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Book Presentation

How I Made My First Million On The Internet by Ewen Chia

Book Abstract

MAIN IDEA

For all too long now, the Internet has been perceived as the home of the “get-rich-quick” hucksters. That’s unfortunate because the Internet is clearly the most powerful marketing medium in the history of commerce. If you use the right business model rather than trying to get-rich-quick, it is entirely possible to build from scratch and then continue to grow a successful online enterprise.

The tried and true business model of the real world is now and has always required five components:
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To make your first and hopefully subsequent millions on the Internet, use this blueprint. All of the universal business and marketing principles which apply offline are just as applicable online as well. You’ll just find that Internet marketing is easier, quicker and more cost-effective than you’re used to and sometimes get executed in slightly different ways. Plus, if you’re smart, you can build an online business as an additional source of income while you still hold down your day job. Technology makes lots of things happen on the Internet by autopilot – which can’t be a bad thing at all.

About the Author

EWEN CHIA is an award-winning international speaker and marketer. He started learning and experimenting with online businesses in 1997 soon after graduating from the Singapore Institute of Management. For five years, he worked from 11pm to 3am every day at building his Internet based business while continuing to hold down his full-time job in sales and marketing. In 2002, Mr. Chia’s online business became his sole source of income. He has since then gone on to establish Autopilot Internet Income in 2007 to promote Internet entrepreneurship. He specializes in the areas of affiliate marketing, affiliate management, list building, e-mail marketing, product creation and online branding.

The Web site for this book is at www.InternetMillionaires.com

Important Note About This Ebook

This is a summary and not a critique or a review of the book. It does not offer judgment or opinion on the content of the book. This summary may not be organized chapter-wise but is an overview of the main ideas, viewpoints and arguments from the book as a whole. This means that the organization of this summary is not a representation of the book.


Summary of How I Made My First Million On The Internet (Ewen Chia)

Introduction – Internet Marketing in a Nutshell


The Internet does has some unique qualities as a business medium, but these all come down to the fact this is a superb vehicle for marketing information products. Not only can you sell things online, you can also deliver them the same way. When people are looking for solutions, they generally value information over physical products. If you help people get things done, you can and will succeed.



An “Internet Business” can be defined as any business which offers products and services for sale over the Internet. Some of those products and services may be delivered in physical format whereas others are delivered electronically. The common factor is much of the sales process happens via the Internet rather than by other means.

As in the physical world, there are a large number of business models in use by Internet businesses. By and large, all these models can be classified as being one of two options:
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	If you’re the product creator and owner, then you make money by having a profit margin on what you sell – exactly the same as in the physical world.

	If you’re an affiliate marketer, you earn commissions by selling someone else’s product. You refer prospective customers to their sales pages on their Web site and then get paid a fee for each person who buys.



Most people tend to start their online business building as affiliate marketers because this is easy to do and there are no costs involved – the product creator has already paid for all the tools you end up using. As an affiliate marketer:


	You have no overheads.

	You don’t have to create the product.

	You don’t have to worry about delivery or refunds.

	You don’t have to handle payment processing.



In reality, all you have to do to succeed as in affiliate marketer is to be an efficient information deliverer. You make people aware of offers they otherwise would not have accessed themselves and get paid a finder’s fee. The fact you don’t have to invest a lot of start-up capital in your online operation means the entry barriers are nonexistent and you can become an affiliate marketer in any number of different product niches.

For these reasons, most people tend to start as affiliate marketers. Once they become competent and good at that, many people then move on to become product creators themselves. It’s entirely possible to work both sides of the street at the same time – selling your own products and earning a fee for selling other people’s products as well. You then might move into a mentoring role teaching others how to do the same things you’ve done for a fee.

There is a perception all information on the Internet is free. The reality is for every subject you can think of, there is a mix of free and paid information available. People can and will pay for information if:


	They don’t have time to find what they need themselves.

	They need the information immediately.

	The information is more comprehensive or better organized.

	The information is about a subject they are passionate about.



Another topic which everyone talks about is “information marketing”. This is very simple to describe:


Affiliate Marketing + E-mail Marketing = Information Marketing



Information marketing is a combination of affiliate marketing and e-mail marketing. You create value by acting as a middleman between the information provider and the customer. You then use e-mail to keep in touch with those who have done business with you in the past. Your past customers make up “the list” online marketers talk about all the time. You progressively introduce people to new products and services and get paid a commission on the amount of business you generate – creating a win/win situation all round.

The four tools of the trade in becoming a successful affiliate marketer are:
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	A Web site with your own domain name – which gives you more control over what you’re doing. Your Web site will in effect be the engine which powers all your future online marketing initiatives.

	An autoresponder – which is a behind-the-scenes software program which is hosted either on your own Web site or on that of a service provider. Autoresponders send e-mail messages to people in the sequence you specify and automate the flow of information between you and people who visit your Web site. Autoresponders make following up with people hands-free for you.

	Link-tracking software – another behind-the-scenes software package. Link tracking keeps track of where your Web traffic comes from. It enables you to do more of what works and to stop running ads which are ineffective. By knowing exactly where your customers come from, you can test different ideas and optimize what works best for you.

	Link-cloaking software – takes long Web site addresses (which are called URLs standing for “universal resource locators”) and converts them into short and easier to use URLs. Shorter URLs are more user friendly and therefore more likely to get clicked on. By enhancing the convenience for people to click on your shortened URL, you increase the likelihood people will do what you suggest.



All four of these key technical components are widely available on the Internet from multiple vendors and at all kinds of different price points. If you get competent in these four tools, you have everything you need to get into action as an affiliate marketer or in marketing your own products online.


1. Find a Market : Every business serves a target market. You have to know who will pay money for your solution to their problems


Pure and simple your target market is your potential customer base. It’s a viable and potentially profitable niche of the marketplace. A market only exists when you have people who are hungry for a solution, willing to spend part of their disposable income on that solution and easy to reach.



To figure out whether or not a market exists which will be worthy of the time and effort you will need to put in to serve it, use the APO formula:
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Affinity – Is the target market relating to something you have a personal interest in or passion for? If you do something you personally love learning about, you’re more likely to succeed. If you choose a niche market you’re interested in:


	You’ll already have a fair idea what people in that niche value and what they do not.

	You’ll most likely already be up with all the latest trends and specialist news items.

	You’ll probably already be reading and savoring all of the other specialized information which relates to your niche.

	More than likely, you will know and use the niche market’s insider vocabulary.

	You will likely already know what kind of market exists for information about your passion.



To come up with some additional potential niche markets worth assessing in depth, ask yourself:


	What products am I already consuming?

	What recent news items might suggest product needs?

	What have I read about recently that sparked ideas?

	What submarkets does my passion break into?



The presence of a vibrant market of people already selling products or information in your niche should be viewed as a distinctly positive factor rather than as a disincentive. If there are already people selling to the marketplace, you should be able to do the same yourself. You don’t generally want to go head-to-head against established players so you’ll probably look at a different position in the marketplace. If they are going for the mass market, there might be an opening to offer a premium product which is priced accordingly or vice versa.


“You cannot create markets where they don’t exist. ‘Cold’ markets always result from improper targeting, whether too broad or too narrow. You also risk running into a nonexistent market if your launch your solution prior to doing your research. You must target the market first, determine its needs, and then either create or locate a product to address those needs.”

– Ewen Chia



[image: Image]

Profitability – Which is always based on these questions:


	Do people in this market have disposable income?

	Are they prepared to spend some of that income on this?

	Are there already products in this market?

	How do they appear to be selling at present?

	What kind of price points seem to be used?



Counterintuitively, if you find a market nobody else is serving at present, that should be something of a red flag. There may well be a reason for that you’re not aware of. You also want a market where there are a broad range and variation in product quality, packages offered and so forth. The more energetic and active the current market is, the more likely it is you can come up with some kind of offering which will appeal.

A viable and profitable market will have these telltale signs:


	The existing market participants will be actively advertising and promoting what they have to offer. That indicates they are making money.

	Various products from this market will be popular sellers on eBay, Amazon.com and elsewhere.

	The market will be aligned with emerging trends in society which you can track at TrendWatching.com or pulse.eBay.com.

	You can look at how many articles are being developed for your marketplace at EzineArticles.com, GoArticles.com or ArticleAlley.com.

	You can see how popular keywords relating to your niche are at adwords.Google.com or Featuring.com/wtt.
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Opportunity – Which essentially looks at how many opportunities there are for you to capitalize on the market you’re going after. If the established players sell a variety of products, that’s good – it means you can come up with all kinds of different packages. There may even be potential opportunities for you to enter into joint venture deals, partnerships with existing players or to look at selling add-ons to other people’s products.

Once you’ve validate your market ideas, you should select your top three potential markets. Come up with a rough reckoning of how many potential products are available for your market which could fill your own back-end system. If there are loads of potential packages available, that’s great. It means you don’t have to create your own products.


“You must learn the two most profitable and necessary skills of all time in business: copywriting and marketing. These two skills will surely make you wealthy beyond your dreams when you combine them with a hungry market and in-demand products or services that you can offer. When you learn to move money with the written word alone, and then learn all about promoting and marketing your business, you’ll always be able to depend on yourself for financial survival in a good or bad economy.”

– Ewen Chia




“Having the right mindset when you go into business is crucial. So what’s the right mindset? Simply keeping your attention on the image of success, never allowing the thought of failure to enter your mind. Just like any other business, an Internet business will demandyour time and financial investment in order to thrive. Maybe once you’ve made your first million, you can sleep in late and spend the day working in your pyjamas – but right now you need to start getting up, getting dressed and getting busy. Have the mindset of a professional.”

– Ewen Chia




2. Create an Offer : Position your product or service as a solution and then market that solution. Think benefits, not product features.


People don’t buy products – they only buy solutions. Once you know what problem you’re addressing, you then focus on finding or creating the right solution. You have a compelling offer when you can deliver that solution at the right time and priced appropriately.



Creating a powerful online offer usually involves two steps:
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Once you get a clear understanding of some pressing market need, you then go out and find someone else’s existing solution you can sell (for a commission) or else you start developing your own solution from scratch.

The advantage of selling someone else’s products as an affiliate is you can mix and match different products – you can offer your customers a high-end product, a low-end product and perhaps one which will generate recurring or residual income for you.

Some places to look for products are at Web sites like:


	AffiliatePrograms.com

	AssociatePrograms.com

	AffiliateFirst.com

	ClickBank.com

	CommisionJunction.com

	LifetimeCommissions.com



Bearing in mind you’re trying to source or create the absolute best solutions available for your future customers, you need to become an expert in what’s available. Study the sales copy provided by these products and take careful note:


	Whether the sales material is compelling.

	If the product’s benefits are clear and enticing.

	The inclusion of a powerful offer and call to action.

	Whether or not the product is easy to buy.

	How affiliate commissions will get paid.

	Whether you will get credited for all affiliate sales generated.



The time to make sure everything is in place is before you dive in and sign on as an affiliate, not after. Bear in mind you’ll want to write up your own version of the offer as well. As you study the provided sales materials, take careful note of the benefits which stand out to you. You may want to purchase an evaluation sample of the product yourself and see whether there are some obvious benefits or points of interest which aren’t even mentioned in the sales materials provided. All of this research can provide you with additional selling points which will allow you to offer a fuller, more targeted solution. If you’re lucky, you may even be able to craft an offer that speaks directly to your target market even better than the vendor’s own materials.

While you’re sourcing or creating your solution, you should also start capturing the attention of your prospective customers. This is referred to as building your list and it simply means you want to create and then maintain a mailing list with people’s names and e-mail addresses. Put another way, you want to start building a relationship with the people to whom you hope to sell products in the future.

There are several ways to do this but in essence you want to act as an information provider. You want to get the people on your list to become conditioned to receiving information from you so when you send them a product offer in the future, they are predisposed to buy what you offer them.

The kind of information you can send out in this relationship building phase is entirely open to your imagination. You can send your mailing list:


	Free articles which relate to the problem they are dealing with.

	Videos which show solutions in action.

	Gifts such as free reports or white papers.



If you post whatever you send out on a blog, you then have an ongoing reference point you can use for new



	Most people won’t purchase anything the first time they visit a Web site – but require several repeat visits before they are prepared to do anything.

	People don’t generally like a direct sales approach – they see hundreds of offers every day they automatically decline.

	By taking the time to build a relationship before the sale, prospective customers are reassured you will keep following up after the sale – that you won’t take their money and then never be heard from again.

	You have the opportunity to optimize and fine-tune what you’re doing over an extended period – which will boost your sales further down the track.





	Build your own opt-in landing page – the first page your prospect sees and which you want to capture their attention. Your opt-in landing page needs to sell the benefits of joining your list to learn more about the solution to the problem you will be offering later on.

	Collect e-mail addresses of the people who visit your landing page – by offering them follow-up educational materials which are alluring and enticing. Give people very solid and credible reasons to join your mailing list. Offer them an e-book download, a piece of software, some kind of e-course or anything else which would be appealing. In short, offer something of value in exchange for their e-mail addresses and permission to contact them in the future.

	Take advantage of autoresponders – to automate the sending out of the promised materials to your list. An autoresponder is a list-management software tool. It allows you to send automatic replies to the people on your list without manually having to send each message. You can install an autoresponder as software on your own site or use an external service which hosts the software on their Web site (such as MonsterResponse.com). You then send out regular follow-up material to the people on your list, and direct them to your offer page where you sell products.





	A compelling headline to grab attention.

	A clear offer and well explained flow-on benefits.

	A call to action – exact steps to take.

	A prominent subscription form.

	Information about privacy and information confidentiality.

	Bait – some kind of time-sensitive offer.

	A simple and appealing layout.





	A specific rather than generic thank-you headline.

	More information about yourself, perhaps including pictures.

	More background information about your product.

	The bonuses you promised.

	Information which promotes your affiliate offers.






	Always follow up immediately – deliver whatever you’ve promised on your opt-in page right away. Make any links they need to click on prominent and obvious.

	Follow up with your subscribers frequently – keep sending them valuable stuff at least weekly so you build rapport. The more consistently great material you send out, the easier it becomes to stay at the front of their mind and people will look forward to hearing from you.

	Hit a good balance – between information you give subscribers for free and sales pitches for paid add-on products. One offer every six e-mails is probably about right as a starting point. You can then adjust this higher or lower as you go along.

	Always be authoritative – position yourself as an expert on what you’re talking about. Become a trusted source of high quality information.

	Eliminate passivity – get your subscribers into the habit of doing things. You can run surveys, send out video tutorials they need to watch, set up a blog and get them to interact with each other, hold teleconferences, etc.

	Keep your offers hot and fresh – make sure you’re offering incredible value on superior products. Give them time sensitive offers which are not available anywhere else.

	Clean up you mailing list regularly – remove dead and bouncing e-mail addresses. You may even ask your less active subscribers to reconfirm they are still interested in hearing from you. Limit your list to your most responsive people rather than being a nuisance.
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