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INTRODUCTION 

 
 
For many, many years, business leaders all over the world have attended budget 
meetings without always being able to give good reason for how they spent funds or how 
such spending made a difference in their marketing goals for their company's services 
and products. However, this did not halt them in any way from spending even more of 
the company's revenue on big-ticket promotions and flashy ads on radio and television in 
a desperate effort to get the marketing message out to build up the business. 
 
Now, the days of budgeting blindly are a thing of the past and a new tune of 
responsibility and measurement is quickly being played in their place. Marketers of 
today now have access to increasingly advanced tools and hordes of data that will keep 
them informed on what assets are and are not working within their Internet marketing 
strategy. Armed with the power of this mass knowledge, Internet marketers are able to 
take more of a scientific approach to determining what areas of their marketing strategy 
work best for their online business.  
 
Nowadays, Internet marketers can determine the definite return on investment of every 
marketing dollar that is spent. In addition, the data that they need to do this is not 
available to them just on a yearly basis; marketers are able to access this valuable 
information whenever the need arises. The Internet marketing techniques that many 
online businesses use these days can even give you a view of how the returns are likely to 
look on future marketing campaigns. Internet marketing is no longer thought of as a cost 
or expense; it has come to be more of an investment. 
 
Top-level executives like CEOs, CFOs and even board directors are cutting back expenses 
anywhere they can find a way, except their budget for marketing. Now, they are tired of 
spending their hard-earned money on fancy ads and television spots that are more 
expensive and less efficient. This is true especially during a time such as this when 
consumers are spending all of their time on the Internet and less time reading the 
newspaper or watching television, both of which you can do on the Internet. These 
business professionals are well aware that marketing is vital to the ultimate success of 
their online businesses; however, what they are not so sure of is what kind and how 
much marketing is best. 
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THE GREAT TRANSFORMATION 
 
 
Therefore, more and more businesses are transferring their marketing campaigns from 
television and print ads over to Internet marketing. This effective method of marketing 
gives online businesses a way to measure the impact that their marketing efforts are 
having on the members of their audience with fast and accurate results. The part that 
many online business owners enjoy is that Internet marketing costs only a fraction of 
what conventional media marketing costs.  
 
For example, let us say that your online business relies on television ads in support of 
events where the names, profiles and addresses of potential customers are available for 
you to track and collect. You could also use Internet marketing where it is easier for you 
to measure response rates. You can invest your money in marketing and media outlets 
that will give you the most useful data that will support their return. 
 
A rising number of businesses are waking up to the realization of the benefits that come 
with measuring your marketing performance on a regular basis. The big guys in the 
industry like Procter & Gamble, Kraft Foods and Gillette are becoming more and more 
advanced in this practice, charting statistics linked to different methods of marketing, to 
sales, and to brand awareness.  
 
Nevertheless, the ambition to create an all-encompassing set of performance measures, 
which many in the industry are referring to as a marketing dashboard, is quickly 
spreading out onto the market and to the executives in all other fields as well. Some 
online companies utilize the Six Sigma measurement methods in order to analyze the 
impact of marketing efforts on a number measures—everything from the cost per sale to 
generated leads. It was initially a design by Motorola, but now spans across several 
sectors in the industry. 
 
Other businesses use a computer model that has advanced algorithms to correlate 
marketing investments with product sales.  
 
For the majority of companies, the objective is to discover and take care of potential 
customers and keep up with the ways that they respond to their Internet marketing 
efforts, and ultimately, make a purchase. Marketing return on investment may be tough 
to measure because of all of the details involved, but doing it the right way will rapidly 
give you the strong competitive advantage that you so desire for your online business. 
 
For many businesses, high efficient marketing is a necessity. There is no possible way to 
have a successful online business without efficient Internet marketing and sales 
techniques. Potential customers need to know everything about your business, especially 
what you are able to do for them. They are looking for the best online business that will 
give them what they need and will do it for a price that they will gladly pay. It is crucial 
that you know who your customers really are and build a relationship that will allow you 
to foresee their every want and desire. 
 
This report is designed to bring into the light for you some of the techniques and ideas 

http://www.isixsigma.com/sixsigma/six_sigma.asp
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that many Internet marketing experts use and to show you ways that these methods can 
be altered to assist your business by effectively marketing your services and products 
online. 
 
 

 

MEETING TODAY'S INTERNET 
MARKETING CHALLENGE 

 
 
Internet marketing means two things to the majority of business executives: Advertising 
and selling online. Nevertheless, your online business will be triumphant if, every so 
often, you take a little time and meticulously evaluate your online business, the products 
and services that you offer, as well as trends of society and region, your competition, 
your customers, and the current status of the industry. 
 
The primary goal of Internet marketing is to demonstrate a significant difference about 
your business ideas, services or products to the target audience that is the most 
interested in buying what you are selling. 
 
To get the most from your Internet marketing strategy, you must remember a few things. 
Think about what makes your online business unique. The best test that you can 
perform, no matter what type of online business you have, is to see how you stand up 
next to your competitors. Successful online business owners need their companies, 
products and services to be prominent among the rest.  
 
If you have a product that you would like to sell, then you can display your unique 
creativity with your distribution, features, pricing, and packaging. You are even able to 
provide the simple perception of a diversity that may or may not in fact exist. 
 
Ask yourself who your target audience is in your marketing campaign. Think about 
whom your current customers are and what kind of new customers you want to attract to 
buy your product or service. It is quite possible that you may already know several of 
your customers by name, but how well do you really know the kind of business they are 
in or the kind of people that they are?  
 
 

VITAL DEMOGRAHPICS 
 
 
It is vital to have some type of demographic information about your target audience, like 
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family size, location, occupation, education and income. It also proves helpful to know as 
much as you can about your customers' political beliefs, recreational activities, 
entertainment activities, hobbies, cultural practices and interests. 

 
With this type of information, you can adjust your services and products to better fulfill 
the needs and satisfy the desires of the customers to whom you sell. With a superior 
understanding of all of your customers, you should be able to evaluate and adjust your 
Internet marketing campaign and only spend time and money on the most valuable 
customers, the customers that you really want. 

 
Think about your competition. In order to be successful with your online business, you 
must be able to compete efficiently in your chosen industry. It is critical to define your 
immediate competition prior to making any ultimate decisions about the best business 
category and market segment you are most competitive in.  

 
This is crucial to the success of any online business because it reduces time, risk, 
resources and expenses. It is definitely recommended that you continue to take the time 
to reevaluate your business direction periodically in areas that relate to your 
competition.  
 
 

BETTER BUSINESS POSITIONING 
 
 
Lowering your prices and selling your services and products cheaply is not always the 
ideal way to handle the competition, and in many cases, doing so may actually cause 
trouble for your business. 

 
Take a moment to look at the message that you want to send out to your target marketing 
audience. Think about what would be the best way to position your business. You want 
people to know how unique your services and products are and how beneficial they are to 
the people who purchase them.  

 
The uniqueness of your business must be evaluated with respect to the other products 
and services that your chosen audience may presently be using—anything that you are 
able to replace with your own products and services. 

 
If your differences are not major enough to persuade the purchasing decisions of your 
customers, then they do not matter. You need to develop a selling position that is unique 
for your online business.  

 
The compilation of dissimilarities in features and benefits versus the products and 
services of your competition is known as differentiation. By demonstrating a significant 
difference about your online business to the most interested audience who are likely to 
make a purchase or take the desired action, you are adding brand value to differentiation 
as well as positioning your online business. 
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Finally, consider your distribution strategy and the way you get your products and 
services to your all of your customers. Typically, your distribution method will provide 
your online business with several additional marketing channels, giving you an 
opportunity to effectively promote more and more of your products and services.  
 
 

DISTRIBUTION DECISIONS 
 
 
Decisions about distribution have a definite influence on many factors such as sales 
management practices, marketing budgets, final retail pricing, as well as product 
margins and profit.  

 
Channels of distribution include: 

 

 Cybermarketing 

 Direct mail 

 Retail 

 Sales force 

 Telemarketing 

 Wholesale 
 
 
When you are working hard to get rid of the marketing assets that do not effectively 
market your services and products, it is critical that you keep the basics in mind: 
 

 Make your product easy for your customers to locate and purchase. 
 

 Have a convenient means for repair and replacement. 
 

 Be sure that you are giving your customers the most possible value for the lowest 
possible price. 
 

 Always check to ensure that every member of your target audience is aware of 
your services and products and inspired to make a purchase from your online 
business. 
 

 Do your research and design a product that has the overall quality that is 
obviously better than any products and services that your competition might 
offer. 

 
 
There are quite a number of webinars online that will allow you to sign up for free. This 
way, you will be able to access all of the valuable information that you need in order to 
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face the challenge of marketing your services and products.  
 
When you sign up to a few of the many helpful business websites on the Internet, you 
will be granted access to several downloads and forums. You will be able to find some 
very valuable advice from seasoned experts. In addition, you will also have access to 
quite a few special offers, especially on services and products that relate directly to your 
online business. 
 
 

ANALYZING YOUR 
ENVIRONMENT 

 
 
Internet marketing is based on the idea of having a definitive understanding of the 
environment in which you must promote your service or product. Your services and 
products have to satisfy the needs of your customers in a way that offers greater value 
than that which your competition is able to offer. 
 
You have more than likely heard it before and will definitely hear it again because it just 
cannot be said often enough: You must know as much as you possibly can about your 
competitors, future growth of the market, the environment where the majority of your 
marketing takes place, as well as your target audience. This array of knowledge will assist 
you when you are working hard to improve your strategy for marketing your service or 
product on the Internet. 
 

KNOWING YOUR COMPETITION WELL 
 
At the present point in time, the prospects for online businesses have drastically 
improved, as has the rate at which products are being built, and along with a number of 
valuable services, being introduced on the market. For that reason, the need to be 
conscientiously familiar with your opposition has increased as well.  
 
There are some techniques that you can try within your online business in order to 
successfully compete in the market. Knowing your competition is extremely vital to the 
success of your online business. The competition may not always be evident and may not 
be exactly who you think it is either. For instance, if you sell walnuts, your apparent 
competition is other walnut brands, but do not forget that you must also think of your 
other competitors, such as candy, chips, gum, snack mixes, candy, and popcorn.  
 

LEVELS OF COMPETITION 
 

When it comes to Internet marketing, you will find that there are three separate levels of 
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competition. The initial level of competition is that which comes from particular brands 
directly, such as competition for your geographic location, products and services. Most of 
the time, this specific competition will sell a service or product that is exchangeable with 
the service or product that your online business provides to its customers, at least in the 
eyes of the customer.  

 
You must make it a point to strive for better quality services and products that you can 
provide to your target audience. Convenient distribution and a number of other special 
features can be used to stay ahead of the competition at this level. 

 
The next level of competition is that which comes from companies that are in a business 
category that is different or in a location that is more remote and offers services and 
products that are similar to those that you have up for sale through your online business. 
The competition at this level may not offer the same identical products as you do, but 
they will typically select the most profitable portion of your online business and attempt 
to make a similar offer. 

 

The final level of competition is that which comes from other organizations that are 
competing for profits from the "same-occasion." For instance, if you sell sewing supplies, 
which is in fact somewhat of a hobby, then you will have to compete with all of the other 
businesses who sell supplies for hobby. Additionally, since sewing can also be an art 
form, you may also have to compete with other companies that provide art supplies as 
well. 
  

KNOW THE STRENGTHS AND WEAKNESSES OF 
YOUR COMPETITION 
 
Knowing all of the weaknesses and strengths of your competitors can prove to be 
extremely beneficial to your online business. You need to be able to collect as much 
information about your competition as possible. This includes details of operation and 
how their business flows in comparison to your own.  
 
Make it a point to look over all of their advertisements, promotional material and 
brochures. If at all possible, pay a visit to their website location. You may even want to 
make a couple of anonymous purchases to find out how smoothly the transaction goes 
and how skilled they are in the art of customer service and satisfaction. 

 
Inconspicuously chat with a few of their customers and check out their pricing on similar 
items to see how you compare. Find out the marketing methods that the competition is 
using that work as well as what they are doing that is not working quite as well. You 
should be able to copy the good methods and alter them to become your own and 
capitalize on the bad by providing what the competition cannot.  

 
You need to be aware of the market share that every one of your competitors holds and 
compare it to that of your own. You need to be aware of what your target customers think 
of the services and products that are being offered by your competition. You also need to 
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know the competition's financial strength, which will have an effect on their budget for 
advertisements, promotions and other marketing venues.  
 
Something else you need to also be aware of is the ability and speed of your competition's 
novelty for innovative products and services. Every one of your competitors has 
significant strengths and weaknesses that are positions of prospective advantage for you. 

 
 
 
 

PREDICT THE FUTURE 
 
Always know the next move your competition is going to make. You need to take a little 
bit of time to think about the actions that your competitors have planned for at least a 
year or so in the future. You should have an understanding and knowledge of their 
strengths, resources and objectives in order to calculate, approximately, what your 
competitions' future activities might be.  

 
This information is vital to your online business in several ways; it impacts on your own 
annual forecasts for sales, spending and profits, your introduction, your direction for 
future growth, support and success of new products, markets and products, trends of 
business categories, as well as your promotional and advertising programs.  

 
Having the advantage of competitive intelligence is what can make the difference 
between reaching your company's goals and losing business that can never be recovered. 

 
Finally, to get the competitive edge that you desire, it is important to know your 
competitions' spending trends. Your marketing plan for your online business can be 
influenced considerably by competitive spending. The amount of money your 
competition is willing to spend greatly impacts your commitment to programs and key 
accounts, your introduction of a new product, your ability to obtain attention from your 
target marketing audience, as well as the success of the products and services that you 
currently have available. 
 
 

EVERYTHING YOU SHOULD 
KNOW ABOUT YOUR 

CUSTOMERS 
 
You have a solid understanding as to who your customers are and what makes them 
choose your product or service as the one to purchase. Now that you have done all of the 
hard work of getting all of the aspects of your online business in order, such as your 
promotion, advertising and distribution, it is time now to focus on what factors persuade 
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your customers' like needs, desires, demographics, lifestyle or culture. If your target 
marketing audience members are also your end users, then every one of these factors will 
play a major role in the proper identification and appropriate classification of your client 
base.  
 
Nonetheless, if your target audience members are not your end users, then there may be 
other types of critical influences. For example, packaged materials like household items 
and food products are usually bought by the master distribution center in large 
quantities and resold to local distributors. The local distributors then will sell the 
products to a wholesale buyer for the store chain. Then these chain stores purchase the 
products and stock their shelves, where the customer, the end user, can purchase the 
goods. 
 
There are other situations where other forces may come into play and affect the purchase 
decisions your targeted customers are making; these include (but are not limited to) the 
following:  
 

 A major role is played by a product's profitability. The greater the margins of 
profit per item in comparison to other goods that are in the more competitive 
categories, the better your chances are of your product being accepted no matter 
its quality. 
  

 Customers are generally persuaded by the discounts and deals that you have to 
offer that are related to your product. These discounts and deals can dramatically 
raise your volume of sales volume, velocity of sales, as well as your margin of 
profit for your product. 
 

 Advertising and promotional support is critical to any successful Internet 
marketing campaign. Multi-media, radio, television and print mixed with 
contests and sweepstakes, customer coupons and a little PR support are valuable 
promotional programs that you can hold up to three or four times each year; 
anymore than that would be nothing more than a waste of money. 
 

 Offering free merchandise is an immense persuasion to the majority of 
customers, especially to customers of retail and grocery stores. 
 

 Customers are particularly influenced by the relationship that they establish with 
businesses that they support with their purchases. This makes it critical to be an 
excellent sales person in addition to having the best products and services. 

 
 
The more precise you are in defining who your target audience is, the more effectual your 
Internet marketing efforts are going to be at getting frequent sales from return users. 
There are two different types of target audiences for your online business, end users and 
channel buyers. 
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IDENTIFYING END USERS 
 
In scenarios where your immediate customer is your ultimate user for your product, 
categorization is typically done based on demographics and lifestyle. 
 
Demographics are detectable, easy-to-use facts that separate one set of customers from 
another. For example: 
 

 Location 

 Gender 

 Ethnic background 

 Age 

 Education 

 Occupation 

 Family size 

 Children's age 
 
 
An examination of the lifestyles of your customers centers on the less substantial aspects 
like: 
 

 System of values 

 Preferences in food and beverages 

 Preference in entertainment  

 Cultural background 

 Preferences in music 

 Political views 

 Religious beliefs 

 Patterns of social interaction 

 Preferences in literature 

 Hobbies and recreation 

 Preferences among restaurants 

 Media habits 

 Preferences in travel  
 
 
For instance, alcohol and tobacco users are not easily classified by demographics due to 
the fact that they are present in almost all socioeconomic categories and age groups. 
Nevertheless, an analysis of your customers' lifestyles would most definitely illustrate 
that certain customers share related characteristics, including music preferences, 
recreational activities, patterns of social interaction, media habits, as well as other 
qualities.  
 
If you are able to identify exact characteristic fundamentals like these, then you can 
adjust your promotions and advertisements in order to better appeal to your target 
customers as opposed to wasting your marketing money on rubbish that is in no way 
beneficial to your Internet marketing goals for your online business. 
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IDENTIFYING CHANNEL BUYERS 
 
If your customers buy your products in order to resell them to their own customers, then 
your customers are primarily what is known as channel buyers. Channel buyers include, 
but may not be limited to: 
 

 Master distributors  

 Local distributors 

 Individual retail buyers 

 Chain store wholesale buyers 
 
 
Discounts, cash fees, free goods, profitability, and personal relationships may influence 
channel buyers. Channel buyers may be separated into government, consumer markets 
and business-to-business markets. 
 
Government and business-to-business customers are vulnerable to several different 
influences such as: 
 

 An unyielding market where the demand is not significantly affected by a 
substantial change in price  

 Fewer buyers 

 Defined broker relationships and sales 

 Reliability, timing and delivery rates 

 Dependency upon buying patterns and end-user demand  

 Bigger business transactions 

 Material supply trends and continuing inventory needs  

 Nationally as well as internationally macroeconomic trends  

 Facility capacities 

 Financial resources of suppliers 

 Regional concentration of buyers 
 
 
Compared to business-to-business and government customers, buyers in the consumer 
market are faced with many other influences like: 
 

 An unyielding market where the demand is impacted easily by the smallest 
change in price 

 Broker relationships –direct company or sales to buyers  

 Advertisement spending and promotion have a great influence upon end users 

 Dependency upon the end users' buying patterns 

 National, local and regional buyer concentration 

 Transactions vary between big and small 

 A great deal of buyers at many levels within the identical organization 
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Channel buyers may directly purchase your company-offered products or they may not.  
In the process of buying, there are a number of various roles that must be played by the 
customers of large suppliers. For example: 
 

 Store managers 

 Consultants 

 Department managers  

 Head buyers and assistants 

 Management 

 Department advisors 

 Buying committees 

 Purchasing department personnel 
 
 
It is commonplace for most chain stores to carry out new product surveys with the 
indication of quantity and intent of the store managers. The parties mentioned in the 
above list may evaluate new products in order to ensure that distribution, margins, 
profit, promotional program, retail pricing, shelf life, store policies, technology and 
warehousing goals, and other standards are being met by the provider. 
 
By centering your attention and your marketing dollars on the greatest influences on 
your customers and cutting out any Internet marketing elements that are irrelevant, and 
otherwise, unnecessary to your campaign, you will quickly see an encouraging effect on 
the bottom line for your online business. 
 
 

KNOWING YOUR MARKET WELL 
 
It is critical to the ultimate success of your online business that you know the market that 
you are competing with as well as possible. The portion of the market that you sell your 
products and services to may be just a minute fraction of the entire market. Every 
marketing plan must be appraised with the following in the front of your mind: 
 

 The market to which you can effectively distribute and advertise your online 
business 

 The market that your business best serves 

 The market as a whole 

 The market that purchases rival services and products 

 The market to which product distribution is most available 

 The market that is the most fascinated by the products and services that you offer 
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RESEARCH IS KEY 
 
 
In the fast-passed world that we all live in today, all businesses must have accurate and 
timely information on hand at all times if they plan to be a success. It makes absolutely 
no difference if you run a huge corporation or a small organization; with nothing more 
than the right amount of financing, equipment, experience and talent, you may not have 
what it takes to be successful without a consistent flow of precise business data at your 
disposal whenever you need it. The data that you collect throughout your researching 
will help you dramatically when you evaluate your campaign to find out what techniques 
are working best for your online business and which are wasting money, time and energy 
in your strategy for marketing. 
 
The majority of the bigger companies of today use extensive, advanced market research 
techniques to find out everything that they possibly can about their target audience. You 
may not quite be able to come up with the money for a dedicated market research 
department in order to monitor and collect all of the data that will drastically improve 
your Internet marketing campaign, but still, every successful online business is well 
aware of their market and their competition, as well as the desires and needs of their 
target marketing audience. It may not always be sufficient to know what, how, when and 
where regarding your product sales; you also need to know why. It is critical that you are 
fully aware of why people buy your service or product. Be sure to include time and 
money in your budget for sufficient market research. 
 
 

DETERMINING YOUR MARKET RESEARCH 
OBJECTIVES 
 
The very first thing that you should do when considering efficient market research is to 
decide what it is that you want to take away from your research efforts. The kind of 
intelligence that you need will define the type of research that you should conduct within 
your specific budget limitations. 
 
Host focus groups and interview individual members from your target marketing 
audience in order to gain information about the way that your existing customers feel 
about the category of your product and the different buying occurrences, products and 
brands. You can also get data detailing the needs and wants of your target marketing 
audience from industry trade organizations or industry experts. 
 
Some online businesses find blind tests useful. Blind tests are laboratory tests that are 
performed without the individual being aware of any specific brand or product names 
and packaging. Other businesses find the advanced methods of field-testing of prototype 
products to be the most beneficial. 
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KNOWING MARKET RESEARCH PROCEDURES 
 
Market research procedures can typically be divided up into the two categories of 
primary and secondary research. 
 

UNDERSTANDING PRIMARY RESEARCH 

 
Primary research handles the design and implementation of information that is collected 
from a source. The benefit to this kind of research is that you are able to get data on 
specific questions or problems, not just the data that is relevant to the general market. 
Primary research is not experimental, nor is it non-experimental. 
 
A market researcher is able to influence and manage the environmental elements in 
experimental research in order to gauge the affect of each variable.  
 
Most often, experimental research is used for testing the following: 
 

 The efficiency of your competitor's advertising 

 The efficiency of your marketing efforts 

 The effect that various packaging has on service and product sales 

 The effect that various pricing has on service and product sales 

 Acceptance by the customers of new products on both repeat and trial purchase 
levels 

 
 
There are a couple of different experimental research groups. In field studies, market 
testing of the product is performed at various locations in order to appraise the 
customers' reactions.  

 
In laboratory studies, the researcher controls all of the variables except for the one that is 
being closely tested.  This testing is typically done at some sort of research facility. 
 
The majority of businesses will typically pass over the expensive lab tests and just use the 
data that they collect in their field studies. 
 
Non-experimental research is conducted along with the usual course of business in an 
environment and is not controlled as efficiently as during experimental research. The 
business variables with this type of marketing research cannot be easily isolated. This 
kind of market research centers on measuring the product as a whole, as opposed to in 
segmented sections.  
 
Non-experimental market research can be separated into two different category types. 
With quantitative research, you will be able to get the reactions of a number of 
participants to a specific number of questions. 

 
With qualitative research, you will be able to get a number of individual reactions from a 
limited number of participants. 
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Several businesses use non-experimental research when testing the following: 
 

 A fresh competitive formula 

 Buyers' response to improvements to existing products and the introduction of 
new products  

 Buyers' opinion of advertisements, brand positioning and packaging 

 The effect on customer purchasing by price increase 
 

UNDERSTANDING SECONDARY RESEARCH 

 
Secondary market research is the most cost-efficient and easy-to-use type of market 
research that an online business can perform. Remember, nonetheless, that secondary 
market research is not quite as reliable as primary market research because of the fact 
that the data that you collect has not been designed with a specific problem or situation 
in mind. 
 
Nevertheless, for some data related to your competitors' market share or the overall 
number of prospective customers for your new service or product, secondary research is 
the only kind of available research. 
 
You can break secondary market research down effectively into two different categories.  
 

 Internal research is information that is gathered by your online business for 
purposes outside of market research that you are still able to use to measure the 
market of the future. 
 

 External research is information gathered by industry experts, trade 
organizations, or another company that focuses in gathering an assortment of 
data about the industry. 
 
 

MARKET RESEARCH POSSIBILITIES 
 
There are quite a number of marketing techniques available. A few are not affordable or 
appropriate for every kind of online business. Business owners should be increasingly 
creative and proactive, especially when it comes to taking advantage of all of the 
possibilities that are out there for effective market research. 
 
You must realize that a great number of errors are a definite possibility, especially in the 
research results' predictability, due to the small size of the samples, weak sample budgets 
or samples that are selected in a way that is not completely at random. 

 
Conducting the necessary research and analyzing it yourself or with a group of people 
from within your organization will provide you with an inside understanding that an 
outside researching agency may not be able to notice. 
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You can make the decision to do a limited amount of marketing research and setting a 
cost-efficient budget. On the contrary, you can work with outside specialists and research 
experts closely to identify problems with your market research and build a better plan of 
conducting research. 
 
When you use the appropriate techniques and ideas, you can identify the best areas of 
your Internet marketing campaign and eliminate the useless components that are doing 
nothing except draining your online business of valuable time and money. You will find 
out what it is like to open up a completely new world of opportunity in which you can 
successfully market your online business. 
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CONCLUSION 
 
 
The information included in this report is only a simple stepping-stone to the world of 
opportunities that are available to help your online business grow and succeed.  
 
Building your online business is continuously growing more popular. The world of print 
newsletters and magazines are fading into the past, as we all cross over into the great big 
world of the Internet. There are sites that discuss operating an online business from 
home or even making your own store through online auctions. More and more 
professional websites are becoming available to assist Internet entrepreneurs and 
established online business owners with business plans and funding ideas. 
 
Another rapidly growing source for data that is available through Internet publishing are 
websites that assist existing online companies in becoming even more successful. 
Subscriptions to sites such as these let business people of the same mindset within 
similar markets to trade tips and tricks that will help them develop their online 
businesses. 
 
Internet marketing has become a sector all its own with a number of membership sites 
showing up over the past five to six years or so. They look at every niche-marketing issue 
such as social media marketing, pay-per-click, SEO, SEM, etc. 
 
Newsletters that feature several interesting tips on marketing have been around for ages 
in print; today, they are growing more and more popular online as well. The benefits of 
subscribing to a newsletter on the Internet include interactive charts, archives filled with 
trading information so members can recall prior recommendations, discussion forums 
where members can trade tips, as well as access to real-time updates. 
 
Business-related eBooks that can help you find the best ways to market your online 
business, as well as many other books on an array of Internet marketing subjects, can be 
found at my website. You will also find several other useful tools to help you improve 
your Internet marketing strategy at many of my websites - these can be purchased and 
downloaded easily. This is one of the best ways to obtain the most beneficial information. 
 
I encourage you to find as much information as you possibly can and learn all about the 
many different components of successful Internet marketing to help you raise your 
online business to the top of the ladder and to stay there. 
 
To proceed, go to www.RagsToDotComRiches.com  
 
 

  

http://iandelcarmen.com/
http://www.iandelcarmen.com/home/websites.html
http://RagsToDotComRiches.com/?aff_id=12722
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To Learn More, Go To: 

 

www.RagsToDotComRiches.com 

 

Enroll Now At: 

Fireball Internet Marketing System 

http://RagsToDotComRiches.com/?aff_id=12722
http://FireballInternetMarketing.com/?aff_id=12722

