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Disclaimer 
This book is based on years of successful business experience 
and months and months of research.  I have done my very best to 
make sure that this book will take you through every step of 
starting and running your own Internet reseller business and tell 
you everything you need to know. 
 
To better explain some of the points made in the book, I 
occasionally provide screenshots as illustration.  These 
screenshots originate from third-party Web sites.  Although I try to 
stay on top of these and catch them when I can, if the third party 
changes its Web site, it could result in the screenshot featured in 
this book being different from what you see when you actually go 
to the applicable third-party Web site.  
 
During the course of the book I provide my interpretation of certain 
legal, tax, business and financial matters. However, I do not 
practice law and I am not an accountant.  As I do not want to get 
sued if my understanding is not correct, your reliance on any of my 
statements is solely at your own risk. 
 
Throughout the book, I mention places where you can obtain 
helpful items.  I have personally used and like every company I 
refer to, but you do are under no obligation to rely on these 
recommendations.  I am professionally associated with less than 
two percent of the companies mentioned in this book, so it doesn’t 
matter to me which companies you decide to go with.  These are 
simply the ones I like and use myself.     
 
Although I recommend all of the companies mentioned here and 
have had good experiences with them, if you use them and don’t 
like them I take no responsibility for it. But please let me about any 
negative experiences you might have with the companies I 
mentioned, as it might cause me to consider removing them from 
the book.   
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I have done my best to make sure all information contained in this 
book is up to date, but despite my best efforts some of it may not 
be.  I also cannot be responsible if a change to the Internet at 
some point negatively affects some of the advice I give here. 
 

Please Don’t Copy This Book 
 
I’ve put a lot of time, effort and energy into creating this book and I 
am the sole copyright owner of the information contained in it.  I 
would really appreciate it if you wouldn’t pass it on to anyone who 
hasn’t paid for it.  Thanks for your understanding and cooperation.   
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Introduction 
Hello and welcome!   
 
Starting your own reseller business is incredibly exciting and just a 
tiny bit scary.  Let’s face it; any time you start something new – 
especially something as “real” as your very own business – it can 
be intimidating.   
 
This book will make your journey to full-fledged business owner a 
lot less scary because I will show you exactly what you need to do.  
This book breaks the complex having-your-own-business process 
into a series of easy, simple-to-follow steps. 
 
The book guides you through each part of the process and shows 
you how to do everything you need to do as easily, efficiently and 
affordably as possible.   
 
The focus of this book is on how you can make money on the 
Internet by being a reseller of another company’s products.  It’s 
specifically tailored to Web hosting/domain resellers.  I will show 
you how the system works, how to set up your Web site, and how 
to get listed in the major search engines. Additionally, I will explain 
how you can advertise your business, and I’ll acquaint you with the 
various scams you will probably run into and how to recognize and 
avoid them. 
 
Basically, I will tell you everything you need to know to start up 
your business, how to run it, how to advertise it, the legal stuff you 
need to know about so you don’t get in trouble, and much, much 
more.   
 
I will show you the options you have as you start your business.  
Whenever you have several options available, you will see a þ 
next to one of them indicating that that is the option I recommend 
for most first-time Internet business owners. 
 



 
 

© Kip Garrett.  All rights reserved.   
 

Page 7 

That way if you don’t care about reading through the information 
on each of the options and just want to know what you have to do, 
you can skip ahead and just read the section about the option you 
want. 
 
I suggest that you print this book out and read it all the way 
through one time, then go back and actually follow the steps listed.  
I can’t stress that enough:  Read the book first; then follow the 
steps.   
 
The wide left margin allows you to put the printed pages in a 3-ring 
binder and still see all the text.   
 
This book contains a lot of very useful information, but if you take 
nothing else from the book please remember this:  Yes, starting a 
reseller business takes work, but it is very, very possible to not 
only do it, but to be successful at it.  Regardless of what anyone 
else says, you CAN do it.   
 
A lot of people may try to discourage you, or you may question 
whether you have what it takes.  Let me assure you that you do.    
 
You CAN succeed regardless of your particular circumstances, 
how smart (or dumb!) you are, how old you are, how young you 
are, how broke you are, or anything else you or someone else 
thinks might prevent you from succeeding.  It won’t unless you let 
it.  Don’t let it.  You have what it takes.    
 
I know you can do it and it is my sincere wish that my book helps 
you on your journey to success.    
 
Best of success, 
Kip   
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Chapter 1 
The Three Biggest Myths 

Before we get into specifics, I want to share with you three of the 
biggest myths about starting an Internet business.   
 
It’s almost a given that unless the little doubting voice in the back 
of your mind doesn’t mention at least one of these to you as you 
are starting out, a well-meaning friend or relative will.   
 
I’m telling you these now so you won’t sabotage yourself or let 
someone else sabotage your desire to have your own business.  
You definitely can be successful on the Internet if you don’t fall into 
the trap of believing one of these myths.  
 
Believing these myths might lead you to question your ability to 
build your business and cause you to give up or to not do the 
things you need to do to succeed.  
 
Since we both want you to succeed it’s better to take a look at 
these three myths now rather than when you are feeling a bit out 
of sorts.  Here they are: 
 
Myth #1 
Other people are already selling my product.  That means I can’t 
be successful at it. 
 
Wrong.  If other people are selling your product it’s a GREAT sign 
because it means that people are making money selling it.  If they 
are making money, you can too!  
 
Although it might seem like you would want to sell something no 
one else is selling, that is, in fact, NOT what you want to do.  Why?  
Because if no one else is selling your product it probably means 
one of two things:  a) no one is making any money from selling it, 
or b) there isn’t a market for it. 



 
 

© Kip Garrett.  All rights reserved.   
 

Page 9 

 
What does it mean “there isn’t a market for it?”  It means there 
aren’t buyers actively looking for the product.  If you have a 
completely new product, you’re going to have a much tougher 
time.  People aren’t even going to realize your product is there so 
they won’t even know to look for it or buy it.   
 
It’s a lot easier to sell people something they are familiar with, like 
domain names and Web sites, than to convince them to buy 
something they have never heard of and don’t think they have a 
need for.   
 
The fact that there are other people out there selling your product 
means that there is already a market for it. And you know your 
competition is making money from it because if they weren’t they 
wouldn’t be doing it.   
 
Now, let’s get to the personal part – you fear that even though all 
these other companies are making money with their Internet 
business you won’t make money with yours. 
 
It’s true that not all businesses make money.  Why?  Because a lot 
of people who start a business make a feeble attempt at it, then 
give up.  They don’t do what it takes.  
 
Think of it like a mountain with all the people currently making 
money selling your product at the top and you at the bottom.  In 
order to get to the top of the mountain you have to climb it.  
You can’t wish your way up to the top.  You have to do the actual 
work that will get you there.   
 
Now, looking up at the mountain from the bottom it seems like the 
top is so crowded people might fall off, but I’m going to let you in 
on a little secret: 
 
There is ALWAYS room at the top of the mountain.  Let me repeat 
that because it’s so important - there is ALWAYS room at the top 
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of the mountain. And if you do the work and do what it takes to 
climb the mountain, you will reach the top.     
 
So, if the number of people selling your product ever seems 
overwhelming, don’t let yourself get discouraged.  Keep working 
and learning and climbing the mountain.  If you do, you will make it 
to the top. 
 
Myth #2 
I’m not very technical so I can’t be good at this. 
 
Wrong.  If you made it to this Web site and got this book you have 
all the technical smarts you need to succeed.  How do I know this?  
Because I walk you through everything you need to know about 
the technical stuff.   
 
Although the techies try to make having a Web site seem really 
tough and complex, it isn’t.  I cut through all the techie jargon and 
show you step-by-step in really simple language how to put up a 
Web site.  It isn’t hard.  If you can point and click your mouse, you 
can set up a Web site that you can sell your product on. 
 
Basically, don’t worry that there is something out there that’s going 
to be too tough for you to master.  There isn’t.   
 
Myth #3 
You need a lot of money to succeed on the Internet.  
 
Wrong.  I’m the first one to say that having more money never hurt 
anyone, but you don’t need a lot of it to build a successful reseller 
business.   
 
It’s like anything else: Having money can sure make your life 
easier, but you don’t need to have a lot of it to become successful.   
 



 
 

© Kip Garrett.  All rights reserved.   
 

Page 11 

You can spend a very little bit to get your business started; then as 
little as $10 a month on the actual running of it. Or you can spend 
as much as you like.  It’s all a matter of personal choice.   
 
If you want to spend a bit more to have people do things that you 
don’t want to do yourself, you can.  Or, you can decide to do the 
things yourself and save money.  The choice is yours.   
 
Let’s take an example from the real world.  A friend of mine hires 
someone to come in and clean her house for her.  My friend could 
certainly clean the house herself, but for her it’s worth it to pay 
someone else to do it.  (It’s worth it for her husband too since they 
no longer fight over whose turn it is to clean up!) 
 
That’s the same thing in the Internet business arena.  If you can’t 
afford to hire someone, you don’t have to.  You can do what you 
need to do yourself.  
 
So if you’re concerned about not having a lot of money to work 
with, don’t worry.  While having money certainly doesn’t hurt, you 
can succeed without it.  
 
Okay, now let’s get to the fun stuff!   
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Chapter 2 
Web Site Basics 

 

Do You Need Your Own Web site? 
Yes!  The answer is most definitely yes.   
 
Most Web hosting resellers provide you with a completed Web site 
which has an address such as  
 

www.securepayment.com/?=your_username 
 
You will at the very least need to get your own domain name to 
use for your Web site since your visitors aren’t going to want to 
type in that big long address every time they want to reach your 
site, but … 
 
If you truly want your reseller business to succeed you should also 
set up your own Web site and attach it through links to the Web 
site they provide you. 
 
Why?   
 
Because there are hundreds and hundreds of hosting resellers out 
there and every one of them has the exact same Web site you do.  
That means if you don’t have a way of differentiating your reseller 
store from the others, your Web site will be buried in the search 
engine listings and no one will ever find you. 
 
If that happens, you will need to either pay for advertising or you 
will need to somehow generate visitors to your Web site through 
means other than the search engines.   
 
This isn’t impossible to do, but it is difficult, can become expensive 
and is time consuming.  That’s why I recommend that you try to 
get a good search engine ranking instead.   
 

http://www.securepayment.com/
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The only way to get a good search engine ranking is to have your 
own Web site.  That way you control what content goes on your 
Web site and you can take the steps needed to improve your 
ranking. 
 
I walk you through the steps you need to take for this later in the 
book, but for now, just know that you will be much better off if you 
create your own Web site and link to your reseller Web store.  
 
This is pretty easy to do so don’t be intimidated by it.  I walk you 
through the process of setting up and building your own site. 
 
 
Web Site Options 
Now, that you have decided that you need a Web site, you have a 
choice to make.  Do you … 
 
þ 1.  Build your Web site yourself?  
    2.  Or, pay someone to build it for you? 
 
I recommend that you build your own Web site, but I want to go 
through the pros and cons of paying someone so you can have all 
the facts you need to make the decision that’s right for your 
reseller business. 
 
Paying Someone to Build Your Web Site: 
Should You or Shouldn’t You?   
The nice thing about paying someone to build your Web site is that 
they do the actual building of it.  You don’t have to do anything 
except provide them with the information you want to be used on 
your site.   
 
Obviously they aren’t going to build you a Web site out of the 
goodness of their hearts so you have to pay them.  How much?  
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Usually you can expect to pay about $2,000 for a basic Web site.  
The price goes up depending on your needs.   
 
I have seen full service Web site assistance offered for less but a 
lot of times (not always) there seems to be extra fees crop up 
when they suggest that you need this extra or that extra and 
before you know it the price has added up to around the $2,000 
mark for a basic site.  (Again, I’m not saying this happens with 
every cheaper Web designer out there, but it does happen.) 
 
Also, a big issue with hiring a Web designer is what to do if and 
when you want to make changes to your Web site?  You can’t 
make them yourself since you don’t have the software or, in most 
instances, the know-how to make the changes so you will have to 
pay the Web designer to make them for you. 
 
They will of course charge you for this.  The usual charge is 
around $35/hour – some are a bit more, some a bit less.  That 
means that every time you want to make a change to your site, 
you have to pay someone to make the change for you.   
 
Just like in everyday life where you can depend on some people 
more than others, the same is true for Web designers.  Some Web 
designers will take a couple of days to make your changes and 
others you may never hear from.   
 
I recommend that if you want to create your own reseller business 
that you build your own Web site and not hire someone.  It’s going 
to end up being a lot easier and cheaper for you. 
 
The Three Common Elements All Web 
Sites Share 
Before we get into the actual building of your Web site, we need to 
cover just a few basics.   
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There are three common elements that all Web sites share.  
Without these, you are not able to create a Web site and put it on 
the Internet.  To create your Web site and have it on the Internet 
visible for everyone to see you need a Web site builder, a Web 
host and a domain name.      
 
A Web site builder is the software that you use to build your Web 
pages.  It allows you to add your content, images and everything 
else you want on to your Web page.   
 
A Web host is a company that stores the Web site you’ve built and 
makes it visible on the Internet.  The hosting company stores your 
Web site on its servers.  A server is just a fancy computer that 
“serves up” your Web site to the Internet.   
 
A domain name is your Web site address.  It’s what comes after 
the www.  For example, the domain name of Yahoo! is 
Yahoo.com.   
 
Don’t worry if you aren’t clear on what these are right now.  We are 
going to look at each one in turn and I’ll explain what you need to 
know about them. 
 
Right now as a matter of fact … 
 
Choosing Your Web Site Builder 
In order to build your Web site yourself, you will need Web site 
building software.  This is the software that actually allows you to 
create your Web pages and add your content. 
 
You have two choices for software: 
 
þ 1.  You can use the Web site builder provided by your Web     
host, or  
     2. You can use a Web site building software program.   
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Here are the pros and cons of each so you can decide which will 
be best for you: 
 
 
The Pros and Cons of Web Site Builders 
The Web Site Builder From Your Reseller Store.  Some 
beginners like to use the Web Site Tonight Web site builder to 
build their Web store.  Why?   
 
Because it’s pretty easy.   You don’t have to learn a lot of technical 
code or deal with templates, codes, tables or anything else.  All 
you have to do is point and click and add your content.  That’s it.   
 
Plus, if you run into problems and can’t figure out how to do 
something you can just call and get help.  You don’t need to 
muddle through it on your own or do a lot of searching on the Web 
for information on how to solve the problem. 
 
Also, the templates offered are pretty nice so that your site will 
look very professional.  People looking at it won’t be able to tell 
that you did it yourself.   
 
Web Site Building Software.  If you decided to use your own 
Web site building software instead of your Web host’s Web 
builder, there are quite a few software programs available.  The 
two most popular are FrontPage and Dreamweaver. 
 
These can be pretty difficult for beginners with no prior Web site 
building experience to master.   Also, if you run into problems and 
need help with doing something there is no one to call for help.  
You will have to search through the Internet on your own trying to 
find the answer. 
 
One other thing is that unless you know what you are doing and 
have experience with one of these programs, most of the Web 
sites built by beginners using these look really bad.  They look like 
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beginning Web sites.  They don’t look professional at all which is 
not the image you want to convey to your customers. 
 
The Best Option.  There is a way that you can copy what is on 
your reseller store and customize it for your own use.  It doesn’t 
involve building a site from scratch with the Web site builder or 
buying software.   
 
It’s a bit tougher than just using the Web site builder but easier 
than using software like Front Page or Dreamweaver. 
 
I walk you through this in the tutorials in the Bonus section at the 
end of this book.  
 
 
Web Host 
If you use your reseller store’s Web site builder it comes with 
hosting so you don’t need to get that separately. 
 
If you build your own Web site using your own software (such as 
FrontPage) you will use a Web hosting account and transfer the 
Web site from your computer to your account in your Web store 
via a process known as FTP.   
 
There is a step-by-step guide in your Web store’s help section 
which explains how to FTP your files to your Web hosting account 
so if you aren’t sure how to transfer your files you can find out 
there.   
 
 
Domain Names 
As I mentioned above, your domain name is your address on the 
Web.  It's the information that customers type in to find your Web 
site.  It's what comes after the www. in www.domain.com.   
 

http://www.domain.com
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A domain name can be any combination of letters and/or numbers 
up to 63 characters.  There are no spaces in a domain name but 
you can put a dash – in a domain name.  In the U.S., the most 
common domain name extensions (aka top-level domains) are 
.com and .net. Other popular top-level domains (TLDs) include 
.org, .biz, .info, .us and .ws.   
 
There are also other extensions like .tv and .tk, but in general you 
should stick with the most popular ones.  
 
How to Choose a Good Domain Name 
Here are some guidelines and tips to help you select the best 
domain name for you: 
 
Keep it short.  The shorter, the better.  It’s best to keep your 
domain name less than 15 characters if possible.  A shorter name 
is easier for people to remember and it also reduces the likelihood 
that your visitor will mistype it or misspell it.  For example, 
BuyIt.com is much less likely to be mistyped than 
isellthispleasebuyitfrommetoday.com.  
 
Keep it sweet.  The more memorable the name, the easier it is for 
people to remember.  You can have the best site in the world, but 
if people can’t remember your domain name it will cut down on 
your return visitors.  It’s hard enough to get traffic on the Web 
without “losing” visitors that want to come back but can’t find you. 
 
Keep it simple.  Make sure the domain name is easy for people to 
spell.  Don't spell words unusually.  Unless you have incredible 
branding, people will type in the common spelling of your domain 
and your competition will get visitors who were looking for you.  
For example, BlueRight.com is much better than BluRite.com  
 
Choose a domain name that reflects your business.  Don’t just 
choose a random name.  For example, if you market your Web 
store to people interested in horses, you should choose a name 
that has the word “horses” in it such as HorseWebHosting.com.  
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Or, your domain name should refer to horses in some way, like 
WhoaWebhosting.com.  The former will help you in the search 
engines.  The latter will be memorable.    
 
When in doubt, choose a .com.  If you are debating between 
several different top-level domains, go with the .com.  It’s what 
most people think of when they are typing in a domain name.  It’s 
true the best names are gone, but you can still find a good .com 
domain if you look.   
 
Thousands of .com names expire and are released back in the 
market each month so there is always a steady supply of new 
domains coming into the market. 
 
Domain Name Legal Issues 
You need to be aware of certain trademark and domain issues 
when you buy your domain.  These can be really confusing but 
I’ve done my best to try to make it as simple for you as I can.   
 
You can’t buy a domain name that is trademarked.  This 
means that if another company has trademarked the domain name 
you want, you can’t buy the name or you could be sued.  For 
example, you can’t buy Pepsi.net, Yahoo.org or any name that has 
a trademarked name in it.  
 
You also can’t use a company’s trademarked name in your domain 
name if the trademark is distinct and not commonly used in 
everyday language.   
 
For example, you can’t use DomainsAOL.com or 
MickeyMouseWeb sites.com because AOL and Mickey Mouse are 
distinct enough that everyone associates those names with their 
respective companies.   
 
If you do buy the domain name and use it, the company’s 
attorneys will likely find out and will either sue you or take you to 
arbitration where you will likely lose and be forced to give up your 
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domain name.  It’s just not worth it so don’t buy a domain that 
could infringe on another company’s trademark.  
 
Usually unless you are adding a word to a distinct trademark that 
you know about and recognize (like Mickey Mouse or Pepsi) if the 
.com is still available the name most likely isn’t trademarked and 
you don’t have to worry. 
 
So, how can you find out if a company has trademarked the name 
you want?  Easy.  You can look it up online for free at the 
government’s trademark office at www.uspto.gov.   
 
To do a search: 
 

□ On the left side of the page under the word Trademark, click 
on Search. 

□ Click New User Search Form (Basic) 
□ Enter the name you want to look up. 

 
This will show you if someone else has it or not and, if they do, 
what they sell.  
 
What happens if someone has the company name that 
you want to use?   
 
See if they sell the same products or services you do.  You can 
see this information when you look up the trademark information 
above.  If they don’t sell the product you want to, you can get any 
available version of their domain name.  If they do sell what you 
want to sell, then it’s best to choose another name. 
 
For example, let’s say you want the domain name BluePirate.com.  
 
If the domain name BluePirate.com is taken AND BluePirate.com 
sells Web sites, then regardless of whether the name Blue Pirate 
is trademarked, I would choose a different domain name.  I 
wouldn’t get BluePirate.net even if it’s available.  Why? 

http://www.uspto.gov
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Because if you put up a site selling Web sites at BluePirate.net 
then the owner of BluePirate.com can go to the domain resolution 
board and say that you are trying to infringe on his/her domain 
name.   
 
The owner of BluePirate.com may or may not win, but again that’s 
a hassle you don’t need.  It just isn’t worth it to set yourself up for 
trouble like that if you don’t have to.  Choose another name. 
What happens if BluePirate.com sells pet supplies?  You can buy 
BluePirate.net and sell domains.  No problem.   
What happens if BluePirate.com is taken but there isn’t a Web site 
on the site and the name Blue Pirate isn’t trademarked?  You can 
buy BluePirate.net and use it.   
 
If you do that I suggest that you backorder the BluePirate.com 
domain (you can do this at a few domain companies.)  That way if 
the current owner of the .com lets the domain expire the domain 
company will try to register it for you so you can get it when it 
comes back on the market. Note that backordering a domain does 
not guarantee that you will obtain the desired domain. 
 
I know all this may have your head spinning, but believe me this 
was the toughest section of the book.  Compared to this section, 
the rest of the book is a breeze. 
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Chapter 3 
Building Your Web Site 

The actual how-to of building your Web site depends on which 
Web site building software you decide to go with – the one your 
reseller sells or your own.   
 
As a bonus with this book, I’ve provided a tutorial which walks you 
through how to set up and build a Web site for your reseller store 
using a common Web site builder.   This is in the bonus section at 
the end of the book. 
 
If you are using your own Web site building software like 
FrontPage there are tutorials you can find on the Web which will 
show you how to create a Web site using that program.  To find 
them, go to www.Google.com (or another major search engine, 
such as Yahoo! or MSN) and type in “FrontPage tutorials” or 
whatever the name of the Web site building software you are using 
is. 
   
The Seven Do's and Don'ts of Building a 
Web Site 
Regardless of what software you use to build your Web site, there 
are seven basic do’s and don’ts you need to keep in mind.  It's 
very easy to get carried away, especially if this is your first Web 
site, and do things that send visitors away which is most definitely 
not what you want to do.  
 
When you build your Web site: 
 
Do keep your Web site simple.  Don't cram it full of clutter or pack 
it with lots of text.  The less text, the better. 
 
Do make it eye pleasing.  No crazy fonts or colors.  The standard 
fonts for Web sites are Arial, Verdana and Times New Roman.   
 

http://www.Google.com
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Not all computers recognize non-standard fonts, so if you use one 
you run the risk that a site visitor’s computer will convert it to a font 
that looks really bad or isn’t readable.  Whatever font you decide 
on, use it throughout your site.  Don't alternate between fonts. 
 
Don’t use a Flash introduction.  Have you ever been to a Web site 
which has a bunch of cool pictures or a little movie introduction 
that usually takes forever to load and while it’s waiting you have 
the option to “Skip Intro”?  The pictures or movie you usually skip 
past is called a Flash introduction.   
 
Web designers love these because it gives them a chance to show 
off and impress other Web designers, but most people click off as 
soon as they see them loading.  The object is to get people to see 
your Web site, not drive them away.  It’s hard enough to get 
visitors you don’t want those you do get to leave before they even 
get to your home page. 
 
Don’t put music or sound files on your site.  It startles people when 
they are surfing and suddenly hear music blaring out.  Their 
immediate reaction is to backtrack immediately.  You are selling a 
product and your goal is to have your visitor think you are a 
professional company.  Music on a business Web site isn’t 
professional.  Just don’t do it. 
 
Don’t put falling objects or a different cursor on your site.   Some 
Web builders give you the option of putting falling snowflakes or 
other little objects on your pages or allow you to change the 
cursors of the people visiting your site to text or another object.   
 
That is really annoying, people don’t like it and it isn’t professional.  
Don’t do it.     
 
Don’t put a lot of slow-loading graphics on your page.  No matter 
how pretty your graphics are, people aren’t going to stick around 
and wait for them to load.  You can optimize your images for free 
using the gifbot at  www.NetMechanic.com.   
 

http://www.NetMechanic.com
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How this works is you upload your image to Net Mechanic's Web 
page and they will condense the file size of the image and show 
you several different images of various file sizes, then let you pick 
the image you like from the results.  Usually you can reduce the 
size by 50% or more without noticeably decreasing image quality. 
 
Don’t use pop-ups on your Web site.  Visitors tend to find these 
annoying.  The less you annoy a visitor, the more likely he or she 
is to stay and turn into a customer.   
 

Special note to AOL users:  If you choose to use WebSite Tonight 
to build your site, don’t access it through AOL’s browser.  Use 
Internet Explorer or Firefox instead to access your Web site 
builder.  The reason is that AOL’s browser automatically converts 
images to another format and while the images look good on AOL 
they can look bad to everyone else.   

 
The Biggest Mistake Most New Web Site 
Owners Make 
The biggest mistake most new Webmasters make is to hide what 
they sell from their customers.  Visitors must be able to tell at a 
glance on your first page what you are selling.  I can’t stress that 
enough. 
 
For example, if you want to sell mainly domain names, make the 
domain search box the first thing people see on your page.  Make 
sure that visitors to you Web site’s home page immediately realize 
that you sell domain names.   
 
Most people will leave a Web site within the first few seconds if 
they don’t think your site offers them what they are looking for.  
They aren’t going to take the time to scroll around to see if you 
have what they need.  They aren’t going to read lots and lots of 
text to see if you have what they are looking for.  No, they will click 
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on the page, glance at it and if they don’t see what they are hoping 
to see, they will leave. 
 
Make it clear to them immediately what your site is about. 
A lot of people think their Web site tells what product or service 
they offer immediately, but their Web site really doesn’t.  So how 
can you make sure that your Web site makes clear to your visitor 
what product or service you offer? 
 
Easy.  Imagine you are talking to a friend and your friend asks “So 
what’s this new business of yours?”  You aren’t going to go into a 
big long explanation of all the benefits of your product or service or 
tell them how to order your product or how to contact you.  No, the 
first thing you are going to tell your friend is “I’m selling _______.”  
 
Just as you tell your friend immediately what your business is 
about, you MUST tell your visitors.  If it isn’t visible as soon as you 
click on your Web site, put it on there.   
 
Your visitors don’t want to scroll down the page to see what your 
site is about.  That’s too much work for them.  They must be able 
to tell as soon as your Web site comes up.  If they can’t, they will 
leave.   
 
 
The Single Most Important Piece of 
Information on Your Web Site 
It isn’t your product or service.  It isn’t fancy graphics or the great 
text you’ve spent hours laboring over.  The single most important 
piece of information on your Web site is the contact information.   
 
You must put at least one email address on your Web site, 
preferably more, depending on what you are selling, so that your 
customers can contact you with questions or problems.   
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A lot of people will not buy from a company that doesn’t provide 
this information.  Let’s face it, would you give your credit card 
information to some company that doesn’t provide you with a way 
to get into contact with if something goes wrong with your order?  I 
don’t think so.  I sure wouldn’t. 
 
I would put the contact information on EVERY page of your Web 
site except the order page.  Every single one.  What I usually do is 
put a Contact link on every page so that people can always click 
there to find out how to get help if they need it. 
 
Even though this information will be visible on your reseller store 
pages that you link to from your Web site, this information also 
needs to be visible on the pages you control. 
 
Most people won’t bother to click on that link, but just by seeing it 
there most customers feel a certain security knowing if they did 
have a problem they could get in touch with someone.   
 
 
Should You or Shouldn’t You? 
A question I get asked a lot by people starting out is “Should I put 
my home address on my Web site?”   
 
There is space for this on the Company Information page that you 
can access from your account screen. 
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If you choose to have a Company Info page (I don’t), then the 
name and contact information on your Contact page will be shown 
on that page.   
 
The Contact page has the address where your checks are sent so 
if you work from home and receive your mail there if you have a 
Company Info page it will show your home address.    
 
It’s a personal decision, but there are a lot of kooks out there.  
Personally I don’t want anyone knowing where I live so I don’t list 
mine, but if you feel comfortable listing yours you certainly can.   
  
People do feel more secure knowing there is a real address 
behind the Web site or a phone number they can call if there is a 
problem.   That’s why I really recommend that you put the Contact 
link on every page of your site.   
 
If you want to put a Company Info page up so it’s accessible from 
the reseller part of your Web site but don’t want people to know 
where you live, I would rent a post office box. 
 
The Two Most Common Web Site Legal 
Issues 
When you put up your Web site it is important that you don’t 
accidentally do something illegal or unethical. 
 
The two most common mistakes made by a lot of beginning 
Webmasters involve copying someone else’s copyrighted material.   
 
You aren’t allowed to: 
 
Copy someone else’s text.   Chances are that before you went 
with the reseller program, you saw a couple of current reseller 
Web sites.   
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If the resellers created their own Web sites, you are NOT allowed 
to copy what they have on their Web site or in their source code.  
That’s a big no-no.   
 
If you see text someone else has written – on another Web site, in 
a book or magazine or anywhere else – and you think it is great 
and want to use it, you can’t unless the owner gives you 
permission.   
 
The text they wrote and how they have it situated on the page 
belongs to them and is their intellectual property.  You must create 
your own text or change it to such an extent that someone looking 
at it wouldn’t be able to tell it originally was their text. 
 
The exception to this rule: 
Unless your reseller company specifically tells you that you can’t 
use something, you can use any text or images that they have on 
their Web site or on the reseller Web store they give you and use it 
on your own site.  You can structure it like they have it or change it 
however you like. 
 
This means that you can copy what is on the home page of the 
Web site that your reseller program gives you and can change it or 
personalize it to suit your needs.   
 
You can’t copy someone else’s images.  You can’t go around the 
Web just taking images that you like for use on your Web site.  
Just like you can’t take someone else’s text, you also can’t take 
pictures or graphics or images unless the person says it’s okay.   
 
This includes images from other resellers in the program.   
 
What images are okay to use?   
 

□ Images that your reseller company gives you,  
□ All images that are on your reseller store 
□ All images on a government Web site or that are produced 

by the government 
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□ Any images that are available to you in your Web site builder  
□ Any photo you take yourself 
□ Any image you buy at an image house such as 

www.istockphotos.com or www.Comstock.com. 
 
Penalties 
 
Let’s say that you go ahead and copy someone else image or text 
anyway.  What will happen? 
 
Most likely what will happen is that the person who owns the 
material will find out (and they almost always do find out) and they 
will send you an email asking you to remove it.    
 
If you don’t remove it, then they will do one of three things: 
 
□ If they are another reseller, they will contact you and/or your 

reseller company and you will have to remove the offending 
material if you want to stay in the reseller program. 

□ If they are a small company, they will usually contact your Web 
host and tell them that you are infringing on their copyright.   
The Web host will investigate the matter and if you did copy it 
and are using it, the Web host will either ask you to remove it or 
will cancel your account. 

□ If it’s a big company, it will send you a cease-and-desist notice 
which means if you don’t take down the material they will sue 
you. 

 
Just don’t copy.  It isn’t worth it.  

http://www.istockphotos.com
http://www.Comstock.com
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Chapter 4 
Email 

You will get an email account as part of your reseller hosting 
service.  This allows you to send and receive email with your 
domain name in it.  For example, you@yourdomain.com, 
support@yourdomain.com, etc.   
 
You can put anything in front of the @yourdomain.com that you 
would like as long as there are no spaces in the letters or numbers 
you put.   
 
You will have one email address which is called your “default email 
address.”  This is the email address that is your catch-all email 
address.  So let’s say someone puts something in front of the 
@yourdomain.com that you haven’t specified, it will go to your 
default address. 
 
For example, let’s say you have set up Me@MyDomain.com as 
your default catch-all address and you also have set up the 
addresses Sales@MyDomain.com and Help@MyDomain.com   
 
If someone sends an email to Admin@MyDomain.com it would go 
to your catch all address Me@MyDomain.com since you don’t 
have an email address called Admin@MyDomain.com. 
 
This is great because it means you don’t have to specify each 
possible email address someone could send to.   
 
Webmail 
The email you get with your hosting or Web builder account is 
what’s called a Webmail account.  This is an email account similar 
to an email account that you can get at Yahoo.com or Hotmail.com 
only this one is an email address with your domain name on it.   
With a Webmail account, you can check your email from any 
computer.  So, if your reseller business is a side business for you 

mailto:you@yourdomain.com
mailto:support@yourdomain.com
mailto:@yourdomain.com
mailto:@yourdomain.com
mailto:Me@MyDomain.com
mailto:Sales@MyDomain.com
mailto:Help@MyDomain.com
mailto:Admin@MyDomain.com
mailto:Me@MyDomain.com
mailto:Admin@MyDomain.com
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and you also work a regular job, you can check mail to your Web 
site from your work computer. 
 

Please note:  if you are going to check your Webmail from work 
make sure that you get a virus checker on your Webmail.  The 
reason is that if you get a virus through your Webmail your work 
computer’s anti-virus program won’t stop it, and your company 
computer can get infected. 

You don’t want to be the one responsible for unleashing a virus 
and wiping out the computers in your office so if it’s offered pay 
the extra few dollars for the virus protection. 

 
At home:  if you are used to checking your email or receiving your 
email in your Outlook Express mail program or similar program, it’s 
usually a good idea to set up that mail program to receive email 
from your Web site.  This way when you are home you will be able 
to receive email from your Web site directly into the current email 
inbox you are currently using. 
 
The reason this is a good idea is that you are used to checking 
your email from there.  At some point you may forget to check your 
domain name’s Webmail account.  This way you will automatically 
receive any mail to that address. 
 
If you set it up so you get your Web site’s email at your current 
computer, it doesn’t mean you can’t also check your Webmail from 
your work computer or another computer.  You can.   It goes to 
your Webmail box first. 
 
What’s great about Webmail is that it allows you to get your email 
in two different ways.  You can get it by logging directly in to your 
Webmail account or you can set up your current email program 
and get it there.   
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How to Set Up Your Domain Email Address 
in Outlook Express 
If you want to set up your Outlook Express so you can send and 
receive email that comes in to your Web site, it’s really easy.  It will 
take you less than 5 minutes to set up.   
Here is all you need to do: 
 
In Outlook Express, go to Tools and click Accounts. 
 

 
Click on Add, Mail. 
 

You can 
read and 
respond to 
the email 
here.  

Customer Sends You an 
Email 

Email Goes to Your Web 
Site’s Webmail Box 

Email Goes to Your Current 
Email Program (e.g., 
Outlook Express.)  You can 
read it and respond to it 
here. 
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Enter the Name you want people to see (e.g., your name, Support, 
Sales, etc.)  Click Next. 

 
 
 
Enter the email address you have created to use with your Web 
site.  Click Next. 
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Enter mail.yourdomain.com as your incoming mail server.  Check 
with your Web host as to what you need to put for your outgoing 
mail server.  It varies by Web host.   
 
This information will usually either be in the welcome email you 
receive from your Web host or it will be in your Web host’s 
frequently asked questions section. 
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Note:  Some Internet service providers do not allow you to use a 
Web host’s outgoing mail server to send email.  This is to control 
spammers from using your ISP’s Internet connection to send 
spam.  

If you complete all these steps correctly and you can’t send email 
this is probably the reason.  Go to your Internet provider’s home 
page and look in their FAQ section for the name of their outgoing 
mail server.   

Put that in the box for outgoing mail server and try to send email.  
That should solve the problem.  If it doesn’t, contact your Internet 
service provider. 
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Enter your account name and password.  Your account name is 
usually the email address that will allow you to access your Web 
mail account.  The password is usually the password that allows 
you to access your Web mail account.  Click Next. 
 

 
 
Click Finish. 
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After you click finish, you will be returned to the email accounts 
screen.  Double click on the email account you just created, and 
then click the Servers tab.  
 
Check the box where it says My server requires authentication.   
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Click the Settings button, enter your account name and password 
(the email address and password you entered earlier), then and 
click OK. 
 
Two Great Ways to Protect Yourself from 
Spam 
As you know spam is out of control.  The less spam, the better.  
Regardless of what you do, you will always get some spam but 
there are ways you can lessen it. 
 
The two best ways are: 
 
Don’t put your email address as a link on your Web site.  There 
are robots (called spiders) constantly searching the Web for 
information.  They go from Web site to Web site.  Some of these 
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spiders are good.  They are from search engines like Google and 
Yahoo!   
 
There are other spiders that aren’t good.  Some of these spiders 
are sent by people who collect email addresses off Web sites.  
They then package up all the email addresses they collect and sell 
them to spammers. 
 
You want your customers to have your email address but you don’t 
want spammers to get them so what can you do? 
 
Well, here’s a trick:  if you put your email address up but don’t link 
it then a lot of the bad spiders won’t pick it up.  This won’t stop all 
the bad spiders but it will stop some of them. 
 
What do I mean by “don’t link it”?  Easy.  You know how when you 
see an email address on a Web site and you click on it and an 
email form comes up ready for you to type in your question or 
comment to the company?  That’s what happens when your email 
address is linked.    
 
Instead, you will just list your email address but remove the link 
(you can do this in your Web site builder.)  Your customers will see 
your email address and know how to contact you, but it will 
prevent the bad spiders from getting your email address. 
 
It doesn’t work all the time but it does stop some of the bad ones. 
 
Another way to prevent spam is to ALWAYS create a new address 
when you give out your email address at other Web sites or order 
something.  Since you can put anything you want in front of the 
@yourdomain.com you can create a new address any time you 
like.   
 
The benefit of this is that you always know where your mail is 
coming from and if some place keeps sending you emails or the 
site sells your email address to spammers you can quite easily 

mailto:@yourdomain.com
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block all emails to that email address using the email spam 
blocker. 
 
For example, let’s say that you decide you want to sign up for a 
free course at FreeCourse.com.  Instead of giving the main email 
address you use everyday Me@MyDomain.com you would create 
a new email address specifically for this sign up.   
 
I like to make my email address the name of the Web site I’m 
visiting so that way if I get a lot of junk mail from that place or they 
sell my email address to spammers I can block it.  Plus, I will know 
who is sending it and I won’t go back there.   
 
So, in this example, I would create the email address 
FreeCourse@mydomain.com and give that email address when I 
fill out the order form at FreeCourse.com. 
 
There is nothing to do other than that.  You don’t have to do 
anything with any of your email accounts and you don’t have to 
add a new account each time you do this.  Your default, catch-all 
email address will catch any emails like this for you and forward 
them to you.   
 
A Final Word on Email 
Once you put up a Web site you will get a lot of offers from people 
who say that they can email your offer to thousands of people who 
really, really, really want your product.   
 
Don’t fall for that.  You know the email addresses that those bad 
spiders collect?  That’s probably who those thousands of people 
are.    
 
Even if they tell you that they are mailing to people who opted in to 
their email campaign don’t do it.  Save your money and yourself a 
lot of hassle. 
 

mailto:Me@MyDomain.com
mailto:FreeCourse@mydomain.com
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If you do go ahead with something like that you will be guilty of 
spamming, your Web site account can be canceled, your reseller 
program can cancel your reseller account and you could face a 
hefty fine or criminal prosecution. 
 
It’s just not worth it.  Don’t do it. 
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Chapter 5 
How to Get Visitors to Your Web Site 

Getting customers to your Web site is absolutely crucial if you 
want your Internet business to be successful.  If people don’t know 
about your Web site they won’t visit it and if they don’t visit, they 
won’t buy anything.   
 
There are many ways you can get people to your Web site.  Some 
of these are better than others.  Here is an overview of some of 
the most popular ways to get visitors.  We will look at each one in 
more detail later in the book.  
 
Niche Marketing.  Niche marketing is just a fancy way of saying 
your should focus your attention on a specific group of buyers that 
few other sellers are targeting.  
 
When done well, you will usually make more money with niche 
marketing than if you try to target the buyers that all the other 
sellers selling your product are targeting.   
 
It is very important that you try to develop a niche market for your 
product.  In my experience, you are almost always going to have 
more success and make more money if you do.  
 
Get your Web site listed high in major search engines.  This 
provides you with a source of free traffic to your Web site.  The 
visitors coming to your Web site are looking for your product so 
they are pre-disposed to buy your product.   
 
This is one of the best ways to get visitors.  The problem with this 
method is that other businesses want to be ranked high in the 
search engines too so it’s very competitive.  In order to have your 
site ranked highly you need to optimize your Web site.   
 
What this means is that you must set up your Web site to give it 
the best chance to get a high ranking. 
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Some search engines, including industry leaders Google, Yahoo! 
and MSN, provide free Web site listings.  Other search engines 
accept paid listings.  Later in the book we will look at some basic 
optimization techniques as well as which search engines are worth 
being listed in.  
 
Pay for Web Site Advertising.  There are many different ways you 
can advertise your Web site.  The best way to advertise your Web 
site is through pay-per-click (also known as PPC) advertising. 
 
With PPC, your ad is listed and every time someone clicks on your 
ad you pay a set fee for that click.  You decide the amount you will 
pay (between $.05 and $19.99 per click, depending on PPC 
provider and the keywords affiliated with your Web site.)   
 
The more you are willing to pay, the higher your ad appears in the 
results.  The higher your ad appears the more chance you have of 
someone clicking on the ad.     
 
There are several important things you should know about PPC 
advertising.  If you don’t know what you are doing you can really 
lose a lot of money with it.  In a later chapter, I will show you what 
some of the good PPC advertising places are, what some good 
PPC strategies are, and which PPC companies I don’t 
recommend.   
 
Because people are so desperate to get visitors to their Web sites 
there are a lot of scams and questionable offerings that you will be 
bombarded with from people who want you to pay them to help 
advertise your site.  Not all of these are bad, but the majority of 
these aren’t worth the money.  In the Web Site Advertising chapter 
I will also tell you which offers you would do well to avoid. 
 
Free Sources of Online Advertising.  While money for advertising 
is certainly an advantage, there are some ways that don’t cost 
money that you can use to get visitors.    
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We will explore the most effective of these and what not to do. 
 
Offline Advertising.  A lot of people are more comfortable just 
advertising on the Internet, but offline advertising can increase 
your sales too. Regardless of what your business is you can 
usually benefit from some offline advertising.   
 
I know several people who have given their online sales a big 
boost through their offline efforts.    
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Chapter 6 
Niche Marketing 

You are going to have a lot less competition and more success 
targeting a specific group of people who might be interested in 
your product (a “niche”) than if you try to target everyone who 
could possibly want to buy your product.   
 
I can’t stress this enough.   Your choice of the above two options 
could be the difference between success and failure for your 
business.  
 
For example, there are a lot of Web hosts out there but you also 
want to promote Web hosting.  
 
You could do what most Web hosts do and target the Web hosting 
market.  That is, you try to get people looking for Web hosting to 
see your site and buy from you.  If you do this, you will have a 
long, uphill battle to get customers. 
 
It can be done, but it’s going to be a real struggle, especially if you 
are just starting out.  You are going to be competing against the 
big boys and the best of the best.  You are competing with people 
who have a lot of money to put behind their advertising efforts and 
who have been doing this for years.   
 
Instead, what is going to be a lot easier for you and usually will 
make you more money is to target your Web site and advertising 
to a specific niche.   
 
Which niche?  You are usually going to be better off if you go with 
something you know and have an interest in. 
 
For example, let’s say that you love music.  You could set up your 
Web hosting site to appeal to new bands seeking to promote their 
music or sell their CDs.   
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Now, your market is a lot narrower but you have a much better 
chance of converting your visitors.  After all if you are one of the 
few Web hosts specifically targeting musicians seeking Web sites 
you are going to have much better luck than if you are competing 
with millions of other companies just wanting any Web hosting 
customer.   
 
You could even narrow your niche even more and focus on a 
specific genre of musicians to target such as rock, country and 
western or rap.   
 
Don’t worry if you can’t think of a niche right off, just jot down your 
interests.  Whatever interests you is a great niche to go after.  Try 
to think about whom within that niche would be interested in your 
product and target your Web site and advertising to those people. 
 
It’s very important that you don’t limit yourself with this.  If you 
have an interest in a specific area then that’s a great starting point.  
Keep thinking and you will find a way to target the people within 
that niche. 
 
For example, let’s stick with the Web hosting example above.  
Let’s say that instead of being into music you are into dogs.  While 
you know new bands are going to be interested in selling their 
music online, it may take you a while to figure out how you could 
sell Web hosting to people who like dogs.   
 
Keep thinking at it and don’t give up.  You will find a way to sell 
your product to people within that niche.  For example, people who 
are into dogs that might need Web hosting are breeders, vets, 
people who want to show off their own dogs, etc.  You could even 
break this group down further and just target breeders if you 
wanted.   
 
The possibilities of niche marketing are endless, but you are going 
to have much better success if you just focus on selling to specific 
groups than huge groups.  After all, if your Web hosting company 
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specifically promotes Web hosting for new bands a new band is 
going to be more likely to use your services. 
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Chapter 7 
How to Get Listed in Google 

The greater majority of visitors to your Web site will probably come 
through search engines.  There are currently 4 major search 
engines and listing services that you need to be aware of (Google, 
Yahoo!, MSN and, to a lesser extent, DMOZ (aka The Open 
Directory Project), but the main one right now is Google.   
 
Google is currently (and has been for quite a while) the largest and 
most popular search engine and over 50% of all worldwide 
searches done are made using this search engine.   
 
It’s free to get listed in Google.  Since Google accounts for such a 
large percentage of searches it is very important that you get listed 
there.  
 
There are two ways you can get listed in Google.   
 
1.  You can submit your site to it directly.  You can do this yourself 
by going to http://www.google.com/addurl.html and entering your 
domain name. 
 
If you do this you have to enter it in this format: 

http://www.yourdomain.com 
 

Replace yourdomain.com with your domain name.  (Tip:  if you 
ever have to fill out a form and they ask for your URL, they want 
you to give your domain name in this format.) 
 
Do not submit your Web site more than once to Google.  They will 
think you are spamming them and it can delay your site being 
listed or even get it banned which you definitely don’t want to have 
happen. 
 
Google updates their Web site listings about once a month so if 
can take a while for your site to show up in their listings.  Only if 

http://www.google.com/addurl.html
http://www.yourdomain.com
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significant amounts of time elapse without your submitted Web site 
URL being indexed should you resubmit it to Google. 
 
2.  Google can find your Web site on its own.  Google has several 
robot spiders which go from Web site to Web site on the Internet 
by following the hyperlinks that connect Web pages.  When one of 
these robots visits a Web site the robot catalogs all the information 
about that Web site. 
 
Google uses the information it gathers from these robots to decide 
whether or not to add the Web site to its index and if it does, how 
to rank the site for particular keywords entered by users of the 
search engine.  
 
Google goes from Web site to Web site via links.  A link is the 
name given to the text or pictures that you click on to go from one 
Web site to another.  For example, let’s say you see the word 
Yahoo! on a Web site and when you click on that word it takes you 
to Yahoo!’s Web site, then the word you click on would be a text 
link. 
 
How do you get Google to visit your Web site this way?  If a link to 
your Web site appears on another Web site that is already listed in 
Google, Google will go from that Web site to your Web site and 
then gather the information from your site. 
 

Using this option of getting your Web site in Google can 
usually get your Web site listed a lot quicker than if you 
submit your Web site yourself.    

 



 
 

© Kip Garrett.  All rights reserved.   
 

Page 50 

Chapter 8 
How to Improve Your Search Engine 

Ranking 
The higher your Web site ranks in the search engine listings, the 
more visitors you are likely to get.  There are several ways that 
you can do this.   
 
The two most common are: 
 

o Optimizing Your Web Site 
o Getting Web Site Links 

 
Your ability to do these is why it’s so important that you have your 
own Web site and link it to the Web site your reseller company 
gives you.  Otherwise, if you just use the Web site they give you, 
you aren’t able to change anything on it and won’t be able to 
improve your ranking. 
 
Optimizing Your Web Site 
Google and the other search engines can tell what a Web site is 
about by looking at the content of that Web site.  If a specific word 
or phrase appears in certain places throughout the Web page, the 
search engine thinks “Ah-ha!  The Web page is about that 
particular word or phrase.”  So the search engine will then rank 
that Web page higher than a Web page that doesn’t seem to be 
about that word or phrase.   
 
The process of you placing these specific words or phrases (called 
“keywords”) on your Web pages is called optimization.  The better 
optimized your Web site the more likely you are to have a high 
ranking. 
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Let’s take a real world example.  Let’s say you sell domain names.   
I know – it’s a stretch.  J 
 
People are likely to search for your Web site by typing in domain 
names.  If you don’t have the words “domain” and/or “names” on 
your Web page, the search engines won’t know that you sell them 
so it will rank other sites that do have those words higher than your 
site. 
 
Some people think this means that you should put the keywords 
and phrases all over your site. It doesn’t.  If you put the phrase you 
are targeting too many times the search engines will think you are 
trying to get an unfair advantage and will penalize you for 
suspected search engine spamming. 
 
How Optimization Works 
In a nutshell, you tell the search engines through a variety of ways 
what your Web site is about.  At its most basic level this process 
can be broken down into three steps: 
 

o Determine Your Keywords 
o Build Your Meta Tags 
o Insert the Keywords Into Your Content 

 
A fourth step – link building – in some ways is even more 
important than the above. Link building is covered in a later 
chapter of this book. 

 
Before you can tell the search engines what your Web site is 
about you need to figure out what words or phrases you want 
people to type in to reach your Web site.  This is the process of 
determining your keywords.  
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Determining Your Keywords 
A keyword is the word or phrase that you want people to do a 
search for in Google or another search engine and find your Web 
site. 
 
You can use a different set of keywords and phrases on each Web 
page. However, you should not attempt to target more than three–
four words/phrases per page. 
 
How do you find a good keyword for your Web page?   
 
You do an easy three step process.  I have included a worksheet 
at the end of this book to help you with this.  All you need to do is 
go through the process and fill in the blanks on the worksheet.   
 
Here is the process.   
 

Note:  I am going to use a topic unrelated to Web hosting to 
illustrate the process for a couple of reasons: 

1. I don’t want to ruin a specific word for anyone as that 
wouldn’t be fair to them if hundreds of people started 
targeting “their” keywords, and 

2. I don’t want you to just use what I list here.  While I’m sure it 
seems much better if I would just hand over some great 
keywords to target, it’s actually a lot more beneficial for your 
long-term success as a reseller for you to really learn to do 
this process yourself.   

 
Make a list of all the words or phrases that someone could use to 
search for your Web site.   
 
For example, let’s say that you’re selling cookbooks.  You would 
write down such words as “cookbook,” “recipes,” “cooking,” 
“kitchen,” “cook book,” “cookbooks,” “recipe,” “buy cookbook,” 
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“good cookbook,” etc. (Note the inclusion of mis-spellings and 
alternate spellings.)  
 
Write down as many words or phrases related to your subject 
matter that you can think of.  
 
Find out how many people searched on each of the terms you 
have written down.  
 
To do this you use a great free tool that Yahoo! Search Marketing 
(previously known as Overture.com) has available.  This tool is 
called the Search Term Suggestion Tool.  It allows you to see how 
many times a particular word or phrase was searched on their 
system during the last month.  
 
The Search Term Suggestion Tool tells whether or not the 
keywords/phrases you are considering are generating any traffic. 
Plus, it can provide you with other keywords that you may not have 
thought of that you also might want to use. 
 
You can find the tool at: 
http://inventory.overture.com/d/searchinventory/suggestion/ 
 
This is what it looks like: 
 

http://inventory.overture.com/d/searchinventory/suggestion/
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To use it, simply enter one of the words or phrases from your list 
and the tool will return the number of times people searched for 
that word on Yahoo!’s Search Marketing network during the last 
month.   
 
Let’s take another example:  soap.  Here are some of the results 
for the word “soap.”   
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Obviously, not all have to do with soap, the product.  You would 
make note on your worksheet of the keywords that you think would 
be good to target and how many searches each one received.  I 
like to note the keywords or phrases that have between 3,000 and 
30,000 searches. 
 
Anything more than that and the competition is usually too tough.   
At least initially.  You may decide later on to try to go for a larger 
target or a smaller one.  To begin with though, I would try to stick 
within this range. 
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Determine the level of competition for each of your keywords. 
 
Determining how much competition you would face for each of the 
keywords you are considering allows you to choose the keywords 
that give you the best shot at getting a high search engine ranking. 
 
To determine how much competition you have for the keywords 
you are considering, go to Google and type in your first keyword.  
 
Click on the first listing in the search results and see the 
PageRank of that page.  Write it down on your worksheet. 
 
What is PageRank and how do you find it out?   
 
PageRank is a feature developed by Google and is an indicator of 
how important Google thinks a particular Web page is.  The 
PageRank of a Web page helps determine how high in the listings 
that Web page is ranked.  Usually the higher your Web page is 
ranked, the higher your Web page will be listed in the search 
engines. The PageRank is the single most important one of the 
more than 100 factors incorporated into Google’s ranking 
algorithm for Internet content.  
 
How do you find out what a Web page’s PageRank is?  Google 
makes available an advanced toolbar that you can get which will 
show you this information. 
 
It’s free and it can be downloaded to your computer at 
http://toolbar.google.com.  You must have Windows to use it. 
 
Google ranks pages on a scale of 0-10.  The higher your 
PageRank, the greater chance you have of getting a high ranking 
in the search engines.  The higher you’re ranked, the more visitors 
you will likely get. The combination of a high PageRank and 
properly optimized content is the only certain way to increase 
traffic to your Web site. 
 
Once installed, the toolbar looks like this: 

http://toolbar.google.com
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You can see the actual PageRank number of the Web page you 
are on by holding your cursor over the box with the green in it 
under the words PageRank.  One is the lowest PageRank and 10 
is the highest. A PageRank of 0 means that Google has not 
indexed the page in question. 
 
Once you write down the PageRank of the first Web site in the 
Google search results, click on the Web site that’s in the 10th 
listing and see the PageRank of that page.  Write it down on your 
worksheet. 
 
If the 10th listing has a PageRank above a 5 I would not try for that 
keyword initially.   
 
I recommend that you try to optimize your Web site using 
keywords that the search shows the 10th listing has a 4 or less 
PageRank.   
 
Why?  Because it means that if you can optimize your Web site 
well and can get a PageRank of 4 for your Web site (which is quite 
possible to get) then you have a good shot at getting on the first 
page of Google for that particular search term.   
 
Why did you write down the PageRank of the #1 listing?  Because 
that tells you what PageRank you probably need to achieve in 
order to reach the #1 listing for that search term. 
 
I say probably because some times a well optimized Web site with 
a lower PageRank can be ranked higher in the listings than a 
poorly optimized Web site with a higher PageRank. 
 
The rankings change every so often at Google so what is a top 
ranking at one time might not be the next time Google updates. 
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You should repeat this step until you have at least one keyword or 
phrase for each Web page you want to optimize. Ideally, you 
should optimize each of the pages for two-three keywords/phrases 
as doing so improves your chances of hitting the exact keywords 
that search engine users will be typing into the search engines. 
 
Okay, now you have the word or phrase that you want to put on 
your Web page.  Let’s go to the second step for optimizing your 
Web site …. 
 
Note: A more comprehensive, but fee-based alternative to the 
Yahoo! tool can be found at www.wordtracker.com. 
 
Inserting Meta Tags on Your Web Page 
Meta tags are HTML codes that you put on your Web page.  
These tags are hidden from public view.  Meta tags tell the search 
engines the title of your Web site, a description of your Web site 
and certain keywords that relate to your Web site. 
 
This helps the search engines figure out what your Web site is 
about.  Not every search engine looks at your Meta tags but you 
should have them for the search engines that do.  Notably, Google 
focuses on Title tags but ignores Description and Keywords Meta 
tags. 
 
Your Web site title should be no more than five or six words.  It 
should include the keywords or phrases that you have decided to 
target on that Web page.   
 
Your Web site description is a couple of sentences that describe 
what your Web site is about.  Ideally, you should include all of your 
chosen keywords at least once. 
 
In the keywords section you should include all the keywords that 
you are targeting throughout your Web site.  Do not include any 
keyword or variation of that keyword more than three times.  The 

http://www.wordtracker.com
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search engines will think you are trying to be sneaky and will 
penalize you and possibly ban you.   
 
For example, let’s say that you have decided to target the phrase 
“cheap Web hosting.”  (This probably isn’t a good phrase to target 
given the criteria I listed above.  I’m just using it as an example.) 
 
Your title might be:  “Cheap Web Hosting” 
 
Note how this is no more than six words and has the keyword we 
are targeting in the title. 
 
Your description might be:  “Want cheap Web hosting?  The best 
plans at the best prices.  50MB plans as low as $6.95.  Check us 
out for cheap Web hosting!”  
 
Note how this description is 4 sentences long and has the keyword 
phrase “cheap web hosting” in the first and last sentences. 
 
Your keywords might be:  “cheap web hosting,” “low cost web 
host,” “cheap web host,” “inexpensive,” “affordable,” “cheap.” 
 
Please note that you should avoid using any variation of each 
keyword more than three times in the Keywords Meta tag.   
 
Once you know what you want your Meta tags to be, you will need 
to add the tags to your Web page: 
 
If you are creating a custom page with your reseller’s Web builder: 
See the tutorial at the end of the book.  It will walk you through 
how to add Meta tags to your page.   
 
If you are using your own Web site building software: 
You would insert the following code directly into your HTML right 
below the Head tag.  Replace the words “insert info here” with your 
own information. 
 
<head> 
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<title>insert info here</title> 
<meta name=”description” content=”insert info here”> 
<meta name=”keywords” content=”insert info here”> 
</head> 
 
Now you know how to do Meta tags, it’s time for the last 
optimization step which is to actually put the keywords in your Web 
site content.    
 
Insert the Keywords Into Your Content 
In this step you put the keyword you are targeting for the Web 
page into the content of that page. 
 
For example, let’s say that instead of selling Web hosting you are 
selling dog treats and your keyword for the Web page is “dog 
biscuits” and this is what your paragraph currently looks like:   
 

Each of our dog treats is made with the finest and freshest of 
ingredients.  Most vets agree that you can improve your 
dog’s health by feeding them natural products instead of 
processed dog food.   We believe dogs are happy and 
healthier when they have the best ingredients in their food.   

 
That paragraph doesn’t let the search engine spiders know that 
the page is about dog biscuits.  This page would likely be ranked 
low in the search engines.  
 
Since you know the importance of having your keyword show up 
on your Web page, you would want to include the phrase “dog 
biscuits” throughout your page, including that paragraph.   
 
You would add the keyword “dog biscuits” into the paragraph, and 
now it might look like this:   
 

Each of our dog biscuits is made with the finest and freshest 
of ingredients.  Most vets agree that you can improve your 
dog’s health by feeding them natural products instead of 
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processed dog food.   We believe dogs are happy and 
healthier when their dog biscuits are made with the best 
ingredients available.   

 
So how many times do you put each of your keywords on a page? 
And, where exactly do you put them on the page?  There is no 
right answer.   
 
The optimization required to get to the top of one search term 
listing may not be the same for another listing.  In addition, Google 
changes what the “right” answer is every so often to prevent 
people from figuring it out.   
 
Google does this to prevent people who figure out the answer from 
totally monopolizing the results.  It levels the playing field so no 
one gets an unfair advantage.   
 
Although there is no right answer to either of these questions, a 
good rule of thumb to start with is: 
 

o Put a heading on your Web page that includes your 
keyword.   

o Put the keyword twice in the first paragraph.  Boldface the 
keyword once. 

o Put the keyword twice in the last paragraph. 
o Put the keyword once in all other paragraphs. 

 
As you go along and see where your site is ranked in future 
Google updates, you can tweak the number and placement of your 
keywords as necessary.   
 

Tip:  When you are incorporating your keywords into your Web 
page text, make sure that it still reads well after you are done.  
Don’t just stick the keywords in.  Put them so people reading 
your text will think your text makes sense.  Reword things if you 
have to.  Remember:  Potential customers will be reading the 
page you create. 
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Additional Optimization Resources 
Still aren’t sure if you are doing it correctly?  There is a service 
called Traffic Blazer that is free with your reseller account that will 
analyze your Web page for you and give you specific tips on how 
you can optimize it.  If you want some direct feedback on whether 
or not you are optimizing well and ways to improve it, you may 
want to check it out.   
 
Traffic Blazer will also submit your site to a number of the big and 
medium directories for you, plus it will track which ones your site is 
listed in and which it isn’t.   
 
Want more in-depth information on optimization?  If you want more 
than the basic overview I’ve given you may want to visit a Web site 
called Spider Food (www.spider-food.net.)  It has several good 
tutorials that are presented well.   
 

Recap of Optimization:   

Select your keywords. 

Insert your Meta tags. 

Insert your keywords into your Web page.   

Do this for as many of your Web site pages as you can. 

Okay, now that you know one way that can help you improve your 
search engine ranking, let’s look at another way:  getting links to 
your Web site …. 
 

Note:  These two ways aren’t exclusive of each other.  If you use 
one without the other it probably won’t improve your ranking very 
much.  You should use both ways.   

 

http://www.spider-food.net
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Ways to Get Links to Your Web Site 
Having links to your Web site is very important to Google and 
some of the other major search engines because – theoretically – 
the more links you have to your Web site the more valuable 
Google thinks it is.  The more valuable Google thinks it is, the 
better your ranking will be.  
 

Note:  Google, Yahoo!, MSN Search and Ask.com (the Internet’s 
four biggest search engines) all look at the quality of links to a 
Web page, rather than the quantity. This means that a limited 
number of high-quality links (i.e., links that originate from high-
ranking and topically similar pages) will help your search engine 
ranking considerably more than a very high number of links from 
low-ranking sites whose content is in no way similar to that of your 
Web site.   

 
You can get links to your Web site in several ways: 
 

o You can get a free link which means that the person puts 
your link on their Web site and you don’t have to do anything 
in return.   
 
These are the best ones, but they are hard to find.  

 
o You can exchange links with another Web site owner.  This 

means that if you put a link to their Web site on your site 
then they will put a link to your site on their Web site. This 
process is known as “reciprocal linking.” Reciprocal links are 
generally useless unless the site with which the links are 
being exchanged is topically similar to yours. 
 
This is the most common way to get links. 

 
o You can pay for a link on another person’s Web site.  I do 

NOT recommend this.  Most of the time it’s a waste of 
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money.  Sometimes it will get you in trouble with the search 
engines.   

 
Good and Bad Web Site Links 
Not all links are created equal.  Some links are super to get and 
others are worthless.  Don’t waste your time or energy going after 
the bad ones.   
 
Good Links 
Here are the links that are good for you to get.  You should try to 
get these: 
 

o A link from DMOZ  
 
This is one of the Internet’s two most important directories 
(the other one is the Yahoo! Directory).  I talk about it in the 
next chapter.   

 
o A link from a Web site that is about the same subject matter 

as your Web site.   
 
For example, since you sell Web hosting, then you would 
want links from other Web sites that are on the topic of Web 
hosting, Web site tools, etc. 
 

o A link from a directory that is focusing on or has a category 
that covers the same subject as your Web site.   
 
For example, the directory could be a Web resource 
directory or it may be a general directory that has a category 
for Internet resources. 
 

Although it’s tempting to go out and try to get links from 
anyone and everyone don’t do it.  Stick with links from the 
sites mentioned above and you will be better off. 
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Bad Links 
These are links that I consider worthless.  Use your own judgment 
on these but I recommend steering clear of them: 
 

o Free-for-All Pages.  You can list on these for free or for a 
fee.   
 
These promise that your Web site will be listed on thousands 
of pages.  What they don’t tell you is that Google and the 
other search engines ignore links from these pages and you 
will get buried with spam from them.   

 
I did this when I was first starting out and I’m STILL getting 
spam from it. 

 
o Link Partners – these are services that are set up to make 

exchanging links easier.  You sign up with them and can 
search their database for people who are looking to 
exchange links.  It sounds good, but in practice it isn’t.  

  
It only works as long as the people you are exchanging links 
with pay their fee.  If they don’t continue paying then their 
whole links section disappears including your link.  These 
services also are known to sell your email address to 
spammers.  Steer clear.  You’re better off doing it on your 
own.   
 

o Directories That You Have Never Heard of That Want 
You to Pay Them to List Your Link.  These aren’t worth 
your money.  There are enough free directories that you can 
list in.  Even with the free ones, don’t plan on getting 
customers from being listed there.  The main benefit is 
getting a link from them to help boost your Google 
PageRank. 
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How to Get Web Site Links 
Getting links isn’t hard but it does take time.  It’s best to set aside 
an hour or two to do this initially and then after you get the hang of 
it set aside a few minutes each week for it.  That way you can 
steadily build up your links and it won’t be a hassle. 
 
I usually try to get links to pages with a PageRank of between 
three and six.  A lower PageRank probably isn’t worth the time or 
effort it will take to get a link on it.  It’s really difficult for a site that 
doesn’t have at least a PageRank of five to get someone with a 
PageRank higher than six to link to your Web site. 
 
Okay, now that you know what links to look for, you’re ready to get 
the links.   
 
Here’s the process to find Web sites to link to: 
 
How to Get Links from Free Directories Related 
to Your Web Site Subject  
Some directories provide free listings and don’t require a link back 
to them.  These are good to get. 
 
To look for them, go to Google.com and do a search for “Web 
hosting directory submit url”.  Don’t use the quotes.  If your site is 
more geared to another product that your reseller offers (e.g., site 
submission service, copyrighting, etc.) put that in place of “Web 
hosting.”    
 
This will bring up a number of directories and their submission 
pages.  That way you can tell right away if the directory is free or if 
it costs to submit a link and you don’t have to bother with 
searching around for the information. 
 
If it costs, keep looking.  If it’s free, then look for the category that 
best fits your subject matter and submit your Web site.   
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If the directory is just a general directory and isn’t specifically 
related to your subject area, look at the Google toolbar.  If the 
PageRank of the page with your category’s listings on it is a two or 
better, submit your Web site.  If it isn’t at least a two, don’t bother.   
 
Make sure when you look at the PageRank that you are looking at 
the page that your listing would be on and not the general 
category page.  Sometimes the rankings are different. 
 
What do I mean by a “general directory”?  Let’s go back to our 
soap example and say that you are selling homemade soap.  A 
directory that only lists arts and craft related Web sites is a 
directory related to your subject area.  A directory that accepts 
listings for arts and crafts, computers, music, health and 
everything else is considered general. 
 
If you find a directory that is related to your subject area that will let 
you list your site for free I would go ahead and do it regardless of 
what PageRank the listings page shows.   
 
Also, you can do searches for other related directories.  You could 
do a search for “Web tools directory,” “Internet resources 
directory,” etc. 
 

Tip:  Some of these directories require an email address.  
Give them theirsite@yourdomain.com  For example, if their 
site is yoyodirectory.com you would put 
yoyodirectory@yourdomain.com as your email address.   

This way if one of the sites you submit to sends you spam 
you or sells your address you can easily block future emails 
from them. 

  

mailto:theirsite@yourdomain.com
mailto:yoyodirectory@yourdomain.com


 
 

© Kip Garrett.  All rights reserved.   
 

Page 68 

How to Get Links to Web Sites Related to Your 
Web Site Subject 

1.  Set up a Links page on your Web site.  This is really easy 
to do.  Just create a blank page and name it “Links.”    

 
This way if you come across a Web site that requires a 
reciprocal link you can easily add them to this page.  

 
2. Write down the text that you want other Web site owners 

to put on their Web sites.  This is made up of a short title 
and a description that is one–two sentences long.   

 
Make sure to include the keyword you use on the home 
page of your Web site in the actual link text (i.e., the 
clickable part of the text segment).  The link text is linked 
to your Web site and is given more weight by the search 
engines.   

 
This can help improve your ranking in the search engine 
listings because the search engines and Google in 
particular figures that if other people are linking to you 
with that term that must be what your Web site is about. 

 
For example, let’s say that your main keyword is “cheap 
Web hosting.”  Then the term “Cheap Web Hosting” is 
what you would put for your title.  It would look like this: 

 
Cheap Web Hosting – just $9.95 a month!  Every plan is 
loaded with extras.  Visit us today!  
 

 
3. Starting with your first keyword, do a search in Google for:  

that word links.  In this case you would type in cheap Web 
hosting links. 
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Most of the time when you click on one of the listings it 
will show the Web site’s linking information page. That 
way you don’t have to search around to find it. 

 
4. Once on the Web site, check the PageRank of the page 

where your link would be placed.  If it doesn’t show a 
PageRank, keep looking.   

 

Tip:  It’s important to look at the page where your links 
would be placed.  Sometimes the page which tells how 
to submit a link has a PageRank, but the page your link 
would be on doesn’t.   

 
5. If the links page has a PageRank of at least three then 

look to see what their requirements are.  Most of the 
times an exchange will be required.  If they want money, I 
wouldn’t pay.  I would move on and keep looking.   

 
If an exchange is required, then you put the information 
they provide you on your links page and submit the 
information you want them to put up about your Web site 
to them.     
 
You give them the title and description you created in step 
3 above.  

 
6. Follow up.  Since sometimes people don’t put up your link 

even after you’ve put up one of theirs, you need a way of 
checking to make sure they have listed it.   

 
What I do is put a code on my links page when I’m putting 
their links on my page so I know which links are 
reciprocated and which I still need to check.  You can use 
whatever code you like.  I put the links that I need to 
check in bold and then unbold them after I’ve checked 
that the other Web site owner has put my link up. 
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Every week when I work on my link exchanges I go back 
through my list and visit the Web sites that I’ve put links 
to.  If I see my link has been posted then I unbold the link.  
If I don’t see my link I delete their link from my page. 

 
A week is usually enough time for someone to put a link 
up, but sometimes I will get an email later from someone 
saying that they couldn’t find my link.  If that happens, I 
just put their link back up.  

 
Warning:  if you get an email like the one mentioned 
above telling you that they can’t find their link on your site, 
make sure it’s for a Web site that you wanted to link to or 
a site related to your subject area.   
 
A lot of people send out emails saying they put a link up 
to your Web site but their Web site doesn’t have anything 
to do with your subject matter.  If you get an email like this 
just ignore it. 
 

Recap of Links:   

Only link to sites that are related to yours.  

Don’t pay for Web site links. 

Don’t give your main email address. 

Avoid services that say they will list your Web site on hundreds 
of Web sites and services that will help you find link exchanges. 

Now you know a couple of ways that can help you try to improve 
your ranking in Google, Yahoo! and MSN Search, there’s just one 
more last thing to discuss on this … the scams.  
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Beware!  Watch Out!  Danger! 
I know all this talk about optimization and keywords and linking 
may have your head spinning a little bit.  You may even be 
thinking “I’ll just pay someone to do it for me.” 
 
There are some very good people out there that will do this for you 
… for a price.  There are also a LOT of scam artists or people who 
don’t know what they are doing who are ready to take your money.   
 
The best of the scammers take your money and do nothing.  The 
worst of the scammers take your money, get you a good ranking 
for a month through bad tactics and spamming techniques, and 
you end up with your Web site totally banned from the main search 
engines.   
 
Every business you see that offers search engine optimization 
says they are good at it.  Every person who contacts you with an 
offer to help improve your Web site’s ranking or get you more 
visitors seems believable.   
 
So how do you know if you should waste your money or not on 
them?   
 
If someone contacts you with an offer to: 

o Optimize your Web site so you can get more visitors or a 
higher search engine ranking, or 

o get you a certain ranking in Google or Yahoo!, or 
o get you more visitors, or 
o guarantee you a certain number of visitors or a certain 

ranking 
 
DON’T FALL FOR IT! 
 
Most of these offers are a total waste of money.  I’m sure some of 
the people who contact you mean well and aren’t scammers, but I 
still urge you:  Don’t fall for any of these offers. 
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If someone really can do that stuff they aren’t going to bother 
contacting people they don’t know to try to sell them on it.  They 
are going to have more work than they can handle or they are 
going to be setting up their own Web sites and getting the good 
rankings for themselves.  
 
Optimizing a Web site and getting a good search engine ranking 
takes work and effort.  It is possible and you CAN do it.  Don’t be 
tempted to “take a shortcut.”  You will just end up paying money 
for worthless offers. 
 
No one that is good at this is going to do it for cheap, they aren’t 
going to contact you directly and they certainly aren’t going to 
spam you. 
 
Are there people who are good at getting your site a good ranking 
in the search engines?  Yes.  Do these people come cheap?  No. 
 
There are a couple of companies that I consider to be good search 
engine optimizers.  Their prices start at a couple of thousand 
dollars a month and a commitment of at least six months, more 
commonly a year, is required.   
 
The domain/Web hosting field is considered a “tough” market to 
optimize for so the fees charged for optimizing for this market is 
usually a couple of thousand dollars more. 
 
I’ve been around for quite a while and I just haven’t come across 
someone who has a good service that delivers who charges less 
than $2,000 a month.  If anyone offers you a service for less than 
that, save yourself some money and pass on the offer. 
 

Although the information contained in this chapter isn’t that 
complicated in practice, I know it might seem like it is just because 
of all the new terminology and the various things you have to do.   
Don’t worry.   When you start actually doing the optimizing and 
getting links it will go a lot smoother than you think.    
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Chapter 9 
How to Get Listed in the Other Major 

Search Engines 
In addition to Google, there are currently three other search 
engines and directories you should know about:  Yahoo!, DMOZ 
(aka The Open Directory Project), and MSN Search. 
 
Yahoo! 
 
It is usually not necessary to submit your Web site directly to 
Yahoo!  Instead, I recommend that you optimize your Web site for 
Google and let Yahoo!’s spiders find your Web site through your 
links. 
 
How to Submit Your Web Site to Yahoo! 
There are several ways you can get into Yahoo!’s search engine: 
 
The free method is to do a good job at your site optimization and 
linking so that Yahoo!’s spider finds your Web site and includes it 
in its search engine listings.  I suggest that you do it this way 
rather than submitting your content via Yahoo!’s submission page.  
 
Getting your Web site indexed in the Yahoo! Directory (which is 
different from Yahoo!’s search engine) is difficult, expensive, and 
in my opinion isn’t worthwhile.   You are better off trying to get into 
Yahoo! Search which is what most people use, for free using the 
optimization techniques discussed earlier.  
 
Yahoo! offers several fee-based methods submission to its search 
engine and directory. Follow the link below for an overview of 
these methods. 
search.yahoo.com/info/submit.html 
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I do NOT recommend paying for inclusion, but if you do decide to 
pay, here are your options: 
 
1) You can pay for a listing in the Yahoo! Directory.  For a fee of 

$299 you can ask Yahoo! to consider adding your Web site to 
their directory.   

 
Please note that this $299 does not guarantee that your site 
will be added.  It just means that Yahoo!’s editors will consider 
adding your Web site.  If they review your Web site and decide 
not to include it, you are out the $299.  If they accept it, you 
owe $299 every year. 
 
I don’t recommend this method.  $299 is a lot of money to 
spend on something that isn’t guaranteed.  If they don’t let you 
in, you’re out the money.  You basically have no recourse and 
don’t get a refund.   
 

2) The second pay method is through a system called Search 
Submit Express.  This is a program where you pay $49 a year 
for every Web page that you want Yahoo! to include.   

 
You aren’t guaranteed entry into Yahoo! for this $49.  This fee 
just means your Web page will be reviewed and if they think it’s 
good and relevant they will include it. 

 
The $49 is not all you have to pay with Search Submit Express.  
You must also pay a per-click fee of $.30 per click.  This means 
that every time someone sees your listing in Yahoo! and clicks 
on it, you have to pay for that click.  The amount you pay for 
your click depends on the topic of your Web page.   

 
I do NOT recommend this option. You can get your site added 
to the Yahoo! search engine (but not the directory) for free if 
you just wait for Yahoo!’s spiders to come around and visit you.   
 
Plus, if you join Yahoo! Directory or Search Submit Express 
and then cancel out of the program there is widespread rumor 
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among Webmasters that Yahoo! will drop your site way down 
or even out of their Search rankings.  I wouldn’t take that 
chance. 
 
In a nutshell, there is no way that I would pay for Yahoo! 
Directory or Search Submit Express.  Too expensive and risky.  
 
3. The other way is to get listed in Yahoo! is to do pay-per click 

(PPC) advertising on Yahoo! Search Marketing (formerly 
Overture.)   

 
If you pay for the first 1-3 listings for a particular keyword you 
can get listed at the top of the search page for Yahoo!  I don’t 
recommend this PPC method for people just starting out.   We 
will cover this in more detail in the Pay-Per-Click chapter later in 
the book.  

 
DMOZ 
DMOZ is a human-edited directory that can be found at 
www.dmoz.org.  It is run by volunteers. 
 
This directory is important because Google likes it (although not as 
much as it once did), and usually any site listed in DMOZ will 
receive a PageRank of at least four so if you get just this one link it 
can give your Web site a real boost.   
 
That’s the good news.  The bad news is that DMOZ goes back and 
forth on whether to allow reseller sites to be listed in the domain 
name/Web hosting category.   
 
Sometimes the editors allow them in and sometimes they don’t.  
There is no rhyme or reason to it at all. 
 
It can help if you get listed in DMOZ but it’s really a hit or miss 
proposition.  
   

http://www.dmoz.org
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When your Web site is ready I would submit to them, and then I 
would forget about it.  If you get in, great; if not you can still get to 
the top of the rankings without them.   
 
How to Submit Your Web Site to DMOZ 
The most important thing to do is make sure that your Web site is 
completely finished and is the very best you can possibly make it 
before you submit it.  Make sure all the links work, that there are 
no pages under construction, that everything is spelled correctly 
and looks nice.   
 
You only get one shot at submitting your Web site to this directory 
and you don’t want to blow it. 
 
Once your Web site is as good as you can make it, select the 
category that best fits your Web site.  Once you find the category, 
click on the “Add URL” button you see there and fill in the form to 
submit your Web site. 
 
Tips for getting into DMOZ 
 
Do NOT submit more than once.  This is very important.  If you 
submit it several times, the editors will think you are spamming 
them and won’t list your Web site.   
 
Make sure to submit your Web site to the right category.  The 
category depends on what you are targeting on your index page – 
Web hosting, domain names, traffic building, or something else.  
Whatever you are targeting submit the site to that category. 
 
Do not put a lot of sales type language for your site description.  
The shorter, the better. Look at what language is used for other 
listings in your category and put that.  Flowery sales descriptions 
are frowned upon or severely edited. 
 
Put the keyword you are using for the home page of your Web site 
in the description. 
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MSN 
 
MSN Search is owned by Microsoft and is becoming a more 
important player in the search engine landscape. MSN Search 
currently ranks third in popularity behind Google and Yahoo!  
 
How to Submit Your Web Site to MSN 
 
There are two ways you can get listed on MSN.   
 
The first method, and the way I recommend, is the free way.  It’s to 
do a good job at your site optimization and linking so that MSN’s 
spider finds your Web site and includes it in their search engine 
listings.  This is the way I recommend. You can also submit your 
Web site URL directly to the MSN search engine.    
 
The other way is to do pay-per-click (PPC) advertising on MSN 
Search.  Here is the link: 
 
http://advertising.msn.com/microsoft-adcenter 
 
If you pay for the first 1-3 listings for a particular keyword you can 
get listed at the top of the search page for MSN.   The listings 
below that will appear on the side of the pages. 
 

 
Picture property of MSN 

http://advertising.msn.com/microsoft-adcenter
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I don’t recommend PPC advertising on MSN Search for people 
just starting out.  We will cover this in more detail in the Pay-Per-
Click chapter later in the book.  



 
 

© Kip Garrett.  All rights reserved.   
 

Page 79 

Chapter 10 
Advertising Your Web Site 

In order to attract customers to your Web site, you can rely solely 
on search engine traffic or you can also choose to advertise your 
Web site. 
 
Although some advertising costs money, other advertising can be 
done for free. 
 
Regardless of whether you pay for advertising or generate it on 
your own, you need to know the one advertising rule that will make 
your life easier and help make you money.   
 
The Most Important Advertising Rule 
The easiest way to be successful is to target your advertising to 
people already predisposed to buying your product or service. 
 
The more focused your advertising, the more visitors you will get 
who are interested in your product and the less money it will cost 
you because the visitors you do get will already be predisposed to 
like your product and are an easier “sell” than people who weren’t 
really looking for information on your subject area. 
 
This is a super important concept to get.  The sooner you learn it, 
the more money you can make. 
 
Let’s take an example of this from the non-Internet world.  Let’s 
say you have a basket full of bananas to sell.  You decide to walk 
up and down a city sidewalk offering your bananas to people who 
pass by.  You may sell some bananas but it would probably take 
you a long time to sell all the bananas in your basket.   
 
Why?  The people passing by on the sidewalk aren’t interested in 
bananas right now.  They probably have nothing against bananas 
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but they aren’t thinking about shopping for fruit.  They are on their 
way to work, to lunch, to shop for clothes, whatever.  Some may 
decide to buy your bananas, but most won’t. 
 
Selling your bananas on the sidewalk is hard work. 
 
On the other hand, let’s say that you go to a farmer’s market and 
offer your bananas for sale.  Would you sell more? Yes.  Would it 
be a lot easier to sell the bananas?  Definitely. 
 
The reason is pretty obvious.  People who go to a farmer’s market 
are already pre-disposed to buy fruit.  Even if they didn’t come for 
bananas, if they see your bananas looking so nice and ripe they 
will be tempted to buy them. 
 
This same concept can translate to your business advertising.  If 
you target people who are specifically interested in buying your 
product or are interested in a related topic then you increase your 
chances of selling your product.   
 
If you don’t target your advertising to people interested in your 
subject area, then you are in effect, walking down the sidewalk 
asking passersby to buy your product.  
 

Note:  This is the reason targeting your site to a specific niche is 
so important.  Going back to our earlier example – if you target 
your Web site to bands looking for their own sites, you will know to 
focus your advertising on bands and advertise in places where 
band members can be found. 

Okay, now you know how important it is to attract people already 
predisposed to buying your product, how do you find these 
people?  
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Advertising That Costs Money 
Even if you don’t have a lot of money, some of these methods 
don’t cost a lot and you may want to consider one or more of these 
at some point.   
 
Some of these are great and others aren’t worth your money.  I 
have listed “recommended” or “not recommended” next to each 
advertising method.  You do not need to do all the recommended 
methods to have a successful business.  I would start out with one 
to begin with then move forward from there as your business 
grows. 
 
Pay-Per-Click (PPC) – Highly Recommended.  This is the best and 
most targeted of the advertising methods.  You can spend as 
much money or as little as you like on this.   
 
How it works is you create an ad and specify the search terms that 
you want your ad to come up under.  The ad is placed in a search 
engine.  If someone enters a search term you’ve entered, they see 
your ad.  If they click on it you are charged a fee.  You are only 
charged if someone clicks on your ad.   
 
For example, in Google the ads that appear in the green boxes on 
the right side use Google’s PPC service. 
 
Every time a person clicks a green ad, the Web site owner is 
charged a fee. 
 
You set the amount you are willing to pay for each click.  The 
higher the amount the more likely you are to get one of the top 
ads.  The amount of the fee usually depends on how many other 
people are bidding on ads for that search term.   
 
Google’s PPC service is called AdWords.   You can see the green 
boxes in the picture below. 
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The three largest PPC services and the only ones I would consider 
listing in are Google’s AdWords, Yahoo! Search and MSN Search.  
There are other smaller PPC services out there but from my 
experience they are a waste of money.   
 
I recommend Google’s AdWords for most people just starting out.  
The reason is that if you don’t know what you are doing you can 
really lose a lot of money very quickly on Yahoo! Search without 
realizing it.  When I just started out I opened an account at what is 
now Yahoo! Search and spent $100 in less than eight hours!   
 
You are much better off getting a feel for how PPC works and what 
search terms convert better with Google.  When you feel 
comfortable with Google, you can consider branching out with 
Yahoo! Search and/or MSN Search. 
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I also like Google’s AdWords because there is no minimum 
balance you have to keep up.  Yahoo! Search requires you to 
spend at least $25 per month and their traffic doesn’t seem to 
convert as well, which means you spend more money with them 
without getting as good of results.   
 
I like Google too because you can better control your costs.  You 
can tell at a glance which search terms are making you money and 
which aren’t.  Plus, their system is just a lot easier to use and it’s 
fast.  You can create an ad and a few minutes later it will start 
running.   
 
What makes PPC the best advertising method currently available 
is that the people who access your Web site via a PPC service to 
your Web site are specifically interested in a product or service 
such as yours. 
 

Note:  If you do PPC advertising DO NOT target the main words 
such as “Domains,” “Domain Names,” “Web Hosting,” etc.  Your 
money will be gone very quickly and you probably won’t have a lot 
to show for it.   

Unless you are really rich, leave those keywords for the big boys 
who have deep pockets and instead target the keywords that are 
less well known.   For example, think of all the different variations 
of these phrases.   

These less well-know versions of the main keywords will likely not 
have as much competition.  The key to PPC advertising is to go 
after the smaller words and don’t try to compete with people who 
have more money and experience. 

 
Banner Ads – not recommended.   
Another advertising method is to use banner ads to promote your 
Web site.  How they work is you pay someone to put your banner 
ad on their Web site and hope that the person’s visitors click on 
your banner ad and visit your Web site.   
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As I said, that’s the hope.  The effectiveness of banner ads is quite 
limited these days.  Although they used to be a good way to attract 
visitors, because they are so plentiful now most Web surfers tend 
to block them out and concentrate on the text of the Web site. 
 
Most banner ad response rates average between .05% and 2% 
and it’s usually at the low end of that (less than 1%) if your banner 
ad is on a Web site not related to your subject area.   This means 
that for every 1000 times your banner ad is shown on another 
Web site you will be lucky to get 10 visitors from it. 
 
In my opinion, PPC will give you a much better return on your 
investment than banner ads so I wouldn’t waste your time or 
money on banner ads. 
 
Text Ads – Recommended IF the ads are on a Web site in your 
subject area. 
 
A text ad is just what it says, an ad in text format.  The length of 
the ad is determined by the Web site owner you are buying the 
text ad from.  An example of a text ad: 
 
Joe’s Computers – The best computers at the lowest prices.  Click 
here for a great computer deal! 
 
When someone clicks on the text ad they will be taken to your 
Web site. 
 
These types of ads can be effective but I would only get one if it 
was on a Web site that is on a topic related to yours.  The people 
coming to the other person’s Web site are interested in your 
product area so they are more likely to be receptive to buying your 
product than if your ad was on a completely unrelated Web site. 
 
Going back to our band Web sites example – it might be worth it to 
buy a text ad on a Web site that attracts a lot of band members. 
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The ad could be:  Got a Web site for your band?  We do!  Just 
$5.95/month!  Click here. 
 
How to find Web sites to advertise on 
 
Go to Google and do a search on “your subject area advertising 
rates” (without the quotes.)  
 
So, if your niche involves bands, you would type in band 
advertising rates.  This would provide you with a listing of places 
that cater to bands and accept advertising.  
 

Tip:  I don’t buy text ads unless they are going to be on the 
other Web site’s home page.  This placement gives my ad 
maximum exposure to the other Web site’s visitors. 

 
Newsletters – Recommended IF the newsletter is directly related 
to your subject area. 
 
I’m not crazy about advertising in newsletters because I’ve never 
had any luck with advertising in them, but I know of cases where 
people have done well with them.   
 
The only way I would advertise in one is if you find a newsletter 
that specifically reaches the people who would be interested in 
buying your product such as in the band example above.  
 
If the newsletter is on a more general topic and you think the 
people would sort of be interested in your product, keep on going.  
Most likely, advertising in that one would be a waste of money.    
 
If you do decide to get a newsletter ad, the most beneficial 
placements are a solo ad (your ad runs all alone) and the first ad 
at the top of the newsletter.  The reason is that a lot of people 
don’t read through the whole newsletter so if your ad is at the 
bottom a lot of the newsletter readers probably won’t see it. 
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To find a newsletter specifically related to your subject area, go to 
Google and type in “your subject area newsletter rates” (without 
the quotes) and this will bring up a list of newsletters that accept 
advertising. 
 
Sometimes newsletter owners can’t sell space in their newsletters 
and so will offer the space at a discount price on a newsletter ad 
auction site. 
 
How it works is the newsletter owner describes his newsletter and 
what type of ad he has available.  If it interests you, then you bid 
on his auction.  If you win, you get the newsletter ad for the price 
you bid. 
 
Please remember, you have a bigger chance of success with your 
ad if you choose a newsletter that is directly in your topic area.    
 

Tip:  Only get a newsletter ad if you can afford it and have 
some extra money.  If you don’t, stick with PPC ads.   

 
Blogs – Recommended IF the blog is directly related to your 
subject area.   
 
Blog is short for Web log.  A blog is a Web journal that the owner 
updates frequently.  Some blogs are quite successful and get a lot 
of visitors.  
 
If you can find a blog on a topic that is related to your subject area 
and you have some extra money, you may wish to consider it.   If 
the choice is between blogs and Newsletters, I would go with blog 
advertising. 
   
The most popular place to buy blog advertising is on BlogAds 
(www.blogads.com)   
 

http://www.blogads.com
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Just like with all the other ad sources, I would only consider 
advertising on a blog if the blog attracted people that would be 
interested in your topic. 
 
Email – NOT RECOMMENDED. 
Unless the person you are emailing specifically asked you 
personally to email them, then don’t do it.  I can’t stress that 
enough. 
 
You will get a lot of offers from people who say that you can send 
your email to millions of people or that the people really truly are 
anxious to get an email about your offer. 
 
No one is anxious for spam and that’s what it would be if you 
accepted any of these offers.   
 
If email is involved just don’t do it.  If you do, you will be liable 
under the new anti-spam law and can be charged with a crime.  
You can also get kicked off your Web host’s servers. 
 
eBay – Very, very lukewarm recommendation.   
eBay (www.ebay.com) is the largest Internet auction site.  Unless 
there is an auction site which deals exclusively with your topic 
area, eBay is the only auction site I recommend.   
 
You can list products for sale on there and if people are interested 
in the item they can bid.  The highest bid wins the auction. 
 
If you have never used eBay before it is a good idea to set a 
reserve price when you list your auction.  A reserve price protects 
you from having your item sell for less than it cost you.  If the bids 
on your product don’t reach the reserve price, then you don’t have 
to sell the item.   
 
You can sometimes sell Web hosting accounts here and I know 
some people do but it seems like a lot of time for not much reward 
to me but as I said I know some people who do this.  
 

http://www.ebay.com


 
 

© Kip Garrett.  All rights reserved.   
 

Page 88 

Tip:  When determining your reserve price please don’t 
forget to factor in the fees eBay charges you for your 
auction.   

I have listed eBay in the advertising section because you can 
generate visitors to your Web site from your auction listing. 
 
How? 
 
Make your user name your domain name.  For example, if your 
domain name is “WebHostingandMore.com” then you would make 
your eBay user name “www.WebHostingandMore.com.”  
 
This way when you submit an auction people will see your Web 
site name.  Sometimes people who may not bid on your auction 
will see your domain name, visit your Web site and buy something. 
 
This advertising method isn’t for everyone, but if you like eBay you 
may want to give it a try at least once or twice and see if it gets 
any results.  If it doesn’t, you are only out the listing fees.  The 
listing fees are a percentage of your reserve price.   
 
If you have never used eBay before or listed an auction with them, 
they have several tutorials which will walk you through setting up 
an auction.  I would also visit their auctions before you list an 
auction to familiarize yourself with how their auctions work. 
 
Car Stickers – Recommended. 
These are stickers which you can put in your car’s rear window. 
The stickers can have your domain name and, if you like, a slogan 
or a brief description of your business.   
 
These run about $15-$25.  
 
 
 
 

http://www.WebHostingandMore.com
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License Plate Holders – Recommended.   
Some people advertise their Web site on their rear license plate 
holder.  Like the car stickers these usually include your domain 
name and a brief description of your business. 
 
These run about $15-$25.   
 
Magazines – Only recommended if the magazine directly reaches 
your target audience AND if you have been very successful with 
your Internet advertising. 
 
I do not recommend magazines until you have been very 
successful advertising on the Internet through PPC ads or another 
method listed here. 
 
The reason is that usually if your advertising isn’t working on the 
Internet you aren’t going to be any more successful advertising in 
a magazine.  Plus, magazine advertising is a lot more expensive. 
 
Compared to the other methods this one is my least favorite.  How 
many times have you read a magazine and then visited the Web 
site of an ad you saw in that magazine?  My guess is not many.  
Your potential visitors are the same way.   
 
Newspapers – not recommended. 
Newspaper ads are usually expensive and a complete waste of 
money for the overwhelming majority of businesses.  Don’t waste 
your time or money on these. 
 
Yellow Pages – not recommended unless you are also a Web 
designer and selling the Web hosting services on the back end of 
your site.  
 
Yellow page listings are very expensive and almost completely 
worthless for an online business to get.  These include the online 
yellow pages as well.   
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If you have a home-based business or your business is strictly 
Internet based, I wouldn’t get one.  Your money could be better 
spent elsewhere.   
 
Business Cards – recommended.  
It is a good idea to have business cards so that way if you meet 
someone that may be interested in getting a Web site you can 
hand your business card to them.  You can get 1000 business 
cards for around $25.   
 
You should include on your cards:  your name, your company 
name, and your domain name.  Whether you choose to provide a 
phone number and/or address is a matter of personal choice. 
 
Community Advertising – recommended. 
Depending on your product, you can sometimes get a store in your 
area to give you free advertising.  This is a great way to increase 
your company’s visibility within your community.   
 
How does it work? 
 
Determine a few stores in your community that appeal to the type 
of people you hope to get to buy your product (e.g., if you sell to 
bands, maybe guitar or music stores.)  Call the stores and ask if 
they have a customer mailing list.    
 
If they do have a mailing list: 
Explain to the store owner or manager that you have a business 
selling Web sites to bands and you are trying to get people in the 
community to know about your business.  Ask if he would be 
willing to work out a trade.   
 
You will give him a free band Web site good for six months of Web 
site service that he can raffle off to his customers as a way to 
encourage people to sign up for his mailing list if he will put up a 
notice that you provide that says where the Web site came from 
and your business cards.   
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The benefit to him is that he will get to provide something free to 
his customers and if he is interested in getting names of customers 
to add to his mailing list he can use the free Web site as an 
enticement. 
 
The whole thing will cost you less than $10 plus whatever the cost 
of the Web site is.  This is for the notice, business cards and 
holder.  
 
The notice should be very simple and say “Product courtesy of 
Name of Your Company” and it should list your domain name.  
(e.g., Web Site courtesy of Band Web sites at 
www.BandWebsitesandMore.com)  This notice should be nicely 
done and affixed to the fish bowl or on a stand nearby.  You can 
get a cheap business card holder at your local office supply store.   
 
If the store doesn’t have a mailing list: 
Visit stores that have a mailing list first.  If you go to stores that 
don’t have a mailing list then just offer to give them something free 
to raffle off to their customers.  Most businesses like to offer their 
customers free stuff because customers love free stuff. 
 
Beware of Certain Ad “Opportunities” 
You will likely be approached at some point by people who tell you 
that they can get visitors to your Web site … for a fee of course. 
 
A good, basic rule of thumb is this:  if someone approaches you 
with an offer to get you more visitors or more customers, it isn’t 
worth the money. 
 
Why?   
If someone really had a way to deliver good quality visitors they 
wouldn’t waste their time trying to sell people on that fact.  Instead, 
they would set up a Web site themselves and direct those good, 
quality visitors they say they have to their own Web site. 
 

http://www.BandWebsitesandMore.com)
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I’m not saying these are all scams, but I have never come across 
one of the following “opportunities” that is worth anything. 
 
I would avoid these offers: 
 

Offers of Thousands of Targeted Visitors.  
This is an offer that a lot of unsuspecting new Web site 
owners fall for.  In this offer, you are offered thousands of 
targeted visitors for a fee.   

 
Most people think, hey, if 10,000 visitors (or whatever) visit 
my Web site I know a percentage of them will be interested 
in my product and buy. 

 
This doesn’t happen.  Instead, what usually happens is that 
the company puts your Web site up on a pop under so that 
your Web site pops up underneath a high traffic Web site. 

 
That way every time someone leaves the high traffic Web 
site, your Web site is in a pop-up window, usually along with 
as many as seven or eight other pop-unders too.   

 
What do you do when faced with pop-ups?  I bet you close 
them, right?  Most people do. 
 
So, while it’s true that you have gotten the visitors they 
promised you, the value of these visitors is pretty much 
nothing. 

 
Offers to Email Your Web Site Ad. 
If someone wants to email your Web site information to 
anyone, don’t do it.  As I mentioned above, email that people 
didn’t ask for can get you in a lot of trouble. 
 
It isn’t worth the risk.  Even if the people tell you that their 
email offer is legal because the people who signed up are 
“double opt in” (the safest email sign up you can have) don’t 
believe them. 
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They may be telling the truth, but do you really want to 
explain it to a judge?  Do you really want your Web hosting 
account canceled because they lied to you and you believed 
them?   
 
Any offer you get that involves emailing people isn’t worth 
the risk.  No matter how the people offering it dress it up, if it 
involves emailing someone that you don’t know, don’t do it.   
 

Free Advertising 
If you don’t have any money at all to spend on advertising, don’t 
worry.  You can still get the word out about your business.   
 
Here are some ways you can do it: 
 
Good Word of Mouth – Highly Recommended.  
This is the best free advertising there is.  Your customers tell their 
friend what a great company you have and based on this great 
recommendation their friend buys from you.   
 
You get good word of mouth by having excellent customer service.  
I discuss this in more detail in a later chapter but for now just know 
that this is the most valuable free advertising you can get. 
 
Regardless of how few customers you have, go the extra mile for 
each of them and they will tell your friends about your business.   
 
For example, if a friend of a friend wants a Web site:  Walk them 
through the process.  Give them your phone number so you can 
walk them through it.  Help them.  
 
 
Search Engine Optimization – recommended.   
Whether you have money or not, this is a great free way to get 
visitors to your Web site.   
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The better you optimize your Web site (the basic process of which 
was described earlier), the better your chance of getting a higher 
ranking in the search engines.  The higher the ranking, the more 
visitors you are likely to get. 
   
Chat Rooms – Recommended as long as you don’t spam. 
With this method, you figure out what group of people is most 
likely to buy your product or service and then become a member of 
the chat room that appeals to that group. 
 
A chat room is where groups of people interested in a specific 
topic get together and chat about that topic. 
 
To find a chat room that is about your specific topic visit: 
groups.yahoo.com 

 
How this method works is that you become an active member in 
the community and contribute to the discussions as often as you 
can.   
 
You will be able to set your signature to whatever you like when 
you sign up.  Make sure to include your domain name in your 
signature.  This way every time you are involved with a discussion 
the other members in the group will see your domain name.    
 
If the group is targeted to people interested in your product then its 
likely people from the chat room will visit your Web site and, 
hopefully, buy something while they are there. 
 
Chat Room Do’s and Don’ts  
 
Do make sure that the chat room you have selected is active.  If 
someone hasn’t posted to it within the last day, it means that chat 
room doesn’t get a lot of traffic.  Don’t bother signing up.   
Look for a more active group. 
 
Do make sure that the chat room allows you to put your domain 
name in your signature.  Some chat rooms don’t allow you to do 
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so.  If they don’t allow this it will usually be stated in the rules 
which you can read before you sign up.   
 
Also, you can usually see posts of people in the chat room.  If you 
see someone else with a domain name in their signature line it’s 
usually safe to put it in yours.   
 
If they don’t allow you to use your signature, then look for another 
group.  Participating in that one won’t benefit you. 
 
Don’t advertise your business, your Web site or your product in 
your posts to the group.  This is considered very bad etiquette and 
will do more harm than good as it will alienate a lot of the people 
who are interested in your product.   
 
Your domain name will be in your signature.  If people are 
interested in your product they will visit your Web site from that.  
That is all you need to do.  You don’t need to also make your 
posts be blatant attempts to get people to visit your Web site. 
If you do make such a post you will be spamming the chat room 
and you will likely get a lot of hateful mail about it and likely will get 
kicked out of the chat room. 
 
Chime in to any discussions you feel you can contribute to but 
don’t make your posts ads for your Web site. 
 
Start Page Exchange Programs – recommended, but not by much.  
 
With these programs, you set your browser so that when you first 
access the Internet, it shows you the home page of another Web 
master’s Web site.   
 
Every time you see someone else’s Web site your Web site is 
shown to someone else.   
 
You can also increase the number of times your Web site gets 
shown by continuing to view other people’s Web sites. 
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This takes a lot of time and energy to do and I recommend this the 
absolute least of the free options, but depending on what your 
product is you could get some genuine visitors from it. 
I would not pay these services any money. 
 
To find companies who provide start page exchanges, do a search 
on Google for “Start Page Exchange.”   
 
Friends and Relatives – recommended. 
Send an email to people you know (and only people you know) 
and tell them you have a new business.  Give a brief description of 
the business and your domain name.  Mention how excited you 
are about starting the business. 
 
Ask if they would please pass the email along to any of their 
friends who may be interested in your product. 
 
Flyers – Recommended. 
With this method, you print a bunch of flyers on your printer and 
distribute them within your community.  You can post them on 
community bulletin boards or pass them out yourself.   
 
This method isn’t for every business.  Its effectiveness depends a 
lot on what type of product you are offering and whether or not the 
group of people who will see your flyer is likely to buy your 
product.   
 
Here’s an extreme example.  Let’s say you were trying to sell 
expensive Persian rugs.  You probably wouldn’t put a flyer up in a 
Laundromat because most of the people in Laundromats can’t 
afford to pay big bucks for a rug.  
 
On the other hand if you were selling cheap long distance phone 
cards, you may wish to target people in Laundromats so it would 
be beneficial to put up a flyer there. 
 
I’m not a big proponent of this method but it can work for certain 
businesses.   
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Chapter 11  
Customer Service Issues 

If you are going to have your reseller company take care of your 
customers for you, then you can skip this chapter.   This is for the 
resellers who want to handle the hosting and customer service 
themselves. 
 
If a customer buys from you once you have a greater chance of 
them buying from you again and telling their friends about what a 
great company you have if you provide excellent customer service.   
 
Conversely, if you don’t treat your customers well, you won’t get 
any repeat business and your customers will tell all their friends 
how bad your company is.  On the Internet bad word of mouth 
travels very quickly and to a LOT of people. 
 
It is very important that your visitors and customers have a good 
experience with you. 
 
So, if you are handling the customer service yourself, what can 
you do to make their experience as great as it can be? 
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10 Ways to Win Points with your 
Customers 
Most companies do the bare minimum that is necessary to make 
the sale.  They don’t do many of the little things that make the 
customer feel special or leave the customer with a good feeling 
about the company. 
 
Don’t just do what every one else does.  If you walk that extra mile 
for your customer, it will benefit you (and your business!) 
tremendously.   
 
Not each of these ways will work every time, but they will serve to 
help build up good will for your company and make your 
customer’s experience nicer than with most other companies.   
 
A customer who feels valued will be loyal.  It’s easier to get 
someone who knows and likes your company to buy from you than 
someone who has never dealt with your company.   
 
Here are 10 ways you can help generate that peaceful, easy 
feeling in your customers: 
 
Make your Web site user friendly.  Make sure your visitor knows 
what you sell and that your site is laid out in an easy to follow 
manner.   
 
If your Web site is hard to figure out, people will think dealing with 
you is going to be difficult so most people will leave instead of buy 
your product.  
 
For more help on what to do and not to do, you can revisit the 
section on Web Site Do’s and Don’ts in Chapter 5.   
 
Check your email AT LEAST twice a day EVERY day.  If someone 
has a question about your product, they want an answer within a 
reasonable time period.  The sooner, the better. 
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Even if business is slow at first, get in the habit of checking your 
email.  It’s a lousy feeling to be doing everything you can to get 
customers, then realize you forgot to check your email for a few 
days and there was an email from a customer willing and ready to 
buy but because you didn’t get back to them they went elsewhere.   
 
Once business picks up, still continue to answer the emails in a 
timely manner.  No one likes to wait around for help.  If you make 
people wait, they won’t.  They will go somewhere else.  
 
ALWAYS be professional when dealing with your customers.    
 
What does this mean?  It means: 
 
Every email you send to your customer should have a salutation 
(e.g., “Hello”) and a closing (e.g., “Thank you, Your Name and 
Domain Name.”) 
 
If you know the customer’s name, then put that after “Hello.”   
 
Always write using proper grammar, punctuation and spelling.   
Don’t use slang or shorthand.  
 
Here is an example of an unprofessional email: 
 

u can get email if u need more info let me kno  
 
Don’t laugh.  I’ve gotten some almost this bad.  Here is that 
example in a much more professional form: 
 

Hello, 
Thank you for inquiring about our product.  Yes, our Web 
Hosting comes with an email account.  If you need further 
information please let us know.  We are available 7 days a 
week from 7am-7pm EST.  
Thank you, 
You 
YourDomain.com 
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If you speak with customers on the phone, be professional.  Most 
customers assume they are speaking to a company that is larger 
than just a one person show.   
 
Speak as if you were talking to someone very important and 
wanted to impress them because you are.  Your customer is the 
most important person to your business.  If you don’t impress the 
majority of your customers you won’t make money. 
 
If you are on the phone with a customer: 
 
If you call them, tell them your name, company and why you are 
calling. 
 
Don’t say “yeah” 
 
Act interested in what they are saying. 
 
Don’t get distracted while you are on the phone.  For example, 
don’t yell at the dog, your kids, cook dinner, check your mail, 
watch TV, or anything else while you are on the phone with a 
customer.  Your customer deserves your attention and if you don’t 
give it to him, he will find someone who will. 
 
ALWAYS be polite to your customers.  Even if your customer is 
being a jerk, even if your customer is wrong, even if you just want 
to tell the customer to take a hike. 
 
It doesn’t matter.  What matters is that you are polite to that 
customer.  Many times just by being polite you can turn a bad 
situation into a good one and convert an unhappy customer into a 
good one.  Strangely enough, those usually end up being your 
best customers in the long run. 
 
Get personal!  If a customer mentions a bit of personal information 
– such as he needs the garden mower you sell because he just 
bought a farm – follow up on that.   
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Mention that you just bought a farm too (if you did) or mention that 
you always wanted to buy a farm or whatever.   You want to 
connect with your customer on a personal level.  The more you 
can, the more likely your customer will be to buy from you or buy 
from you again. 
 
Being polite and professional doesn’t mean being a robot.  No one 
likes getting form letters.  If you have an opportunity to connect 
with a customer, take it.  
 
Worried that if you get “personal” with a customer he or she will 
realize you are just a one person business and not the “company” 
you want people to think you are?  Don’t be.  People don’t need to 
know you are a one person business, but still that doesn’t mean 
you can’t be a small, friendly business.   
 
Think about it.  If you are in an office with five or six employees 
wouldn’t you be friendlier with customers than if you were in a 
company with 5,000 employees?  Sure you would.   
 
Most people will assume you aren’t a huge business anyway just 
because if you were they probably would have heard of it.   
So, if you have a chance to get personal with a customer, do it! 
 
Don’t try to ‘oversell’ the customer.  This is usually a trap that new 
business owners fall into.  Normally when you start out you are so 
desperate for customers that any time someone sends you an 
email or phones you, you try to sell them on everything you’ve got. 
 
Even though you don’t mean to, you will come across as 
desperate and pushy.  This will turn your customer off and you will 
lose the sale that you probably would have gotten if you hadn’t 
tried to oversell. 
 
One customer isn’t going to make or break you.  I know it’s hard 
when you don’t have very many customers, but don’t be desperate 
and look at any customer like a lifeline to your dream of having lots 
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of money.  The customer will sense you are pressuring him and 
won’t like it. 
 
Be cool.  Don’t oversell.  You will get more sales that way. 
 
If you can’t help your customer, recommend a company that can.   
This may seem like strange advice, but it’s worth following.  If it’s 
obvious that you can’t provide the customer with what they are 
looking for, then suggest a company that can. 
 
Even if you have to search for the company yourself, do it.  The 
reason is that even though you may not have had what they were 
looking for this time, they may need what you offer at some point 
in the future.   
 
If so, who do you think they will go to – a company they have 
never dealt with or a company that was nice and helpful to them?    
 
Say Thank You.   A lot of companies don’t bother with this and 
those that don’t are missing a great opportunity to gain another 
connection with their customers.   
 
There are many ways you can do this.  Here are a few: 
 
If you don’t ship the product yourself:  send an email to the 
customer thanking them for the order.  It doesn’t have to be a big 
deal.  You may want to say something like: 
 

Hello John, 
 
Thank you for your recent purchase at XYZ Company.    We 
appreciate your business. 
 
Sincerely, 
www.XYZCompany.com 

 

http://www.XYZCompany.com
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Most companies don’t do this one simple thing but if you do it will 
separate your company from the crowd and give your customer 
the warm fuzzies when he thinks of your company. 
 
This will only take a moment to write but will generate a lot of good 
will.  Most customers will feel a connection with your company if 
you do this small thing.   
 
Dealing With Difficult Customers 
If you are in business for yourself, at some point you are going to 
have to deal with difficult customers.   
 
Have you ever lost you cool and then realized later you didn’t 
behave very well?  I think we all have at some point.  That doesn’t 
mean we’re bad people.  It just means we were having a bad day 
and for whatever reason we didn’t handle things as well as we 
normally would have.   
 
The difficult customers you deal with are going to be like that.   
It’s very important that you think of any difficult customers you may 
have to deal with as someone having a bad day, or upset because 
of an error on your part, upset because of something they did 
wrong, or upset for an entirely different reason.   
 
If you think of a difficult customer as a jerk then it’s going to be 
really hard for you to help him.  Your one goal is to help the 
customer and do what you can to make things right for him. 
 
Difficult Customer Do’s and Don’ts 
Here are some do’s and don’ts for dealing with difficult customers: 
 
Do keep your cool.  Do not under any circumstances argue with 
the customer or try to prove that you are right.   
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You may “win” the battle, but if the customer leaves angry you will 
have lost a customer and that customer will bad mouth your 
company to every one he talks to.  
 
If you or something that is within your control is at fault: 
 
Do take full responsibility for the error, apologize and correct it, if 
possible.   
 
If it isn’t possible to correct the error, take responsibility for it; say 
that you are sorry, that you agree with the customer that it should 
have never happened, and that steps will be taken to make sure 
that it never happens again.  Thank the customer for letting you 
know about it. 
 
Offer to solve the problem to his satisfaction.  Try to work it out so 
that he remains a customer (for example, if you are offering Web 
design services offer to give him two hours of free changes the 
next time he needs to make a change to his Web site.)  If that isn’t 
appropriate and you can’t make it right for him, refund the 
customer’s money.  
 
Always place yourself in your customer’s shoes.  If the same thing 
happened to you and some company screwed up what would you 
like that company to do?   
 
If it’s a refund, then offer the customer a refund.  If it’s an apology, 
give them an apology. 
 
Even if you lose money on it, if you made an error or something 
within your control is at fault, if the right thing is to refund the 
customer’s money, refund the money. 
 
If the customer is at fault: 
 
Do not accuse.  If you in any way blame the customer for the error 
then he will get even more defensive and even more determined 
to prove himself right. 
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Do check into the situation before you respond to the customer to 
make sure that in fact the problem isn’t your fault.   
 
Sometimes we are sure we are right, but a closer look at the 
situation shows we aren’t.  Make sure that you in fact aren’t in the 
wrong. 
 
If it takes you more than a few hours to check into the situation, 
email the customer and inform him that your company takes all 
customer complaints very seriously and his issue will be 
investigated.  As soon as it has been someone will get back in 
touch with him. 
 
Nothing infuriates people more than if they complain and it seems 
no one is listening. 
 
If you find out that you aren’t to blame for the customer problem, 
lay out the situation in a professional manner. 
 
Even though you may feel like it, don’t tell the person he is wrong, 
wrong, wrong!  Instead, explain the process and where the 
confusion is. 
 
Always be polite and professional.  Don’t be sarcastic, rude, 
argumentative or anything else.  You WANT to help the customer 
and you WANT to solve his problem.  
 
You want the customer to think that you are on his side instead of 
against him because you are.  If you aren’t on the customer’s side, 
the customer will go somewhere else. 
 
The One Thing That You MUST Do 
If a customer requests a refund or is very unhappy, give him a 
refund.  I can’t stress that enough.  If someone buys from you and 
they want their money back or are very unhappy, give them their 
money back.  
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If you don’t, the customer can call up his credit card company and 
request a charge back.   
 
Even if he is completely at fault and you did everything right, the 
overwhelming majority of the time the credit card company will 
issue a charge back.  
 
Why?  Because if it’s an Internet purchase you don’t have the 
customer’s signature authorizing you to charge his credit card.  
Without this, the credit card company will almost always 
automatically issue a charge back. 
 
Chargebacks are VERY bad for you, the merchant. 
 
Very, very bad.   
 
If someone does a chargeback for a purchase they made with you, 
then you will not only lose the money the customer paid for the 
product, you will also have to pay a $20 or $25 chargeback fee. 
 
You are only allowed a very small number of chargebacks.  If you 
have more than a very few, the credit card payment system you 
are using to accept credit cards will think you are a bad company 
so they will cancel your account. 
 
If your account gets canceled you get put on a bad list and it’s 
very, very difficult to get another company to let you use their 
system to accept credit cards. 
 
Basically, the consequences of having a customer unhappy with 
your service are so large and bad for you that you want all your 
customers happy.  
 
If a customer wants a refund, offer to make the situation right for 
them, but if they don’t want you to, give them the refund.  Tell them 
you are sorry that it didn’t work out and wish them well. 
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Chapter 12 
Taxes and Licenses 

Yes, here it is!   Everyone’s favorite subject:  taxes.   Alright, so 
taxes probably aren’t anyone’s favorite subject and it’s a pain to 
have to think about them, but it’s really important that you make 
sure that your business is in compliance with all local, state and 
federal tax laws and regulations.  Otherwise, you can find yourself 
in big trouble.   
 
If you run a business you must first decide how to structure it.  The 
structure of your business will determine what taxes you have to 
pay and what licenses you need.   
 
Types of Business Structures 
 
The three main types of business structures are:    
 
Sole Proprietorship – this is the most common type of business 
structure.  It requires the least work since you don’t have to file any 
papers to create it.  It is automatically created when you go into 
business. 
 
With this structure you are personally liable if someone sues you 
over something to do with your business. 
 
You must pay taxes on all profits (income from your business 
minus your business expenses) at your regular tax rate.   
 
You must also pay a self-employment tax.  
 
Corporation – this business structure requires the most work.  You 
must pay to incorporate, hold annual meetings, appoint a board of 
directors, and file certain papers with your state.   

 



 
 

© Kip Garrett.  All rights reserved.   
 

Page 108 

There are certain companies online that allow you to set up a 
corporation cheaply; however, I would check with an accountant 
about the specific tax considerations you need to be aware of. 
 
With a corporation, you are not held personally liable if someone 
sues you over something to do with your business.   Instead, the 
corporation is liable so if the person sues and the corporation 
doesn’t have any money the person won’t be able to collect on the 
judgment against it.   
 
Corporations must pay tax on all profits.  You would work for your 
corporation and if you get a salary from the corporation, you must 
pay tax on that salary at your individual rate so in essence the 
profits are being taxed twice:  once at the corporate level and once 
when you are paid by the corporation. 
 
Again, if you choose this structure, please see an accountant 
because if you don’t know what you are doing and don’t follow the 
rules then your corporation could be called a sham and you won’t 
get any of the benefits of a corporation. 
 
Limited Liability Corporation – this structure falls in between a sole 
proprietorship and a corporation.    
 
You have to file some papers with the state, but not as many as 
with a corporation.  You also don’t have to file as many papers on 
an annual basis as corporations do. 
 
Like in a corporation, you aren’t personally liable if someone sues 
your business.   You can choose whether you want to pay taxes at 
your individual rate or at a corporate rate. 
 

Warning to California residents:  California treats Limited Liability 
Corporations differently than the other states so I strongly suggest 
you check with an accountant before you set one up.   
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Okay, now that you know the different types of business structures 
you can choose from, how do you know which one you should 
choose? 
 
How to Choose Your Business Structure 
 
A lot of people think you have to incorporate in order to have a 
business.  You don’t.  In fact, if you are starting up a business out 
of your home to try to earn some extra money, you most likely 
don’t need it, at least until your business grows to a substantial 
level. 
 
So, if you are just starting out, how do you know whether you need 
to incorporate or not? 
 
My personal opinion is that if you are just setting up a basic 
reseller Web store, then you don’t need to incorporate. 
 
Chances are you are just starting this as a home business to make 
some extra money and hopefully grow it into a full time business 
so there isn’t a reason to incorporate it.  (Please know though that 
this is just my opinion, don’t take it as the business gospel.)   
 
Income Taxes 
 
If your business is not incorporated, you must pay the following 
income taxes in the U.S (if you aren’t based in the U.S., please 
check your local laws to see what taxes you are responsible for.):   
 

o Federal income tax on your business profits 
o Self-employment taxes 
o City or State Business Tax (if applicable.)  This is often 

the same thing as your business license fee.   
 
If you business is incorporated, you must pay the following: 
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o The corporation must pay income tax on the business 

profits. 
o The corporation must pay the social security tax, worker’s 

compensation fees, unemployment insurance, etc. on all 
salary distributions to employees.  

o You must pay personal income tax on salary distributions 
from the corporation. 

o City or State Business Tax (if applicable).  This is often 
the same thing as your business license fee. 

 
Your corporation must also pay any other fees required by your 
state.  Sometimes states tack on extra fees to corporations so 
check with your state or an accountant to see if your state has any 
extra fees you have to pay that you might not be aware of. 
 
Sales Taxes 
There is no sales tax on Internet transactions made to residents of 
other states or countries; however, most states charge a sales tax 
on all sales made to residents of your state if you sell tangible 
personal property. 
 
Since the items sold in your reseller store are all virtual (i.e., there 
isn’t anything for the customer to physically hold in his hand) then 
if your state only requires tax on the sell of tangible property you 
won’t owe sales tax on any of your store transactions.  
 
I would check with your state tax department to see the 
requirements of your specific state and to see if you even need to 
get a permit or file taxes for your business.  To do this, just go to 
Google and type in “Name of State Sales Tax Permit” (e.g., 
“California Sales Tax Permit”).  This should bring up the proper 
page for your state. 
 
Your state government’s sales tax page will explain what you need 
to do to get a permit and/or file your sales taxes. 
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Also, depending on your state, the Web hosting reseller 
arrangement may be treated as a commission arrangement.  
Please check with your state tax office or your accountant to 
determine your tax responsibilities. 
 
If you are also a Web designer then you are performing an actual 
service for your customers so will likely owe sales tax on the 
service you are performing.  Again, each state is different. 
 
Do you need a Business License? 
It depends on your state and/or city, but usually if your state 
doesn’t require you to have a business license, your town or city 
will (at least in the U.S.  If you aren’t in the U.S., then please check 
with your local government.) 
 
You can usually find out if your state requires one by going to 
Google and doing a search for “Name of Your State Business 
License.”  (e.g., “Washington Business License”) This will likely 
bring up your government’s page on business licenses and will tell 
you what you need.   
 
If it doesn’t, then do a search in Google for “Name of Town 
Business License” (e.g., “San Francisco Business License”).   
 
If you still don’t see anything in either place I would call your local 
government just to confirm that you don’t need to have one.  
Better to be safe than sorry with this stuff. 
 
Do you need a DBA? 
 
A DBA is short for “Doing Business As.”   It must be filed if you are 
doing business as anything other than your legal name.    
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You do not need to file a DBA if you incorporate because you will 
be doing business in your corporation’s name and you can get a 
bank account in your corporation’s name.  
 
You only need to file a DBA if you are a sole proprietor and want 
to do business as a company and get a bank account in the 
company’s name.   
 
I don’t really think there is any need to file a DBA for your reseller 
store if the customer will never see your name unless you want 
them to but if you want a DBA you can certainly get one.     
 
The main advantages of having a DBA are: 
 
You can get a bank account in your company’s name. If you don’t 
have a DBA the bank won’t let you get a bank account in your 
company’s name. 
 
To file a DBA you just file a form with your state government and 
publish the form in a newspaper for a few weeks.  You can do this 
yourself or you can pay someone else to do it for you.  (Usually it’s 
only a few dollars more if you pay someone so you may want to 
consider that option and save yourself the hassle.) 
 
In order to find out what your state requires or to find a company 
that will file your form for you, just go to Google and do a search 
for “Name of State DBA” (e.g., “California DBA”).  You can usually 
just print the form from your computer.  The government’s Web 
page will also usually list the newspapers that will publish your 
DBA statement.    
 

Warning:   Even though you may not need a DBA, some cities or 
counties in the U.S. treat the DBA as the business license you are 
required to have if you are doing business in that city.  So, if you 
are working from your home and your city/county requires you 
have a business permit they may require you to have a DBA.  
Check with your city to see what’s required. 
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Chapter 13 
General Business Basics 

In addition to the specific issues we’ve already covered that come 
with getting an Internet business up and running, you need to be 
aware of certain basic general business principles and issues.   
 
Keep Track of All Your Expenses 
This is the most important thing you can do as a business owner to 
make your life easier.   
 
If you keep track of all your expenses as they come up and keep 
all of your receipts in one place, it will be much easier when you do 
your taxes.  
 
Just as important, it will ensure that you claim all the expenses 
associated with your business, not just the ones you happen to 
remember or can find receipts for when you are figuring out your 
taxes.  Being organized can really cut down on your tax bill. 
 
Ways you can do this: 
 
Save all of your receipts.  What I do is print off all of my receipts 
for purchases made on the Internet and put them in a folder.  I 
also keep receipts for store purchases I’ve made in that folder 
also.   
 
I keep the folder in the same place so I don’t have to hunt for it 
each time. 
 
You should save all receipts for everything you buy to help you 
with your business. 
 
For example, you would want to make sure to keep the receipts 
for:   your reseller store purchase, any advertising you do, any 
office supplies you buy, any computer equipment or software you 
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buy to help you with your business, any books you buy about your 
business, and anything else that you buy that will help you start, 
run, grow or improve your business. 
 
Organize your receipts.  When I pay my bills each month, I put 
all the receipts that I’ve collected that month in the folder into a 
three-ring binder.   
 
I have the binder divided into the following tabbed sections: 
 

o Advertising Expenses 
o Recurring Fees (such as Web hosting fees, etc.) 
o Product Expenses 
o Misc. Fees 
o Cash Purchases 

 
I then put the receipt into the proper tabbed section.  For store 
receipts I tape them to a blank page and put that page in the 
binder.  This prevents me from losing them.  
 
Keeping all of your receipts in a notebook makes them so much 
easier to keep track of and helps you when it’s time to figure your 
taxes because they are all there and laid out nice and neat. 
 
Keep track of your expenses and earnings.  I use a simple 
worksheet to help me do this.  It isn’t fancy but it’s really easy to 
use.  I’ve included a copy as a bonus with this book. 
 
I keep the worksheet with my three-ring binder.  I date the 
worksheet for the month the receipts are from.   
 
Every time I put a receipt in the binder I add a description of the 
expense as well as the price to the worksheet.   
 
When I’m done adding the expenses, I then put in my earnings 
that I have made during that month.  By doing this I can easily 
track how much I earned and spent during that month.   
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I put that month’s worksheet at the front of the book.  At the end of 
the year, I don’t have to go back through each receipt when I 
figure my taxes.  I have an itemized list already.  It makes doing 
my taxes much easier. 
 
You can also get a software program such as QuickBooks to help 
you with this so you can keep track of all your expenses on your 
computer.  Or, you can use a program like Microsoft Excel.  
 
If you are just starting out, I recommend you just keep track of your 
expenses manually until your business takes off.  It is a lot 
cheaper and is fine for most home businesses that are just 
beginning.   
 
Once you start making over $5,000/month it’s a good idea to get 
an accountant.   
 
Do you need a Business Phone Line? 
If you will be doing your own customer support for your reseller 
store, I would not get a separate phone line.  It’s a big expense 
and I wouldn’t get it if you don’t have to. 
 
If you want a phone number so your customers can get in touch 
with you, I would start out using a call forwarding service.  It’s a lot 
cheaper than paying the phone company for a separate business 
line.   
 
Some people decide to just use their home line for business.  I’m 
not crazy about that decision.   
 
If money is tight and you can’t afford the expense of a call 
forwarding service right now, then personally I wouldn’t put a 
phone number up on your Web site unless you absolutely have to. 
Why?  Two reasons:   
 
On the Web your business is open 24 hours a day.  That means 
when you’re sleeping your customers may want to contact you.   
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You aren’t going to be thrilled at having customers call you at 3:00 
in the morning and you sure aren’t going to wow a potential 
customer with your professionalism if you answer the phone with 
an obviously sleepy “Hello.”   
 
Another reason is that if you are just starting out you likely are 
going to be really excited and vow to answer your home phone 
every time it rings with a very perky, friendly “Hello, Kelly’s Web 
Hosting, can I help you?” Or whatever the name of your company 
is.  And, you are going to make darned sure that your kids don’t 
answer the phone at all.   
 
The problem with this is that it isn’t realistic.  If you have kids, they 
will answer the phone some times and would it encourage you to 
do business with a company that has a six-year old answer the 
phone or a teenager who puts down the phone and yells 
“Daaaaaaaadddddd!  Phone!”  
 
You aren’t home free if you don’t have kids either because what’s 
going to happen is that you will answer the phone very 
professionally with your company name the first week or two, but 
then when none of the calls are for your business you will fall back 
into the habit of just answering your phone normally. 
 
As sure as I’m typing this, about the time you start doing that or 
the time you are certain that a friend is calling you and you pick it 
up with a “Hey there” that’s the time you get a call from a customer 
or potential customer.  You will feel like a fool and they will be less 
than impressed.   At least that’s the way I felt when it happened to 
me.  J 
 
I use a call forwarding service and I recommend it if you will be 
doing your own customer support.  A call forwarding service 
provides you with a new phone number and allows you to forward 
calls received at that number to any phone you want or you can do 
what I do and send the calls directly to voice mail and receive the 
voice mail messages in your email inbox.  
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I use Kall8 (www.kall8.com).  They are a good, reputable company 
and very cheap.  I like them a lot.  It only takes a few minutes to 
sign up and your new phone number is operational within the day.    
 
For $2/month you can get a toll free 888, 877 or 866 phone 
number.  It’s 6.9 cents per minute that you talk to your customer in 
the U.S. and a bit higher for international rates. 
 
Since I forward the calls to my email inbox, the calls don’t last very 
long so it doesn’t cost much at all.  
 
I then call my customers back on my home phone using a phone 
card so regardless of what time of day I make the call it’s cheap.  It 
also let’s me arrange a good time or quiet place that I can call from 
so I can be at my most “professional.” 
 
Kall8 also has 1-800 numbers you can get that are $5/month.   
I would suggest that you don’t do what I did.  When I got my 
number I thought an 800 number would make my company seem 
like it was a "real" company and I was afraid one of the non-800 
numbers would make it seem like my company was new.    
 
It didn’t make one bit of difference.  In fact, going for the more 
expensive number was a total waste of money.   
 
The people who were going to buy from me, bought.  No one 
made their decision on whether to buy my products on the basis of 
me having an 800 number.  It sometimes made a difference that I 
had a phone number, not what the number was.     
 
If I had it to do over again, I would go for one of the cheaper 888, 
877 or 866 numbers.   
 

http://www.kall8.com
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The Life/Work Balance 
I’m the first one to admit I’m not great at this, but still it’s important 
to at least try to balance the time you spend on your new business 
with the time you spend on your life.   
 
It’s hard to get a business going if you don’t devote time and 
energy to it, but it can also be hard to juggle the time spent with 
your family, friends and kids and the time you spend on your new 
business. 
 
How do you do it? 
 
The best way is to set aside a certain amount of time each day or 
week to devote to your business.  This is your business time.  All 
other time is family time.   
 
This doesn’t always work, but if you are firm about the time you 
need, especially in the beginning everyone will adjust to your new 
schedule. 
 
You may have to be flexible such as have your business time be 
early in the morning before the kids are up and late at night when 
they are in bed.  You may also need to carve out one or two nights 
a week where you don’t do business at all, but don’t be too 
flexible. 
 
What I mean by that is that your family will usually support you 
until what you are doing interferes with what they want you to do.  
You will probably have to deal with some pouting, anger or other 
emotional outbursts at some point from your husband/wife, your 
kids or whoever else might be affected by you spending time on 
your business. 
 
Just say “I’m sorry, I’m doing this for us.  This is my time to work 
on this and I really need to get it done.  Tomorrow night we can do 
something special.”   
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Special Note:  Usually, your husband or wife only complains 
about the time (and/or money) you are spending when you are 
trying to get your business started.   

Once he or she starts seeing the checks and realizes you are 
actually making money from this stuff, the complaining usually 
stops pretty quickly. J 
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Chapter 14 
Miscellaneous Tips 

Here are a few other tips and thoughts that can hopefully help you 
with your Web hosting reseller business:   
 
Prices 
Don’t try to compete with the big boys on price.  They have deeper 
pockets than you do and will win.  If you set your prices to the 
minimum buy rate it’s going to take you a lot longer to actually turn 
a profit. 
 
If your profit on a sale is $.25 you will have to sell a lot more than if 
your profit on a sale is $2.25. 
 
I’m not advocating that you raise your rates really high.  I’m just 
recommending that you don’t set your prices so low that you have 
to have a ton of sales to make a decent profit. 
 
This is also an advantage to niche marketing.  A lot of people don’t 
know the average price of a domain name or Web site.  They think 
$10 a year for a domain name is a great bargain.   
 
If you are competing with people charging $1.99 for a domain it’s 
going to be tough to compete but if you have a niche and cater 
specifically to that niche then the chances of them shopping 
around and seeing that $1.99 price isn’t great. 
 
Pay-Per-Click 
Choose your keywords carefully and track everything.  Keep the 
words that make you money and drop the ones that cost you 
money.   
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Unless it’s really obvious something is working, I usually give it at 
least 100 clicks before I pull a keyword from my pay-per-click 
(PPC) campaign. 
 
Just to reiterate what I mentioned earlier – don’t target the main 
keywords like “domains” and “Web hosting.”  That’s an easy way 
to lose a lot of money fast.  
 
Put some work into it and really choose your keywords carefully.  
Choose the ones with less competition.  This is a tough market 
and so you won’t find a keyword that is completely free of 
competition but it’s a lot easier if you have 15 people with the 
keyword you are advertising than 80. 
 
Final, Random Thoughts 
You have probably figured out already that this isn’t easy money.  
Having said that, I’m living proof that if you really work at this and 
work smart at it you can really succeed.  
 
There are other resellers in the program who are doing really well 
too.  If I can do it and they can do it so can you. 
 
It seems that each reseller that I know of that is doing well with this 
has their own niche.  Some have niches within the domain/hosting 
market and others are in something completely different.   
 
Don’t try to compete with them or with me.  We have been doing 
this a long time and have our specific niches covered.  You will be 
a lot more successful if you find and develop your own niche.  
Choose something you are interested in and really mine that 
niche. 
 
You may have some competition but I guarantee that your 
competition will be much less than if you just target the Web 
hosting market as a whole.   
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I’ve seen a lot of resellers come and go through the years and the 
ones that make it have a lot of determination and are willing to put 
the time and effort necessary to succeed in this business. 
 
Learn as much as you can from as many people as you can. 
Don’t follow the herd.  Carve out your own niche. 
 
Work hard.  Work smart.  Have fun.   
 
You can do it!   
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Chapter 15 
Conclusion 

Congratulations!  You now have all the tools you need to start and 
run your reseller business.   
 
You know how to: 
 

o Build a Web Site 
o Get Listed in the Search Engines 
o Improve Your Search Engine Ranking 
o Advertise Your Business 
o Practice Good Customer Service 
o Select Your Business Structure 
o Get the Proper Business Licenses 
o Avoid Scams 
o And much, much more! 
 

It is my sincere wish that all the information I’ve provided you 
makes your journey to Internet success much easier than it 
otherwise would have been.   
 
I wish you the very best of success in business and in life! 
 
 
PS  I welcome all feedback about my book.  You can email me at   
Kip@howtobeareseller.com  
  
 
 

mailto:Kip@howtobeareseller.com
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Appendix  

Bonus Section 
Included in this appendix are the following bonus materials: 
 

o Keywords Worksheet 
o Expense Tracking Worksheet 
o Starting a Reseller Business Checklist 
o Tutorial: Build a Web Site 
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Keywords Worksheet 
Keyword or Phrase Number of Searches on 

Overture.com 
Page Rank of #1 
Listing on Google 

Page Rank of #10 
Listing on Google  
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Expense Tracking Worksheet 
Expense Tracking Worksheet for Month: ___   Year: ______  Page: __ 

Description of Expense Cost (circle if 
paid cash) 

Description of Revenue (only 
list checks you’ve received) 

Amount 

    

    

    

    

    

    

    

    

    

    

Total Costs:  Total Revenues:  
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Starting a Reseller Business Checklist  
 

Completed? Business Step 

   þ Choose a good reseller program.      

 Decide whether you want to build your Web site yourself or 
have someone build it for you.   

 Decide whether you need a DBA.  File the proper paperwork. 

 Build your Web site. 

 Make sure the purpose of your Web site is clearly visible on 
your home page (e.g., Web Hosting, Domain Names, etc.) 

 Set up your Web site email address(es) in your Web host’s 
control panel. 

 Set up your Web site email address(es) in your current email 
client (e.g., Outlook Express). 

 

Optimize your Web site:   

Determine your keywords. 

Insert your Meta Tags. 

Insert your keywords into your content. 

 Get links to your Web site. 

 If you will be providing your own customer support, decide if 
you want toll free call forwarding.  Arrange for call forwarding.   

 Get a Business License (if required by your town or city.) 

 Get a Sales Tax Permit (if required by your state.) 
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 Submit your Web site to search engines. 

 Advertise your Web site.  

 Get customers; provide excellent customer service. 

 Keep all receipts and track all expenses and revenues. 

 

 

Congratulations!  You made it!  You are now on your way to 
being a successful reseller!  J 
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How to Build Your Reseller Web Site With a 
Web Site Builder 

 

The actual how to of building your Web site depends on which site 
building software you decide to use.     
 
This tutorial shows you how to set up and build a Web site using a 
Web host’s site builder.  If you prefer to use a different site builder, 
that’s fine.   
 
Although every site builder is different, most of their basic elements 
are the same.  So, even if you use another Web site builder this 
section should provide you with the basics that you need to know.  
You will just need to tailor them to your particular Web builder.   
 
Setting up Your Web Site Account 
After you log in to your account: 

1. Select WebSite Tonight from the Web Sites list. 
2. Click Set Up Account. 

 

 
 
3. In the Hosting Manager, click Accept to accept the hosting 

terms and conditions. 
4. Click Continue. 
5. Enter some basic information about your account such as 

your domain name, user id and password. 
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Note:  the password has to be a combination of 7 uppercase 
and lower case letters and numbers.  For example:  
Jackson22 
 

6. Click Submit. 
7. Click Launch WebSite Tonight. 
8. Accept the Web site Terms and Conditions.  

 
Congratulations!  You have now set up your Web site account.   
Next up is the fun part – actually building your site. 
 
Building Your Web Site 

1. Click the Design Web site button. 
2. Enter your contact email address and your Company Name; 

then click Next. 
 

 
 
3. Choose your template design.  Go to the Category marked 

Reseller and enter your Reseller program ID in the box 
requested.   Select the template that you want to use.   

4. Don’t worry about the colors.  You can change them in the 
next step.  For now just choose the template design that you 
like best.   
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5. Click Next. 
6. Choose the Color Theme that is most similar to the colors of 

your reseller store.  Click Next.   
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7. Choose your page layout.  This also has the option of 
choosing a Mobile Web Page but I wouldn’t choose that 
option for now.  Traditional Web Page is best to start with. 

 

 
 

8. Click Finish.  
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Congratulations!  You have now set up your Web site and are 
ready to begin adding your Web site content.   
 
Your reseller store navigation bar will already be added to your 
Web site.  Now you simply need to add your content. 
 
Adding Web Site Content – The Basics 
If you haven’t used a Web site builder before it’s really easy.  You 
just click where you want to add your content and then add it.    
Here is what your page will look like.  See where the dashes are?  
That means you can add content there.   
 

 
 
When you click in an area that you want to add content to, you will 
see a menu appear.  
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Let’s take a look at the three menu items people will use the most:  
Quick Edit, Advanced Edit and Reset.  
 
Reset  

The Reset does exactly what its name implies.  It will remove all 
the content you have entered in the content area and will restore 
the area to its original state.   
 
Quick Edit 

After you click Quick Edit you will see a space to enter your content  
as well as a menu bar:  
 

 
 
If you are familiar with a word processing program the navigation 
bar at the top is very similar.    
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For those that aren’t familiar let’s go over what each of the items on 
the navigation bar is.     
 
Changing the Look of Your Text 
If you want to change the look of your text you will use the menu 
buttons on the far left of the menu bar.  For all of these you will 
need to highlight the text you want to change in order for the 
changes to be made. 
 

 
 
The box where it says “Times” controls your text Font.  The 
Font is your text style.    
 
For example, here is the name of the various text fonts and what 
they look like: 
 
Times looks like this.  Arial looks like this. Verdana looks like this.  
Tahoma looks like this. 
 

Font Tips 

Always use the same font throughout your site.  Don’t “mix and 
match.”  You can vary the size of your font but always use the 
same type of font. 

It’s a matter of personal choice, but most Web designers use 
Arial, Verdana or Tahoma for their Web sites (NOT Times). 

The box where it says “3” controls the size of your font.  The 
smaller the number, the smaller the size.  Don’t ever go lower than 
2 or higher than 5.   
While the text may look okay higher or lower on your screen, it can 
look HUGE or teeny tiny to your site visitor depending on their 
screen resolution. 
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The “A” with the red bar under it determines the color of your 
text.  You can choose any color you want.  Black is preferred for 
business.  Just make sure that whatever color you choose is really 
clear against your background.   
 
Don’t get funky with your color scheme.  Make sure it’s easy on 
your visitor’s eyes.  You may think bright yellow against a black 
background looks really cool but most of your site visitors won’t 
agree.   
 
It’s usually best to choose a light background and dark text (e.g., 
black text on white background) rather than light text on a dark 
background (e.g., white text on a black background.)  It’s easier on 
the eyes.  
 
The “B” means Bold.  If you want to boldface a specific part of 
your text, simply highlight that part then click the B button. 
 
The “I” button stands for italics.  If you want to italicize a word, 
highlight the word then click the “I” button. 
 
The ‘U’ stands for underline.  To underline a word or phrase, 
highlight the word or phrase then click the “U” button.  
 
What happens if you decide later that you want to remove the bold, 
italics or underlining?  Easy.  You simply highlight the text, then 
click the “B”, “I” or “U” button again.  This will remove it for you. 
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Changing the Layout of Your Text 
What if you want to change the layout of your text?  You click one 
of the layout buttons that is in the middle of the quick edit menu 
bar: 
 

 
 
The button with the buttons on it allows you to create a list 
with buttons.  For example: 
 
List Item 1 
List Item 2 
List Item 3 
 
To create a list with buttons, simply click the button list button, then 
write your first Item, click the Enter button to go to a new line.   
When you are done with your list, click Enter to create a new 
button, then use your delete button to delete it.   
 
To create a list with numbers, click the “1-2-3” button.  This will 
let you make a list of numbered items.     
 
When you are done with your list, simply click Enter to create a 
new number, then use your delete button to delete it.  You can now 
continue on with your regular text.  
 
The button where the lines all start on the left allows you to 
start your lines to the left also.  This is normally where text starts 
so it will automatically be set to the left.  
 
The button where the lines are in the center allows you to 
center your text.   To use this button, highlight the text you want to 
center and then click the button.   
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Inserting Images 
If you want to insert an image or change the image that is currently 
on your Web site, you will use on of the image buttons: 
 

 
 
The button with the image and the plus sign on it lets you Add 
an Image.  
 
When you click this button you will be taken to the image gallery.  
Here you can choose one of their images (they have a lot) or you 
can add your own.   
 
To add your own image, click the upload button.  Once you do, 
browse on your computer until you find the image you want to 
upload and upload it.   
 
Once uploaded, it will be in the My Images section. 
 
The image with the arrow allows you to edit your image.  You 
can change the size of it, or the look of it.   
 
You can play around with this and edit your picture how you like it.  
 
The last image button with the white paper behind it is the 
Image Properties button.  This button allows you to put a border 
on your image, re-size it, give it alternative text, and more.   
 
Once you click the button, it’s pretty self-explanatory. 
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How to Link to Another Web Page 
This is one button that you will probably use quite a bit.  It’s called 
the hyperlink button:  
 

    
 
This button allows you to create a link from the current page to 
another page on your Web site or to another Web site.   
Highlight the text that you want your site visitor to click on to be 
taken to the new page (e.g., Click here) then click the hyperlink 
button.   
Once you click the button you will be taken to a page where you 
can enter the page you want the user to be taken to:  

 
 
Simply click the button you want and add the address.   Click URL 
if you want to link to another Web site (e.g., www.Yahoo!.com)   
No Link means you want to remove the link.  
 

http://www.Yahoo!.com)
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Advanced Edit 
For most beginners the Quick Edit navigation will be what you use 
most, but let’s say that you want to get more adventurous and you 
click the Advanced Edit link:     
 

 
 
You will see a much larger navigation bar and work area.   
 

 
 
You will recognize some of the buttons from the Quick Edit screen.  
I’m not going to go through each of these navigation bar buttons 
since most people won’t use them, but do want to point out a 
couple that you may find useful. 
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Delete Button  

See the X on the top row?  If you highlight your content and then 
click that X your content will disappear. 
Undo Button 

See the arrow going to the left beside the X on the top row?  That 
is the undo button.  If you make a change and decide you liked it 
better the way you had it before, you can click that button and it will 
“undo” what you just did. 
 
Redo Button  

See the arrow going to the right beside the undo button?  That’s 
the “re-do” button.  Let’s say that you “un-did” a change but want to 
get it back, simply click the button and it will automatically re-do the 
change. 
 
Adding HTML to Your Web Site 
This is an important function, particularly if you want to use PayPal. 
Simply copy the HTML you want to use from the other site (e.g., 
PayPal.) 
Position your cursor where you want to add the HTML on your Web 
site.   
Click the HTML button at the bottom of the screen.  This will take 
you to the HTML screen.  Don’t touch anything here or you can 
mess up the look of your Web site. 
Click Paste to paste the HTML into your Web site.  Click the 
Design button to return to your work area. 
 
Content 
The specific content you add to your Web site will depend on what 
keywords you wish to optimize for.  You may wish to re-read 
Chapter 8 of my eBook which explains how to choose good 
keywords to optimize for and how to best place your keywords on 
the page.  
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Meta Tags 
Although Meta tags are not as popular as they once were, some 
search engines still use them as a way to determine your search 
engine ranking so you need to make sure to put them on every 
page. 
To post Meta tags on your page: 
 

1. From your Web page, click the Page Properties button. 
 

 
 

2. This will take you to the insert Meta tags page. 
3. Put your description in the description box.  For 

information on what you should put for your description, 
re-visit page 61 of the eBook. 

4. Put your Keywords in the Keywords box.  For information 
on what you should include here, re-visit page 61. 

5. Click the Add Meta Tag button under the Custom Meta 
Tag section. 

6. In the Name box put the word Title 
7. In the Content box put your title text.  I recommend 

keeping your title text short – no more than 6 words.  Also, 
make sure to put this page’s keyword in the title.   
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8. Click the OK button. 

 
Adding a Domain Search Box to Your Site 
It’s really easy to set up a domain search box on your Web site.   
 

1. Copy the domain search code found at the following 
address: 
 
www.HowtoBeaReseller.com/code.htm 

 
2. Make sure to copy all the code.  If you don’t, the search 

box won’t work correctly. 
 

3. Paste the code into another program such as Notepad, 
MS Word, or in a new email.    

 
4. At the top of the code you will see YOURPROG_IDHERE” 

 
https://www.securepaynet.net/gdshop/registrar/search.asp?se=%2B&prog%5Fid=YOURP
OG_ID&from=rhp 

http://www.HowtoBeaReseller.com/code.htm
https://www.securepaynet.net/gdshop/registrar/search.asp?se
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5. Replace YOURPROG_IDHERE with your reseller program 

ID.  You can find this information in your Reseller Control 
Center by clicking on Settings, then Account Access. 

 

 
 

If you don’t sell all the domains shown here you will need to 
delete the rows of the domains you don’t sell from the code.  

6. Copy the entire code. 
7. Go to the Web site page where you want to add the 

search box.   
8. Click Advanced Edit. 
9. Go to the spot in that section where you want to add the 

search box.  Enter the text PUT SEARCH BOX HERE. 
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10. Click the HTML button at the bottom of the screen. 
11. You will see a bunch of code.  Ignore it.  Scroll down 

the page and look for where you put the text PUT 
SEARCH BOX HERE.  When you find it, highlight those 
words.  

12. Paste the Domain Search box code into the page. 
13. Click OK. This will take you back to the Design view.  

Your search box will look funny.  That’s okay.  It just looks 
funny here.  It won’t look funny on the actual page. 

14. Click the OK button.  This will take you back to your 
Web site page and you can see that the domain search 
box appears normal. 
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15. Scroll up the page and click Preview.  Test your search 

box to make sure it works correctly. 
 

That’s it!  You have added the domain search box to your Web site. 
 
Publishing Your Web site 
Once you are done with your Web site, you will want to publish it to 
the Internet so your site visitors can see it.   To publish your site, 
click the Manage Web Sites button at the top of your screen, click 
Publish.  
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Backing up Your Web site 
It’s always a good idea to back up your Web site.  That way if you 
make a mistake while editing you won’t be totally up the creek.  
I recommend that you back up every time you publish your Web 
site.  That way you can make sure you always have the latest 
copy.  
 
Click the Manage Web Site button at the top and then click 
Backup.  (See the screenshot above for an image of this.) 
 
Congratulations!  A Web site is always a work in progress so 
you’re never really done, but you should be very proud of yourself.  
You have a Web site and you did it yourself!  Good job! 
 


