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Establishing a brand and visual identity

Testing your website



Step 7: Process Your Sales

Providing a means for secure transactions

How not to cook your books

Step 8: Provide Personal Service

Sharing your expertise

Making your site appealing

Emailing your way to the top

Step 9: Promoting Your Business

Ensuring you’re seen by search engines

Advertising your website

Writing and sending a press release

Using social media to create a buzz

Step 10: Review, Revise and Improve

Taking stock

Updating your data

Chapter 2: Choosing and Equipping Your New

Online Business

Starting Off on the Right Foot

Mapping Out Your Online Business

Getting inspired

Standing out from the crowd

Evaluating commercial websites



Checking Out Flavours of Online Businesses

You Can Taste Test

Selling consumer products

Punting what you’re good at

Making money from your expertise

Creating opportunities with technology

Being a starving artist without starving

Marketing One-to-One with Your Customers

Focusing on a customer segment

Getting involved in social media

Boosting your credibility

Creating customer-to-customer contact:

Everybody wins

Being a player in online communities

Adding ways to sell and multiply your

profits

Looking at Easyware (Not Hardware) for Your

Business

Choosing the right computer for your

online business

Processor speed and memory

Hard drive storage

DVD±RW or Blu-Ray drive

Monitor

Image capture devices

Getting Online: Connection Options



Considering Essential Software and Services

for Your Online Business

Web browser

Web page editor or content management

platform

Taking email a step higher

Discussion forum software

FTP software

Image editors

Instant messaging

Backup software

Chapter 3: Selecting the Right Web Host and

Design Tools

Getting the Most from Your Web Host

Exploring Web Hosting Options

Free web hosting

Shared hosting

Dedicated hosting

Managed hosting

Looking at Web Creation and Publishing Tools

Investigating content management

systems

Considering programs that do it all

Shop front solutions made easy

Features to look for in your host



Chapter 4: Profiting from Web 2.0 and Social

Media Tools

Web 2.0 – What on Earth Does That Mean?

Getting to Grips with a New Generation of

Business Tools

The shop is always open

New ways of communicating and

listening

Auctioning off your professional services

Exploring New Products and Services That

You Can Sell

Make your music available online

Making creative works work

Providing groceries and household

services

Dealing in virtual currencies

Making the move to mobile

Making money from affiliate links

Adding Online Content and Commentary

Using social networks to build your fan

base

Blogging to build your brand

Building a Community

Partnerships

Market research



Part II: Establishing Your Online Presence

Chapter 5: Giving Your E-business Site Structure

and Style

Building the Right Structure

Styling Up with Cascading Style Sheets

Nip and Tuck: Establishing a Visual Identity

Using colour effectively

Using web typefaces like a pro

Using a marketplace of artwork

A picture is worth a thousand words

Creating a logo

Hiring a Professional Web Designer

Chapter 6: Attracting and Keeping Customers

Including Features that Attract Customers

Don’t be shy about what you have to say

Making your content scannable

Freebies: Everyone’s favourite

Make your site searchable

Writing Unforgettable Text
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Introduction

You’ve been thinking about starting your own business, but

until now, it was just a dream. After all, you’re a busy person.

You have a full-time job, whether it’s running your home or as

part of the rat race. Perhaps you’ve been through a life-changing

event and are ready to move in a new direction.

Well, we have news for you: now is the perfect time to turn your

dream into reality by starting your own web-based business.

People just like you are making money and enriching their lives

by starting up online. Opening hours don’t exist, but you can

work when you need to, and the location of your business

makes no difference. Anyone can run a small business from the

comfort of a home office – even if it’s just your spare bedroom.

And you can make money online in an ever increasing number

of ways, such as running your own blog, starting a business on

eBay or dreaming up something entirely unique.

If you like the idea of being in business for yourself, but you

don’t have a particular product or service in mind at the

moment, keep a lookout for openings and ideas: what could you

put online that isn’t there already? The Internet is home to

many diverse businesses that have ‘made it’ in their own way.

Among the entrepreneurs we interviewed for this book are a

woman who sells waterproof cushion covers online, ,a writer

who attracts new business through his blog, a painter and the

founders of an online comic bookstore. With help from this

book, you can transform a simple idea into your very own

online empire.

About This Book



You say you wouldn’t know a merchant account, domain name

or click-through if you sat next to one on a train? Don’t worry:

the Internet (and this book) levels the playing field, so a novice

has almost as good a chance at succeeding as the MBA-

clutching whiz kids you hear about.

The Internet is a vital part of what makes a business these days.

Whether you’ve been in business for 20 years or 20 minutes, the

keys to success are the same:

 Having a good idea: If you have something to sell that

people have an appetite for, and if your competition is

thin on the ground, your chances of success are good.

 Working hard: When you’re your own boss, you can

make yourself work harder than any of your former

bosses ever could. If you put in the effort and persevere

through the inevitable ups and downs, you’ll come up

smiling.

 Preparing for success: One of the most surprising and

useful things we can discover from online

businesspeople is that if you believe that you will

succeed, you stand a much better chance of doing so.

Believe in yourself and go about your plans like they’re

dead certs. Together with your good ideas and hard

work, your confidence will pay off.

If you’re the cautious type who wants to test the waters before

you launch your new business on the Internet, let this book lead

you gently over the learning curve. After you’re online, you can

master techniques to improve your presence. Even if you aren’t

among the lucky small business owners who make a fortune by

connecting to the Net, the odds are very good that you’ll make

new friends, build your confidence and have fun too.


