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Introduction to Internet Business

By Austin K. Pryor

 

A successful Internet only business is NOT easy to start.   The problem is intense competition and getting people to find your website.   A beautiful website is like having a great retail store in the middle of the Amazon jungle.   No one knows you're there and even if they do, they don't know how to find you.

 

Key is picking products or services which can be found via search engines using the most common word descriptions, words that people would normally use without a second's thought.   If they have a lot of choices of words for the same thing, then they will likely have trouble finding your site.

 

The second most important factor is just having your site come up high in the search engine list.   This can get expensive----or you have to be so unique as to have little competition.   One might think that something like antique chess sets would have little competition.   In fact, a google search reveals 1270 sites which is actually a relatively small number.     If you are not listed in the top 20-30 maximum, then you are unlikely to be found.

 

Selling on the Internet is not what it seems from the outside.   It is not really all that different than if one opened a store other than the cost of time and effort for attracting potential customers (i.e. viewers) can be many times more costly than if one had opened a store.

 

You should understand that the number of individual business making a profit on Business to Consumers e-commerce is so small it can't be calculated due to the above costs.  Statistics show that 75% of all shopping carts are not completed.   However, there are successful small internet businesses that stay under the radar so it is hard to keep track of them.

 

Those interested in starting an internet business, should ask themselves questions like:

 

○    “What do I want to sell that isn't widely available elsewhere?”
 

○    “Why would customers buy from me rather than others?”
 

○     “How do I plan to bring people to my “business”?”
 

Once clients start thinking about these questions, they may decide the Internet is not the "easy" business they first thought.

 

But a few do have something original to sell -- craftspeople, artists, a few with innovative products or services -- even a few re-sellers targeting very narrow niche markets (like parts for renovating British MG cars).
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Then the questions of how to bring people to the website become the crucial ones.

 

○      “Why would a prospect even pick my site to visit when they have so many other choices?”
 

○      “How can I compete with existing, well-entrenched, stores perceived to be similar to mine?”
 

○      “Do I have deep enough pockets to compete with much larger competitors who are spending big       
         bucks to drive prospects to their sites?”

So, in summarizing a complex issue, the best thing you can do is to decide what you want to sell, to whom you want to sell it, for how much and then do a business plan.   Doing a business plan will tell you if this is the best way to invest your time and money.
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