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INTRODUCTION

At the age of 24, with virtually no experience or capital to
invest, I started my own Internet-based business from home.
The momentum built at a snail’s pace for a few months, and
then by leaps and bounds. I earned six figures in my first year
and was on track to double that when a private investor
bought my business after only 18 months.

Now, I am free from debt and have purchased my first home
in Rhode Island. For the first time in my life, I enjoy the lux-
ury of time; the luxury of spending summers in New England
and winters in Florida; the luxury to choose my direction
without pressure or stress. But, most importantly, I have
found peace of mind, contentment, and a renewed confi-
dence.

Bragging? No. 

Inspiration? I hope so.

This is my story...
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A COMPUTER GEEK OR A DETERMINED SOUL?

OK. I’m sure you’re thinking that I’m a technical whiz, a com-
puter geek, an expert programmer, a fine web designer, and
the list goes on . . . and that is why I was able to make six
figures in my first 12 months in business, and that is why I
was able to sell my business for a hefty sum after only 18
months.

I’m sure you’re thinking that I have special skills and train-
ing in computers and the Internet. Or that I majored in it in
college.

Or perhaps that my experience was related to the fact that I
got in “at the beginning” of the Internet revolution, before
the dot.com crash.

I’m here to tell you that these assumptions are very far from
the truth. I knew how to send email and surf the Internet, but
my concentrations in college were Political Science and
History. I have had no special training or education in the area
in which I started my business.

In addition, I did not have the opportunity to ride the wave
of the Internet phenomena. My business didn’t pioneer the
concept of making money online, nor was it conceived before
the term “Internet” became synonymous with the fledgling
economy.

My home-based Internet business was built in the here and
now. Even while the walls were caving in on all sides of the
“dot.bomb” industry, my business was conceived and nur-
tured.

Is what I did possible for you too? Absolutely.

Zero to $ix Figures
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Zero to Six Figures is more than just the story of how I built
a successful business. I will also guide you through the hype,
and provide step-by-step direction on how you can start and
operate your own successful Internet-based business from
home. 

If you are reading this book, then we share an inner bond.
It’s that feeling inside us that drives us to choose a different
path. We share the desire to be free to blaze our own trail and
to take control of our lives. 

I am not claiming to be more capable or smarter than anyone
else. Nor do I believe that I possess any special skills that
allowed me to succeed where others would have failed. I just
had the belief that I could do it on my own. And I had the
courage to go forward and set my own course when everyone
around me said I was crazy. 

Don’t look back! It doesn’t matter where you are in your life
or where you have been. Neither your education level nor
your job experience has anything to do with what drives you
or what you are capable of achieving. 

If you have the desire to get more out of life than a weekly
paycheck and weekends off, I have a story to share with you. 

If you want to start a business of your own and you are
looking for insight, I have a story to share with you.

If you want to start a business of your own, but you don’t
think you can do it because you lack experience, I have a story
to share with you.

You might be a stay-at-home parent and feel that being home
with your children is a vital part of life.

Zero to $ix Figures
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You might be a victim of downsizing and are faced with the
difficult position of being without the job you thought you
would have until you retired.

You might be in college and it is time to start choosing a career,
but you know you want something different for yourself than
just a job. 

You might have already taken that “job” and worked at it for
years. But that feeling is still there inside of you, telling you day
after day that there has to be more to life than just going to
work for someone else.

Or maybe you do enjoy your job and it does bring you ful-
fillment, but unfortunately, it does not bring you enough money
for your needs and desires. 

Whether you are looking for direction
or whether you are looking for a new direction, 

I have a story to share with you.

THE INTERNET :
YOUR PASSION OR YOUR VEHICLE?

With each day that passes, I become more aware of the
importance of satisfaction and peace in life. A major com-
ponent of satisfaction and peace is being passionate about
your work. Instead of work being something that you dread
each day, or something that you do only to pay the bills, it
should be something that gives you pleasure and purpose. It
should be your outlet.

It is my goal to show you how to find fulfillment through
work. Work does not need to be a drudgery . . . Life is a jour-
ney, and it should be a satisfying one.

Zero to $ix Figures
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Wouldn’t life be grand if you could eliminate your alarm
clock? Imagine getting up because you want to . . . getting
up on your own initiative, your own excitement, your own
drive . . . 

So, where does the Internet fit in?
How can it give you this sense of fulfillment and purpose?

I’m sure that the concept of starting a business on the Internet
may seem daunting. It may be a new idea forcing you into
uncharted waters. It may even lead you to ask, 

“The Internet is new to me and isn’t my passion in life. How
can I use the Internet to find true fulfillment in both life and
work?”

Even if the Internet isn’t necessarily your area of expertise or
your passion, it can still be the vehicle for your passion.
That’s what makes it so unique. You can use the Internet to
promote your passion.

If your passion is sports, then let the Internet be your
arena. 

If your passion is painting, then let the Internet be your
gallery. 

You can have a satisfying experience promoting your passion
while using the Internet as the means of getting exposure for
your product.

Everyone has something in life that they are passionate about.

Why not earn money from it?

Your Internet business can be your outlet for self expres-
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sion. It can lead you towards contentment, confidence, and
self-worth . . . things even more important than the almighty
dollar. A successful home-based business can also go a long
way towards eliminating the stress of making ends meet and
lacking the luxury of free time.

ZERO TO SIX FIGURES AS YOUR TOUR GUIDE
I’m sure you’ve heard the buzzwords before.

“escape the rat race”

“work from home”

“make money by using your computer”

While these concepts float around, very few people actually
take advantage of the opportunity the Internet can bring
them.

This book will be your answer. Zero To Six Figures sorts
through the mountains of information out there. It takes the
guesswork and hours of research out of starting your own
business by guiding you every step of the way through your
journey. It tells you what you need to do and also shows you
exactly where to go to get it done right. 

As I introduce and explain each new topic throughout the
book, I provide you with a web address that gives you my rec-
ommendations for tools and services that I use and have suc-
cess with in my business. Because technology and the Internet
are constantly changing, this method enables me to provide
you with access to the most up-to-date information.

Zero To Six Figures is a practical guide and an example
from real-life. It is not just a textbook filled with facts and
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figures. Instead, it delves deeply into both the “How-To” and
“The Mental Game.” Both of these concepts are vital to the
success of your home-based Internet business. I openly share
the mistakes I made along the way to prevent you from
falling into the same traps. I have tried it all and have made
all of the mistakes. Take the opportunity to learn from what
I did or didn’t do, and prevent yourself from saying, “if I only
knew then what I know now.”

What I did is achievable. I was not rich when I started my
business. I was just out of college with little more than a credit
card and a dream. I began my business from scratch. I put my
blood, sweat, and tears into it, and as a result, you are get-
ting a first-hand perspective of exactly what it takes to achieve
success. 

Zero To Six Figures can help you begin and successfully
operate your own business from home using your computer.
Please read it from start to finish, and let it walk hand-in-hand
with you down the path of at-home Internet success.

The information is all here. It is possible. It is up to YOU.

Jennifer K. Bonoff

Zero to $ix Figures
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CHAPTER 1

SO WHAT DID I DO, ANYWAY?

When I sold my business, I had over 12,000 subscribers to
my online newsletter, 2,000 active customers, and I was con-
sistently generating revenues between $20,000-$30,000 per
month with very little overhead. These results came from a
business that I started from scratch only 18 months earlier.

My Internet “store” was open 24 hours a day, 7 days a week,
and it was not limited to people in my geographical area. On
the Internet, your potential customers are not limited to peo-
ple within a 30 mile radius of your business. In fact, you have
millions of people at your fingertips, and they can be from
all over the country or even all around the world. In addition
to the United States, I had customers from Australia, Canada,
England, Germany, Italy, Japan, Mexico, New Zealand,
South Africa, and many other countries.

One of the biggest keys to my success was the fact that I was
able to identify a specific niche market and then develop prod-
ucts that this market needed and would do anything to get.

I didn’t just wake up one day and start selling things on the
Internet. I developed a well thought out plan of what I was
going to sell, and more importantly, specifically to whom I
was going to sell it.

I encourage you to read what I did, evaluate the steps that I
took, and begin to formulate your own plan. I tend to learn
from example. When I study what others are doing, it helps
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me to draw ideas of my own. You too can put this technique
to work. If a topic triggers a thought or an idea, please take
advantage of the “Notes” section located at the back of this
book and write it down right away.

NEW VIEW DESIGN
I came across the concept for my home-based business while
I was trying to find my path in life. I wanted to have my own
business, but was unsure how to get started when a new
neighbor introduced me to the network marketing industry.
After a short period of time, I realized that this industry just
wasn’t for me. It didn’t give me a sense of fulfillment, nor was
it my style. 

But, before moving on, I spent a great deal of time research-
ing the network marketing industry by reading everything I
could get my hands on and talking to people who were
involved with it. In the process, I became very knowledgeable
about the industry, as well as the problems facing those who
were involved.

Let me give you a little background on network marketing
so you can better understand how I came up with my first
product and the market I sold it to…

In a nutshell, network marketing is “person-to-person” sell-
ing of products and services. Network marketing companies
offer products such as Internet service, telephone service,
health and nutritional products, legal services, financial serv-
ices, vacations, and many other things.

The industry is made up of independent distributors who sell
products and services for the companies they represent. In
addition, these independent distributors build their own sales
organizations by recruiting other people to sell the products

Zero to $ix Figures
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and services as well. 

Even though network marketing was not for me personally,
I realized that the independent distributors had little or no
means to use the Internet to sell their products or prospect
for new recruits.

The term “Internet” was a buzz word among the independ-
ent distributors, yet it was difficult for them to find any
viable online training or business building products. Everyone
was talking about how the Internet would change the way net-
work marketing was done, but amazingly with all the prom-
ise the Internet had to offer, most distributors were not using
it at all to market their businesses.

A few network marketing companies did offer web sites to
their independent distributors. These web sites were com-
monly called “replicator” sites because the same site was
duplicated over and over again for each independent dis-
tributor. 

The replicator web sites detailed the company, its products,
and the business opportunity, but did not offer any person-
alization for the independent distributors other than their
names on the side of the page. A personal touch was sorely
missing.

Network marketing is often referred to as “relationship”
marketing because of the person-to-person nature of the
industry, and because of this, distributors must have a way
to sell themselves. In order to develop relationships online,
the distributors need a way to introduce themselves to their
customers and prospects in the sterile world of the Internet. 

Another problem with the replicator sites was their inability
to capture visitors’ contact information. When people visited
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the web sites, the distributors had no way of knowing who
the visitors were or how to contact them again.

As a result of my network marketing research, I learned
much more than the information I was actually seeking. I
found myself taking a real interest in the Internet, and what
it had to offer me in terms of a business opportunity.

I had an industry that I was knowledgeable about, and a large
market of independent distributors that shared a common
problem. I saw a large group of people needing the ability to
reach out to an endless supply of new prospects on an ongo-
ing basis. These independent distributors needed to get them-
selves and their businesses onto the Internet, but in a way that
allowed them to establish relationships online. They lacked
Internet and web design experience and desperately needed
a cost effective way to use the Internet to sell themselves and
their products, as well as prospect for new recruits.

From that idea, my business – 
New View Design (NVD) – was born, 

and so was my first product - the Gateway Web Site.

MY FIRST PRODUCT
My Gateway Web Site was a place where independent distrib-
utors could introduce themselves to prospects on the Internet.
They could tell their personal story and include a picture. The
Gateway Web Site also offered generic home-based business
information to help the distributors prospect for new recruits
as well as a web form to gather visitors’ contact information.

The Gateway Web Site was both useful and user-friendly. I
knew the majority of my would-be customers were not com-
puter savvy, so I made everything as easy for them as I could.
All that my customers had to do to set up their web sites was
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to fill out an online form where they chose a page design and
entered the text of their personal stories.

Many of them did not know how to get a picture onto their
computer, let alone attach it to an email. Therefore, if my cus-
tomers could not email pictures to me, they could mail the
photographs which I would scan and mail back to them. I was
fully prepared to go the extra mile with customer service. 

Let me reiterate that when I started my business, I was not
a web designer. At the time, I really had no idea how I was
going to create my new product, but I was sure that there was
a market for it. I knew that if I produced a web site that gave
the independent distributors what they were sorely lacking,
I would have a product to sell. 

At that point, I had only two choices. I could pay someone
to make the web sites for me or I could learn how to do it
myself. That decision was a no-brainer because I could not
afford to hire someone at that time. 

I purchased a web design program for a few hundred dollars
and took the free tutorial it offered. I also purchased a “how-
to” book at a local bookstore. Between the book and the tuto-
rial, I taught myself how to create a web site within a mat-
ter of days.

The Gateway Web Site I created was not just another web site
loaded with facts and figures and links to everywhere and
everything under the sun. It was a truly valuable product that
was clearly missing in the industry.

My first product was ready for the marketplace. I launched
my business in August, and started selling Gateway Web
Sites to people in the network marketing industry for $29.95
per year.

So What Did I Do, Anyway?
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I will never forget my first customer. It was one of the most
exhilarating moments of my life. Someone from England
came to my site, read my sales letter, liked my product, and
purchased it! It happened while I was sleeping, and the money
was automatically deposited into my bank account. It was an
amazing feeling, and something I will always remember.

I sold one web site during my first month and made a whop-
ping total of $29.95. 

I sold another web site during my second month and pock-
eted another $29.95.

I was not getting rich, but at least I had proof that there was
a market for my product. Real people were paying real money
for it. Now, all I had to do was figure out a way to let more
people know that it existed. 

Throughout the course of the next few months, my Internet
marketing skills improved, and the popularity of my product
grew.

In addition, I received a lot of feedback from my customers
asking what they should do to promote their Gateway Web
Sites. I was asked over and over again, “So, how do I get peo-
ple to visit my web site? How will people find me on the
Internet?” 

I listened to my customers’ feedback and uncovered another
missing element for many in the network marketing indus-
try. It appeared that there was very little adequate training on
how to market a business on the Internet. How exactly were
my customers going to attract visitors to their Gateway Web
Sites?

Zero to $ix Figures
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I had created a product which my niche market desperately
wanted, but they did not know how to use it to its full poten-
tial. So, I tirelessly began creating my second product. I took
my knowledge of the network marketing industry, infused my
Internet marketing knowledge and experience, and created an
online marketing training course.

I offered this course as a supplementary product to the
Gateway Web Site. It was a 60 lesson course delivered via
email on how to market a network marketing business on the
Internet. 

I had also refined my web design skills which enabled me to
create “new and improved” web site templates for my cus-
tomers to choose from.

In February, I launched my online marketing training course
coupled with the new web site templates and increased the
price to $49.95/year. 

For the first time, my business earned over $1,000 in a sin-
gle day, only six months after my initial launch! 

This $1,000+ day was a sign of things to come . . .

Over the next six months, I continued to make improve-
ments to the Gateway Web Sites, and I updated the online
marketing training course on a regular basis. My products
offered an effective system that many independent distribu-
tors were using to successfully build their businesses online.
I had built a large base of satisfied customers, and many of
them were referring new customers to me as well. 

I regularly received a tremendous amount of feedback from
my customers. Many of them said they loved my products,
and to my amazement, a large number of them asked how I
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could afford to sell the products at such a low price. If my cus-
tomers were telling me that my pricing was too low, then I
assumed that they would be willing to pay more for the same
product. I put that assumption to the test when I raised the
price again to $79.95/year in August.

On the one-year anniversary of NVD, my “little” Internet
business generated just under $27,000 in one month.
Remember, just 12 months before, the total for that one
month was a whopping $29.95. My dreams of having my
own successful business were now a reality.

AND SO IT CONTINUED…
In October, a little over a year into my business, I developed
and launched my third product. I listened to customer feed-
back, watched industry trends, digested communication on
industry-related message boards, and once again identified a
product that my niche market needed.

So far, my customers had a web site where they could intro-
duce themselves and gather the contact information of inter-
ested visitors, and a training course that taught them how to
generate traffic to their web site.

What they were missing was an easy and efficient way to fol-
low-up with their contacts by email. Interested visitors came
to the Gateway Web Sites and filled out web forms request-
ing more information, but then what? My customers needed
a way to follow-up with prospects 24 hours a day.

My solution was to provide my customers with an auto-
matic email follow-up system, technically called an autore-
sponder system. 

An autoresponder system offers a way to automatically fol-
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low-up with a contact by sending out a series of emails over
a period of time. Pre-written letters can be entered into an
autoresponder system, and they can be sent by email to con-
tacts at pre-set time intervals.

No matter what type of business you are in, following up with
your prospects, customers, and potential customers is vital.
It gives you credibility, and it keeps you present in the minds
of your prospects. 

Research has shown that it takes multiple contacts before an
interested person will reply to your correspondence. Without
an autoresponder system, it would be extremely difficult to
keep track of multiple contacts, and send them all the appro-
priate follow-up letters at the appropriate time. 

Once again, I found myself at a crossroads with a great
opportunity in front of me. An autoresponder system was the
solution to a real problem facing my niche market, and it was
also a perfect complement to the products I was currently
offering. 

However, I had absolutely zero programming knowledge. I
didn’t know where to start to create an autoresponder sys-
tem to sell to my customers, nor did I want to find out. Yet,
I saw the need for this product, so I began to research whether
there was an autoresponder system that I could purchase
and re-sell.

I came across one autoresponder system that turned out to
be a perfect fit. The technical make-up of the system was
already in place. It came with installation and technical sup-
port and was very easy for me to maintain.

I purchased the system for a one-time fee of $600, and I
paid approximately $15 per month to host and maintain the
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system. After the system was installed, and I was sure every-
thing was working properly, I began selling it to my cus-
tomers for $97 per year.

I originally paid $600 for the system, and over the next 4
months, I generated $20,000 on this product alone.

THE POWER OF RECURRING INCOME
In December, 16 months after I launched my business, I
introduced what turned out to be the most successful prod-
uct of all. 

My customer base was comprised of independent distributors
who were marketing on the Internet. A main goal of these dis-
tributors was to recruit other business partners. In order to
recruit a large number of people, the distributors needed a
constant supply of new prospects. 

As a solution to that problem, I began to gather and sell
Business Opportunity Leads. I started placing advertising
on the Internet for people who were interested in starting their
own home-based businesses. I collected their names, mailing
addresses, email addresses, and phone numbers, and then I
sold that information to my customers. The Business
Opportunity Leads provided my customers with an unlim-
ited number of new prospects to contact.

The best part about this product was that my customers pur-
chased new Business Opportunity Leads every month on a
recurring basis. My other products were purchased one time,
and used over and over again for a year, but with Business
Opportunity Leads, my customers always needed more. 

To entice my customers to purchase more leads every month,
I offered a monthly auto-ship program. Customers could
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sign up to receive a certain number of Business Opportunity
Leads every month, and they would get them at a reduced
price. Their credit cards would automatically be charged
each month, and the Business Opportunity Leads would be
delivered to them via email.

The benefit to my customers was that they could have a reg-
ular supply of Business Opportunity Leads delivered to them
by email at a reduced cost. The benefit for me was that I did
not have to market to these customers and remind them to
buy every month. 

Recurring income is a valuable asset, and it was definitely a
key factor in making my business attractive to potential buy-
ers.

My Internet business which earned $29.95 in the first month
was now consistently generating between $20,000-$30,000
per month.

My Internet business which I developed by identifying a
niche market and a need within that market was certainly pay-
ing off. 

WHAT’S TO COME
I hope your mind is racing as you read what I did. Are you
thinking about a product or a market you can target? The fol-
lowing chapters will help you identify and define the differ-
ent types of products you can offer for your Internet business.
I will discuss in detail how to create your own products and
bring them to market. 

If you already have a product in mind, Zero To Six Figures
will help you refine the market for your product, select niches
that have a need for it, and develop a marketing strategy.

So What Did I Do, Anyway?
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If you already have a business in place, Zero To Six Figures
will show you how to use the Internet more effectively to take
your business to a new level.

Zero to $ix Figures
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CHAPTER 2

GOING AGAINST THE GRAIN:
ATTITUDE AND MOTIVATION

I always had an incredible drive to be different or unique with
my life. I didn’t want to partake in the “same old” thing. I
didn’t want my life to be ordinary, but rather exhilarating and
fresh.

Even though I had this desire to be unique, I always seemed
to place importance on being accepted. Pleasing others seemed
to be my raison d’etre. This was a difficult personal challenge
I had to overcome.

During my senior year at Yale, I felt lost. I remember sitting
in my apartment at the Taft just before spring break. The set-
ting was certainly right. It was just like a scene in a movie;
raining and very gloomy. I was sitting at my computer half-
heartedly searching through the online classified ads.

We’re talking the middle of March (just a few months before
graduation) and I hadn’t even put together a resume or writ-
ten a cover letter. Imagine the shock – over $130,000 for an
Ivy-League education, and I certainly didn’t appear to be
headed down the “right” path.

At the opposite extreme, my friends were purchasing new
interview suits and were actively planning their futures.

The big buzz word since the beginning of the year was the
“career services” building. I remember it being an extremely
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ugly building that I hadn’t yet entered. Apparently, it was a
place to go to investigate available jobs, research employers,
and plan your next step. Amongst my friends I often heard,
“I was at the career services building all day!” or “Yeah, the
career services building is like my second home.” Also, since
the beginning of the year, I had been bombarded with letters
from employers coming to the campus for presentations.

After returning from spring break, the word began to come
in. My friends and classmates were being accepted into grad-
uate school and were accepting job offers. They were on
their way to beginning “life after college.”

I’m not claiming that this is wrong; my heart was just in a dif-
ferent place. I was restless. For as long as I could remember,
I wanted a business of my own, but I didn’t know how to get
it. I didn’t have enough money in the bank to begin a “tra-
ditional” business, and I wasn’t sure of my options.

Following my dream of self-employment wasn’t easy. I felt I
wasn’t doing what I was supposed to do, and carried my bur-
den of acceptance with me at all times. I sensed disappoint-
ment from family members who felt I was wasting my life and
my education. 

However, I had a decision to make, and I had to stand by that
decision. I was an entrepreneur and wanted a business of my
own. I was willing to take the risk to reap the rewards, so I
went against the grain and followed my heart.

It was the best decision I’ve ever made.
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OPERATING A HOME-BASED BUSINESS 
REQUIRES ATTITUDE.

About a year ago, I was on vacation sitting next to a father
and his son. We were on a bus tour looking at homes of the
“rich & famous.” I couldn’t help but overhear the conver-
sation taking place in the seat next to mine. It went something
like this: “Would you look at those houses, son . . This is as
close as we’ll ever get. Can you even imagine?” 

While listening, I was struck by the distinct difference in our
thinking. The father spoke to his son as if their life would
never give them that opportunity. Their fate was sealed, and
all they could do was look. 

On the other hand, I believed that if I wanted it and was will-
ing to work hard for it, I could achieve it some day. 

If you find yourself as the person gazing through the window
at what you’ll never have, you need to change your mental-
ity. You need to begin to focus on what you can have, and
what you will achieve.

Attaining success both financially and emotionally is possi-
ble with a home-based business. It is up to you to go after it.

I think Hal Urban says it best when he discusses life, money,
success and the ability to choose in his book, “Life’s Greatest
Lessons: 20 Things that Matter.” Mr. Urban writes:

“Life is a series of choices…
Look around you. What is happening in the lives of
a large percentage of this country? Nothing much.
And, whether they realize it or not, it’s the result of
choices: the choice to take what comes, the choice to
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let things happen, the choice to settle for less, the
choice to let others do their thinking, the choice to
merely exist from one day to the next.”

Reading this statement was a defining moment for me. Life
is a series of choices. You can either sit back and take what
life deals you, or you can fight back, take charge, and deter-
mine your own path.

If you want and believe in something, you must take the
next step and go after it.

To put this in perspective, I distinctly remember sitting with
a friend who was discussing her financial woes. This person
was stuck in a rut, both mentally and financially. I began to
discuss the possibility of a home-based business as a possi-
ble outlet. 

How did my friend respond? By saying, “I hate to stay at
home. I could never do that… I would be bored to tears.”
And, in the very next breath, she was complaining again
about not having enough money or job satisfaction.

So, there you go. A choice was made. She chooses to let her
current situation continue to drain her instead of choosing to
make a change to improve her future. 

Life should not be dictated to you. It is a series of choices. It
is there for you to make the most of.

What do you choose? 
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OPERATING A HOME-BASED BUSINESS REQUIRES
LEARNING TO SELF-MOTIVATE. 

Learning to self-motivate is perhaps one of the most difficult
tasks you will encounter along the way.

No one will be there to make you get up in the morning, or
work on a specific project in a given day. You will have no
absolute deadlines to meet, and distractions will be all around
you – the phone, the television, surfing the Internet, per-
sonal emails, interruptions from friends and family . . .

Having a home business is quite different than a conventional
job. You do not need to get up, get dressed, and travel to work
where you will have a set list of things to accomplish that day.
No one will fire you if you are not working to your full
potential.

It is up to you to take the initiative and ensure that you
work each day. Believe me, it is so easy to sleep in, or stay in
your pajamas all day. It is so easy to “just take today off” a
few times a week. I have fallen into all of these traps over and
over again, and still struggle with self-motivation at times.

I have a few suggestions of things you can do to keep the fires
of self-motivation burning and to keep your head and heart
in the right place: 

Set a Schedule – This might sound a bit simplified, but the
concept is quite important. I used to start each day with
grand plans to accomplish many things, and inevitably I
would get caught up in that one distraction and lose my
focus. I found myself getting caught in this trap day in and
day out. I was working very hard and seemed to be working
all the time, but not on the things that I needed to get done
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for my business. I was just spinning my wheels. 

To combat this, I began mapping out specific tasks that I
intended to accomplish. I would generally do this at the end
of each day in preparation for the following day. 

If you have a set schedule, you will be less likely to succumb
to distractions.

Read – For me, reading is extremely fulfilling and is perhaps
my greatest self-motivating technique. I’ve read certain chap-
ters in books that inspire me 100 times. You can read moti-
vational books, publications in your area of expertise… any-
thing that will improve your state-of-mind and encourage you
to follow a steady work ethic. 

Set Your Goals – In the next chapter of this book, I will dis-
cuss goals - both long-term and short-term. Take the time to
define your goals and look at them on a regular basis. Remind
yourself why you are working and what you are striving for.

Evaluate What’s Important To You – Family. Money. Inner
Peace. Self-Confidence. Charitable Work. Your Time. 

I am actively involved with a non-profit cat rescue group in
Rhode Island, a cause I genuinely believe in. I find motiva-
tion by reminding myself of the plight of abandoned animals
and reading the success stories of the rescues. Because of my
home-based business, I have the flexibility to help in a larger
way.

Find what inspires you, and evaluate what is important in
your life. 
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CHAPTER 3

YOUR BUSINESS PLAN

Before going through the process of starting a business, devel-
oping a web site, and marketing a product on the Internet,
there is one major step you absolutely must take first:

Develop Your Business Plan

Perhaps one of my greatest downfalls at the beginning was
diving into the deep end of the pool too fast before laying the
basic groundwork first. I was so anxious to get something up
on the Internet to sell, that I just jumped right in. Looking
back, this actually slowed my progress overall. My limited
preparation and lack of organization created problems that
persisted throughout the course of my business.

Think of your business as a long-term project. Don’t feel
rushed to make it happen “yesterday” and sacrifice the very
important initial preparation.

If built properly, operated efficiently, and marketed effec-
tively, your business will be with you for a long time to
come, and it will provide you with the ability to get everything
you want out of life.

THE BUSINESS OF PLANNING
At this point, it is too early to be able to fill in the blanks of
your business plan. However, I’m going to introduce you to
the essentials here at the beginning. As we progress through
this book, you can fill in the blanks when you are ready.
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Your business plan will continue to change and evolve with
each passing day. Nothing is set in stone. However it is vital
to begin with a foundation and a solid plan of action. Use this
chapter as your outline.

FROM THE BEGINNING
There are 4 broad topics involved in creating your initial
Business Plan for your home-based Internet business:

1 – Your “WHY”

2 – The Specifics

3 – Your Goals

4 – The Timeline

1 – YOUR “WHY”
Identify exactly why you are beginning a home-based Internet
Business.

Is it money? Free time? Self-worth? The desire to have some-
thing of your own? Your family? Your legacy? Travel? The
desire to spend more time by the pool or on the tennis court?
What is your reason?

“For me, it is the need to be different. The need to
achieve something more. From early in my life, I had
the desire to be an entrepreneur. The only way I can
describe this is to relate it to the desire to be a doc-
tor. Some people just have that feeling inside of
them that determines their life’s work. 
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I truly want to work at something that is mine. I
don’t want to have a run-of-the-mill life, and am
turned off by the “9-5” lifestyle. I find it to be trap-
ping and monotonous, and also something that I
can’t control. I also don’t want to be locked into one
location. I love warm weather and palm trees, and
at the same time, I have an intense love of the
Northeast. How can I combine the two? What kind
of a job can I get that would allow me to spend my
summers in Rhode Island and my winters in Florida? 

In addition, I love the excitement of my home-based
business. I continuously experience new things,
and revel in new possibilities.

My reasons have evolved over the past few years.
Now I see the benefits of my business in terms of
having a family. I will not need to worry about day-
care, or balancing a career with the need to be at
home with my family. I also have the free time to
contribute a great deal to a cause that is extremely
important to me – the rescue of homeless and aban-
doned cats.”

Take the time to evaluate your WHY. What motivates you to
begin a business from home?

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Your Business Plan
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___________________________________________________

___________________________________________________

2 – THE SPECIFICS
Setting Up Your Office

Location: __________________________________

Creating the space 
that will suit you: ______________________________

Equipment

computer phone supplies
printer answering service filing cabinet
fax machine desk copier
scanner chair other

___________________________________________________

___________________________________________________

___________________________________________________

Your Product

product-based
service-based
information-based

Identify the Industry:

___________________________________________________

___________________________________________________

___________________________________________________
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Market Description:
Describe your Market in broad terms. Identify your niche
market more specifically. (For example, with NVD, my mar-
ket included people who had network marketing businesses.
More specifically, my niche market was non-Internet-savvy
network marketers who wanted to get their businesses up and
running on the Internet.)

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Product Description:

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Product Objectives:

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________
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Product Incentives:

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Your “Something Extra:”
What will you offer your customers that will set you apart?
What ordering bonuses will you include? 

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Money-Back Guarantee:

___________________________________________________

___________________________________________________

___________________________________________________

Pricing:

___________________________________________________

___________________________________________________

___________________________________________________
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Potential additional products to add to your repertoire over

time:

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Your Company

Form of Business:

sole proprietorship
partnership
limited liability company
corporation

Company Name: 

___________________________________________________

Domain Name: 

___________________________________________________

Bookkeeping/Accounting System:   

___________________________________________________

___________________________________________________

___________________________________________________

Your Business Plan
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Your Identity

Who are you targeting:

individuals businesses teenagers
children students adults
sports enthusiasts women men
animal lovers artists parents

___________________________________________________

___________________________________________________

___________________________________________________

Your Image:
How do you want people to perceive you and your company?
What Environment do you want to create at your web site?

professional fun
serious light

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Color Scheme:

___________________________________________________

___________________________________________________

___________________________________________________
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Your Logo:

___________________________________________________

___________________________________________________

___________________________________________________

Your Slogan:

___________________________________________________

___________________________________________________

___________________________________________________

Your Web Site

overall site design (your environment)
color scheme
font 
logo
slogan
graphics
links
headline
sales letter / content
bonuses
money-back guarantee
ordering process
frequently asked questions (FAQ) section
testimonials
email capture / free online newsletter
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Automation

Web Hosting: 

___________________________________________________

___________________________________________________

Accepting Payment:

credit card processing check
mail order money order
other

___________________________________________________

___________________________________________________

___________________________________________________

Database System: 

___________________________________________________

___________________________________________________

Autoresponders:

___________________________________________________

___________________________________________________
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Fulfillment:

How will you deliver your product?
electronic delivery fulfillment service
mail delivery other

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Affiliate Program:

___________________________________________________

___________________________________________________

Competition
Identify your main competitors, their products, additional
products, price points, extras/incentives/bonuses they offer
for ordering. What’s similar to your product? What’s dif-
ferent?

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________
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Marketing

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

3 – YOUR GOALS
I talked about self-motivation and the importance of identi-
fying goals in the previous chapter. I want to elaborate on goal
setting. You can divide your goals into a few categories:
Personal, business, family, life . . . Keep each of them in
mind.

First, identify where you are today. Get it all down! What
makes you happy? What are the positives in your life? What
are the negatives? What is your current status in the world?
Describe your daily life. Be specific.

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

What are your ultimate lifelong goals? Lay it all out . . .
when you leave this earth, what is it that you want to have
accomplished? Use the checklist below to help organize your
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thoughts, and also use the space below to write your long-
term goals in more specific terms: 

family peace of mind self-confidence
weight loss travel self-esteem
exercise possessions career
mental state money life experience
enjoy the little things education other

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

Where do you want to be one year from today? Use this
space to list realistic expectations . . . things that you can
actively set in motion today, and see results from. It is impor-
tant to set specific goals. In the section above, you listed life-
long goals. This section is for shorter-term, more specific
goals. 

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________
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What weekly goals can you set to begin the process of achiev-
ing your ultimate goals?

In addition to identifying where you are today, where you
want to be one year from now, and where you want to ulti-
mately be, you should begin setting short-term goals. 

If you base your work solely around a long-term goal, it
remains just that: a long-term proposition. There is no imme-
diacy. You are shooting for something that will happen “at
some point in the future.” On the other hand, having specific
7-day goals will allow you to stay in the present and accom-
plish specific things that will move you further along towards
your long-term goals.

For example, if you decide that you ultimately want to stay
at home with your children, you need to lay out a specific plan
of action to afford you that luxury. What can you accomplish
over the next seven days to begin the process of achieving your
ultimate goal? 

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________

___________________________________________________
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4 – THE TIMELINE
Do you procrastinate? 

Me too! 

At times, it’s easy to lose your momentum. It happens to
everyone. To combat this, set a time-frame for each of your
activities. How long will you have to register a domain name?
Determine your company name? Write your sales letter?
Design your web site? 

When you have all aspects of your initial Business Plan filled
in, go back and assign each task a deadline. Chart out your
potential time frame including target dates. 

This activity will also help you create your weekly goals list.

IN CONCLUSION . . . 
Don’t let the information in this chapter overwhelm you. It
is merely a map of what’s to come. Use it as your guide
throughout the book. Refer back to it. Fill in the blanks
when you are ready. Stay focused, and concentrate on effi-
ciency and organization. 

We are on our way! Let the games begin . . . 

Your Business Plan
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CHAPTER 4 

DEFINING YOUR PRODUCT

A NEW WAY OF THINKING
The process of starting a home-based business requires you
to look at the Internet in a new way. Perhaps you think of
your computer as the large foreign object that sits on the desk
in your home or as a way to simply check email or surf the
Internet. 

What if you replaced the thought of the computer as a way
to send email to your friends with the thought of the computer
as your outlet to make money doing something that you
love? Replace the foreign object that sits on your desk with
a tool that can eventually bring you the opportunity to escape
the monotony of a job that you are not passionate about. 

Even if computers and the Internet are not your primary
interest or your specialty, you can still use them as a vehicle
to achieve your goals.

I have a friend who makes exquisite ceramic pots. She is
fabulously talented. I take one look and say, “I gotta have it.”
And, she loves to do it. She is quite passionate about the cre-
ation process and describes it as relaxing, rejuvenating and
very satisfying. It gets her up in the morning. She has been say-
ing for years, “Gee, I wish I could make a living out of this!” 

Her biggest problem is the overhead associated with a tradi-
tional storefront. She just doesn’t have the resources to find
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a location, spend advertising dollars, and hire employees.

Also, she doesn’t want to spend her own time trapped in a
store because she would no longer have any time to produce
her pots. So, in her mind, her devotion to the creation of
ceramic pots will always remain just a hobby.

With the Internet, however, this doesn’t have to be the case!
She has the ability to use the Internet as a way to make
money from her passion in life at a mere fraction of the cost
required to start a traditional business. The Internet business
requires minimal overhead and exposes her to a much broader
market.

The Internet:

A) Offers you the opportunity to get into business
where a traditional business just isn’t feasible, and 

B) Gives you the opportunity to make money doing
something you love

My Dad, a classic case of the “9-to-5er” couldn’t fathom
doing something different than going to work each day and
taking home his set paycheck each week. That’s just what he’s
done for 28 years.

He’s finally beginning to realize how he can use the Internet
as a tool to promote his passion – GOLF.

Ever since I can remember, golf has been his love. Not only
is he an avid player; he is a fabulous golf club repair specialist
and collector. My Mom and I long gave up on the theory of
the garage being for “cars.” No, it was for “clubs.”
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My Dad has finally taken the step towards Internet-related
success. He has put up a site that sells golf collectibles. He is
fusing the worlds of gold and the Internet – his passion and
his vehicle. You can check him out at http://www.jkgolf.com

Whether you already have a product to sell, are in the process
of creating a product, or are starting from scratch, this chap-
ter will provide guidance.

PRODUCT TYPES
When formulating the creation of your product, there are
three general types of products to consider:

• Product-Based

• Service-Based

• Information-Based

THE PRODUCT-BASED BUSINESS
With a product-based business, you have a tangible product
to sell. Remember my friend who makes the exquisite pots?
Her business would fit into this category.

Selling a product allows you to have something tangible;
something people can hold in their hands. My original busi-
ness focused on creating web sites and selling things such as
an online training course. Over time, I have come to appre-
ciate the value of a product like the book you are now hold-
ing in your hand! 

Things to consider: 

• Do you have to produce the product yourself?
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• What is the cost to acquire or produce the product?

• What is the time involved in acquiring or producing
the product?

• What are the shipping costs?

• How labor-intensive is the process of creating and
delivering your product?

• Will you be able to supply your customers with the
product if the demand increases?

If you can formulate reasonable answers to the above ques-
tions, selling a product can be an extremely profitable route
to take.

THE SERVICE-BASED BUSINESS
In this situation, you provide your customer with a service.
You can make a fabulous income with a service-based busi-
ness by providing your customers with your knowledge,
expertise, and time. You can also achieve satisfaction by
earning money doing something you love. You will have the
flexibility to set your own schedule, and also your own price.

With a service-based business, you have the luxury of getting
started quickly. The cash register has the potential to ring
much faster as well.

A few examples of services are:

Computer training
Technical support
Web design
Dog walking
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Pet sitting
Gardening services
Grant writing

Of course, there are drawbacks associated with service-based
businesses as well. In each circumstance, you are providing
a customer with your expertise, but you are also providing
them with your time. There are only so many hours in a day
that you can work, only so many clients you can take on, and
therefore only so many dollars you can make in a certain
month.

It depends on what you are looking for out of your business.
If freeing up your time is your motivating factor, than perhaps
a service-based business isn’t something you should consider.

THE INFORMATION-BASED BUSINESS
To me, the information-based product creates the ideal
Internet business. The information-based product is a prod-
uct that:

• Doesn’t have a substantial ongoing cost to produce
aside from the time it takes you to initially create it

• Has no limit in terms of supply – no matter how
many people order, you will never run out of your
product

• Has a minimal cost to distribute – most informa-
tion-based products can be delivered digitally 

• Takes a minimal amount of time to distribute the
product

• Gives you the opportunity for unlimited income
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• Can truly free up your time – almost every aspect of
an information-based business can be automated,
from processing orders to delivering your product!

To give an example, let’s say that you wrote a report on cof-
fee beans that you are selling at your site for $10. 

Now imagine this… 

It’s 3:00 am at your home in Rhode Island. But aahhh – it’s
only 9:00 pm in Hawaii. Someone from Hawaii goes to your
site, reads your sales copy, and decides to purchase your
report for $10. The person processes his credit card at your
site, the money is automatically deposited into your account,
and as soon as the credit card has been accepted, your new
customer is automatically sent a welcome email which con-
tains the report he purchased!

Remember, you are still sleeping. Or you could be on vaca-
tion.

Because of the type of product you have created, this scenario
can play itself over and over and over again even when you
are not present to oversee the process. 

In addition, you don’t have to produce the product for each
individual customer. If you choose to have your informa-
tion-based product delivered electronically, you don’t have to
physically deliver the product to each individual customer. It
doesn’t matter how many customers you have… the more the
merrier. (Just how wonderful is the Internet?)

Of course, this type of business cannot happen overnight, and
will not offer instant gratification. The creation of an infor-
mation-based product is labor intensive at the beginning,
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and may take you months to develop and put together before
you can begin to sell it.

I am completely enamored with the concept of the informa-
tion-based, low-cost product and have devoted the next chap-
ter specifically to it. See Chapter 5 for specific examples of
information-based, low-cost products you can create and sell.

CREATING YOUR PRODUCT
Now that you have a better understanding of the different
types of products you can offer, let’s move on to the actual
creation process. I am going to share a simple formula which
will help you get your business going in the right direction.
For each of the products I develop, I put the following for-
mula into action:

•  What are you knowledgeable about?
•  Identify the Market.
•  Look for a Need or Problem within that market.
•  Find/Develop a Product that will Solve the problem.
•  Find/Develop Additional Products based on that need.

Each step of the formula is vital when it comes to creating a
product that will sell. This section will provide value no mat-
ter where you are in the creation process. If you are starting
from scratch, use this section to trigger ideas and formulate
your product. If you already have a product, use the formula
to spark ideas for additional products you can offer to your
customers. You can always refine your product and better
identify your market.
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1. What are you knowledgeable about?

When I first started to think about beginning a home-based
business, I was very knowledgeable about the network mar-
keting industry. I wasn’t interested in pursuing it as a career,
but in the process of researching it, I identified a large mar-
ket of people who were in desperate need of a product that
just didn’t exist at that time.

The more probing I did into the industry, the more need I
uncovered. 

I took advantage of this window of opportunity and put my
knowledge of network marketing to good use by developing
a business around it.

What are you knowledgeable about?

Go through the list of categories and questions below, and
really think about what you are knowledgeable and pas-
sionate about. Generate a list of potential areas in which to
create your product:

art painting pottery travel geography
education politics finance writing history 
speaking sports exercise coaching recruiting 
trivia pets boating religion spirituality 
teaching computers gardening cooking fashion 
shoes acting reading family photography 
babies children teenagers marriage decorating
movies construction astrology sales antiques 
sewing knitting singing vacation architecture 
business accounting programming fundraising the outdoors 
camping law health collectibles 
language design charity
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This is not the list, it is a list. Use it to draw ideas and begin
to list your interests. Also, take into consideration the fol-
lowing questions:

What are you knowledgeable about?

What are you passionate about?

What do you love to talk about or read about?

What do you consider to be your area of expertise?

What field did you receive your formal training in?

What have you done for work in the past?

What do you do in your free time?

2. Identify the Market 

What specific groups of people make up your market?

In all of my work with home business owners, I’ve heard the
comment I’m about to share with you time and time again:

“Everyone needs my product.”

It’s as simple as that. I have clients who are so sold on their
product that they think that everyone with a pulse needs
and wants it. They honestly believe this and speak so pas-
sionately about it.

I can tell you from experience that this is the one statement
that can work to drive your business into the ground. Taking
this approach is like throwing a needle into a haystack and
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then trying to find it again.

Instead of throwing your product out there on the Internet
to everyone under the sun, you will find it much more effec-
tive to define a niche market. Find a group of people who
specifically need your product and develop a marketing cam-
paign geared directly toward them. 

A few years back, I worked with a lady who was selling a line
of skin care products. She had many products which appealed
to many different types of people. She told me that “every-
one” needed her products and she was trying to reach the
masses through her marketing. However, no one was pur-
chasing, and she couldn’t figure out what she was missing. 

We looked through her products and decided to focus on one
that was geared towards babies. The product was a cream that
helped ease diaper rash. Even though she had a variety of
other products for people of all ages, we decided to focus on
a niche market - new mothers and fathers - and present the
baby-related product to them.

This strategy added structure to her marketing campaign
and accomplished many goals

A. The product did benefit children by easing diaper
rash. 

B. The niche market was a very targeted, receptive
audience. All new Moms and Dads are concerned
with providing proper care to their new baby and will
consider taking a serious look at a product that might
ease their new baby’s irritation from diaper rash. 

C. There are lots of new Moms and Dads each year
throughout the world. 
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D. There are many targeted ways to reach new Moms
and Dads both on and off the Internet.

The implementation of this campaign was extremely suc-
cessful for my client. Her income increased by 300% in the
first month alone.

After evaluating the results, she took the rest of her products
and targeted a specific market for each one.

If you already have a product, go back and re-evaluate your
niche market. Are you identifying specific groups of people
who need your product? Have you implemented effective
marketing campaigns geared towards these specific markets?

My products were geared towards independent distributors
who were not computer savvy yet wanted a web presence
where they could build relationships online. Simplicity was
my main selling point. A distributor who was a computer
“techie” or a web-design wizard didn’t need me and there-
fore wasn’t my target.

3. Look for a Need or Problem within that market

Once you have identified the industry and general market you
want to target, you can begin to find or develop a product
that will solve a problem your market is facing. 

Each product that I developed arose from a need within the
market. Before I created the Gateway Web Site, I had count-
less conversations with distributors who wanted to market
on the Internet but didn’t know how. 

This theme was prevalent in industry newsletters and was a
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regular topic of discussion at related message boards.

It was as though people were screaming from the rooftops
requesting a product like the Gateway Web Site. All I needed
to do was to pay attention and create a solution that gave the
market what it was looking for.

I strongly suggest that you look within your own market to
discover the need. Here are a few suggestions on how to do
that:

• Begin searching through related publications,
newsletters, newspapers, and magazines. What are the
hot topics? What are people talking about? 

• Peruse online newsgroups and message boards.
Read online newsletters. Become educated about
what your audience is looking for.

• Distribute a survey to those in your market. 

• Listen to feedback, look through comments, and
evaluate the issues facing your market. 

• What is your competition doing? Search for others
who target the same market and see what they are
offering. What are their strengths? Their weaknesses?
What ideas can you take from your competition?

4. Find/Develop a product that will Solve
the problem or Fulfill the Need

Once you realize what your market needs, you can begin to
formulate and develop your product based on that informa-
tion.
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The Gateway Web Site was the perfect solution for the non-
Internet savvy distributor. It was useful and user-friendly. It
gave the distributors the personal touch they were looking for
and allowed them to present their story to the Internet world.

The Knowledge: I was very knowledgeable about
the network marketing industry.

The Market: The network marketing industry is
made up of independent distributors who sell prod-
ucts and services via word-of-mouth. Many distrib-
utors were not computer-savvy and had little or no
Internet experience

The Need / Problem: The distributors needed a way
to use the Internet to introduce themselves to
potential customers. They also needed a way to
capture the contact information of their visitors.

The Solution: The Gateway Web Site. 

5. Find/develop Additional Products
based on that need

Over time, you will want to add complementary products to
your repertoire. Listen to feedback, evaluate your customers’
needs, and watch industry trends. 

I launched four new products during the first 15 months of
NVD. Each time, I also had a customer base in place that
would have an interest in each new product that I presented
to them:
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Product #2:

The Need: The distributors did not know how to direct peo-
ple to their Gateway Web Sites. They were in need of ade-
quate, step-by-step training on how to use the Internet to mar-
ket their businesses.

The Solution: The online marketing training course. 

Product #3:

The Need: The distributors did not have an efficient and
automated system they could use to follow up with prospects,
customers, and potential customers.

The Solution: An automated follow-up system, or
Autoresponder System. 

Product #4:

The Need: The distributors are in constant need of qualified
prospects to show their business plan to.

The Solution: Business Opportunity Leads. 
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CHAPTER 5

ZERO TO SIX FIGURES

The success and consistency of NVD continued to build with 
each passing month, and after just about 18 months I sold my 
business to a private investor.

As of this writing, I am still involved with this business as a 
consultant, and I assist with technical support and the day-
to-day operation. 

But in my heart, I found myself craving the start-up process 
and the exhilaration that comes with the beginning of a new 
venture. I love the excitement of seeing a project through from 
Zero to Six Figures.

A few months ago, I was ready to do it again. My creative 
juices began to flow and my entrepreneurial sense once again 
jumped into high gear. It was time to begin two entirely new 
ventures . . . 

THE FORMULA REVISITED: 
Sports 2 School

With everything in life, I tend to learn from example. I do my 
research, see what the successful people are doing, and learn 
from them. I’m a firm believer in surrounding myself with the 
thoughts, ideas and concepts of people who are out there 
making it happen. 
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Read. 
Research. 

Develop. 

From the very beginning when I was just tossing around the 
idea of starting an at-home Internet business, I checked 
around to see what others were doing successfully on the 
Internet. I researched and read the materials which were 
available at the time, and I applied them to my areas of 
expertise. I took the examples of others and molded the suc-
cessful strategies into my own business. I am very motivated 
by the successes of others. Knowing that it is possible and see-
ing that it can actually be done are strong motivating factors 
for me.

That is the reason why I want to share with you the story of 
Sports 2 School. This business was created out of the very 
same 5-step formula I discussed in the previous chapter. In a 
short period of time, another successful home-based 
business venture has emerged.

John Korn came to me with the hopes of beginning a busi-
ness from home. He is a successful salesperson. However, he 
is not satisfied with the lifestyle associated with it. As part of 
his job, he is required to keep long (and early-morning!) 
hours, spend hundreds of miles on the road per week selling 
products that he doesn’t have a passion for, and is limited in 
the amount of income he earns.

When John called me seeking advice on the home-business 
start-up process, I immediately applied the 5-step formula. I 
began by asking him to discuss with me what he is most 
knowledgeable about. I asked him about his passion in life.

Of course, the first thing that popped into his head was 
Sports. 
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To give you a little background, John was a top-notch base-
ball player from the moment he stepped out onto the field as
a child. As a pitcher, he led his high school team to the
Pennsylvania State Championship, and played successfully in
college until derailed by an injury. 

1 - What are you knowledgeable about? 

Sports. Recruiting. High School and Collegiate
Athletics.

Throughout his high school career, John became extremely
informed about the recruiting process. He was a superstar and
was scouted; however he watched as other capable players
from his region were overlooked. From this concept, John’s
Market was identified.

2 - The Market: 

High School Athletes capable of successful colle-
giate athletic careers who are not immediately rec-
ognized by college coaches.

There are a great number of athletes out there who would
have tremendous success on the collegiate level if recognized
and given the chance. How, then, can the great majority of
capable high school athletes get noticed by college coaches?

3 - The Problem:

The great majority of capable high school athletes
are overlooked in the recruiting process.

John’s solution is the premise behind Sports 2 School. In order 
to be recognized, high school athletes must take a pro-
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active role and get involved with the recruiting process. High 
school athletes must put themselves out there, stand up, and 
GET NOTICED.

Sports 2 School enables high school athletes to introduce and 
showcase themselves to a tremendous number of coaches at 
colleges across the country by providing the athletes with 
their own web sites, and by giving them access to a database 
of colleges and coaches. The following is a brief description 
of each component:

• A SportsToSchool Web Site:

The SportsToSchool web site is used by student-ath-
letes to introduce and showcase themselves to college
coaches. The student-athletes can include detailed
athletic and academic information as well as insight
into who they are and why they should play for a col-
legiate team.

• Online Access to the College Listing Resource:

The College Listing Resource is a searchable data-
base offering direct online access to almost 1400 col-
leges and over 20,000 college coaches across the
United States. It includes coaches from over 55 men’s
and women’s sports.

4 - The Solution:

The SportsToSchool Web Site and the College
Listing Resource provide the student-athletes with
the tools they need to promote themselves and to
take a pro-active role in the college recruiting
process.
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I have partnered with John and we are taking this business
from zero to six figures. We are also in the process of devel-
oping additional products based on the needs of the high
school athlete. 

The popularity of this product is increasing daily. At the
time of this printing, high school athletes in all 50 states and
26 countries around the world are taking advantage of it!

THE HOME BUSINESS PEOPLE, INC.
From the very beginning of NVD, people have come to me
for help in a variety of areas relating to the home-business
start-up process and Internet Marketing, and I have always
made it a point to provide assistance wherever I could. I
remember how much I appreciated it when someone was
willing to guide me through the Internet minefield, even
when I had to pay them for their time and expertise. Trying
to figure everything out alone can get very frustrating. 

Even before I was successful, the mere fact that I had man-
aged to get a business up and running on the Internet made
people come to me for help. As I became more experienced
and began to make money with my own business, my abil-
ity to assist others increased dramatically. 

The overwhelming sense of satisfaction that I continue to feel
every time I help someone gave me the spark I needed to start
my own Internet consulting business: The Home Business
People, Inc. at http://www.TheHome BusinessPeople.com

Today, I enjoy consulting more than anything else that I do
because of the positive impact I can have on people’s lives. Not
only can I help people with their businesses, but I can also
change their lives by providing the tools and inspiration
which enables them to make more money by doing something
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enjoyable. The Home Business People, Inc. also gives me the
opportunity to work together with my husband, Doug.

At TheHomeBusinessPeople.com, we offer:

• The Home Business People Monthly: A FREE
monthly online newsletter that contains cutting-edge
articles on every aspect of the home-based business
process as well as marketing techniques you can use
to have your cash register ring regularly.

• The Home Business People Training Course: A
FREE 6-Lesson training course which introduces peo-
ple to the home-business start-up process as well as
Internet Marketing.

• Zero To Six Figures: This book which details the
specifics of the home-business start-up process.

• The Zero To Six Figures Marketing Resource: An
online resource which contains over 300 pages of
marketing information you can use to skyrocket the
success of your business.

• Web Site Development: We will get your home-
business web site up and running on the Internet at a
reduced cost.

Sports 2 School and The Home Business People, Inc. are 
just two more examples of home-businesses that were cre-
ated out of my 5-step formula described in Chapter 4. Take 
the time to define your own interests and areas of expertise 
and get your home-based business running!
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1 - What are you knowledgeable about? 

The home-business start-up process. Internet
Marketing.

2 - The Market:

Individuals interested in starting their own home-
based businesses. Home-based business owners
who wish to market their businesses effectively
both online and offline.

3 - The Problem / Need:

The Internet offers you access to endless amounts
of information. Unfortunately, too much information
isn’t much different than no information at all. If you
don’t know where to start, you can spend years
searching through it all.

For individuals who are inexperienced in Internet
business practices, the task of looking for answers
online is a bit like looking for a specific grain of
sand on the beach. People need accurate and
clear-cut information on the home-business start-up
process, the specific tools necessary to success-
fully operate the business, and which marketing
techniques will produce results. 

4 - The Solution:

The Home Business People, Inc consulting 
company.
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CHAPTER 6 

LOW-COST PRODUCTS

Your product options are limited only by your imagination,
but in order for your business to succeed, the sale of your
product has to be profitable. Remember, it’s not how much
income you generate that matters, but rather how much of
it you get to keep. 

Let’s say that you develop the world’s most ingenious new
mousetrap, and you start selling it online. People cannot
believe how well it works, and they flock to your web site to
buy it. In the first six months, you generate $1,000,000 in sales
at your web site, and you can’t believe your good fortune. 

The only problem with this success story is that the expenses
incurred to make the mousetraps were $1,000,000. 

The bottom line in this scenario is that you didn’t get to
keep a dime of it. 

Of course you can’t manufacture and deliver this particular
mousetrap to your customer without incurring any cost. But
in order to be successful, you have to turn a profit. Consider
this option: 

What if you wrote a detailed description of how to
make the world’s most ingenious new mousetrap,
and then you sold that description and delivered it
to your customers online. Suddenly, you would
have virtually no cost involved in creating your
product or in its delivery because you are selling

73



valuable INFORMATION.

People crave information, and more importantly, they are will-
ing to pay for it. 

Information is everywhere – on television, on the radio, in
books, magazines, and newspapers. We live in a fast food
world today, and nobody wants to spend more time than they
have to on anything. People would rather pay for answers
now than spend time and effort trying to figure things out for
themselves. 

People have successfully sold information for centuries, but
before the Internet, there was always a cost in putting the
information into a format in which it could be sold. Not to
mention shipping costs and the time it took for the product
to be delivered to the customer. In this high-paced world, wait-
ing a week or two for your information to be delivered seems
like an eternity.

The Internet has taken the concept of packaging and deliv-
ering information to an entirely new level. It is no surprise that
information is a top seller on the Internet. Not only do peo-
ple crave information, they want it fast. 

The Internet tears down the barriers and offers solutions for
past obstacles:

• Information can be delivered immediately.
Electronic delivery has truly made the process auto-
mated. Once a payment has been accepted, the infor-
mation-based product can immediately be sent to the
customer.

• Information can be reproduced and delivered 
at no cost. 
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Long gone are the days when you had to stock your
product in your garage, package it, take it to the post
office, and pay for delivery. Each of these tasks are
now completed in a second’s time. In addition, you no
longer have to spend cash up front to produce your
product, nor do you have to lay out cash to re-stock
when supplies are dwindling.

MAKE INFORMATION WORK FOR YOU
An informational product is something you can create at
home using your computer. Choose something that you know
a great deal about and make yourself an expert at it. Read.
Research. Envelop yourself. Find that one thing you are
knowledgeable about and take it to the next level.

Review the formula in Chapter 4 to help you decide what the
subject of your information product will be.

Consider the following:

• Your product must provide value to the customer.
There is so much to choose from especially on the
Internet. Your product must be current and desirable
to your customer.

• It will take time to produce it. Again, information-
based products do not magically create themselves
overnight. You should be prepared to spend a lot of
time and energy in preparation.

I will never forget the time it took for me to create the
online marketing training course for NVD. It was a
60 lesson course delivered via email. Each of the 60
lessons was approximately 5 pages. If you do the
math, that’s about 300 pages of technical informa-
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tion! It was a painstaking, time-consuming process.

I remember getting down to the last 10 lessons. I
taped a piece of paper to the top of my computer
monitor with the numbers 50-60 listed, and each time
I would finish a lesson, I would cross off the lesson
number on my piece of paper.

I was so excited and so relieved when I finished, that I
kept the piece of paper on my monitor for the next
TWO YEARS as a reminder. 

Moral of the Story: You must prepare yourself for the
time commitment it will take to create your informa-
tion-based product. Keep your mind on the ultimate
goal… the day you can sell your product for a profit
to those who need it.

• You must maintain your product because informa-
tion changes as time goes on. Update your product
regularly and keep it current and on the cutting edge. 

This is truly the case with my online marketing train-
ing course. Concepts and ideas (especially Internet-
related) change so frequently. It is necessary for me to
keep on top of these changes and update the training
course accordingly.

PRESENTING YOUR INFORMATION
Information available via the Internet can come in many for-
mats. Once you decide on a subject for your information, you
must decide how you want to present it to your customers.

Here are a few options:
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Format #1: The Online Training Course

An online training course is a wonderful way to present your
information at specific time intervals.

You have a few options when deciding on the format of your
training course:

Delivery via Email: I have talked frequently in this chapter
about my online marketing training course. I offer my cus-
tomers the opportunity to receive the 60 lessons of the course
via email over a 90 day period. Once customers order, they
are automatically placed in a database that is programmed
to send the course at specific intervals during the 90 days. To
read more about this software, go to:

http://www.ZeroToSixFigures.com/automate

I send out the 60 lessons over 90 days so my customers have
time to absorb each lesson, and are not overwhelmed with too
much information at once.

In addition, the process is completely automated and does not
require my time to operate.

Availability at a Web Site: I also give my customers the oppor-
tunity to view each lesson of the course in an archived for-
mat at a web site. The web site requires a customer to enter
a username and password to gain access to the information.

This way, customers can take the course at their own pace if
they prefer. Also, if customers take the course via email and
they accidentally delete a lesson, they can refer back to the
archived version. 
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Tip: Password protection is generally provided for
free from the company that hosts your web site. You
can set the username and password required to
enter the site.

Format #2: The eBook

The eBook, or electronic book, is similar to a book that you
would find at any bookstore except that you don’t hold the
book in your hand. Instead, you read it on your monitor. You
flip the pages by clicking the mouse and scan the table of con-
tents by scrolling.

The benefit of an eBook vs. a regular book is that an eBook
enables you to give the reader more than just plain text and
pictures. An eBook can also contain audio and video, ani-
mated graphics, and has interactive capabilities. You can
include hyperlinks to other web sites, or hyperlinks to direct
your customers to specific sections of your eBook. Overall,
eBook presentation is professional and well organized.

Another benefit of an eBook is that it provides instant grat-
ification for your customer. 

When a customer comes to your site, reads your sales letter,
and is excited about your product, a main selling point is that
you can deliver the eBook as soon as the payment is accepted!
There isn’t a 3-5 day wait for delivery as in a traditional
online book-buying situation. The customer is immediately
satisfied.

Also, once you create your eBook, you will not incur any cost
for each additional eBook you sell. Aside from the initial min-
imal cost to purchase the eBook software, you have no ongo-
ing expenses related to the reproduction and distribution of
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your product!

If you were to create a traditional book on the other hand,
you would pay for each book that is printed as well as the cost
of shipping the book to each customer.

The eBook cuts through these challenges and offers you a cost-
effective and cutting-edge means of presenting your product.

For my eBook software recommendation, please visit:
http://www.ZeroToSixFigures.com/ebook

Format #3: The e-Zine 

E-zine is the term commonly used to describe a newsletter or
magazine that is available online. In most cases, e-zines are
delivered to subscribers via email. Some e-zines are made
available at web sites.

One way to present your informational product is by offer-
ing your customers the opportunity to pay a subscription fee
to receive your e-zine. It is similar to paying a subscription
fee for a traditional magazine.

To see an example of an e-zine-related informational prod-
uct, please visit http://www.CatsForever.com. 

CatsForever.com is a monthly e-zine geared towards cat own-
ers. It is a child-friendly, colorful e-zine delivered via email that
offers tips for caring for cats, heart-warming stories, educa-
tional information, and more. I put this site together to help
raise money for the rescue and care of homeless and aban-
doned cats.

If you choose to take this route, you can offer a daily, weekly,
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monthly, or quarterly e-zine in your area of expertise.

To give an example, let’s say that you are an actor and want
to provide a useful service for other actors. You choose to
offer a daily e-zine with a tip on acting, getting auditions, stage
presence, etc. Your tips are short and to the point, and are
extremely useful for other actors. 

Let’s say you choose to offer your “Tip of the Day” e-zine for
a yearly subscription fee of $20. And, you take one day a
week to write all of the tips for the upcoming week. 

Now let’s say you are able to acquire 5,000 subscribers in
your first year. For one day’s work per week and virtually
no expense, you will see revenues of $100,000! Not a bad
deal . . . 

For the email system you can use to send out your e-zine,
please visit: http://www.ZeroToSixFigures.com/automate

Tip: Be sure to check out Chapter 13. This chapter
discusses the benefits of offering a FREE newsletter
at your web site, but will give you an idea of what
an online newsletter should look like.

Format #4: The Audio Presentation

Audio has been a common way to present information for
years. Have you ever purchased a cassette tape or CD on a
subject of interest to you that you played in the car? Me
too. Information continues to be a top seller.

The Internet takes the concept of audio to another level.

Let’s say you are offering your informational product in a
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series of lectures. What if your customer could go to your web
site and be able to click a link to listen to the lectures on your
topic?

The Internet affords you this opportunity. An audio presen-
tation on the Internet is still a relatively fresh concept and not
overwhelmingly popular. Providing something different will
always give you that slight edge. To get your audio up on the
Internet, visit:

http://www.ZeroToSixFigures.com/audio

Tip: Audio as a Sales Tool

I recommend that you also use audio at your web
site as a sales tool. If you go to
http://www.TheHomeBusinessPeople.com, you will
notice that at the very top, I offer an audio introduc-
tion in my own voice.

I feel that this helps to establish a personal connec-
tion with my visitors. I become more of a real person
as opposed to just a name on a web site. Try it as a
sales tool at your own site!

Format #5: The Video Presentation

The continuous advances in technology are making it possi-
ble to present your information in more creative ways.

Another option is to present your information in video for-
mat at your web site.

Let’s say you offer a seminar on how to make the perfect quilt.
Traditionally, you can only offer your seminar to those that
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can travel to the location where you are presenting. Also, you
can only hold so many seminars in a day and only for a lim-
ited number of people.

Now, envision having your seminar available via video at your
web site! It no longer matters where your customers are
located. They could live across the globe and still access your
seminar. In addition, you can have an unlimited number of
people pay for access.

The number of people who watch your seminar is no longer
limited to how often you physically present it.

Your customers will still get the visual luxury of seeing you
and your quilting techniques. And, your customers will be
able to watch the video again and again at their leisure if they
need to.

I specifically take this approach at 
http://www.TheHomeBusiness People.com. I do hold live
training seminars every so often because I enjoy the interac-
tion with people aside from telephone and email, but there
is tremendous value for me to be able to offer online video
seminars on the home business process to people in all geo-
graphical areas. Not only is it economical, it doesn’t require
me to travel in order to give live presentations. Two of my
main home-based business goals are to have the luxury of free
time and an unlimited income potential. The online seminars
provide the opportunity for both.

Tip: Video as a Sales Tool 

You can also use the videos as a sales tool at your
web site. Even on the Internet, people tend to do
business with people they know and trust. Having a
video introduction at your site where you can intro-
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duce yourself and describe your product is an
invaluable sales strategy, and will certainly increase
your sales percentage. 

We are a visual society. Take advantage of it! Bring
personality to your site.

Format #6: The Informational Web Site

You can accumulate and present your information to a pay-
ing customer at a password protected web site.

If you have a lot of information to present, then a password
protected web site might be a good option for you. You can
create an entire web site with the relevant information you
are offering by including articles, reports, charts, photo-
graphs… You can also include information presented via
audio and video as well.

Tip: The content at a site like this doesn’t have to be
completely your own original work. You can find
other relevant articles or pieces of information from
other experts in your area. Most of them would be
more than happy to allow you to reprint their arti-
cles in exchange for a simple resource box which
lists their contact information and web site address. 

There is nothing wrong with having a link to another
web site. Your customers have already paid you,
and your site will only be enhanced with the addi-
tional information. 

View your competitors as your friends, not your
enemies. Take this concept to heart. You will benefit
greatly once you accept the fact that your competi-
tion can be your ally.
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As long as you provide useful information that is desired by
your target market, you can create a successful and profitable
business. Take advantage of the multi-billion dollar infor-
mation industry.

In summary, an information-based product will offer you:

• A low-cost product solution

• Automatic and immediate electronic delivery

• The opportunity to do the work once and sell it
over and over again

• An unlimited audience 

• An unlimited income potential

• A non-labor-intensive business that will free up
your time
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CHAPTER 7

PRICING

I cannot think of a better way to highlight the importance of
properly pricing your product than to once again share my
personal experience.

If you recall from Chapter 1, I offered the Gateway Web Site
as a product which helped distributors introduce themselves
and their products to prospects on the Internet. It provided
value and a user-friendly quality that was sorely missing
from the marketplace at that time. I was so anxious to start
selling my product that I didn’t do the market research nec-
essary to price it properly. 

As my business progressed, I became more knowledgeable
about my competitors, what they were offering, and at what
price.

Part of this new awareness came from my own customers who
frequently said, 

“How can you possibly afford to stay in business by charg-
ing such a low price for such a great product?”

When I looked around, I was shocked to find that my com-
petition was charging as much per month as I was charging
per year for a very similar product.

In addition, I provided better customer service and a much
more user-friendly product. It took me almost six months to
realize just how badly I was selling myself short.
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I can’t think of a better time to say, “I wish I knew then what
I know now!”

I spent more than six months selling my product at a much
lower price than my customers were willing and able to pay.
I needlessly kissed away substantial revenues.

After further researching the competition and polling my
current customers to determine what the market would bear,
I raised my prices in February, approximately seven months
after my initial launch, from $29.95 per year to $49.95 per
year.

The price increase from $29.95 to $49.95 also coincided
with the launch of my second product, the online marketing
training course.

It took me another five months to realize that my product
was still underpriced, especially in light of the quality of the
Gateway Web Site and the online marketing training course.

In August, just about one year after launching NVD, I raised
the price again from $49.95 per year to $79.95 per year. 

The price of $79.95 put my business in another league. I was
developing a reputation and was becoming a serious player
in the industry. My customers’ perception had changed and
the new price reflected that.

Each time I increased the price of my product, I experienced
an explosion in sales. If my price was going up, that must
mean that my product had value.

The day I raised my price from $29.95 to $49.95, I brought
in over $1,000 in a single 24-hour period. The day I raised
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my price from $49.95 to $79.95, I brought in over $6,000
in a single 24-hour period.

What lessons can you learn from my pricing mistakes?

• Do Your Research.
Take the time to research what the market will bear.
Look at your business as a long-term proposition, and
don’t rush in.

What do similar products sell for? What are your cus-
tomers willing to pay? What “special something” do
you offer that will encourage your customers to pay
more? 

• Poll Your Market.
Visit newsgroups, message boards and other places
where your market gathers for conversation. 

Send out a survey asking your potential market to
answer questions that will help you determine what
they will pay for and at what price. Many people are
willing to fill out a survey if you offer them a free
report or bonus for completing the survey. In addi-
tion, you will have the opportunity to email them
with the results of the survey and include a small plug
for your product. 

• Evaluate Your Competition.
The best place to start researching is with your com-
petition. Go to a search engine and find as many sites
as possible that target your market and offer some-
thing similar to your product.

Notice their prices, how they present their informa-
tion, and what incentives they give their customers to
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entice them to order.

• Perception is Everything
Do you know that I won’t go to a hairdresser who
charges less than $100? You can call me crazy, but it
is the truth. I’m sure that there are plenty of places
where I can get a perfectly fine, less expensive haircut,
but my decision is made. Perception is everything. I
perceive that if a hairdresser charges less than $100,
then there must be a reason for it.

My business was doing OK at the beginning, but it
never really took off until I raised my pricing. This
changed my market’s perception of my product. The
product was no longer ordinary and run-of-the-mill.
It had value and the new price showcased that.

Take note of the appearance of your product. How do
you want people to perceive it? What words will you
use to describe it?

If you feel that your product has value, then be sure
to sell it. Make sure that your customers know
exactly why they need to purchase this product from
you.

• Don’t Undervalue Your Product
Continuing with the theory that perception is every-
thing, if you’ve priced your product too low, people
will perceive it as being less valuable.

If your product is as great as you make it sound, and
your customer service is top-notch, than why is it so
cheap? 
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• Don’t Overvalue Your Product
Of course, there are two sides to every story. If you
price your product too high and out of your market’s
ability to pay, the effects are just as detrimental. 

• Your Profit
Obviously, you must take into consideration your
profit: the difference between your revenues and
costs.

Remember the mousetraps from Chapter 6? The
mousetraps that brought in revenues of $1,000,000
but cost $1,000,000 to produce?

Make sure that your product allows you to make
money after you consider your expenses.

• Be Unique
What separates you from your competition? Pinpoint
what makes you stand out and let your customers
know about it.
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CHAPTER 8

SETTING UP YOUR BUSINESS

Setting up your business involves more than making the deci-
sion to start selling your product or service online. This chap-
ter will address some of the choices you will be presented with
along the way.

The decisions that you make when you first start your busi-
ness can have a long-lasting impact on you, your business, and
your family. Take the time to think things through, and
where necessary, get professional help so you can properly
decide what steps are best for you.

Once you have made the decision to start your own business,
you will need to establish your business entity. I am referring
to the legal structure under which your business will operate
and pay taxes. 

Each type of business comes with different legal and tax
ramifications, so it is important that you understand what you
are doing before you get started. I am not an attorney or an
accountant, so I am not able to advise you on which type of
business structure would be best for you. What I can do is
introduce you to what your options are:

SOLE PROPRIETORSHIP
Many home-based businesses start off as sole proprietor-
ships. It is the simplest form your business can take, and to
form a sole proprietorship, you do not have to do anything
at all. The mere fact that you did not establish your business
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under any other structure will make your business a sole
proprietorship. You do not have to file any papers with the
IRS to start a sole proprietorship, but be sure to check with
your city hall about any requirements for registering a busi-
ness name.

A sole proprietorship can have only one owner, but that also
means that you have total control of your business. Every dol-
lar that your business earns goes to you, and you personally
pay taxes on all of your income. As a matter of fact, as far
as the IRS is concerned, there is no difference between you
and your company. 

The biggest drawback to a sole proprietorship is that you are
personally liable in the event of a lawsuit against your busi-
ness. That means that everything you have can be at risk if
someone sues you.

PARTNERSHIP
Partnerships can be used if you have two or more owners to
your business. You would draw up a partnership agreement
which would clearly spell out what each partner was bring-
ing to the business, and what share of the profits each part-
ner was entitled to.

All you need to start a partnership is a written agreement, and
just like a sole proprietorship, the profits are taxed as personal
income. You do not have total control over your business in
a partnership, and you are legally responsible for the actions
of your partner(s). 

Partners can help share expenses and can also bring special
skills to the business. In addition, there is the obvious bene-
fit of having more manpower.
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CORPORATION
A corporation is a legal entity established by state law. It is
a totally separate entity from you as the proprietor of the busi-
ness. Unlike other forms of business, a corporation has what
is described as a perpetual life because it is not dependent on
the individuals who start it. If you form a corporation, and
then you die, the corporation continues on.

A corporation is formed by filing “Articles of Incorporation”
with the Secretary of State. The owners of the corporation are
called stockholders. In most cases, the personal assets of the
stockholders cannot be directly used for corporation business
debts.

The IRS has different classifications for corporations such as
S corporations and C corporations. If you choose to incor-
porate, you should definitely consult with an accountant to
decide which type of corporation is the best for you.

You have shielded some of your personal liability as a stock-
holder of a corporation, but there are also drawbacks to this
route. It will cost you more to start a corporation, and you
are required to fill out a great deal of paperwork. Depending
on what type of corporation you start, you may also face dou-
ble taxation. 

LIMITED LIABILITY COMPANY (LLC)
Limited liability companies combine the personal liability
protection of a corporation with the tax benefits and sim-
plicity of a partnership. In addition, they require less paper-
work than corporations. 

LLC’s are treated like partnerships for tax purposes. You
must have more than one person to start an LLC so this is not
even a consideration if you are going it alone. The cost to start
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an LLC is less expensive than a corporation, but unlike a cor-
poration, an LLC dissolves upon the death of one of the
owners which can create problems for your heirs.

Let Me Just Get Started…
I’ll Figure Things Out As I Go Along

Although you can change your business structure later on, it
is a good idea to set it up right in the first place to avoid prob-
lems in the future. I had always intended to form a corpora-
tion, but when I first started NVD, I did so as a sole propri-
etor. At the time, I thought I could start that way, and then
just switch to a corporation when my business became suc-
cessful. I operated as a sole proprietorship for the first 9
months, and then I formed a corporation. 

It was right after I formed my new corporation that I learned
my merchant account, which I used to process all of the
credit card transactions at my web site, could not be trans-
ferred from one company to another. Even though I was still
the owner, and all that happened was that my company
name changed from New View Design to New View Design
Inc., they would not let me keep my existing merchant
account because my corporation had a new tax ID number. 

Setting up a new merchant account forced me to incur addi-
tional expenses, and it required me to create a new set of order
forms for all of the products at my web site. In addition, I had
a large number of customers with recurring monthly charges
that were all set up to be charged in my old merchant account.
I had to re-enter all of their product and billing information into
the new merchant account so I could continue to collect their
money. None of these problems were insurmountable, but it
was all a big hassle that was time consuming and avoidable.

For me, this was a lesson learned the hard way. You can
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consider this story a lesson learned. Take advantage of it, do
your research, and think ahead before you make a decision.

OPENING A BANK ACCOUNT
You will need a business bank account in order to apply for
a merchant account that will enable you to accept credit
cards at your web site. As soon as you have established the
legal structure of your business entity, you will be ready to
open your business bank account. Contact your bank to see
what information they require from you.

SETTING UP YOUR OFFICE
The next step is setting up your office. Even if you are work-
ing out of your home, take your business seriously, and set
yourself up with an office. You can even take advantage of
certain tax benefits if you operate a home-based business. You
will be able to deduct a percentage of your mortgage or rent,
as well as a percentage of your household expenses as busi-
ness expenses. Check with an accountant to make sure that
you receive all of the benefits available to you. 

Obviously, you will need to have a computer with Internet
access, preferably cable or DSL. You are operating an Internet
business, and you will be infinitely more efficient with high
speed Internet access. It is also a good idea to have an addi-
tional phone line installed for business use.

BOOKKEEPING
Once you start your business, it is vital that you keep accurate
financial records. If you ever plan to apply for a loan or even
if you hope to get credit from companies you do business
with, you will need accurate financial information. It becomes
even more important when it is time to file your tax returns. 
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I highly recommend that you get yourself a bookkeeper.
Once you fall behind, it is very difficult to get caught up. Keep
your books in order right from the start and you will always
be one step ahead of the game.
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CHAPTER 9

YOUR IDENTITY

Creating your business identity is a vital step in the process
of getting your home business up and running. Remember,
perception is everything. Your image defines you. 

• What do you want to portray? 

• What things are important to you? 

• What do you want your company’s 
reputation to be?

I enjoy establishing an identity for a new business perhaps
more than any other step in the process (except, of course,
watching the virtual cash register ring). It is an exhilarating
and gratifying process that will unite many important pieces
of the home business start-up puzzle. 

When you complete the steps outlined in this chapter, your
business will take that important leap from being just an
idea to being a reality. You will have something concrete in
place. Have fun with this chapter!

THE ENVIRONMENT
When people hear about your company or when people
arrive at your web site, what is it that you want them to sense?
What “feeling” do you want them to have? 

People move fast on the Internet, jumping from one site to
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another. Your goal is to make your visitors want to stay and
look around at your web site.

Before you work on creating the proper environment, you
need to define your audience:

What market are you targeting?

individuals
businesses
children
teenagers
students
adults
sports enthusiasts
women
men
animal lovers
artists
wine lovers

When you determine your audience, you need to create an
environment where that particular group of people will feel
at home:

How do you want to present yourself 
and your product?

professional
fun
serious
light
educational
inspirational
creative
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Language also plays an important role in creating the right
environment for your business. If you look at the web site for
my consulting business, The Home  Business People, Inc., you
will notice that we offer this book, Zero To Six Figures,
which details the home-business start-up process, the Zero To
Six Figures Marketing Resource which contains 300 pages of
information relating to marketing techniques, as well as Web
Site Development. 

The language at this site is simple and straightforward. We
talk to you, not at you.

Far too often I go to web sites that throw out terms that even
a knowledgeable Internet person couldn’t understand. For
example, here are some of my favorite phrases used by web
design companies who target individuals or small businesses:

“rapid deployment system for web sites?”
“pre-built modules?”
“automated customer-wide software updates?”
“web site solutions?”
“e-Business solutions?”
“integration?”

I’m a home business consultant and an Internet specialist
and statements like that leave me saying, “huh?” My visitors
certainly wouldn’t be comfortable hearing those things and
would most likely leave my site in a heartbeat.

I want my visitors to know exactly what they are getting and
exactly what we will do for them in simple terms. My goal
is to provide all of the information you will need to start an
Internet business in a “hands-on” user-friendly way.

Instead of dictating the steps of starting a home-based busi-
ness like a text book, I take a more personal approach. I’ve
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been through it, and I want to share my personal experiences. 

Also, my business was not one of those Internet start-ups that 
you read about in the paper that received millions of dollars 
in funding to get off the ground. I am a normal “real” per-
son who made it happen, and I can show you how to make 
it happen as well. This is the theme I want to convey at my 
web site.

Look at the language at Sports 2 School for another example. 
You’ll find that the text speaks directly to the high school 
athlete who is applying to college and wants to play sports. 
This site uses language that the student will understand 
and can identify with. 

It is always your goal to use language that highlights things 
that will hit home with your audience, and will make them 
say “Yes, I NEED this product.” 

Your environment is defined not only by the language you use, 
but also by your company name, your logo and slogan, and 
the colors you choose. All of these elements fit together to cre-
ate your identity, and the end result is an environment where 
your customer will feel at home.

YOUR COMPANY NAME
One of the most important aspects of your identity is your 
company name. Your company name should be descriptive 
and should pinpoint what your business does as much as pos-
sible.

I always try to think of it in terms of a radio commercial. 
Imagine this scenario:
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You’re driving in your car and you hear an advertisement
on the radio. The DJ says the company name. 

Is it a name that you will remember? Is it a name that is
catchy? Does it have meaning?

My husband, Doug, and I thought long and hard about the
name for our newest corporation. We agonized over what
would best describe the new direction of our business: home-
business consulting, web site help, Zero to Six Figures, home-
business and Internet training…

What did we decide upon?

The Home Business People, Inc.

Every time I say our company name, I smile. Who are we?
Why, we are The Home Business People, of course!

When I say our company name to someone, they immediately
have a pretty good idea of what we do.

Take your time when deciding on your company name. With
a solid memorable company name, any advertising that you
do will be that much more effective. You need to make your
name stand out from the other advertisements we are all
bombarded with each day.

YOUR DOMAIN NAME
Your domain name is your web site address. For example,
your domain name would be: 

www.YourDomainName.com 

Here are a few tips on choosing an effective domain name:
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1.Your domain name should be easy for someone to
remember. 
Go back to the example of listening to your radio
commercial.

2.Avoid mixing numbers and letters. 
You do not want to have something like,
“www.itsez4u2do.net” A domain name that mixes
numbers and letters can be very confusing.

3.Your domain name should be a “.com” 
.com” (as opposed to .net, .biz, etc.) is standard in the
industry and what people understand. You always
want to make it as simple as possible for your cus-
tomer to remember your domain name and to find
you on the Internet.

4.Your domain name should be easy to spell. 
You don’t want to leave room for a customer to make
a spelling mistake when recalling your domain name.
I am a child of the computer generation and the “spell
check” feature of my word processor has always been
my answer to proof-reading. Keep the terrible spellers
of the world in mind when you are choosing your
domain name. Keep the words that make up your
domain name simple, easy to understand, and easy to
spell. 

5.I would recommend that your company name and
domain name be the same. 
This is not a necessity, but it is a good idea. When I
started NVD, my company name and domain name
were different. This posed a problem for some of my
customers. People would order at my site, and when
they got their credit card statements, they didn’t rec-
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ognize my company name. On a few occasions, I had
customers contact their credit card companies saying
that they did not authorize the charges. These situa-
tions were resolved after I contacted my customers
and let them know who I was. However, I was still
charged a fee by my credit card processing company,
and I wasted a lot of time in the process. 

Also, if people remember your company name, you
want them to be able to type it into their browser and
have your web site show up. 

YOUR LOGO
Your logo is essential. It defines you. Your logo, like your
domain name, should be something that stands out and
something that people will remember. Your logo does not need
to be intricate. Some of the most highly effective logos are
extremely simple. 

McDonald’s Golden Arches 
The Nike swoosh
Subway (sandwich shop) 

When driving down the highway, I can spot the Subway logo
from miles away! 

Creating a logo through a graphic design company can get
quite expensive if you do not have the graphic skills required
to create your logo yourself. When I began creating a logo for
TheHomeBusinessPeople.com, I called a few companies on
the phone who specialized in logo creation and graphic
design. I was quoted three prices by three different local
companies ranging from $3,000-$6,000. I’m a big believer in
the “low-cost” solution. It didn’t even cost me that much to
begin and operate NVD for a whole year!
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Being an Internet pro, I should have considered searching the
Internet a bit sooner. I have learned graphic design to a
degree over the last few years and can get around the graph-
ics programs based on my ‘do-it-myself” mantra. But this
time, I wanted to treat myself to something professionally
designed.

If you are not graphically skilled and have no way to create
a logo on your own, there is a low-cost solution. 

The company I recommend charges $199 and they will re-
work your logo until you are satisfied. They will also provide
you with the different formats you will need to have business
cards printed. This company makes it very easy for a “non-
techie” to have a great logo. You can check them out at
http://www.ZeroToSixFigures.com/logo

This company created our logo at The Home Business People,
Inc.:

The one thing not identified in our company name is our focus
on using the Internet. Our logo depicts two people working
on a computer in their home to satisfy the computer-related
element of our business.

I’m really pleased with the logo. Quite a deal for $199! 

My original business logo for NVD was simply the web site
name in a certain font and color. I didn’t have a penny extra
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to spend on things such as a logo. Things are a bit different
now. It depends on what your budget allows.

YOUR SLOGAN
Your slogan is generally a short, attention-grabbing phrase
that helps to further define your business. A good slogan
should be memorable and catchy. Your slogan is a way for
you to expand your brand recognition. 

For example, at TheHomeBusinessPeople.com, our slogan is,
“Helping you work from home.” This further defines the type
of things our business offers.

YOUR COLOR SCHEME
People react both emotionally and even physically to color.
Color is more than just red or blue; it is a way to communi-
cate without speaking. Different colors represent different
things, evoke different reactions, and make you feel a certain
way. Red has been shown to elevate blood pressure. Green
has long been associated with the outdoors, health, and well-
being.

Color also goes a long way towards creating brand recogni-
tion for your product. When you walk through a store, you
know that Kodak film is packaged in a yellow box and that
Fuji film is in a green box.

When deciding on your color scheme, it is very important to
determine what type of environment you are creating and
what would appeal to your customer.

When creating TheHomeBusinessPeople.com web site, we
thought very hard about what type of environment we were
trying to create and what feelings we were trying to evoke.
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We chose to go with a bright, multi-colored site. I just love 
to look at this site; I can’t get enough of it. The bright col-
ors make me feel good. They are eye-pleasing, welcoming, and 
fun, yet professional. The site is bright with new possibilities 
which is precisely the feeling that I want my customers to have 
when they are deciding to start a new home-based business 
venture. 

We chose to use the colors of the American flag with the 
Sports 2 School web site. The red, white, and blue color 
scheme evokes patriotism, excitement, valour, pride… all 
attributes a student-athlete strives to embody.

Tip: Whatever you decide in terms of color for your
site, I would strongly recommend using simple
black text on a white background. 

Your entire background does not need to be white,
just the areas where your text will reside. Your goal
is to create a site that is attractive, yet functional.
You want to be sure to get your message across to
your customer in a simple, clear way. Avoid having
a colored background that may make your text diffi-
cult to read.

BUSINESS CARDS, LETTERHEAD, BROCHURES
Just because your business is a home-based business, that
doesn’t mean that your materials should be anything less
than professional. 

Business Cards are a “must” for all businesses. You never
know who you will meet that might be interested in your busi-
ness in some way. I recommend that you carry business cards
with you at all times.
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Materials such as letterhead and brochures depend on how 
much of your marketing will be offline.

NVD was 100% online. All of the information, marketing, 
and product delivery was done on the Internet, so I didn’t have 
a need for brochures.

TheHomeBusinessPeople.com and Sports 2 School are more 
mainstream, and I am doing advertising both online and 
offline. Because of this, I am fully equipped with promo-
tional material. Again, it all depends on what your budget 
allows.
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CHAPTER 10

AUTOMATION

Automation is the one word that truly captures the essence
of a smoothly run Internet business. It is what allows you to
be on vacation while customers can shop at your store, have
their questions answered, pay for products, get a receipt,
receive a thank you letter, and get delivery of the products they
purchased. 

In addition, the money spent at your store gets deposited into
your bank account, contact information is entered into your
database so that you can market to those customers over and
over again, and you can keep track of all of this information
from anywhere in the world as long as you have Internet
access. 

If you don’t have Internet access where you are, then you can
catch up on everything when you get back from your vaca-
tion, because if your business is fully automated, it can run
without you. 

HELP! MY CASH REGISTER WON’T STOP RINGING
Not only is automation a key to your success, but if your busi-
ness is even moderately successful, then automation can be
the key to your sanity. I think the best way to describe this
is by sharing my experience on the last day of August at the
end of my first year in business. 

It was Labor Day weekend and I threw a party which lasted
into the night and most of the next day as well. In that 24
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hour period, more than 120 people came to my site and
ordered a Gateway Web Site for $49.95. 

Pretty exciting, don’t you think? Well, I specifically remem-
ber being one of the most overwhelmed people on the planet
that day. My business had taken in over $6,000 in sales in a
single 24-hour period, but it was not properly automated and
simply could not handle the job. 

I had created a monster and was now paying the price.

When customers came to my site that day, they were able to
read my sales letter, evaluate my product, and order with their
credit cards. The money was then deposited into my check-
ing account with no effort on my part. Unfortunately, that is
where my automated system ended.

After someone ordered, I had to manually enter the contact
information into my database in order to send an email let-
ting the customer know how to take advantage of the just pur-
chased product. If I didn’t do that within a matter of minutes,
I would also have to answer all of the “Hey, I just paid you,
now what??” emails that my new customers would be send-
ing me.

There were never enough hours in the day to get everything
done… especially that day. It was impossible for me to keep
up with the workload. I couldn’t even think about enjoying
my party because I knew my customers were ordering in
bunches, and my system was not set up to properly take
care of them.

That particular day made me realize just how important it was
to become FULLY automated. If I was going to be able to
enjoy my life, I had to improve my system. 
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Here’s what should have happened that Labor Day:

1.My customers go to my site and decide to order my
product based on the information presented to them.

2.The customers order online with their credit cards
(or choose to pay by check via the regular mail).

3.The orders are processed and the money is
deposited into my account.

4.The customers are automatically sent receipts for
their orders.

5.All customer contact information is automatically
entered into my customer database.

6.The customers automatically receive a “welcome
letter” which actually contains the product if digital
delivery is possible, or a welcome letter detailing how
to access the product they just purchased. (If your
product requires shipping, the customers should
receive an email confirming their order and a note
that the product will be shipped to them within a cer-
tain number of days).

7.If an affiliate refers a customer, then the affiliate is
given credit for the sale by my affiliate tracking soft-
ware. The affiliate is sent an email notification that he
or she earned a commission.

8.The orders are delivered to the customers if not
already accomplished via electronic delivery.

This entire process should be completely hands-off. You
should be able to be sleeping or away on vacation and have
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your business run smoothly.

To accomplish this goal, you will need to be equipped with
the following:

• A Web Site That Sells: A web site with an effective
presentation and strong sales copy is vital to your
automation. Give your customers enough information
to make the decision to buy without having to call
you or send you questions by email. 

• FAQ Section: A “Frequently Asked Questions” sec-
tion acts as your web site’s salesperson. Use it to ask
and answer any questions a customer might have.

• Web Hosting: Web Hosting is what makes your
web site accessible on the Internet. Reliable web host-
ing is crucial to your livelihood.

• Merchant Account: Accepting credit cards at your
site is a must, and a merchant account will allow you
to do just that. 

• A User-Friendly Ordering Process: Once visitors
make the decision to buy something at your web site,
you want to make it as easy as possible for them to
actually give you their money. Be clear and direct.
Give your customers an easy-to-read road map that
serves as a guide for your ordering process from start
to finish. 

• Database System: To operate an online business
efficiently, you need to have a user-friendly database
system. A database is where you keep track of all of
your customers, their contact information, what they
purchased, and when they purchased it. In addition,
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your database will keep track of your newsletter sub-
scribers and your affiliates.

• Autoresponders: Autoresponders help you automate
communication at your web site. Autoresponders 
provide information to your visitors and customers
whenever they want it, and without your involvement. 

• Affiliate Program: Affiliates are individuals, web
sites, or companies who promote your product or
service and receive a commission for any sales that
they generate. Affiliate program software registers
new affiliates, issues affiliate tracking codes, tracks all
of the sales at your web site, and gives credit to the
appropriate affiliates for any referrals. Affiliate pro-
gram software also generates sales reports and can
even be programmed to print monthly affiliate checks
for you. 

• Order Fulfillment: After someone orders at your
web site, you must fulfill the order by delivering the
product. Depending on the nature of your product,
order fulfillment can be handled electronically, via
shipping, or through a fulfillment service.

Each piece listed above plays a vital role in putting together
your automation puzzle. 

When I first got started, I knew what all of the pieces were
and what each of them did, but I wasn’t clear on how they
all worked together. I did my research and learned which com-
ponents were necessary, and I set them up one at a time. I
thought that I had a fully automated system in place. 

What I did not know was that certain elements of my system
could not be integrated with each other. In actuality, I did not
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achieve total automation, and I became overwhelmed by my
success down the road. 

Below are two examples of how my system was not properly
integrated:

Example 1 - After my customers placed an order, I
had to manually enter them into my database in order
to send them a welcome letter. My merchant account
and database program could not be integrated to
work with one another to make this happen automat-
ically. 

Example 2 – My affiliate tracking program did not
communicate with my merchant account so I was
unable to credit my affiliates for sales they generated.
I had to hire a programmer to solve this problem, and
it turned out to be a very expensive lesson.

Decisions you make when you first get started will have a last-
ing effect on the operation of your business. Unfortunately,
at this early stage in your business, you are armed with the
least amount of information about how everything works.
Automation is a confusing process, but this chapter will
show you how your system can work together.

THE ALL-IN-ONE SYSTEM
Ideally, you need a single system that fully integrates all of the
pieces of the puzzle in one place. You want a single online con-
trol panel where you can access, maintain, and modify all of
the information about every aspect of your business. When
you have that, you can feel the freedom of having your busi-
ness operating on autopilot. You can then spend the major-
ity of your time marketing your business instead of dealing
with unnecessary administrative tasks. 
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Automation is like the difference between flying
non-stop from New York to Los Angeles, and making
the same trip with three change-of-plane layovers. 

When you fly non-stop, you can relax the whole
way and enjoy the trip.

On the other hand, you can never relax with three
change-of-plane layovers. You have to worry about
making your connections. You have to run through
airports to get to the next departure gate. You are
taking off and landing all day, and it takes three
times as long to get where you are going. When you
finally get there, you’re exhausted.

How do you want your business to run?

WEB HOSTING
Perhaps the most important vendor you will find is your
web hosting company. If your web site is not up on the
Internet and functioning properly, you are out of business. 

Imagine that you have a greeting card store, and periodically
throughout the day the doors suddenly lock, the lights go off,
and your customers all disappear. In addition to that recur-
ring nightmare, you have no way to notify your customers
that this is just a temporary problem, and the doors will
open again shortly. This is exactly what happens if your web
site goes down, and I can tell you from firsthand experience
that it is a horrible feeling.

I cannot stress enough how important web site hosting is to
the life of your business. There are so many companies out
there offering extremely inexpensive hosting options, and I
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can almost guarantee you that their cost is directly related to
the level of service they provide. 

When I chose my first web hosting company for NVD, I
looked at prices. I took the label of “newbie” to an entirely
new level and found a particular hosting company through
a search engine that looked great. The company’s web site was
professional, and the cost was less than $10 per month.
What a great deal! So, I confidently put the life of my busi-
ness in their hands, and began hosting my web site with
them. As time would tell, this was a big mistake…

During my first months in business, I worked out a deal
with one of the biggest online newsletters in my industry. They
agreed to run an ad for me in their weekly newsletter which
was going out to over 40,000 subscribers. The exposure was
going to be fantastic, and I was going to hit the ground run-
ning.

This was a one-shot-deal, and I was thrilled to get it. I waited
patiently for the big day to arrive, and when I finally saw the
newsletter arrive in my inbox, I could hardly breathe. I was
sure that in the next few hours, thousands of people were
going to click the link to my site. 

I opened the newsletter, scrolled down to my ad and saw the
link to NVD. My heart was racing. Today was going to be
the day that it all really started for me. I clicked the link as I
knew so many people were about to do, and nothing hap-
pened. After about 30 seconds, a message popped up in my
browser that said “Page Cannot Be Found.”

How could this be? I was just at the web site five minutes ear-
lier, and everything was working fine. I scrambled to find the
phone number for technical support, and with my voice
trembling, I demanded an explanation of what was wrong.
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They told me they were having “problems” at the moment,
and that my site should be up and running again “soon.”

It was after about 20 irate phone calls and over 48 hours
before my site came back online, and by then, any hope I had
for exposure had long since past. My first big break was a big
bust, and it was all because I was looking for the best price
for web hosting. 

But, all was not lost. I contacted the company that ran my ad
in their newsletter, and I told them my sad story. They agreed
to run my ad one more time in the next edition. It appeared
that I was getting a second chance. When the big day came,
I was a nervous wreck. I checked my web site every few min-
utes to make sure that it was up. 

When the newsletter was finally delivered to my inbox, I
was exhausted from all of the worrying I had done. Just like
the last time, I scrolled down to my ad and saw the link to
NVD. I clicked the link as I had done the previous week, and
right before my eyes I saw, “Page Cannot Be Found.” 

I was hysterical when I called technical support, but there was
nobody to talk to. It was Saturday morning, and the answer-
ing machine informed me that they are closed on weekends.
Well, I was not going to wait until Monday to get this
resolved. I knew the name of the head of technical support
as well as the city where the company was located. I picked
up my phone and called directory assistance in search of his
home phone number. 

To my surprise the operator said, “Hold for your number.”
It was 7:00 AM on a Saturday when a sleepy voice answered
the phone and got the shock of his life! He was still half-asleep
when he finally asked who I was. Needless to say, I put the
whole experience behind me and moved forward with a new
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hosting company.

I learned a great lesson from that experience. Just remember
that when you are looking for web hosting, half price is not
always the best price! Find a reliable web hosting company
and pay a little more for the privilege. You won’t be sorry in
the long run. 

My recommendation for a reliable company can be found at:
http://www.ZeroToSixFigures.com/webhosting. I have been
using this hosting service for over four years, and they are
nothing short of fantastic.

AND NOW FOR THE 
TECHNICAL SIDE OF AUTOMATION

The remaining pieces of the automation puzzle are technical
in nature, and unless you have special programming skills, you
are going to have to deal with outside vendors who will pro-
vide services such as merchant accounts, shopping cart sys-
tems, autoresponders, database management, order fulfill-
ment, and affiliate tracking programs. 

As a general rule, you want to be sure to choose reliable, effi-
cient companies before diving in. How long has a company
been in business? How many customers do they have? What
kind of technical support do they offer? What are the opin-
ions of others who use their services?

Most importantly, you should map out your entire automa-
tion process before you begin so you can avoid ending up
halfway down the road only to find yourself at a dead end.

There are thousands of companies that provide each of the
individual services you’ll need, and a large number of com-
panies that provide multiple services. However, I feel that the
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only way to go is to have one company which integrates all
of these features into one smooth running machine for you.

I eventually became sick and tired of my constant battle with
automation. After banging my head against the wall for
nearly two years, I found a company that does it all. This com-
pany provides an all-in-one system that meets all of my busi-
ness automation needs in a user-friendly way. They handle my
newsletter, merchant account, shopping cart, database, autore-
sponders, product delivery, and affiliate program. In other
words, they set me free! 

You can access the all-in-one system that I recommend at
http://www.ZeroToSixFigures.com/automate

Throughout the remainder of this chapter, I will describe the
individual components of the all-in-one automation system
I recommend, and how they all work together to provide you
with a smooth-running automated business.

ACCEPTING CREDIT CARDS ONLINE
Accepting credit cards is an absolute necessity for an Internet
business. Over 95% of the income my online businesses gen-
erate comes in the form of credit card payments.

A merchant account allows you to accept credit cards as a
form of payment at your web site. Through your merchant
account, you are able to process credit card transactions
online and have the money deposited directly into your com-
pany’s bank account within 48-72 hours. For that privilege,
you pay a small fee for every transaction that takes place at
your site as well as a percentage of the total of each trans-
action. 
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Applying for your own merchant account is very easy, and
almost anyone can qualify. Even people with a bankruptcy
on their record can possibly get a merchant account online.
You apply for your merchant account through a broker. The
broker takes your application, and places you with a credit
card processing company. This processing company vali-
dates the credit card and billing information provided to
you by your customers, authorizes the transactions, and then
deposits the money into your company’s bank account.

There are a number of different fees involved in setting up and
operating a merchant account at your web site. The dollar
amount of these fees varies greatly depending on what bro-
ker you use and what credit card processor you end up with.
The following is a general list of fees you can expect to pay
to set up and operate your merchant account using the all-
in-one system I recommend:

Set Up Fee - One time set-up fee for credit card pro-
cessing - $125.00 

Monthly Statement Fee: $10.00 per month. This fee
is for the physical statement that you are sent each
month. This statement itemizes all of the transac-
tions that took place on your merchant account dur-
ing the previous month. It also lists the fees you
were charged. 

Monthly Gateway Fee: $5.00-$10.00 per month. The
payment Gateway is your connection to the credit
card network which enables you to get an authori-
zation for your customers’ credit card transactions
from their banks. 
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Processing Fees: 

Transaction Fees – You are charged $0.25 for every
transaction that takes place regardless of the
amount of the transaction.

Discount Rate – You pay approximately 2.5% of
every transaction that takes place. The percentages
vary depending on what credit card is being used.

As you can see, after you have paid your initial set up fees,
the costs you incur on a monthly basis are directly related to
the amount of money your web site is generating. The more
money you make, the higher your fees will be.

SHOPPING CART SOFTWARE
Shopping cart software makes it easy for you to offer multi-
ple products for your customers to choose from. Your cus-
tomers travel through your site much like they would travel
through a grocery store. They can place desired items in
their shopping cart, and then continue looking through your
web site. When they are ready to check out, the system will
add up the total for all of the products in the shopping cart
and provide an online form where the customers can enter
their credit card billing information.

The shopping cart has amazing features that offer tremendous
flexibility in your marketing. You are able to create an unlim-
ited number of different products, and you can set the prices
for each product in your online control panel. The shopping
cart will track your inventory so that if you have a limited
number of a certain product, it will not sell more of that prod-
uct than you have in stock.
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THE “UPSELL”
Another great feature of the shopping cart is the “upsell.” An
upsell is when you offer a second related product to a cus-
tomer after they decide to buy the first item. I’m sure you’ve
experienced upsells many, many times before. Have you ever
been at a fast food restaurant and just after you place your
order, you are asked if you want to “Supersize” it for just 30
more cents? Have you ever ordered a medium-sized soda at
the movie theater only to have the person behind the counter
say, “Do you want to get a large soda for only 25 cents
more?” Sure, why not! 

You can take advantage of the upsell in a few different ways:

Option 1: After your customers make the decision to
add a product to their shopping cart, you can control
the next product they will see once they choose to
continue. This is a powerful strategy. Depending on
which product your customers add to their shopping
cart, you can redirect them to another, similar prod-
uct, and perhaps increase the amount of each order. 

Option 2: Your customers decide to finalize their
orders and proceed to the checkout. Right before they
are asked to submit their information, you offer them
a related product.

For example, when NVD customers went to purchase
a Gateway Web Site, they were brought to an order
form where they could purchase the site for $79.95.
Just before they finalized their orders, I gave them the
option of adding one year of web statistics to their
Gateway Web Site for an additional $30. 

Here’s a case where the customers have already made
the decision to buy and have their credit cards in their
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hands. I’m offering them a valuable product at a dis-
counted price that works with the product that they
are already purchasing. While in the act of making a
purchase, many customers will buy an additional
product that they would not have bought separately. 

This technique accounted for substantial revenues
that I would not have obtained otherwise. Look at
your own product line and determine what kind of
product you could offer as a complement. 

SECURITY
Security is a growing concern for Internet shoppers.
Customers want to be sure that the billing information they
provide when they order does not fall into the wrong hands.
One of the benefits of the all-in-one system is that it provides
a safe and secure way to process credit card transactions
online. Important data such as credit card numbers is
encrypted and kept secure so that no one can intercept the
information. Every step of the way, this all-in-one system
makes things easy for you and secure for your customers.

AUTORESPONDERS
One of the best advantages of operating your business on the
Internet is that you can automate many of your routine tasks.
Autoresponders are the tool you use to automate communi-
cation with your contacts. Autoresponders provide you with
a way to send people information by email without having
to manually type and send it every time someone requests it. 

By using autoresponders, you can send one or multiple pre-
written emails to your contacts at the time intervals you
desire. These emails can be used to provide information to
your visitors and customers instantly and without your
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involvement. 

Here’s an example of how an autoresponder works:

Let’s say that you have a web site that sells the world’s best
catnip. You discover that many of your web site visitors
want to know what catnip actually is, and why it makes
your cat go crazy. In response, you craft a wonderful article
which answers this question. In addition to having this arti-
cle posted at your site, you make it available to your visitors
via an autoresponder.

Interested visitors can send emails to your autoresponder
(catnip@yourwebsite.com for example), and the article is
automatically emailed to them!

A visitor can also trigger an autoresponder by filling out a web
form at your site:

This web form can trigger the autoresponder, and the article
will appear in the visitor’s email inbox in a flash. The autore-
sponder makes this information instantly accessible to your
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visitors when they request it.

The all-in-one system gives you access to an unlimited num-
ber of autoresponders which you can use in all facets of your
business. The following examples show different ways that
I use autoresponders to keep my businesses running smoothly:

• Autoresponders send welcome letters
and confirm subscriptions:
When you first arrive at Sports 2 School, a pop-up box opens 
up and offers a free monthly newsletter detailing how high 
school athletes can get noticed by college coaches and 
recruiters. Visitors enter their names and email addresses 
into the web form and click “submit.” That’s when the 
autoresponder takes over. At that moment, visitors are entered 
into the database and are subscribed to the newsletter. Visitors 
are immediately sent the Welcome Edition which confirms 
their subscription and contains a great article on what col-
lege coaches look for in high school athletes.

• Autoresponders confirm that a student
has successfully applied for our scholarship:
At Sports 2 School, we also offer a college scholarship. To 
apply, high school athletes go to our site and fill out the 
online application. When they submit the application, they 
are entered into our database and are subscribed to the schol-
arship autoresponder. This autoresponder automatically 
sends them a letter confirming that their applications have 
been received. And of course, we take the opportunity to 
include sales material for the products we offer in the autore-
sponder letter.

• Autoresponders send our 6-lesson free training
course to subscribers over a 2-week period:
At TheHomeBusinessPeople.com, we offer a free training
course to introduce people to the home-business start-up
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process as well as to assist with Internet marketing. This six-
lesson course is delivered by our autoresponder which sends
each subscriber one lesson by email every other day over a
two-week period. 

Initially, all I did was write the lessons, enter them into the
autoresponder, and choose the time intervals between the
lessons. At that point, my job was over. Now the autore-
sponder takes care of everything from the moment someone
signs up for the free course until they complete it after two
weeks.

• Autoresponders assist with customer support:
I have a feedback form at each of my web sites where cus-
tomers can ask questions and seek technical support. When
my customers fill out a feedback form, the autoresponder
sends them a response confirming that their requests have
been received, and lets them know that someone will get
back to them within 48 hours. The autoresponder message
also directs them to the Frequently Asked Questions (FAQ)
section of the web site.

• Autoresponders help us train our affiliates at both
Sports 2 School and TheHomeBusinessPeople.com: 
Individuals can join our affiliate program by filling out a web 
form at our web site. They are immediately entered into our 
database as affiliates, and an autoresponder sends them an 
initial Welcome Letter. The autoresponder continues to send 
them a series of tips on how to best take advantage of our 
affiliate program by promoting our products in the most 
effective way.

• Autoresponders confirm orders:
I have a separate Welcome Letter for every product that I sell.
As soon as orders are placed at my site, the customers are
entered into the database and the autoresponder relating to
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the specific product ordered sends the customers a welcome
letter. This letter confirms the order, welcomes them as new
customers, and tells them any pertinent information they
need to know about the product they just purchased.

• Autoresponders notify customers that it is time for 
them to re-order:
For example, an autoresponder can send follow-up messages
to people who have bought vitamins 30, 60 and 90 days after
the sale to remind them to come back to your site to buy more. 

DATABASE SYSTEM
Your database is the heart and soul of your business. It is
where you store all of the vital information that makes your
business run. It is like a big filing cabinet, but instead of
having it sit in your office, you access it on your computer.
The database capabilities in the all-in-one system are beyond
compare, and you don’t need to know anything about pro-
gramming to use the database effectively. 

A database system is used for so much more than just record
keeping. You can keep track of everyone who has ever inter-
acted with you in any way and have all of the information
in one place. For example, you can access information about:

• Customers
• Autoresponders
• Autoresponder subscribers
• Free newsletter subscribers
• Affiliates
• Affiliate statistics & commissions
• Products

And the list goes on…
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The information in the database is divided up into a series of
different fields. Fields can include Name, Email Address,
Mailing Address, Product Ordered, etc. The fact that all of
this information is stored in a single database system is what
makes a business run efficiently. 

If I need information about a particular customer, I can pull
up the customer’s name, and everything about that customer
is right in front of me. I can see the customer’s contact infor-
mation, what autoresponders the customer is subscribed to,
what products the customer has purchased, as well as the cus-
tomer’s affiliate status. 

If I want information about a particular product, I can pull
up that product and find a complete product description, its
pricing information, the autoresponder letter sent when that
product is purchased, as well as a list of all customers who
have purchased the product.

I can also search my database by any criteria I choose. When
it is time to send out my free weekly newsletter, I query my
database for all of the subscribers for that particular newslet-
ter and send the newsletter out to the entire list with one click
of my mouse.

To give another example, if I want to promote a specific
product, I can search my database and send a message to every
one of my contacts except the contacts who already have that
product!

I can also use the database system to send personalized let-
ters to my contacts. Any information that is stored in the data-
base can be included in any correspondence I send. For exam-
ple, when I send out a newsletter to over 16,000 people, the
system will address each person by his or her first name
automatically. 
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The database in the all-in-one system creates pure efficiency!

Also, because this database system is 100% online, it can be
accessed from anywhere that Internet access is available.
Your business is mobile, and it can even be operated from the
road. Last year, while driving south on Rt. 95 to a friend’s
wedding, I used my laptop and cell phone connection to the
Internet in order to send out a newsletter to over 16,000 sub-
scribers!

AFFILIATE PROGRAM
Affiliates of your web site are similar to independent con-
tractors. They promote your products and earn a commission
each time they generate a sale. 

Affiliate program software keeps track of all of your affili-
ates and all of the visitors and paying customers referred by
each affiliate. At the end of each month, the affiliate software
generates a report which tells you exactly how many sales
were generated by each affiliate and how much money each
affiliate earned during the previous month. 

Visitors can join our particular affiliate program by coming
to our web site and filling out the affiliate program sign up
form. Signing up is free, and the whole process takes less than
five minutes. As soon as they join, they are entered into our
database and are subscribed to our affiliate program autore-
sponder. The affiliate software automatically assigns the affil-
iates their own unique link to our web site which can be mar-
keted and advertised in any way they desire.

The affiliates’ goal is to get people to click their links and go
to our site. Affiliates can put their link on a web site, in clas-
sified ads, in emails to their contacts, or in any other method

Automation

129



of advertising. The more people they refer to us, the more 
likely it is that they will generate a sale. And when they gen-
erate a sale, they get paid a commission.

When a visitor comes to our web site by clicking on an affil-
iate link, our system attaches that visitor to the appropriate 
affiliate. If that visitor should make a purchase at our web site, 
the affiliate that referred the visitor will get credit for that sale 
and earn a commission. As soon as the sale takes place, the 
affiliate software will generate an email notice to the affili-
ate informing him or her of the commission.

The system also enables affiliates to keep track of their refer-
rals. Affiliates can login to a page where they can access 
their stats in real-time. They can see how many people have 
clicked their affiliate link, how many sales they have gener-
ated, and how much money they have earned.

A smoothly run affiliate program can help you generate a 
tremendous amount of revenue that you could not accomplish 
by yourself. In essence, your affiliates are your sales force. In 
order to make sure that they work for you, you must be 
sure that your affiliate program works for them.

At NVD, I had hundreds of affiliates. Some of them brought 
in a tremendous amount of business; others only referred a 
customer or two. It was all a positive experience for me 
because any business generated by an affiliate was business 
I would not have gotten on my own. Sports 2 School and 
TheHomeBusinessPeople.com have affiliate programs as well.

FULFILLMENT
What has the all-in-one system accomplished so far? Imagine 
this scenario: 
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Visitors come to your web site, read your sales copy,
receive answers to their questions via your FAQ sec-
tion, and make the decision to purchase your product.

Customers follow the steps of your user-friendly
ordering process and enter their credit card billing
information into your merchant account order form.

The orders are processed and the money is deposited
into your bank account.

The customers’ contact information is entered into
your database, and they are sent a follow-up thank
you letter by your autoresponder.

The affiliates that referred them to your site are
credited with the sales and are sent a notice 
informing them that they just made money.

Everything is working wonderfully, but you’re not done yet!
You still need to deliver the product to your new customer. 

Product delivery can be handled in different ways depending
on what types of products you are selling: 

Digital Delivery:
eBooks, software, digital photography, information, and
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access to members-only web sites are all examples of prod-
ucts that can be digitally delivered. Digital delivery means that
the products can be transmitted over the Internet and there-
fore can be delivered instantly at the time of the order and at
no cost.

The all-in-one system is designed to make digital delivery a
snap. After customers purchase the digital product, they are
automatically directed to a web page where they can down-
load the product itself or receive any necessary passwords to
access the product.

Non-Digital Delivery:
If your product cannot be delivered digitally, then you must
go outside of the all-in-one system to deliver your product.
That does not mean, however, that your delivery method
cannot be automated. 

You can hire a fulfillment house that will package and ship
your product to your customer for a fee. If you use a fulfill-
ment house, the all-in-one system can still work to your ben-
efit. When customers place orders, you already know that the
all-in-one system is going to send them welcome emails and
order confirmations. In addition, the system can also send an
email notification to the fulfillment house with your cus-
tomers’ complete order information. The fulfillment house can
then take the orders and fulfill them for you! This service will
cost you more than physically packaging and shipping them
yourself, but it will allow you to remain fully automated. For
my recommendation, please visit:  

http://www.ZeroToSixFigures.com/fulfillment

The other option is that you package and ship the product
yourself. Order fulfillment can take a tremendous amount of
time and if you do it yourself, you will eliminate all of the ben-
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efits that you achieve by having an automated system.
Remember, the majority of your time should be spent on
marketing, not minutia. 
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CHAPTER 11

YOUR WEB SITE

Now that you have created your image by defining your
company name, domain name, and what environment you are
creating for your target market, it’s time to put it all together
and create your web site.

I love the resources out there that tell you that you “need”
a web site, but don’t actually tell you how to get one. You are
left to assume that the only way to get a web site if you are
not an expert is to hire an expert who will inevitably charge
you a lot of money. 

I’m not here to tell you that you “need” a web site (no kid-
ding), but rather to tell you how to get one without spend-
ing a fortune.

Because of my lack of funds at the beginning and my lack of
web design experience, my motto has always been practicality.
How can I do what I need to do with the limited resources I
have?

DISPELLING THE WEB SITE MYTH
I’m always amazed at the number of established businesses
that don’t have a web site. I’m a firm believer that even a tra-
ditional brick and mortar business should have a web pres-
ence and the ability to at least showcase their products and
collect the names and email addresses of people who visit their
store.
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I spend a good portion of the year in Newport, RI, a true
tourist-loving community. When I walk down Thames Street
or America’s Cup Avenue and pass the hundreds of shops, I’m
always surprised that only a small percentage of these stores
have web sites.

There is a shoe store that I particularly like in the area. They
sell great, original shoes that I haven’t been able to find any-
where else. The store owner was telling me that she has peo-
ple who shop at her store while on vacation in Newport that
call her throughout the year to order her shoes. My theory
is: what if she had a web site that showcased her shoes, and
she let all of her summer customers know about that web site? 

I’m sure that the few people who call her on the phone to
order when they return home from their Newport vacation
would multiply into many people who could just go to her
site and order from there. When I asked her why she didn’t
have a web site, she told me that she didn’t want to invest
thousands of dollars to do it, and she wouldn’t even know
where to begin.

This is a perfect example of the two main barriers to the
Internet that even traditional businesses face with web design:

1.Expense

2.Lack of Knowledge

If these established businesses can’t afford to get themselves
online, how can an individual trying to start a home-based
Internet business with limited resources get the job done?

Are you a person who feels that getting a web site is an
impossible task?
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Do you find yourself believing the following statements?

• It costs too much.

• I wouldn’t even know where to begin.

• My web site needs to be ultra-fancy with lots of
graphics and flash in order to sell.

• I have no web design experience, therefore I could
never do it on my own.

• I need to be an expert at writing HTML.

• Only a professional can give you a great site.

I’m here to break through these myths and help you get your
web site up and running with ease and speed. And without
breaking your bank.

SHOULD YOU HIRE SOMEONE 
OR DO IT YOURSELF?

This is both a question of finances and control. 

I change my web sites so many times that I can hardly count
the revisions. I rework my sales letters, I add additional prod-
ucts, and I frequently run specials that I advertise at my sites.
Also, I offer the Zero To Six Figures Marketing Resource
which is an information-based product that requires me to
update it on a regular basis given the ever-changing nature of
the information I present. 

I find it extremely helpful to be able to make web design
changes by myself. Not to mention that it is very cost effec-
tive (free, in fact). I make changes when I need to. I’m never
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at the whim of someone else’s schedule. This control is vital
to me. 

I strongly recommend that you take the time to equip your-
self with the ability to have control over your web site and
your business. It is one of the best decisions you can make!
The next few sections will show you how . . . 

THE BEAUTY OF THE TEMPLATE SITE
Do you remember when you were in school and bought
Cliffs Notes to study from instead of reading the book that
you were assigned?

How about buying the cheat sheet for your favorite video
game instead of playing until you got it right?

In all facets of life, we’re always looking for some kind of
short cut or cheat sheet. Something that will make the job
faster and easier.

Why should it be different for web site design?

If you choose to do it yourself and you’re not a talented web
designer by trade, you have an alternative.

I’m going to let you in on the shortcut of all shortcuts. The
answer of all answers:

The Template Site

Before I get into the wonderful details of the template site, I
want to share my years of web design problems.

I have long given up on the notion that I’m a great web
designer or Internet graphic artist. In fact, web design has been
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extremely problematic and frustrating for me right from the 
start. I can create a good-looking site, but it takes me an 
unreasonably long period of time to complete the task. In 
addition, the sites I have created in the past are simple and 
straight-forward and lack the zip that I now want to offer. 
The web site for NVD remains very simple. It has a plain 
background, very few images, and mostly text describing 
the product. I can get away with the simplicity of this site 
because of the reputation the business has established over the 
past three years and the fact that the product is mainly infor-
mation and service-based. Extensive graphics really don’t 
add to the mix.

When creating the web sites for Sports 2 School and The 
Home Business People, Inc., however, my frustration reached 
an all-time high.

I wanted both of the web sites to have the look. And, to this 
day, I’m still not willing to pay an “expert” thousands and 
thousands of dollars to design a site for me.

While researching on the Internet a few months back, I came 
across the Template Site. It has truly been a dream come 
true and an end to my years-long battle with web design.

There are companies who will sell you a pre-designed web site 
template where all you have to do is add your links, graph-
ics, and text. The designs are very professional and the price 
is right. You can purchase a template for anywhere between
$14.95 - $29.95.

For a non-web design expert who wants a professional look-
ing site that’s easy to edit when you need to make changes fast, 
the web site template is the perfect solution.

Sports 2 School is a great example: I paid $14.95 for the
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template, added my content and photos, and continue to 
edit as I need to. If you go to the site, you will see that it is 
professional, well-organized and attractive.

Also, take note of the mini-flash introduction when you first 
get to the site with the blue background and gray squares 
rotating around the words, “SportsToSchool – The High 
School Athlete’s College Connection.” The flash intro pro-
vides a quick and eye-catching entry into the main portion of 
the site.

I purchased that flash intro for only $9.95 and customized 
it with the Sports 2 School information! 

TheHomeBusinessPeople.com is also an example of a tem-
plate site that I purchased for $15. I then customized it with 
my own information.

For a listing of a few sites that offer the templates for pur-
chase, you can go to:

http://www.ZeroToSixFigures.com/templates

Believe me, I wish someone had told me about the template 
sites way back at the beginning. Literally weeks and weeks 
of my time trying to create spectacular, professional-looking 
web sites would have been saved.

The template site offers you:

• The ability to have a professional looking site with-
out being an expert web designer.

• The visual quality that sets you apart from other
run-of-the-mill sites.
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• The luxury of making as many edits and changes as
you need to when you need to make them.

• Affordability. You can purchase the templates at a
low cost.

• Speed. If you have your content ready to go, you
can feasibly purchase your template, customize it by
adding your material, and have a functioning site
ready to go in a matter of days.

• Many design choices. Depending on what you are
selling and what kind of environment you are trying
to create for your customer, you have a wide variety
of different templates to choose from.

Keep in mind that you must have basic design skills to add
the content to your site. The basics are not at all difficult to
learn. I took the tutorial that came with the web design pro-
gram I use and that is enough for me to get around the tem-
plate system. You can also purchase a “how-to” book on web
design. Or, perhaps the quickest way is to take a one-day class
at a local adult education center.

You also need to have a web design program to work with.
My recommendation would be the Macromedia Dream-
weaver software. I feel that Dreamweaver is one of the sim-
plest and most intuitive web design programs on the market.
To learn more about it, visit :
http://www.ZeroToSixFigures.com/dreamweaver

It is well worth it to equip yourself with the basic knowledge
of web design and HTML. As I mentioned before, you need
to have control over your business. It’s nice to avoid being at
the whim of someone else. If you need to edit a section, add
a new product, or advertise a special promotion at your site,
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you should be equipped to do it yourself.

PAYING FOR A WEB SITE
Sometimes your situation does not allow you the added time
to be a “do-it-yourself” kind of person. Do you fit into this
category? Does your budget allow you to hire someone?

If you have extra financial resources, or do not feel like tak-
ing on this task, there are many web designers available to
you. Depending on the complexity of your site and the num-
ber of links, a basic site can range from $1,000-$4,000. 

You can call any local web design company and hire them to
do the job at a cost. However, I’m always here to give you the
low-cost, practical solution. If you are looking for the “short-
cut,” I would recommend one of the following 2 options:

• #1: My consulting company,  The Home Business
People, Inc. provides low-cost web sites. We use the
template sites and add the content for you. You
choose the template you want, and send us the con-
tent, images, and anything else you want to include at
the site. This is a much cheaper alternative to hiring
most web design companies. 
You can check out this service at:
http://www.TheHomeBusinessPeople.com

• #2: Put your project out to bid. There are a few
sites out there that allow you to post a detailed
description of your project, and web designers can bid
on it.

One particular site that offers this service has a bank
of 50,000 web designers and programmers. You can
visit this site by going to:
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http://www.ZeroToSixFigures.com/bid 

Once you post your project at the site, you will
almost immediately begin to receive offers from
numerous web designers who are willing to take on
your project. This site also has programmers at your
disposal if you have a job that requires programming.

We used this service to create the searchable database for the 
Sports 2 School College Listing Resource. A program-mer 
(for a very reasonable price) created the program where a 
student-athlete can enter their gender, sport, and preferred 
state or any combination of the above, and perform a search 
for schools and coaches who match the criteria. For exam-
ple, a student can search for all of the coaches at colleges offer-
ing women’s hockey in Pennsylvania.

We listed a description of this project, and we had reasonable 
offers from thirty programmers within two hours.
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CHAPTER 12

MAJOR COMPONENTS
OF A SUCCESSFUL WEB SITE

Many of the most successful Internet businesses have simple
web sites with effective sales letters, testimonials, and email
capture capabilities. You do not need an intense site with over-
done multi-media in order to have a successful web site that
sells.

In fact, it is my strong opinion that intense multi-media sites
are frustrating, difficult to navigate, and not at all user-
friendly.

Just a few weeks ago, I went to the site of a major retailer to
purchase a hand bag. The site was impossible to navigate
because of the multi-media components. I was shocked that
such a popular company would have a web site that left vis-
itors so frustrated that they lost the desire to try to figure out
how to place an order.

This is a perfect example of a company which most likely
spent way too much money trying to be way too fancy. But
instead, the site suffers and the company loses customers.

When I go to a web site, I want it to look professional yet be
easy to navigate. I want to have the information presented to
me in an easy-to-understand way, and I need the ordering
process to be well-presented, quick, and user-friendly. I also
don’t want to be forced to watch a long, drawn out flash
movie before I’m allowed to enter the site. I want to get to
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the “meat and potatoes” right away.

I prefer a site that gives me the option of taking advantage
of the bells and whistles if I choose to. 

For example, I love the idea of having an audio and video
introduction available at a web site. If you go to
TheHomeBusinessPeople.com, you have the option of view-
ing the audio and video introduction if you choose to. It is a
wonderful sales tool and adds a valuable element to the site,
yet it doesn’t detract from the information being presented
there.

Following is a general list of things to keep in mind when cre-
ating your web site:

Simple Sites Sell. Your site does not need to be intense
with a lot of graphics and multi-media capabilities.
You want a simple, attractive site that makes your
customer feel at home. Be sure that the page loads
quickly.

Your site should be well-organized and easy to navi-
gate. Do not make your customer fight to find the
information that they are looking for at your site. 

Keep your site uniform. Your site should have the
same “look and feel” throughout. Your customers
should be able to access the same links from each
page, and they should feel comfortable navigating
your site. Keep the style similar on each page.

Provide a clear description of your product. When I
am surfing the Internet, I am always surprised at the
number of sites that I go to that do not clearly
describe what they are offering. I often surf through

Zero to $ix Figures

146



each page of a site and at the end of it all, I still can-
not determine exactly what the site is selling.

Be sure to clearly describe your product and let your
customers know exactly what they are getting if they
purchase from you.

Directly ask for the sale. Let people know that your
product is for sale and convince them that they need
to buy it. 

Have a user-friendly ordering system. The Internet
can be a confusing world for those who are not com-
pletely familiar with it. You don’t want to leave any
question about the ordering process unanswered for
your customer. Clearly define what will happen each
step of the way. Leave nothing to the imagination.

Explain why you are better. Is it your customer serv-
ice that stands out? Is your price lower than your
competition? Do you offer something extra with the
purchase of your product? Let your customer know
about your “special something.”

PROOFREAD! There is nothing worse than going to
a site and finding spelling errors or unfinished sen-
tences. Take the time to proofread your material, spell
check it, and then spell check it again!

Keep your web site CURRENT. Have you ever gone
to a site in August where you find a headline that
screams, “Special Offer ends on June 30th! Don’t
Delay! Order Today!” This always leaves me feeling
uneasy, and I click away. If the person can’t take the
time to remove a special that ended months ago, how
seriously does that person take his or her business?
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Always keep on top of the content at your site and
make sure the information you present is relevant and
current.

YOUR WEB SITE ROAD MAP
Read through the following list of components and create a
map of your site on paper. Define the information you want
to include at your site, and create a “site map” which clearly
organizes your content. 

Following are guidelines you can follow:

1. Overall Site Design 
(the environment you are creating for your customer)

2. Color Scheme
3. Font
4. Logo / Slogan
5. Graphics
6. Links
7. Headline
8. Sales Letter / Content
9. Bonuses
10. Money-Back Guarantee
11. Ordering Process
12. Frequently Asked Questions (FAQ) Section
13. Testimonials
14. Email Capture

1. Overall Site Design

We’ve discussed this quite a bit so far in this book. One of
your main web site goals is to create an environment where
your customers feel comfortable.
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• Pinpoint the particular audience you are targeting.

• Decide what appeals to that audience.

• Evaluate the type of product you are offering and
what type of web site best suits that product.

2. Color Scheme

Studies have shown that people react to color both psycho-
logically and even physically. Red has been shown to elevate
blood pressure. Green has associations with nature, health,
and wellness.

Choose the colors that best represent your product and offer
the most appeal to your audience.

I always recommend having black text on a white back-
ground. That does not mean that your entire site background
has to be white; just the area where your text resides.

Again, being practical is my motto. You want to be sure that
when your visitors arrive at your site, they are able to clearly
read the information you are presenting to them.

3. Font

Without getting into technical details, “font” in simple terms
is the “look and feel” of the printed letters you see in text.
There are many different types of font families such as
“Helvetica” or “New Century Schoolbook.” Font families can
resemble handwriting, others are standard like you see in this
book.
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I would recommend using standard fonts for the text at your
site like “Arial” or “Times New Roman.”

You are tying to appeal to the masses with your web site.
Many people do not have a large array of fonts to choose
from on their computers. If you use a non-standard font,
many people will not see the page the same way you do. Just
because you see your site one way does not mean that every-
one else will see it the same way.

Keep it simple and practical.

4. Logo and Slogan

Your logo and slogan are a major part of your identity and
play an important role in brand recognition. They should be
prominently displayed at the top of your site. 

Your logo and slogan should be memorable and should iden-
tify what you do.

5. Graphics

The number of graphic images at your site depends mainly
on what you are selling.

If you are selling an information-based product, graphics
(aside from your logo) probably aren’t terribly important. The
emphasis is instead on the words you use to describe your
product. The original NVD web site had only three graph-
ics which showed screen shots of the Gateway Web Sites I was
selling. The information was the focus.

If on the other hand, you are selling your artwork, graphics
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play a very large role at your site. For example, if you are sell-
ing paintings or ceramics, customers will want to see clear,
large images of the product they are considering. 

You should present your pictures in a well-organized fashion,
and perhaps have the pictures shown as smaller, thumbnail
versions that the customer can click on to see the larger ver-
sions. 

In general, do not overload your site with graphics unless they
are necessary to showcase your product. The more graphics
that you have on a page, the longer it will take for that page
to load.

6. Links

When visitors first arrive at your site, they may immediately
want to find out information about something specific.
Perhaps they want to know how to contact you, or they
want to know how much your product costs. Maybe they
want to know a little more about you and your business
before they go any further. Whatever it is that your cus-
tomers are looking for, you want to make it easy for them to
find.

All of the information at your site should be easily accessi-
ble to your visitors. Rather than putting everything you have
to say on one page, you can separate your web site into sec-
tions. Each section will have a specific purpose, and your vis-
itors can move from section to section by clicking links. 

Links are a great way to organize the information you are pre-
senting. Generally, links are found at the top or side of each
page of a web site and are listed again at the bottom of each
page. Your site should be uniform, and your links should

Major Components of a Successful Web Site

151



appear in the same place on every page. No matter where vis-
itors are at your web site, you want them to be able to eas-
ily find any section they are looking for. 

The following is a list of sections that you might want to
include at your web site. You may not use all of these sections,
and depending on your product(s), you may have sections that
are not included here. Use the following as a guideline when
first setting up your site:

The Home Page: Your “Home Page” is the first page your vis-
itors see when they come to your web site. It provides a first
impression and may be the only page your visitors see before
they leave your site. Be sure to capture your visitors’ atten-
tion with your Home Page.

About Us: You can use an “About Us” section to provide your
visitors with information about you and your business. People
tend to buy from people they know and trust, and your
“About Us” section can give your site a personal feel. Let your
customers know who they are doing business with. This
helps tremendously in the process of converting visitors into
customers.

Products: Whether you have one product or multiple prod-
ucts, describe them here. 

Contact Us: This section should include all of your pertinent
contact information including your business name, phone
number, fax number, email address, and mailing address. 

FAQ: Help your customers by answering the most Frequently
Asked Questions.

Testimonials: Nothing sells better than the words of a satis-
fied customer. Provide positive feedback from your customers
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and showcase it in this section. 

Order Now: Once your customers have made the decision to 
buy your product, make it easy for them to order. Provide 
clear and user-friendly ordering instructions.

Affiliate Program: Describe the benefits of your affiliate pro-
gram in this section, and include a sign-up form so visitors 
can join your program.

7. Headline

You can only make a first impression one time, and your 
“Headline” is the first thing your visitors read when they 
come to your site. Grab your visitors’ attention and make 
them need to know more. A great headline can mean the dif-
ference between mediocre results and spectacular results. 

So, what makes a good headline?

Your headline should be descriptive and compelling. It should 
catch the attention of your visitors and entice them to read 
your sales copy. Identify a specific benefit that appeals to your 
niche market and give them a reason to read more.

For example, at Sports 2 School, we started with the fol-
lowing headline:

Planning to play college sports?
Introduce yourself to college coaches.

This headline was pulling decent results, but we felt we 
needed to be more effective in speaking to our target audi-
ence. We tested a few more headlines, and saw our results 
improve dramatically when we switched to the following
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headline:

Not Getting the Attention You Deserve?
Learn the Simple Secret That Will Have

College Coaches Banging Down Your Door!

As you can see, the second headline is much more compelling 
and convinces the visitor that they need to keep reading.

8. Sales Letter / Content

Your web site acts as your salesperson 24 hours a day, 7 days 
a week. The sales content at your web site will entice your vis-
itors and help them make the decision to buy your product. 

People generally come to a web site to browse around, but 
not to purchase. Your goal is to create a web site environment 
that changes their frame of mind and turns them into buy-
ers.

The sales content at your site should be a continuation of your 
headline. You use your headline to get your visitors’ attention. 
It is your sales content that will make them purchase. It 
should be compelling and should continue to arouse your vis-
itors’ interest. 

Clearly state what your product is and let the visitors know 
why they need your product. Don’t just list the benefits your 
product has to offer. That’s not enough. Start by identifying 
the problem your visitors are facing, and then show how your 
product can solve it for them. In addition, be sure to use lan-
guage that your target market can relate to.

The following paragraph shows a sample of sales copy we 
originally used at Sports 2 School:
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“It doesn’t matter whether you are an all-star or an 
average athlete who realizes the benefits of playing col-
legiate athletics. Perhaps you are striving towards the 
possibility of playing professional sports or you rec-
ognize the importance of having a collegiate sports 
background on your resume after graduation. No 
matter how collegiate sports fits into your future 
plans, Sports 2 School can help you make your plans 
a reality.”

This paragraph didn’t speak to the high school audience,
nor did it give them anything to relate to. How many high
school students are really thinking about having a collegiate
sports background on their resume after college graduation?!

After evaluating the audience and pinpointing their hot-but-
tons, we came up with the following:

“Everybody knows that it’s not always the best play-
ers who get the most playing time. It should be no sur-
prise then that while stars get recruited, many athletes
with enough talent to play at the college level go
unnoticed. 

If you feel you have the talent but aren’t getting the
attention, let us help level the playing field! Mom
and Dad shouldn’t have to worry about paying the full
ride for school if you have the opportunity to play for
a team that might someday offer you a scholarship.

At every college in America, there’s a story about a kid
who was either a walk-on or a lightly recruited ath-
lete who went on to do great things.
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If you’d like to be that kid, this is a good place to
begin.”

In the revised sample above, the text is speaking directly to
the high school students or their parents. The problem they
are facing is identified - good players can go unnoticed. The
sales content that follows at the site explains to the visitor how
our product can solve this problem.

When you give your visitors something that they can relate
to, you generate excitement. You make your visitors say,
“Yeah! That’s ME!” 

Writing effective sales copy is an art form. Some people have
the knack for it, and others will struggle endlessly. It has
nothing to do with how smart you are, or how much you
know your product. It all comes down to putting words
together on a page that will make someone buy.

Don’t worry if you struggle with sales copy because there are
plenty of places you can go for help. It is common to hire
someone to write sales copy for you. For information on
hiring sales copy writers, you can visit:

http://www.ZeroToSixFigures.com/salescopy

9. Bonuses

Providing free bonuses and incentives to your customers is a
tried and true method of operation on the Internet. Your
goal is to create added value, and nothing screams value
more than free bonuses.

Remember the low-cost products we talked about in Chapter
6? You can also use them as incentive bonuses for ordering.
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For example, if you sell stained-glass clocks, you can offer 
your customers a free eBook offering interior decorating 
tips.

At Sports 2 School, we offer four free value-added 
bonuses to give our visitors added incentive to purchase our 
product. The following is an example of how we describe the 
bonuses at our web site:

In addition to your own Sports 2 School Web Site 
and access to the College Listing Resource, we 
want to give you that extra advantage so you will 
have success in your college-bound efforts. So, we 
will also give to you, absolutely FREE, the following 
four (4) Special Bonuses:

Bonus #1: Free Monthly Athlete Access Newsletter 
The Athlete Access Newsletter will be delivered 
directly to you via email each and every month. It’s 
filled with tips on what college coaches are looking 
for in a high school athlete and how you can deliver 
it to them.

Bonus #2: Sample Recruiting Letters
Don’t know what to write in your letter to a potential 
college recruiter? Do you find yourself fumbling for 
words? Don’t worry! We have done the research for 
you and have pinpointed what works. You will have 
direct access to sample letters you can send to col-
lege recruiters to get them to notice you.
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Bonus #3: Sample Phone Scripts
You will have direct access to sample phone scripts 
you can use to help you in your phone presentation. 
Learn what to say and learn what not to say when 
you get a college recruiter on the phone.

Bonus #4: Sports 2 School “Members-Only” 
Scholarship
In addition to the Sports 2 School $1,000 
scholarship available to all high school athletes, we 
are also giving an additional $1,000 scholarship to 
one of our customers! As a Sports 2 School 
customer, you automatically qualify to receive this 
additional
$1,000 scholarship.

10. The Money-Back Guarantee

A money-back guarantee is a great way to increase your cus-
tomers’ comfort level. In addition, a good money-back guar-
antee can be the deciding factor for someone who is sitting
on the fence.

You should have at least a 30-day, 100% no-questions-asked
money-back guarantee. Studies have shown that the longer
you give for your money-back guarantee, the less returns
you have. 

In addition, a longer guarantee instills more confidence in
your customers and convinces them that your product is
truly valuable. After all, who would give a long-term money-
back guarantee on a product unless it was a good one? 

A money-back guarantee is just another element that will add
value to your product. 
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11. Ordering Process

Once visitors make the decision to buy, you should make it
as easy as possible for them to give you their money. Your
ordering process should be simple and user-friendly so your
customers feel comfortable every step of the way. It would be
a real shame to lose sales because visitors cannot figure out
how to place their orders. Trust me, it happens far too often
at far too many sites.

Have the links to your order forms easily accessible, and
once visitors get to your order form, request only the infor-
mation you need to process their orders. Avoid asking your
customers for too much information. I know I don’t like it
when I am checking out at a store, and the cashier asks me
for my phone number or even my zip code. It makes me feel
uncomfortable, and that is the last thing you want to do to
your customers when they are ready to make a purchase. On
the Internet, it is too easy for them to click their mouse and
disappear.

Payment Options:

When your customers are ready to purchase, you should
present them with payment options. Although the great
majority of all online sales will be done via credit card, you
should also provide other means of payment so that you
don’t lose a customer who either doesn’t have a credit card
or who is unwilling to purchase online.

Credit Card Orders
Accepting credit cards is a “must” for your online business.
Over 95% of my online sales are credit card transactions.
Refer back to Chapter 10 for more information on accept-
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ing credit cards.

Printable Order Forms
Provide a printable order form for each of your products.
Your customers can fill out the order form and mail it to the
address you provide with their check or money order pay-
ment. 

Or, your customers can enter their credit card billing infor-
mation onto the order form and mail or fax it to you. 

Telephone Orders
You can also give your customers the opportunity to order
your product via the telephone. Depending on your specific
business and time and financial constraints, you may provide
this service yourself, or you can hire a service that will pro-
vide a 1-800 number staffed with live operators who will
answer questions and take orders 24 hours a day, 7 days a
week. Choose carefully because product ordering and qual-
ity customer service can be the difference between success and
failure. In addition, this service can be quite expensive.
http://www.ZeroToSixFigures.com/telephone

12. FAQ Section

A Frequently Asked Questions (FAQ) section is one of the
most vital components of your web site. Not only does it pro-
vide your visitors with a great resource that answers their
questions; it also acts as a fabulous sales tool.

No matter how good you believe your web site presentation
and sales copy are, you will find that people need more infor-
mation. When potential customers walk into a conventional
brick and mortar store, they have access to a salesperson
who will talk to them and answer any questions that they
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have. For many people, asking a series of questions is a nor-
mal part of the shopping process. Even if they already know
the answer, people still ask a question just to get confirma-
tion that what they believe is actually correct.

A “frequently asked questions” page takes on the role of a
salesperson at your web site. People want to feel comfortable
before they buy something, especially when they are shopping
on the Internet.

One of the greatest challenges you must overcome is your vis-
itors’ fear of the unknown. The unanswered questions or
misconceptions that might keep your visitors from ordering
can be cleared up with a FAQ section.

When creating your FAQ section:

• Put together a list of every objection a person might
have relating to your product and write a response. 

• Think of every problem that might prevent a cus-
tomer from ordering and resolve it. 

• Think of every question a person might ask and
provide a short, clear answer.

With a FAQ section, you can take away the objection and put
your own spin on the answer! This is a powerful tool that you
should take advantage of.

This technique gives you an opportunity to dispel concern and
the fear of the unknown. Your answers can wash away any-
thing that might leave your customers feeling uncomfort-
able. Also, people on the Internet tend to be impulse buyers.
If your visitors have a question or a concern that is not
addressed in the main content of your site, they may click
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away from your site and disappear forever. If, on the other 
hand, your visitors’ questions or concerns are highlighted in 
the FAQ section, their fears are eased and the door is open 
for their orders.

The FAQ section should be a prominent link at your site and 
should be easy to navigate. To see a few examples of FAQ sec-
tions, go to:

http://www.TheHomeBusinessPeople.com.

You should start by offering frequently asked questions about 
your products, ordering process, security, privacy, guarantee, 
return policy, technical support, and customer service. 

Over time as you receive feedback, questions and comments, 
you can edit and add to your FAQ section. Content at your 
site is never a “done deal” and requires constant changing and 
tweaking. You should always re-work your material to get the 
most effective site.

13. Testimonials

Like the FAQ section, a testimonial section is a potent sales 
tool. Testimonials can prompt those sitting on the fence to go 
ahead and make the purchase.

When I am considering a product, I love to hear what it has 
done for others. I want to hear feedback from living, breath-
ing people who have tried it.

I would recommend that you immediately begin to gather tes-
timonials. If you are new to your business, give your prod-
uct away to people and ask for feedback in return. Giving
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your product away is a great way to quickly generate testi-
monials. Most people are happy to give you a recommenda-
tion if they enjoy the product in exchange for a free sample.

14. Email Capture

Imagine this scenario:

A visitor arrives at your site and begins to look
around. She likes what you are offering, and is con-
sidering a purchase. 

And then the visitor’s phone rings. Or someone
arrives at the door. Or the family cat walks across
the keyboard and causes an “ERROR, your com-
puter is about to explode!” message to pop up.

For one reason or another, your visitor gets dis-
tracted and leaves your web site.

Chances are you will never see this visitor again. There are
just so many web sites out there on the Internet, and people
tend to jump quickly from site to site without remembering
where they have been.

The visitor may be gone forever unless you have a way of cap-
turing the contact information of your visitors when they first
arrive at your site.

Let’s replay the above scenario:

A visitor arrives at your site and is immediately
greeted with a pop-up box offering a free report.
The visitor is interested in this free information,
enters her first name and email address, and clicks

Major Components of a Successful Web Site

163



“Submit.” The visitor looks around your web site,
likes what you are offering, and considers a pur-
chase.

And then the phone rings. Your visitor gets dis-
tracted and leaves your web site. 

A few days later, your visitor turns on her computer
again and checks the email. 

Having completely forgotten she was at your web
site, she is delighted to find your free report in her
email inbox.

She reads the free report, is impressed with your
information, goes back to your site, and orders.

The power of capturing your customers’ contact information
when they first arrive at your site is tremendous. 

My NVD experience clearly illustrated that point because the
great majority of my customers did not order the first time
they visited my web site. In fact, I consistently had customers
who made their first purchases after being on my mailing list
for over six months! Some customers took over one year to
place their first orders. 

If you do not have a way to capture the contact information
of visitors when they first arrive at your site, you are ulti-
mately losing countless dollars in sales.

HOW CAN YOU CAPTURE A
VISITOR’S CONTACT INFORMATION?

Two methods of capturing the contact information of your
visitors are as follows:
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#1 - The Free Report:

When visitors come to your site, they most likely have an
interest in your subject matter. Therefore, it makes sense
that they would be willing to take advantage of a free report
if you offer one.

When visitors arrive at your site, they should immediately be
offered the free report in exchange for their first name and
email address. I prefer to have a box pop up when someone
arrives at the site which contains this information as in the
example below:

The topic of the free report you are offering must contain rel-
evant, in-demand information that would make a visitor say,
“I would love to know more about this.”

Major Components of a Successful Web Site
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Below is a screen shot of the free report we currently offer at 
Sports 2 School. Do you think a high school student who 
is looking to play sports in college would want to know 
what college coaches are looking for? Absolutely!

I also recommend that you have a blurb about your free
report on each page of your site… and even a link to it.

Be sure to include a plug or a special offer for your product
in your free report. You want to give the person reading it
every reason to go back to your site and make that all-impor-
tant purchase.

#2 – The e-Zine (Online Newsletter)

Another way to capture the contact information of your vis-
itors is to offer them a free subscription to an online newslet-
ter (e-zine).

The visitors who subscribe know that they will be contacted
by you each week or each month depending on how often you
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choose to put out your newsletter.

In my opinion, the free newsletter is a value-added service.
Your visitors can have access to cutting-edge information
that they are directly interested in for free on a regular basis.

If you are willing to maintain your online newsletter and cre-
ate new, value-packed information each time, it will be your
greatest marketing ally. Customers will come to depend on
it for information and will stay attuned to you, your site, and
your products.

At TheHomeBusinessPeople.com, I offer a free newsletter
called The Home Business People Monthly. Each month I pro-
vide my customers with cutting-edge information on every
aspect of the home-based business process as well as Internet
marketing. My newsletter also benefits “traditional” busi-
nesses that are seeking a way to better use the Internet to
increase their sales.
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CHAPTER 13

YOUR ONLINE NEWSLETTER
(E-ZINE)

“If you maintain a constant stream of 15,000 current, active, and 
truly targeted online newsletter subscribers coupled with good 

products, you should generate at least $200,000/year.”

Quite a statement, don’t you think?

A few years back, I was taking part in an Internet conference 
call and one of the presenters made this point. I wish I could 
remember his name, because his statement truly revolution-
ized my business. It continues to stick with me, and I proved 
its validity with NVD.

To this day, I think of it at the start of each new Internet proj-
ect I work on. The concept is also a major theme in my 
home-business consulting.

Keeping this in mind, if you ask me to describe the most 
important component of my business, I will immediately tell 
you about my free weekly newsletter. My free weekly newslet-
ter defined and shaped NVD for the 18 months that I owned 
it. The same is true for Sports 2 School and The Home 
Business People, Inc. Aside from the quality of the products 
and services that I offer, I credit my free weekly newsletters 
for my success. 

Take special note of this chapter. If you take the advice pre-
sented here to heart, your business will move to an entirely
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new level. This chapter will take you through the process of
how to generate success with your own online newsletter. If
done properly, it can be the biggest advantage you give your-
self when doing business online.

USE A FREE NEWSLETTER AS
A SUPPLEMENT TO YOUR BUSINESS

We discussed the concept of selling an online newsletter as
your main product back in Chapter 6. You can also offer a
newsletter for free as a supplement to your business.

There are tens of thousands of free newsletters being published
and distributed on the Internet each day. These newsletters
target specific groups of people in every category you can pos-
sibly imagine. You pick a subject, and I’m sure you will find
many free newsletters that fit the category.

People subscribe or “opt-in” to a newsletter that is of par-
ticular interest to them. When people “opt-in,” they are
requesting to be added to your mailing list and are agreeing
to be contacted by you via email. People generally opt-in to
an e-zine by filling out a web form which requests their name
and email address. Once people opt-in, your subsequent
emails are not annoying SPAM, but rather a welcome source
of information to your customers. 

That’s the key! The subscribers have easily and painlessly
identified themselves and have agreed to be contacted. 

WHY GIVE IT AWAY FOR FREE?
The purpose of a free newsletter is clear:
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A free newsletter converts subscribers into buyers who not
only purchase from you once, but again, and again, and
again…

• People need to hear from you over and over before they buy.

I’m sure you’ve heard the old adage that people need to see
or hear about you many times before they buy. As I described
in the “Email Capture” section of Chapter 12, it can take
many months before subscribers make their first purchases. 

Your free newsletter can help you keep the lines of commu-
nication open so that when your subscribers are ready to
make a purchase, you are still present in their minds. 

• Your newsletter is truly the best form of free advertising. 

Your newsletter enables you to maintain constant commu-
nication with your subscribers at virtually no cost. 

Your subscriber base ultimately becomes the audience for your
advertising. As long as you consistently provide them with
valuable content, you can include plugs for your products as
well.

• Your newsletter helps you establish a connection with your
subscribers.

A regularly distributed newsletter is a wonderful way to
build a relationship with your target audience. Give your
subscribers good information, and they will remain loyal to
you. 

Your Online Newsletter (E-Zine)

171



I personally subscribe to a few newsletters that are extremely
valuable to me. I feel like I personally know the Editors, and
I trust what they say. They have been providing me with
information for years, and if they strongly recommend a
product, I take a serious look at it.

The newsletter for NVD worked the same way. People came
to my site and subscribed to the free newsletter, but were not
yet ready to purchase my products.

After receiving my newsletter week after week, our relation-
ship began to grow, and they came to think of my company
as a credible source of information. Over time, a good per-
centage of my subscribers eventually ordered one or more of
my products. 

And, more importantly, the customers continue to order over
and over again.

• Your newsletter opens the door for repeat sales.

If you develop a strong newsletter subscriber base and con-
tact them frequently and consistently with desirable infor-
mation, you are creating a foundation for a business rela-
tionship and labeling yourself as an expert in your field. This
reputation not only helps you generate a first sale from a cus-
tomer, but it leads to repeat sales as well.

If you truly make an effort to help your customers, and you
present yourself as honest and credible, your customers will
continue to buy from you and will look seriously at other
products that you recommend.
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• Your newsletter subscribers act as an audience for new
products.

I have mentioned before that your newsletter subscribers are
a wonderful, receptive audience for your product. This is
also true when you are introducing a new product.

When you first establish your business, everything is new. You
are beginning from scratch and need time to develop a rep-
utation and a subscriber base.

The story is quite different when you are ready to introduce
a new product. You can capitalize on the work you have
already done and take advantage of the reputation you have
developed along the way.

When I introduced my third product with NVD, the
Autoresponder System, I found myself in an entirely new
position.

This time, I wasn’t starting from scratch. I had an active
base of over 10,000 newsletter subscribers who respected me
and the information I presented to them each week. So,
instead of beginning fresh and seeking new customers, I sent
out an announcement to my current newsletter subscribers let-
ting them know about my new Autoresponder System.

The results were fantastic and immediate. Within the first
week alone, I generated over $3,700 from my new
Autoresponder System.

I did not spend one dime on advertising, nor did I spend any
time marketing this product before I launched it.

All I did was write a letter to my newsletter subscriber base
telling them about my new product, and I sent it with one
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click of the mouse.

It was the same scenario when I introduced my fourth prod-
uct, Business Opportunity Leads. Again, I was able to estab-
lish a large, immediate customer base by simply making an
announcement to my newsletter subscribers.

This is a clear example of the power of Internet marketing.
Take the time to build a newsletter subscriber list. It is one
of the best things you can do for yourself and your business.

WHAT SHOULD YOU INCLUDE 
IN YOUR NEWSLETTER?

1. Header: Include the name of your e-zine, the date, and your
web site address.

2. Editor’s Note: Make your e-zine personal. Take the oppor-
tunity to have a conversation with your subscribers. Share
with them what is going on in your life and in your business.
Be sure to show your personality! This is the basis of a won-
derful relationship and connection that can last for years to
come.

3. Table of Contents: Organize your e-zine so that your cus-
tomers will have an easy time navigating the contents. 

4. Main Content: Use the body of the e-zine to publish arti-
cles and other useful information. Focus on helping your
subscribers and provide good, solid information that appeals
directly to your audience.

5. Plug: Be sure to include a plug for your products or serv-
ices and announce any special promotions you are running
at your web site.

Zero to $ix Figures

174



One of the “amateur” traps I fell into in the early stages of
my business was the lack of selling in my newsletter. I was try-
ing to gain the respect of my subscribers, and I didn’t want
to offend them by selling to them. However, it became appar-
ent to me over time that my subscribers really wanted to hear
about my products and find out how they could use them to
their benefit. Once I began to couple valuable information
with plugs and special offers for my products, I began to con-
vert my subscribers into customers.

I found a clear example of this with a client that came to me
for help in promoting her online business. She had imple-
mented a free newsletter and had accumulated just under a
thousand subscribers. She had been sending out her newslet-
ter for four months, and she was frustrated by the lack of
sales.

I looked through the newsletters that she sent to her sub-
scribers. They were beautifully written with terrific, inform-
ative articles. However, the most important thing was miss-
ing – SELLING. Never once did she mention her products
or special sales. Never once did she let her subscriber base
know that she had something that might be of value to them.
Once she began to plug her products, the cash register began
to ring.

There is a fine line between promoting your products and
over-selling them. Try to find the balance between offering
good information and letting your customers know what
you have that might be of interest to them.

6. Customer Testimonials: Take the opportunity to publish
feedback from your customers to establish credibility.

7. Unsubscribe Capability: To avoid sending your newsletter
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to people who no longer wish to receive it, your newsletter
management system should automatically provide an “unsub-
scribe” link at the bottom of each issue. 

8. Subscribe Feature: At the beginning of my newsletters, I
include a message to forward the newsletter on to friends or
anyone who may have interest in the subject matter. By doing
this, many people do take the opportunity to forward the
newsletter on to their contacts who eventually subscribe
themselves. This builds my mailing list and opens the door
for future customers!

HTML VS. PLAIN TEXT
What Should Your Newsletter Look Like?

When you are ready to put together the information for your
newsletter, you must decide on the format. You can send
your newsletter in either Plain Text or HTML format:

• Plain Text Format: Plain Text format is known as
ASCII - American Standard Code for Information
Interchange. When you send out your newsletter in
plain text, you are not including any formatting such
as italics, color, bold, etc. Your subscribers can read
plain text messages no matter what email system they
use.

• HTML Format: In simple terms, HTML or
Hypertext Markup Language is the code that allows
you to include graphics, color, and other special fea-
tures to your newsletter message. Some email systems
are not capable of displaying HTML emails. 

So, is it better to send out your newsletter in Plain Text or
HTML? The industry is divided on this issue. Some claim that
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it is more effective to send out your newsletter in a format that
all subscribers can read, while others argue that subscribers are
more likely to read through an HTML newsletter. 

I always send out my newsletters in plain text. I personally
prefer plain text emails that aren’t cluttered with links and
graphics. They are easier for me to read and allow me to focus
on the content rather than the “fluff.” Also, I know that
every one of my subscribers can access them. 

Tip: Another option is to send your newsletter in
plain text, and give your subscribers the option to
click a link to see your newsletter in an HTML ver-
sion.

To receive a newsletter in plain text format, send a blank email
to: plaintext@TheHomeBusinessPeople.com

To receive the same newsletter in HTML format, send a
blank email to: html@TheHomeBusinessPeople.com

AUTOMATING THE PROCESS
Have I mentioned yet that my business wasn’t properly auto-
mated from the beginning? I thought so.

I remember sitting at my computer getting ready to send out
my very first newsletter. I had accumulated a whopping 10
subscribers! I did not have an automated system to manage
my newsletter so subscribing, unsubscribing, and sending
out the newsletter was a manual process. 

I could deal with sending my newsletter to ten subscribers
individually, but managing ten thousand subscribers is an
entirely different story.
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With a proper newsletter management system in place, the
entire process is fully automated regardless of how many
subscribers you have.

The all-in-one system that I recommend in Chapter 10 han-
dles your newsletter with ease. It allows a person to subscribe
and unsubscribe to the newsletter, automatically sends a
Welcome Edition, and enters the subscriber into your data-
base. You can also send your newsletter to your entire list at
your convenience with one click of the mouse. This system
can be accessed at:

http://www.ZeroToSixFigures.com/automate
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CHAPTER 14

PROTECT YOURSELF
FROM ISOLATION

I have been asked many times what I least liked about my
business. If I could go back in time, what would I change?

Each time I’m asked these questions, I immediately begin to
describe ISOLATION.

I was so eager to make my business work and so desperate
for it to start making money, that I made the commitment in
my mind to completely throw myself into my business. From
the very beginning, I immersed myself into a 16-hour-a-day,
7-day-a-week mission.

I resigned myself to the fact that if I was awake, I was going
to be working.

To some, this may sound noble and very determined. 

Talk about going for it! 

How inspirational . . . 

Well, I’m here to tell you that this was absolutely the biggest
mistake that I made throughout the operation of my business.
And, I firmly believe that my earnings and productivity were
actually diminished as a result.

I was extremely active as a child. Gymnastics and physical fit-
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ness were a big part of my life. I also always enjoyed the com-
pany of friends and fun activities. It seems that once I began
my business, I forgot everything that I knew about health, fit-
ness, and personal well-being.

Ultimately, what I did was slip into a state of isolation which
negatively affected my business, my mind, and my life.

Over a period of time, my people-skills began to suffer. I found
myself living more and more in my own head. My commu-
nication skills were diminishing, and I found myself forget-
ting names – surprisingly, because I was always a master at
remembering names and faces. I just didn’t feel comfortable
in my own skin anymore. 

Isolation is a very easy thing to succumb to when operating
a home-based business. Think about it… it’s just you and your
computer. In many cases, you have very little physical inter-
action with people. Most communication is done either
through email or phone while sitting in your office chair.

However, isolation and burn-out are syndromes that can be
easily avoided when building and operating a home-based
Internet business. This is one of those “I wish I knew then
what I know now” situations. 

When you begin your home-based business, you must set time
limits on your “work-at-home” day, and you must replace
what you are missing from the “normal” workplace envi-
ronment. You might not miss your job or your boss, but
you might miss the interaction with the people in your work-
place. 

One of the best things you can do for yourself is to establish
outside connections and activities from the very beginning. 
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Here are a few ideas:

• Physical Activity: It’s amazing just how out-of-
shape you can become after only a few months of sit-
ting in your chair staring at your monitor. Physical
activity can remedy this, as well as provide you with
an outlet and a release from the stresses of your day.
Use exercise as a way to stay fit, healthy, and mentally
sharp. 

• Chamber of Commerce: Joining your Chamber of
Commerce is a great way to get yourself out into your
community. The Chamber holds regular meetings and
creates the opportunity to make wonderful business
connections in your area.

• Charitable or Volunteer Work: My home-based
business lifestyle gives me the opportunity to be very
active with a non-profit cat rescue group in Rhode
Island. My charitable work re-invigorates me and
motivates me constantly. Get involved with a worthy
cause that you are passionate about.

• Join Clubs or Associations: Discover what is out
there in your area of expertise and get involved.

• Take a Class on an Unrelated Subject: Get your
mind off of your business and onto something else
that interests you. Consider participating in an adult-
education class at a local college.

The social connections you establish by getting involved in
your community not only help you mentally, but business-wise
as well.
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HOME-BASED BUSINESS WORDS OF WISDOM
Play time: In life, there should be time for work and play. Take
advantage of the freedom your home-based business affords
you and enjoy! 

Plan Vacations and Time Off: If you are a workaholic like
myself, you probably feel guilty about taking time off or
going on vacation. When Saturday rolls around, you might
say, “Well, why don’t I just sit at my computer for a little while
and go through a bit of my email.” Of course, that “little
while” turns into most of the day.

To avoid that scenario, you should actually schedule your time
off. Write it down in your day planner and take the time to
get away from your business. 

Separate Your Home-Office from Your Home and SET
HOURS: Just because you work at home, that doesn’t mean
that when you’re home, you always need to be working.
You should set hours for your business and stick to them.
Learn to be productive during the time when you are at
work, and put it away both physically and mentally when
your work day is finished.

Of course there will be days where overtime work is neces-
sary. That is a part of any successful business venture and
should be expected. However, right from the start, you need
to establish a proper balance between your work life and your
home life. 

Turn off the ringer on your office phone after hours: Because
NVD attracted customers from around the world, my phone
rang at all hours of the day and night. Until I began turning
off my ringer, I would feel compelled to answer the phone
when it rang. My mind never had a break from work.
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My suggestion is to turn off the ringer on your business
phone line when your work day is over. Your customer will
leave a message if they are interested in your product, and you
can get in touch with them the next day. 

NEVER have your office in your bedroom: When I first
began, I had my office in my bedroom because it had plenty
of space for my equipment. This turned out to be a bad idea.
I remember waking up in the morning and the first thing I
would see was my computer. OK, well I might as well just turn
it on and quickly check my email. Two hours later, I would
get up, go downstairs, quickly eat breakfast, and then up I
went to sit back down at the computer. Sometime around 9:00
pm, I would go back down and grab dinner. And then – you
guessed it – I would go back up to my computer and work
until I could no longer keep my eyes open. Of course, that
wasn’t a problem because my bed was just two feet away! And
the pattern continued…

Eventually, I began to set strict hours for work and moved my
office out of my bedroom. It was a wonderful and produc-
tive move. I would recommend finding a location for your
office that allows you to shut the door when your work day
is complete. 

Hire someone to help you: If you are making money and you
find yourself doing routine tasks that could be handled by
someone else, think about hiring someone to help you. In the
early stages of NVD, I had interns from a local university who
worked for me in exchange for college credits. This helped
relieve my work load and didn’t cost me anything. The interns
received class credits in addition to valuable experience that
they could include on their resumes. Check with a local col-
lege to find out about their internship policies.
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After one year in business, I hired my first employee to han-
dle responsibilities such as customer service and creating the
Gateway Web Sites. Because I had a home office, this
employee was a “virtual” employee. We corresponded via
email, and he did his work from his own home with his own
computer. It was a fabulous relationship and created more
time for me to concentrate on marketing.

IN CONCLUSION
Make sure you don’t lose yourself in your business. Work
hard, but stay involved with your friends and family. Do
whatever is necessary to stay connected to the outside world.
Remember, work to live!
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CHAPTER 15

MARKETING

At this point, your home-based Internet business should be
well on its way. I have touched on all of the key elements such
as forming your business, defining your product, creating your
image, your web site, payment options… You now possess
the knowledge to operate your business efficiently.

However, the success of your business requires more than just
getting it up on the Internet and being able to accept credit
cards. Once you have mastered the basics and have a viable
product to sell, your success on the Internet will come down
to two specific things: 

VISIBILITY AND MARKETING
VISIBILITY and MARKETING are vital to your business, and
they are the keys to your success.

It is one thing to get your business started and deal with the
“nitty gritty.” It is quite another to have people that you
don’t know come to your web site, read about what you are
offering, take out their credit cards, and make a purchase.

When people are surfing the Internet, I guarantee you that
they will not just “stumble” upon your web site and buy your
products. You have to get people to come to your web site. 

The majority of your time should be spent on marketing. If
you don’t devote ample time to marketing, your business will
quickly go under. New business is the key to your business.

185



WHAT REALLY WORKS WHEN MARKETING 
YOUR BUSINESS ONLINE?

The theme of Zero to Six Figures deals with the start-up
process. It answers how you can take an idea and create a
business that functions efficiently. 

The other element is Marketing. In order to properly educate
you about marketing your business online, this book would
need another 300 pages. I feel that marketing is such a vital
part of your business that I have developed the Zero To Six
Figures Marketing Resource which walks you through hun-
dreds of different techniques. This resource is available at
http://www.ZeroToSixFigures.com/marketing

The Zero To Six Figures Marketing Resource reveals unique,
cutting-edge marketing strategies that go beyond the generic
techniques that are commonly offered. This resource describes
the actual techniques that I use to generate income, how I use
them, and how successful they are. Marketing is taken to the
next level as the resource provides fresh angles and different
approaches. This is the “in-depth” stuff that you don’t ever
get the chance to read about.

I do want to touch on a sampling of techniques that will be
elaborated upon in the Zero To Six Figures Marketing
Resource. Remember, when I started my business, I didn’t
have an extra dime to spend on advertising. So I had to be
more creative and hands-on with my marketing approach.
The techniques described below offer you an introduction to
some of the low-cost marketing solutions that I used to get
traffic to my web site and work my way from Zero To Six
Figures!
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JOINT VENTURES
In general terms, joint ventures entail partnering in some
capacity with related businesses to increase profitability and
reach for both parties. You can enter into many different types
of joint ventures. Remember, competition is not always neg-
ative. Your competition can work to your advantage. 

I would like to describe one joint venture that turned into a
true cash machine for my business.

A few months into NVD, I was not generating the traffic nec-
essary to make the “big bucks.” I was on a constant search
to employ innovative ways to increase the traffic to my site.

My main focus was always to gather more newsletter sub-
scribers and build my mailing list, as opposed to getting peo-
ple to my site in the hopes that they would make a purchase
on the spot. The development of that mailing list was my key
priority. I knew that a certain percentage of them would
eventually become loyal customers who would purchase
from me over and over again.

How, then, could I generate a large number of new sub-
scribers with no money to spend on advertising? 

I made contact with a gentleman who operated a site that tar-
geted the same audience: network marketers. His site had been
around for a long period of time. It had a good reputation
in the industry as well as a substantial amount of traffic
flowing to it. 

When visitors arrived at his site, a pop-up box opened which
gave them the opportunity to subscribe to his free newslet-
ter. After visitors subscribed to his free newsletter, they were
brought to a thank-you page, which then led them to his main
site. 
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I made a deal with this gentleman to recommend my free
newsletter on the thank-you page that his visitors were
directed to after they subscribed to his newsletter.

This is what the “thank-you” page looked like during the
period of our joint venture:

He had done the work to get traffic to his site, and was gen-
erating money from his visitors. By recommending my
newsletter, he could offer his visitors more value and earn
commissions from all sales that were generated at my site.

What did I get? TRAFFIC. And lots of it. I gained access to
a large list of targeted subscribers.

Ultimately, we formed a successful joint venture partnership
that helped both of our businesses. It was truly a win-win sit-
uation. There are literally thousands of joint venture oppor-
tunities, and with hard work and resourcefulness, you can
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capitalize on them. When you do, watch your sales explode!

Tip: For the best results, seek out credible web sites.
The reason that this joint venture was so successful
was in large part due to the site’s reputation. The
visitors respected my joint venture partner, and they
were willing to act upon his recommendation.

PRIVATE LABEL PARTNERSHIPS
I was very fortunate to discover the power of Private Label
Partnerships early on with NVD. 

After being in business for about five months, my name was
getting exposure in the industry. My reputation was growing,
along with my customer base.

I was contacted by a man who was a top earner and a trainer
for his network marketing company. He saw great value in
my products and asked if he could offer them at his training
sessions.

After much discussion, I entered into a Private Label
Partnership with him. I allowed him to brand my products
as his own and customize them for the particular network
marketing company he represented.

I provided him with the infrastructure and a hefty commis-
sion. I set him up with his own domain name and sales web
site, the means for placing orders via credit card, and full cus-
tomer service. He received 30% of all revenues generated from
his Private Label web site. 

He provided me with a new customer base. He would give
training sessions once a month at various places around the
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country and each time he spoke, my business had a tremen-
dous burst of activity. 

Once I discovered the true power of the Private Label 
Partnership, I put it into practice again and again with each 
of my products. I sought out others who had a large reach 
in my target market and offered them the opportunity to 
brand my products as their own.

Toward the end of my ownership, I began to charge a set-up 
fee to individuals who wanted to take part in my Private Label 
Partnership program. For a flat fee of $500, I would set up 
branded web sites for Private Label Partners and get them into 
business promoting their version of my products. 

AFFILIATE PROGRAMS
Affiliate programs are a great way to expand your market-
ing reach. Essentially, you are creating a sales force to mar-
ket your products for you. Your affiliates market your prod-
ucts on your behalf, and you pay them a commission for every 
sale they generate. (Refer back to Chapter 10 for more details 
about how affiliate programs work.)

I had fantastic results with my affiliate program at NVD. I 
had hundreds of affiliates who provided me with a stream of 
income every month that I would not have otherwise gener-
ated. We also have affiliate programs in place at both 
Sports 2 School and TheHomeBusinessPeople.com. 

When setting up the affiliate program for your business, 
don’t be afraid to pay commissions. Writing commission 
checks to my affiliates is one of my favorite things to do 
each month. I know that with each dollar I give out in com-
mission, I have earned two dollars. And, my affiliates provide 
me with an audience that I would not reach on my own. I con-
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sider it the best kind of advertising expense, because you do
not have to pay anything unless you have earned at least twice
that amount!

The key to a successful affiliate program is to keep your
affiliates motivated. Give them a reason to go out and pro-
mote your product. I have success by running promotions for
my affiliates. An example of a promotion that I continue to
run is the “monthly $150 bonus.” For each customer an
affiliate refers, not only does the affiliate get the normal
commission for the sale, the affiliate also gets one entry into
the drawing for the $150 bonus. At the end of the month, I
pick a name out of a hat, and that affiliate receives the bonus.
This gives incentive to all affiliates, even if they are only
capable of brining in one sale throughout the course of the
month.

Also, it is vital to provide your affiliates with marketing
materials. Don’t rely on your affiliates to create their own sales
material. In the great majority of cases, it just won’t happen.

My favorite tool to give affiliates is a pre-written email sales
letter. In general, your affiliates will already have a list of peo-
ple to contact. The affiliates can just “cut and paste” the pre-
written sales letter into an email and then send it to their entire
mailing lists. 

By making it this simple for your affiliates, you will gain an
instant audience who will read the material you want to
present. It also provides immediate gratification to your affil-
iates and helps them get involved. Inactivity is often a sign of
not knowing what to do. If you give them material and tell
them how to take advantage of it, sales will result.

I also recommend maintaining a section of your web site
where affiliates can access marketing materials including
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banners, classified ads, and examples of sales copy. 

The more involved you are with your affiliates, the more
they will produce. Make it easy for them, and keep your
business fresh in their minds. Remind them that they can
make high commissions simply by referring your product.

ARTICLES
This is where it all began. Getting my articles published was
one of the very first marketing techniques that I employed,
and to this day, I continue to have fabulous success with it.

One of the most effective methods of marketing on the
Internet is to offer people free information. In order to attract
the specific people you are looking for, you want to offer
information about something that would be of interest and
importance to your target market. You can deliver this free
information to people in the form of articles.

Writing Breeds Credibility

Credibility is an important part of your web identity. You can
build your credibility and develop a positive reputation by
providing free articles that are well-researched and inform-
ative.

My goal has always been to get as many newsletter sub-
scribers as possible. In the articles I distribute, I never plug
my product specifically. Instead, at the end of the article in
the resource box, I offer readers a chance to subscribe to my
free newsletter where they can read more articles in their
area of interest. For example, a resource box may look like
this:
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This article was written by Jennifer Keenan Bonoff.
Jennifer is a home business consultant and the
author of Zero To Six Figures. To access additional
free articles on the home-business start-up process
and Internet marketing, please sign up for her free
monthly newsletter at
http://www.TheHomeBusinessPeople.com

Get Your Articles Published in E-Zines

E-zine publishers are always seeking great informative arti-
cles relating to their subject matter. In many cases, they are
more than happy to publish your article and send it out to
their subscriber base. 

Writing for e-zines is also a great way to get quick and pos-
itive results. You can write your article in the morning, sub-
mit it to a number of related e-zines in the afternoon, and by
evening, you can have a mailbox filled with feedback from
the exact audience you are trying to reach! 

There are numerous web sites that provide access to large
directories of e-zines, complete with subscription information
and publisher contact information. To access a listing of
these sites, please visit:

http://www.ZeroToSixFigures.com /ezinedirectory

PAY-PER-CLICK SEARCH ENGINES
A large percentage of your visitors will find you via Search
Engines. Pay-Per-Click Search Engines in particular can pro-
duce quick, immediate results. You don’t have to wait weeks
or months to get listed. Within a few days, you can get your
site listed at the top of numerous Search Engines and in front
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of millions of web surfers. I feel that pay-per-click search
engines offer you the greatest potential search engine reach
for your dollar.

How do Pay-Per-Click Search Engines work? 

The theory behind “pay-per-click” is that you (the web site
owner) define the search terms that you want to use for your
site, and you bid on how much you are willing to pay to have
someone visit your site if they perform a search using those
specific search terms. 

The best part about advertising on pay-per-click search
engines is that you don’t pay anything unless you get visitors
to your site, and the only visitors you get are targeted by you.
The price you have to bid to get listed at the top varies by
search term. In addition, you have control over placement on
this Search Engine, a virtual impossibility with traditional
Search Engines.

To access a listing of pay-per-click search engines, please
visit: http://www.ZeroToSixFigures.com/click

Overture is currently the largest pay-per-click search engine,
and they offer the most visibility.

Overture is designed to provide users with relevant results for
all searches, because in order for advertisers to bid on a
search term, it has to relate to the content at their site. All sites
are checked for relevancy, and if your search term is not
related to the content at your site, they will not accept your
listing under that term.

If you bid high enough to keep your search terms in the top
three positions, your web site is in Overture’s “Premium
Listings.” If you have Premium Listings, your site will then
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appear at the top of the search results on the Web’s leading
search sites. 

For Example, if someone does a search at Alta Vista, and your
web site is in the Premium Listings at Overture, then your web
site will appear at the top of the Alta Vista search results page!
This is a wonderful way to get traffic to your site.

PUBLICITY
The media can be one of your greatest allies and can provide
you with publicity at virtually no cost. Take advantage of the
credibility the media can provide for you by doing everything
within your power to have the media present you to the
public.

Start with the local media first, and after you have had expo-
sure and experience, you can expand your horizons. The
media is always looking for human interest stories, espe-
cially those involving local people and businesses. 

Publicity can come in many forms. Get a feature article in
your local newspaper. Give interviews with radio, local tel-
evision stations, and local magazines. Speak confidently,
believe in yourself and your products, and speak from the
heart. 

YOUR ONLINE NEWSLETTER
Don’t forget the power of your online newsletter! Once you
have traffic coming to your site and begin to generate sub-
scribers, be sure to effectively use your newsletter to market
to them. If you provide the proper mix of solid information
and sales content, your online newsletter can be the number
one biggest advantage you can give yourself when marketing
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online. Refer back to Chapter 13 for more information on this
wonderful tool.

THE ZERO TO SIX FIGURES 
MARKETING RESOURCE

This is just the tip of the iceberg in terms of marketing tech-
niques!

You can access 300 pages of information with the Zero To
Six Figures Marketing Resource available at:
http://www.ZeroToSixFigures.com/marketing

This resource gives you over 150 ways to build your home-
based business. Each example comes with real-life experience
and explains in simple terms what you need to do to make
it happen. What works? What doesn’t? What techniques
should you focus on? Which should you ignore? This resource
really gets down to the specifics. Now that you are well-
equipped to get your business up and running, it’s time to take
it to the next level and Market, Market, Market!

A NOTE ON TRADITIONAL MARKETING 
VS. INTERNET MARKETING

I do believe in the power of traditional, non-Internet adver-
tising as well. I did not implement any advertising outside of
the Internet with my original business. NVD was 100%
online. However, this time around, I have additional funds to
invest and am putting traditional advertising to the test with
encouraging results. The Zero To Six Figures Marketing
Resource includes plenty of non-Internet related marketing
techniques as well.
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CHAPTER 16

TAKE IT TO THE NEXT LEVEL

You are now ready to move forward and establish your own
Internet business with a roaring fire in your heart! But, before
you set off on your journey, I want to review the most impor-
tant points you should take from this book. Here are my
home-based Internet business Rules to Live By: 

RULE #1:

LEARN HOW TO OPERATE
YOUR BUSINESS INDEPENDENTLY

I cannot imagine what my experience would have been like
if I had to rely on someone else to do things like create my
web sites, make changes to them, put up order forms for my
products, etc. 

I have complete control over my businesses. With all of my
online ventures, I continue to make changes, edits, and add
promotions whenever I need to. 

Make the time to learn the basics of web design. It will save
you a tremendous amount of money and will give you a
wonderful sense of accomplishment. 

To take advantage of opportunities, you must be able to act
quickly and efficiently. To increase your chances for success,
increase the level of your expertise. Educate yourself on every
aspect of your business and the Internet until you feel com-
fortable running the show. Until you can operate your busi-
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ness independently, you will always be at the whim of oth-
ers. When you are finally in total control, you will cut down
on your expenses and increase your efficiency. 

RULE #2:

TREAT YOUR BUSINESS LIKE A BUSINESS
One of the most difficult challenges you will face as you
begin and operate your home-based business is distraction.
In whatever form the distraction presents itself – whether it
is the television, a visit from a neighbor, a household chore,
or whatever else might capture your attention – it can be your
worst enemy.

You need to go to work in order to get paid. Eventually, you
can reap the rewards of a business that operates on its own,
but at first, it is all about your effort. Keep your focus on your
business because your livelihood depends on its success.

In addition, make sure that you properly set up your business.
Consult with an attorney or an accountant when establish-
ing your business and always keep accurate financial records.
Set yourself up with a comfortable working environment
and establish a schedule.

RULE #3:

AUTOMATE! AUTOMATE! AUTOMATE!
The only enjoyable path to success is through automation.
You cannot do what is necessary to succeed if you are con-
stantly handling menial administrative tasks. Wherever pos-
sible, even if it costs a little more than doing it yourself,
implement automation into the operation of your business. 
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Automation will enable you to generate more income by
giving you the time to properly market your business. The
extra money you spend on automation is nothing compared
to the income, time, and level of sanity you will lose by doing
things manually. Set yourself free…and grow!

RULE #4:

CREATE A MAILING LIST
If you ask me to describe the single most important aspect of
my business, without hesitation, I will tell you about my free
weekly newsletter. The great majority of my customers began
as subscribers to my newsletter. I used the newsletter to build
my credibility with them, and over time, they became com-
fortable with me and the products I offered. 

Creating an “opt-in” mailing list should be your number
one priority. Your subscribers become the audience for both
your articles and your advertising. If you consistently give
them quality information, they will read everything you have
to say. 

Your success and your fortune is in your mailing list. 

RULE #5:

LEARN TO “THINK BIG”
Amazingly, it is not the fear of failing that stops most peo-
ple, it is the fear of success. Learn how to think big, instead
of letting fear inhibit you. To be successful, expand your
horizons, and say goodbye to your comfort zone.

Make a conscious decision to go for it every day. Embrace
your opportunity by doing whatever is necessary to build your
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business and overcome your fears. The financial and emo-
tional rewards are well worth the effort.

RULE #6:

STAY INSPIRED
Establishing your business is just the tip of the iceberg. To be
successful, stay focused and inspired. Consistently work on
ways to improve yourself and your business. Inspiration can
only come from within yourself, and it has the power to
drive you toward your goals and beyond. Seek out mentors
to keep you on the right path as you make important busi-
ness decisions. 

Keep a clear picture of what you are trying to accomplish.
Look back at your original goals on a regular basis and be
sure to establish new long term and short-term goals as you
achieve previous goals. Building your business is an ongoing
project, and you must keep your head in the game in order
to win.

RULE #7:

KEEP ON TOP OF YOUR INDUSTRY
What is the single magic secret that will allow you to succeed
where others will fail?

Persistence!

The Internet and technology are constantly changing so it is
vital that you stay current on everything. Keep yourself and
your business on the vanguard by reading magazines, books,
and related online and offline publications.
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Also, get to know your competition and learn from what they
do. Take advantage of their good ideas by trying to improve
upon them and look for new products to offer at your web
site.

RULE #8:

MARKETING & VISIBILITY
Establishing a business on the Internet is one aspect of the
process, but getting people that you don’t know to come to
your site, pull out their credit cards, and place orders is quite
another. 

Marketing is ultimately the key to your success. Let the world
know about your business.

For complete details about the Zero To Six Figures Marketing
Resource, go to: 
http://www.zerotosixfigures.com/marketing

RULE #9:

MAKE TIME FOR WORK & TIME FOR PLAY
One of the great benefits of a home-based business is that it
enables you to do what you want, whenever you want. But,
at the same time, it can become difficult to separate your home
from your home-office.

Don’t let the line between your home and home-office become
so blurred that you either find yourself working all the time,
or at the other end of the spectrum, you never get any work
done. Either scenario is possible, and both are detrimental to
your long-term success.
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Make time for work and time for play. You need both to be
happy, and you will be much more productive in your busi-
ness if you are happy in your day-to-day life. Enjoy what you
do, and it will treat you well.

RULE #10:

MULTIPLE INCOME STREAMS
Your first product is just the beginning. As soon as possible,
you should add new products, services, and promotions to
generate additional streams of income. If sales slow down for
one of your products, it is always nice to have something else
in place to pick up the slack.

I started NVD with only one product, but that number
quickly grew to four. With each product that I added, I saw
a large increase in revenues. That experience taught me a valu-
able lesson about the benefits of multiple income streams, and
I continue to build on it today. 

Don’t put all of your eggs in one basket. Your ultimate goal
should be to operate multiple businesses selling a variety of
products, and of course, each of them should be fully auto-
mated. 

The information is all here. 
It is possible. It is up to YOU.

As I conclude the final chapter of Zero To Six Figures, I find
myself both excited and filled with hope for what comes
next. I can look back at where I was when I first started my
business, and be truly proud of what I have accomplished. I
can now go full speed into what lays ahead with the capability
and confidence that comes only from experience and success.
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During my journey from Zero To Six Figures, I taught myself
how to make money by running businesses on the Internet,
and the best part is that I do it from my home. If you follow
the steps I laid out for you in this book, there is no reason that
you can’t be successful too. As I said in the introduction… 

“I am not claiming to be more capable or smarter than anyone
else. Nor do I believe that I possess any special skills that enabled
me to succeed where others would have failed. I just had the belief
that I could do it on my own. And, I had the confidence to set my

own course when everyone around me said I was crazy.”

If you believe in yourself and you have the work ethic and
determination to follow through no matter what happens,
then you can be telling your own success story soon. That is
why I have written Zero To Six Figures. My proudest
moments are when someone tells me that I helped them
change their lives for the better. 

And someday, I would love to hear that from you.
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GLOSSARY OF TERMS

This glossary is an aid for you to use along with Zero To Six
Figures. The definitions included in this glossary are relative
to how the terms are used in Zero To Six Figures.

Affiliates 
Affiliates are individuals, web sites, or companies that pro-
mote your products or services. Affiliates refer visitors to
your web site, and they earn commissions for any sales that
they generate. Affiliates are similar to independent contrac-
tors and offer you an effective way to expand your market-
ing reach.

Affiliate Program Software
Affiliate program software registers new affiliates, issues
affiliate tracking codes, keeps track of the sales at your web
site, and credits the appropriate affiliates for their referrals.
At the end of each month, affiliate program software gener-
ates a report which details exactly how many sales were gen-
erated by each affiliate and the total commissions earned by
each affiliate during the previous month. 

Audio Presentation
Technology enables you to easily present information to your
visitors as an audio presentation. You can sell access to your
audio presentation, or you can use audio as a sales tool at
your web site. An audio introduction at your web site is an
invaluable sales strategy which allows you to personally
introduce yourself and describe your products or services. 

205



Automation
Automation is the complete integration of each component
of your Internet business including your web site, web host-
ing, ordering process, merchant account, database, autore-
sponders, affiliate program, and order fulfillment. Full
automation enables your business to operate efficiently and
in a “hands-off” manner. 

Autoresponder
An autoresponder is a tool that automatically sends one or
more pre-written emails at preset intervals in response to an
inquiry by a prospect. An autoresponder enables you to auto-
mate communication at your web site by providing infor-
mation to your visitors and customers whenever they want
it, and without your involvement. A visitor can trigger an
autoresponder by sending an email to your autoresponder’s
email address or by filling out a web form at your web site. 

Browser
A browser is a program that finds and displays web pages on
your computer when you travel around the Internet. A
browser reads computer language such as HTML and displays
it in the form of text and pictures. When you “surf the web,”
the program you are using to read web pages and go from
web site to web site is a browser. The most common browsers
are Microsoft Internet Explorer and Netscape Navigator.

Business Plan
A business plan helps you define your business and identify
your goals. Your business plan provides you with a founda-
tion and a solid plan of action. It should outline your prod-
ucts or services, define your business structure, identify your
target market, and describe the make-up of your web site, etc.
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Company Name
Your company name is one of the most important aspects of
your identity. It should be descriptive and should pinpoint
what your business does. With a solid and memorable com-
pany name, any advertising that you do will be much more
effective.

Competition
Your competition includes individuals, companies, and web
sites that sell similar products to a similar market. You should
not look at your competition as your enemy, but rather as
your ally.

Database
Your database is the heart-and-soul of your business. It is
where you store all of the vital information that makes your
business run including your customers, their contact infor-
mation, what they purchased, and when they purchased it.
In addition, your database will keep track of your newslet-
ter subscribers and your affiliates.

Digital Delivery
Digital delivery is the transmission of products over the
Internet. eBooks, software, digital photography, informa-
tion, and access to members-only web sites are all examples
of products that can be delivered digitally. With digital deliv-
ery, a product can be delivered instantly at the time of the
order and at little or no cost.

Domain name
In general terms, your domain name is your web site address.
For example, if your web address was:
http://www.YourDomainName.com, 
then your domain name would be: YourDomainName.com
More technically, computers use Internet Protocol (IP) numbers
to find each other and the web sites that reside on them. The
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Domain Name System (DNS) was created to make it easier to
find web sites. Domain names are words and phrases used to
find Internet addresses instead of the IP numbers. 

Download
Downloading is the transfer of data files or programs from
a server or host computer to your own computer. For exam-
ple, when you check your email, you are actually down-
loading it from a mail server.

eBook
The term eBook is short for “electronic book.” Instead of
holding it in your hands, an eBook is read on your computer.
You flip the pages by clicking links with your mouse, and you
scan the table of contents by scrolling. An eBook can contain
text, pictures, audio, video, animated graphics, and hyper-
links. Aside from the initial minimal cost to purchase the
eBook software, you have no ongoing expenses related to the
reproduction and distribution of your eBook. An eBook
offers you a cost-effective and cutting-edge means of pre-
senting your information-based product.

Electronic Delivery
See Digital Delivery.

Email
The term email is short for electronic mail. It is the trans-
mission of messages over a communications networks.

Email Capture
Email capture is the process of collecting the names and
email addresses of your web site visitors by getting them to
“opt-in” to your mailing list. 
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e-Zine
The term e-zine refers to a newsletter or magazine that is avail-
able online. In most cases, e-zines are delivered to “opt-in”
subscribers via email. Some e-zines are made available at
web sites.

F.A.Q Section
A “Frequently Asked Questions” section acts as your web
site’s salesperson. Use it to ask and answer any questions that
a visitor or customer may have.

Fields
The information in a database is divided up into a series of
different fields, and each field has a name such as: First
Name, Last Name, Email Address, Mailing Address, Phone
Number, Fax Number, Product Ordered, Date, etc. 

Font
Font is a design for a set of characters. In simple terms, it is
the “look and feel” of the printed letters you see in text.
The font is the combination of the typeface (such as Helvetica
or Times New Roman) and characteristics such as size,
weight, and italics.

Free Report
A free report is commonly used as a means to obtain the con-
tact information of your web site’s visitors. When visitors first
come to your site, they can be offered the free report in exchange
for their names and email addresses. The topic of the free report
you offer must contain relevant, in-demand information.

Fulfillment
When a customer orders at your site, you must fulfill the order
by delivering the product. Depending on the nature of your
product, order fulfillment can be handled digitally, via ship-
ping, or through an outside fulfillment service.
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Graphics
Graphics are the images and illustrations on your web site.
The number of graphic images at your web site depends
mainly on what you are selling. If you are selling an infor-
mation-based product, graphics play a lesser role. If you are
selling your artwork on the other hand, graphics play a very
large role. The more graphics you have on a web page, the
longer it will take that page to load. There is a tradeoff
between visual appeal and page size issues.

Headline
You can only make a first impression one time, and you
make that impression at your web site with your Headline.
It is generally a statement made in large text that sits near the
top of your web site in the center of the page. A great head-
line can mean the difference between mediocre results and
spectacular results.

HTML Format
In simple terms, HTML or Hypertext Markup Language is
the code that allows you to include graphics, color, and other
special features to your newsletter message. Some email sys-
tems are not capable of displaying HTML emails. 

Hyperlinks
Hyperlinks (or simply links) are used to organize information
on a web site or in an eBook. A hyperlink appears as text or
a graphic, and when it is “clicked,” it connects to a specific
place in a document or a web page. 

Information-Based Product
Information is a top-seller on the Internet. An information-
based product has little or no cost to produce, has no limit
in terms of supply, has a minimal cost to distribute, and
offers you an unlimited income potential. Information-based
products can be presented in many different ways such as
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online training courses, eBooks, e-zines, password protected
web sites, or audio or video presentations. 

IP Address
“IP” is an abbreviation for Internet Protocol. An IP address
is used to identify a particular computer on a network or the
Internet. An IP Address is made up of 4 numbers separated
by periods. Each of the four numbers can be from zero to 255.
For Example, an IP Address would look like the following:
216.35.117.240

ISP
An ISP (Internet Service Provider) is a company that provides
its customers with access to the Internet. Some providers
offer Internet access through dial-up or wireless service,
and others offer high speed Internet service through cable or
DSL. 

Keyword
Keywords are used by a search engine in its search for rele-
vant web pages. For example, if you wanted to find web
sites with information about gymnastics, then you would go
to a search engine and type the word “gymnastics” into the
search box. “Gymnastics” is the keyword for that search, and
the search engine will return a list of web sites with relevant
information about gymnastics.

Link 
See Hyperlink.

Logo
Your logo is an image or symbol designed to define your busi-
ness and provide recognition. Your logo should stand out and
should be something that people remember. 
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Mailing List
Your fortune is in your mailing list. By creating an “opt-in”
mailing list, your subscribers become the audience for both
your information and your advertising.

Marketing
To achieve success on the Internet, you must market or sell
your product. Traditional marketing may include radio or
newspaper advertising. Internet marketing may include search
engine placement, private label partnerships, and link
exchanges.

Merchant Account
A merchant account allows you to accept credit cards as a
form of payment at your web site. Through your merchant
account, you are able to process credit card transactions
online and have the money deposited directly into your com-
pany bank account within 48-72 hours. For that privilege, you
pay a small fee for every transaction that takes place at your
site as well as a percentage of each transaction’s total.

Meta Tags
Meta tags are a few lines of HTML code that are used to pro-
vide information about the development and content of a web
site. Meta tags are invisible to web page visitors and are used
by many Search Engines to find web sites that are relevant to
a search term.

Money-Back Guarantee
A money-back guarantee is your assurance to your customer
that you assume responsibility for your product. Your Internet
business should have at least a 30-day, 100% no-questions-
asked money-back guarantee.
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Niche Market
Your niche market is a targeted group of people who have a
specific interest in your product. Instead of throwing your
product out there on the Internet to everyone under the sun,
you will find it much more effective to define and target a
niche market.

Online Newsletter 
See E-Zine.

Online Training Course
An online training course is one way to present an informa-
tion-based product. You can present your information in a
series of lessons, and deliver those lessons via email over set
time intervals. You can also host your online training course
at your web site.

Opt-In
When people “opt-in,” they are requesting to be added to
your “opt-in” mailing list, and are agreeing to be contacted
by you via email. People generally opt-in to an e-zine or free
report by filling out a web form which requests their names
and email addresses. Once people opt-in, your subsequent
emails are not annoying spam, but rather a welcome source
of information. Your opt-in mailing list is the key to your suc-
cess.

Overhead
Your overhead refers to the operational expenses of your
business. These include such things as rent, utilities, tele-
phones, administrative costs, production costs, web hosting
fees, and any other expenses you incur in the normal opera-
tion of your business.
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Password Protection
Password protection allows you to require a visitor to enter
a username and password to access information at specific
sections of your web site. Password protection capabilities are
generally included with your web site hosting account.

Pay-Per-Click Search Engines
With pay-per-click search engines, you (the web site owner)
define the search terms you want to use for your site, and you
bid on how much you are willing to pay to have someone visit
your site if they perform a search using that specific search
term. With pay-per-click search engines, you don’t pay any-
thing unless you get visitors to your site, and the only visi-
tors you receive are those that are targeted by you. The price
you have to bid to get listed at the top varies by search term.

Plain Text Format
Plain text format is known as ASCII or “American Standard
Code for Information Interchange.” When you send out your
newsletter in plain text format, you are not including any spe-
cial formatting such as italics, color, bold, etc. Your sub-
scribers can read plain text messages no matter what email
system they use.

Printable Order Form
Some people are not comfortable ordering over the Internet,
and not everyone has a credit card. A printable order form
gives your customers other payment options including check,
money order, or credit card payment via mail or fax. 

Profit
Profit is the difference between your revenues and expenses.
If your revenues exceed your expenses, then your business
shows a profit. 
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Sales Copy
Sales copy is the text on your web site that you use to edu-
cate your visitors and entice them to purchase your products
or services. 

Search Engine
A search engine is a program that searches web sites for spe-
cific keywords and returns a list of the web sites relevant to
those keywords. Search engines enable users to search the
Internet for web sites that contain the information that they
are looking for. Each search engine has its own unique method
for finding meaningful results for each query by a user.
There are literally thousands of search engines. Examples of
popular search engines can be found at: “www.Google.com”
and “www.AltaVista.com.”

Secure Server
A secure server is a server that supports Internet security
protocol that prevents third parties from tampering with
information. Secure servers protect information by encrypt-
ing it so that it can only be read by the intended recipient. This
encryption is what keeps your credit card billing information
safe when you make a purchase on the Internet.

Server
A server is a computer on a network that stores and manages
files. Every web page that you visit is actually sitting on a
server that is always connected to the Internet. The server
waits for you to request a web page by typing the address into
your browser or by clicking a link. When you request a spe-
cific page, the server that is storing that page will “serve” it
to you so that you can see it in your browser.
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Service-Based Business
With a service-based business, you provide your customers
with a service such as computer training, pet sitting, or grant
writing. You earn money by providing your customers with
your knowledge, expertise, and time.

Shopping Cart Software
Shopping cart software makes it easy for you to offer multi-
ple products that your customers can choose from. Your
customers travel through your site much like they would
travel through a grocery store. They can place desired items
in their shopping cart, and then continue to look through your
web site. When they are ready to check out, the system will
add up the total cost for all of the products in the shopping
cart and will provide an online order form where the cus-
tomers can enter their credit card billing information.

Slogan
Your slogan is generally a short, attention-grabbing phrase
that helps you further define your business. A good slogan is
a way for you to expand your brand recognition, and it
should be both memorable and catchy.

Snail Mail
If you write a letter, put it in an envelope, attach a stamp, and
mail it through the post office, you are sending the letter via
Snail Mail.

Spam
Spam is a slang word used to describe unsolicited email.
Most spam is unsolicited commercial advertising, otherwise
known as electronic “junk mail.” 

Surfing
When you surf the Internet, you are casually going from
web site to web site.
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Template Sites
There are companies that will sell you a pre-designed web site
template. All you have to do is add your links, graphics, and
text. The designs are professional and the price is right.
Template sites are a perfect solution for a non-web design
expert who wants a professional-looking site that’s easy to
edit.

Testimonials
Nothing sells better than the words of a satisfied customer.
A testimonial is a personal statement from a customer who
has had a positive experience with your product or service.

Text Format
See Plain Text Format.

Traffic
Traffic is a term used to describe visitors at a web site. For
example, if your web site has a lot of visitors, then it has a
lot of “traffic.”

UBE
UBE stands for “Unsolicited Bulk Email” which is more
commonly referred to as spam.

UCE
UCE stands for “Unsolicited Commercial Email” which is
more commonly referred to as spam.

Unsubscribe Link
To avoid sending emails to people on your “opt-in” mailing
list that no longer wish to receive them, you must include an
“unsubscribe” link in each email that you send. If you do not
include an “unsubscribe” link in your marketing emails, then
you open yourself up to spam complaints.
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Upsell
An upsell is the act of offering a second product to a customer
after they have decided to make a purchase but before they
have actually paid for it.

URL
Your URL, or Uniform Resource Locator, is the full Internet
address of a web site or a specific web page. For example, if
your domain name is “YourSite.com” then the URL of your
web site is: http://www.YourSite.com

A web site can have an unlimited number of pages, and each
of them has a different URL. For example,
http://www.YourSite.com is the URL for the homepage of
your web site, and http://www.YourSite.com/contact.html is
the URL for the page titled “contact.html.”

Vendor
A vendor is an individual or company that provides your busi-
ness with services and software such as merchant accounts,
shopping cart systems, autoresponders, database manage-
ment, order fulfillment, affiliate tracking programs, etc. As
a general rule, you want to be sure to choose reliable, efficient
companies before diving in. How long has a company been
in business? How many customers do they have? What kind
of technical support do they offer? What are the opinions of
others who use their services?

Video Presentation
Technology enables you to easily present information to your
visitors as a video presentation. You can sell access to your
video presentation, or you can use video as a sales tool at your
web site. A video introduction is an invaluable sales strategy
which allows you to introduce yourself and describe your
products or services. Whether you sell your video presenta-
tion or use it as a sales tool, your visitors and customers
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have the visual luxury of seeing you, and can also watch the
video again and again at their leisure.

Web Host
Web hosting is essentially what makes your web site acces-
sible on the Internet, and it is vital to the life of your business.
Web hosting companies sell you “space” on the Internet
where your web site is stored. 

Web Site
Your web site is your “place” on the Internet. It is a collec-
tion of information which is generally presented in a series
of interconnected web pages.
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