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    MILLION POUND MUM

    HOW TO START AN INTERNET BUSINESS

    

    



    So you want to be a great mum and, ideally, a rich one too? Welcome to Million Pound Mum. This range of books offers constructive advice on how to start a business, still be a great mum and have fun while doing it.


    This book is packed with practical information, top tips and the experiences of mums who have successfully started their own online business. Whether you want to turn your passion into a money-making blog, create your own dream online shop or become a modern day matchmaker with a dating site - this book will offer all the facts and tips you need to get started. Some of have reached the Million Pound Mum goal and others are well on the way.


    Written in a clear, easy style, this book has all the tools you need to become a Million Pound Mum, online.

  


  
    Contents


    
      
      

      

        
          	Introduction

          


          	
        


        
          	Section One - Deciding to go Online

          	
        


        
          	Chapter 1

          	Why an Internet Business
        


        
          	Chapter 2

          	What Type of Internet Business
        


        
          	Chapter 3

          	Big Mistakes
        


        
          	
        


        
          	
        


        
          	Section Two – Building Your Website

          	
        


        
          	Chapter 4

          	Find the Right Web Designer
        


        
          	Chapter 5

          	Domain Names
        


        
          	Chapter 6

          	Find a Home for Your Website– Hosting
        


        
          	Chapter 7

          	Writing Content
        


        
          	Chapter 8

          	Search Engine Optimisation
        


        
          	Chapter 9

          	Images and Graphics
        


        
          	Chapter 10

          	Video and Audio
        


        
          	
        


        
          	
        


        
          	Section Three – Revenue Models

          	
        


        
          	Chapter 11

          	How Will You Make Money
        


        
          	Chapter 12

          	Finding a Niche
        


        
          	Chapter 13

          	Selling Information
        


        
          	Chapter 14

          	Selling on eBay
        


        
          	Chapter 15

          	Selling on Amazon
        


        
          	Chapter 16

          	Blog for Profit
        


        
          	Chapter 17

          	Making Money from Videos
        


        
          	Chapter 18

          	Affiliate Programs
        


        
          	
        


        
          	
        


        
          	Section Four – Stocking, Shipping, and Taking Payments

          	
        


        
          	Chapter 19

          	How to Take Payment
        


        
          	Chapter 20

          	Shopping Carts
        


        
          	Chapter 21

          	Choosing and Pricing Stock
        


        
          	Chapter 22

          	Fulfilling Your Orders
        


        
          	
        


        
          	
        


        
          	Section Five - Marketing Your Business

          	
        


        
          	Chapter 23

          	Marketing
        


        
          	Chapter 24

          	Analyse Your Traffic
        


        
          	Chapter 25

          	Online Marketing and Advertising
        


        
          	Chapter 26

          	Social Media
        


        
          	
        


        
          	
        


        
          	Section Six – Protecting Your Customers

          	
        


        
          	Chapter 27

          	Policies You Must Have
        


        
          	Chapter 28

          	Security
        

      
    


    Useful Resources

  


  
    Introduction



    We all live our lives on the online these days. We shop online, we talk to our friends online, we pay our bills online, we even date online. And if you are reading these words then you are probably among the thousands of women who are thinking of making a living online. Once upon a time you needed bricks and mortar to get a business off the ground, all you need now days is a laptop, a good idea, and gumption.


    You may find yourself in the same position as so many other mums, stuck at home with the kids, dreaming of achieving more or making your own money. Or you may have had enough of your job and the daily grind of commuting, pushing and shoving along with everyone else to get to work. Do you dream of a shorter daily commute, one that’s only from your bedroom to your kitchen?


    People start businesses for all kinds of reasons, but usually the one common theme is that they want to be their own boss, they want to run their own life and not have it run by someone else.


    But knowing you want to be your own boss can often be deeply frustrating, because you just don’t know what kind of business you could run. You may also have misgivings about whether or not you are capable of running a business. If you are thinking of an internet business, you may feel you don’t have the skills. You can use Facebook and Amazon, but running a website? You don’t need to be a tech expert, you just need to be armed with the right information and be willing to work hard.


    ‘We hold ourselves back in ways both big and small, by lacking self-confidence, by pulling back when we should be leaning in.’

    

    Sheryl Sandberg, Chief Operating Officer, Facebook.No. 6 on Forbes’ ‘World’s 100 Most Powerful Women’ List


    



    And you don’t have to become an internet giant overnight. You can start small and grow to the size you want. You will have a worldwide audience from your living room. The trick is getting to that audience above the noise of all the other stuff online. But you can do it and you can be very, very successful. It just takes a bit of homework and applying what you learn.


    You don’t need qualifications, just an appetite to get on. I’ve met people who run a business empire from a one-page website and PayPal, and others who have enormous and complicated sites with all the whistles and bells you can imagine. The joy of the internet is that it’s flexible.


    


    My Story


    Let me tell you my story. I never knew I could run a business and my early years certainly didn’t show much promise. As a teenager I was so profoundly depressed that I attempted suicide, then spent the next 6 months in hospital. I went from being the girl doing 12 ‘O’ levels, to leaving school with just two, and a Maths result that was so bad it was ungraded. As you can imagine, my confidence was very low. But things looked up a little when I got a place on a silversmithing course at art college. It wasn’t the obvious choice for me, but beating flat sheets of silver into shape proved to be great therapy! So there’s a silver lining to every cloud, quite literally in this case.


    That course led me to working in Hatton Garden, the jewellery quarter in London, and after a couple of years I landed a job selling Garrard jewellery on the QE2. What an opportunity! I travelled around the world, not once but twice, and gradually worked my way up to being Shop Manager. I realise now that I was full of ideas even then. I won both first and second prize in the company’s suggestions competition, and was awarded the grand total of £1,000 – a lot of money back in the 80s!


    The nomadic lifestyle of working on board ship set a pattern for the next few years of my life as I continued to be the proverbial rolling stone. I met my husband and we bounced around the world together: living in Florida, France, Bali, and Dubai. We were mostly following his job as he also worked in duty free. There were times when I couldn’t work and I found that really frustrating. Like all entrepreneurs, I have to be busy and I have to be achieving something. So I found some charity work to throw myself into, and even helped set up a new charity in Dubai called Gulf for Good.


    It may sound quite glamorous, living in different countries, and there were good times, but there were also some really hard ones. While we were living in Bali we tried to start a family. I had always wanted children, but, like so many other women, I struggled with infertility for several years. So in 1996 we turned to IVF and miraculously, after only one attempt, it worked. And boy did it work. Triplets! Felicity, Richard, and Julia. An instant family, three beautiful bundles that all arrived at once. But then I have never been a person who does things by halves.


    We were lucky, living in Bali we had lots of help with the triplets and the climate was wonderful. We had two wonderful years bringing up the children, then, just before their second birthday, the Tiger economies collapsed and my husband was made redundant. It was devastating. We went from having an easy, beautiful life to having nothing. Absolutely nothing. We got on a plane without even having any keys in our pockets as we didn’t own a house or a car. We had no jobs, no income, and three almost-two-year-olds, and so we had to move in with my mother-in-law for a few months.


    Thankfully, my husband soon got another job setting up a beer and wine warehouse in Calais. So it was time to pack our suitcases yet again, and we moved to France. It sounds wonderful, I know, but the weather was cold and bleak and the children were often ill. It was such a shock after living in Bali. Then I came down with glandular fever, and the exhaustion from that made me realise I needed help. My mother decided to come and stay. But she wasn’t used to driving in France and drove on the wrong side of the road. She was killed in the lane right outside our house – it was just before the triplets’ third birthdays.


    As you can imagine, the circumstances of her death made the pain of losing her almost unbearable. I felt we need to get away from that area and so we jumped at the chance when my husband was offered a job in the Middle East. I remember very clearly deciding that this tragedy mustn’t affect my children’s lives. They were only three and that is such a formative time for children. I’m not religious, but if my mum was ever looking down on me, I wanted her to be proud of how I’d coped.


    My mum had always encouraged me to write and she’d left me some money. I hadn't really listened while she was alive but I used some of the inheritance to sign up for a correspondence writing course. I started to get articles and stories published all around the world and it gave me a real thrill to see my work in print.


    But life in Dubai also came to an abrupt end. When the Twin Towers came down in 2001, we decided that it was time for the children and I to leave the Middle East, with my husband staying on to work. So I got the suitcases out again, bundled the children on to a plane, and we came home.


    We ended up in West Wales because my mother's best friend had retired there and I knew she'd be a surrogate granny if needed. Apart from her, though, I didn't know a soul so I joined a writers’ group. The group’s leader encouraged me to do an MA in Creative Writing at a nearby college, and as I’d already turned forty this seemed an incredible opportunity. They accepted my published work instead of a BA and I started the one-year course. It was the most fun I’ve ever had with my clothes on! I learnt so much and it was incredibly liberating to let my creative side flow again. As part of the course we learnt how to publish a book and I was hooked. I realised being a writer was far too lonely an occupation for me, and so the big bright world of publishing beckoned.


    So, you see, I didn’t have the best beginning, but I was lucky. When I learned how to publish a book I found something I loved and this is a good place to start when you are looking for a business idea.


    Now my business is only partly based on the net, but it’s a very important part. Almost 70% of our revenue currently comes from e-books. My customers can download those books from my own websites as well as in other marketplaces. This means that once the book is finished and produced, I don’t have to pay for printing, postage and packing, I don’t need huge storage facilities, and I don’t get stuck with books I can’t sell. And my customers get what they paid for instantly. It’s a win-win. I also use the internet to market my books. My websites are not flashy: www.xcitebooks.co.uk www.accentpress.co.uk. In fact they’re downright plain, some would say boring. But they work for me and my business and that’s what counts.


    Harvest your History


    


    I think one of the things I found most daunting about setting up a business was the feeling that I wasn't really trained or equipped for it. I remember discussing it with a friend and she laughed and said “But look at all the things you've done – harvest your history and you'll find that's better than any MBA course.”


    It was great advice and something I use as a bit of an internal mantra – it's a real help when you are feeling a bit all at sea.


    What do I mean by this? Well, it's time to rewrite your CV, not adding in extra qualifications (as if we would!) but really looking at every role you've held and realising what it’s taught you.


    Let's run through mine and you'll start to get the picture.


    My first job was as a Saturday girl working in a family jewellers in Guildford. It was a small team, and they were kind and welcoming. They competed with larger chains and cheap jewellery from Argos by providing excellent service, knowing their customers, and getting some stock on appro (this is short for ‘on approval’) rather than paying up front. If a customer came in wanting a diamond tennis bracelet they could order in some samples for them to choose from without actually committing to buying them. The customer had an excellent selection, enjoyed the occasion of seeing what the owner had found for them, and would almost certainly buy one. The owner had invested his time in getting the bracelets in but he hadn’t paid up front for the stock in the hope of a sale. He gained an excellent reputation and really built customer loyalty.


    He also had a very clever system for scratching the cost in code on each item – you could only see it using a jewellers’ loupe but it meant he instantly knew what he'd paid for an item and how much leeway he had in offering a discount.


    Key Points: You don't always need to invest in stock to make a sale. Drop shipping, which I explain in Chapter 11, is similar to appro – it allows you to sell an item from a third party to your customer without investing in stock.


    Having a system for easily identifying your unit cost can be very important in face-to-face negotiations.


    As an art student I worked in McDonald's – I started just at the weekends and evenings but was offered holiday work and eventually a management position. I enjoyed the structure of the company because it made it very easy to progress – if you did what they wanted you quickly got promoted. If you didn't, you stayed right where you were. It was very formulaic and there was no room for personality or creativity but it did offer a very clear career path and rewards system. I'm not sure that they still use the star system – we had yellow name badges and earned stars as we progressed. Admittedly it was a bit of a joke amongst the staff but at the end of the day, most people like their work to be noticed and acknowledged.


    Key Points: A good training system and career path may be important as your company grows. Meanwhile are there others ways to show your staff that you are noticing and appreciating their work?


    My next real learning curve came when I worked on the cruise ships. The shop staff worked six-month contracts and by the end of that time we knew our shops and customers incredibly well. Often the ships were located too far from our Southampton HQ and so we rarely saw the buyers or merchandisers. It seemed to me that at the end of our contracts all our knowledge was just wasted because we'd leave as our replacement arrived and there was no way to pass on what our bestsellers were, what promotions worked best, etc. When the company implemented a suggestion scheme I put forward the idea that departing staff should fill in a simple debrief form and won my thousand pounds for the idea.


    Key Points: Your staff hold valuable information – make sure you mine it. Encourage your staff to be creative and put forward ideas that will help the company and reward them for it.


    My next role at sea was as an emergency relief manager – if turnover was really down, the regular manager was ill, or, as in one case, had run off with all the takings, then I was flown in to take over. The staff were often very demoralised and poorly motivated but I soon discovered that enthusiasm is infectious and money is a great motivator. Often the reason sales were down was just due to very sloppy shopkeeping – the racks in the shops would be full of small size T-shirts and all the others would be in boxes in the store room. Since this was on board American cruise ships there wasn't a huge demand for small sizes! Some staff would kick up at having to strip out the shop and refresh all the stock from the storeroom – until they saw the sales. They were all on commission and we literally doubled the takings in a week.


    Key Points: The stockroom is a graveyard of opportunities – nothing sells unless it can be seen. We constantly refresh and update our covers to match current trends. Would a new photoshoot for the items on your website make a difference in sales?


    Paying a commission does motivate people – affiliate schemes are the modern equivalent for websites. Make sure you have signed up to one so you reward people who send traffic to your site.


    Back from sea and newly married, I helped my husband set up a wine business in the south of France. With hindsight we were incredibly naive about starting a business and too used to big corporate budgets. We had some useful skills but made some serious buying errors while we adjusted to the size of our new venture. It can be easy to forget that money is coming directly out of your bank account when you are used to the finance department settling all the invoices. I remember I once bought enough nougat to last five years and it had a shelf life of six months.


    Key Points: Don't be wooed into thinking you will make more money because the discount is higher for bulk quantities – buy small and see if it sells. Better still, try your idea out first using a drop ship scheme and then you will have real facts upon which to base future purchasing.


    I'm afraid our naivety, the 80s recessions, and the fact that we drank any profits meant that the wine business only lasted three years. We left France and moved to Birmingham where I got a job in recruitment. I have always enjoyed sales but this was selling people at a time when there were huge numbers of highly-skilled people out of work – it was a very hard sell. Why would a company pay us several thousand pounds to find them a candidate when, if they advertised, hundreds would apply? Well, that was the reason – they would get swamped and were already under pressure because any slack in the work force had long since been reduced. They simply didn't have the time to sift through all the applicants and arrange all the interviews because they had to be focused on running their businesses in a very difficult climate. They needed a skilled person who could start the job running but they simply couldn't invest the time to find one.


    Key Points: People will buy services if it means their time can be better spent. To sell the recruitment service we had to demonstrate the time-saving benefits. With sales it is often easy to forget to listen to what your customers’ needs are. I remember my boss getting me to sell him the ash tray he'd picked up off his desk. I started talking about it, saying it was made of fine cut glass, durable, strong, and reflected taste and elegance. He stopped me by saying “Sorry, no sale, you're wasting my time. I want ashtrays for my fast food chain which need to be cheap and disposable. Goodbye!”


    It was a lesson that I have never forgotten – I should have asked him first what sort of ashtrays he needed, why was he looking for a new supplier, and how many did he usually buy a year. All of these things would have enabled me to pitch and price the right product to him and get the sale.


    After that we moved to Bali and I eventually set up my own export company. The markets there are full of amazing handicrafts and very cheap tie-dyed sarongs and clothing. It's a place where you can get things made very easily but there were a lot of people doing exports and a very competitive market. I remember taking a whole load of samples to a cruise ship buyer in the US with high hopes of a big order. I showed her the samples but she didn't seem very interested and said that it wouldn't work because they could never match the prices passengers would see the same item for on shore. “I don't suppose you could put them in a little drawstring bag, could you - something that would also hold their keys, pass, and a lipstick?” I went back and sent her some samples and then we did achieve the order I'd dreamed of.


    Key Points: Sometimes you just need to repackage an item to make it work. That buyer knew her customers and she knew her competition. The bags cost pence to make but enabled her to charge a higher price and made it a more suitable item for the ship's boutique store. Is there a way you could repackage your services or products to increase their value and desirability?


    What has been my biggest lesson since setting up Accent Press? I think I'd have to say the value of PR. We have always punched above our weight in getting good coverage for our books because we try to think like journalists. We pitch them a complete story that will give them newsworthy content, which can be hard – just publishing another book is never newsworthy. The other thing is that you can never be certain of the impact of coverage – Elton John shared a post about one of our books to his Facebook fans which resulted in over 7000 clicks on the link, but only a handful of sales. Yet a diet book we published was mentioned in a single paragraph on page 12 of a Scottish newspaper, and we sold 800 copies.


    Key points: Be a total media tart – flaunt what you have, whenever you can, but be professional about it. They love well-prepared copy that contains reliable surveys and statistics. Consider signing up for a news service like Response Source to get leads on what journalists are looking for.


    


    What’s in this book?


    There are so many things to consider before you start running your own business. Business plans, banking, limited companies, branding, and raising finance. All of that is covered in the first book in this series, Million Pound Mum. So if you need to get some more information on business skills or inspiration for your future business, do have a look at that.


    In this book we’re going to look specifically at what you need to know to get an internet business up and running.


    Everyone has different levels of knowledge about the web so in writing this book I am going to assume a few things about you.


    I am going to assume that, like many mums …


    


    
      	You’re curious and willing to ‘turn every day into a school day’. That is my business mantra for any kind of business and it certainly applies to the net. You must be willing to learn and adapt as technology changes.



      	You want to run your own life, even if that means taking some risks.



      	You are looking for a way to make money online without a bricks-and-mortar business. (Although if you want to do both then this book still applies to you.)



      	You’re comfortable using computers, browsing the net, and using e-mail regularly.



      	You’ve done some online shopping and perhaps even sold a few things on eBay or Amazon, even if it was just to get rid of stuff you didn’t want.



      	You’re willing to find out about new technologies.



      	You want to use the web and online technologies to build your own brand, whatever that may be.



      	You’re willing to using social media like Twitter and Facebook to reach potential customers and fans.


    


    If this sounds like you then you probably already realise that the web offers limitless opportunities if you want to grasp them. So let’s get on with finding out how.
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