business.  Learn from mistakes as I give you a behind the 
scene looks at services like:  
 

¶ PayPal 

¶ ClickBank 

¶ 2Checkout 

¶ 1 Shopping Cart 

¶ MySmallBizCart.com 

¶ Authorize.net  
 

 
Instant Access To Every Video  

Do Your Homework ð Avoid Major Headaches  

http://www.mysmallbizusupport.com/tpo.php
http://www.jamesmaduk.com/rd/paypal.php
http://www.jamesmaduk.com/rd/clickbank.php
http://www.jamesmaduk.com/rd/2co.php
http://www.jamesmaduk.com/rd/1shopping.php
http://www.mysmallbizcart.com/
http://www.jamesmaduk.com/rd/authoriznet.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Watch Videos ð WordPress Mastery 
 

How To Turn Rants and Opinions Into Cash  
 

Click To Watch The Videos 
 
 
Description:  Expert Marketer Shows You In A Step 
By Step Guide How To Use WordPress to Maximize 
Your Earnings And Rapidly Create Profit Pulling 
Site After Profit Pulling Sit e 
 
Each video shows you an additional technique to 
easily and simply make real money with 

WordPress. Use one technique, use several - or use them all!  
 
I want to share with you one of the best money making pieces of software I 
have EVER found and to make it even better - it is completely free for you to 
use! 
 
I am sure you have heard of WordPress. It's the perfect platform for making 
money. Whether you are an expert or novice coder, a new or experienced 
marketer, Wordpress is simple to use and will help you  rapidly set up 
informative, good looking, profitable websites.  
 

 
Instant Access To Every Video  

 
Do Your Homework ð Avoid Major Headaches  

 

http://www.mysmallbizusupport.com/wpv.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
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Watch Videos ð VirtualSelling Secrets Course 
 

The Ultimate Guide To Selling Online.  Turn 
Your Web Site Into A Virtual  Salesperson 
 

Click To Watch The Videos 
 
Description:  Would you ever buy something 
from someone that you could never trust, see, 
hear or feel good about?  Of course not, that's 
why so few people are buying from a traditional 
text only WEBSITES! 
 
Discover The Easy Way To Add 10  Missing 

Psychological Ingredients (that most websites are missing) To Any Web Page 
and You'll Turn Your Web Page Into A Virtual Sales Person That Converts Every 
Visitor Into A Buyer!  
 
IMPORTANT: (Try baking a cake with most of the ingredients missing!   No 
matter how hard you try and how long you work at it - it's impossible to get the 
results you want.)  
 
Why Would You Handcuff Your Website?   Remove the shackles, let your web 
site do what it was meant to do, persuade, influence and seduce visitors.   If 
you keep the handcuffs on you're missing out on a huge reservoir of 
customers. People love to buy, b ut only after they have gone through a mental 
checklist that must be checked before they lay out their credit card details.  
 

 
Instant Access To Every Video  

 
 

What are you doing to make it easy for your visitors?  
 

http://www.mysmallbizusupport.com/vss.php
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu
http://www.internetmarketingvideolibrary.com/?r=mysmallbizu



















































































































































































































































































































































