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 The Internet is for the dough 
not just for the show! 

 
 

Your website is to be a place … 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Your website draws customers … 
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Web sales can be a form of … 
 
 

Web customer  Non-web customer 

$67,000 
 

Income 
 

$51,000 

$256 
 

Offline spending monthly 
 

$203 

$92 
 

Online spending monthly 
 

$0 

60% 
 

High-speed 
 

44% 

43 
 

Age 
 

46 

 
 
In-store customers who shop online spend           annually 
more than in-store-only customers. 
 
 
 
Over           of store shoppers want to research a purchase 
online. 
 
 
 
Income range of $75,000 – $100,000 is           more likely 
to shop online first. 
 
 
 
For ages 35 – 44,           more likely to purchase item if 
previously seen on store website. 
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Customers are more … 
 

 
 
You can both                         and                          on the same website. 
 
 
 
It is not always the                         that wins on the Internet. 
 
 
 
Find  
 
 
 
Navigate  
 
 
 
wordtracker.com – find the words 
 
 
 
Google ad words – buy the words 
 
 
 
seventwentyfour.com – word service and link scanner 
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Product availability  
 
 
 
 
Customer service   
 
 
 
 
Websites are always a … 
 
 
 
 
Navigation bars 
 
 
 
 
Web designer  
 
 
 
 
Webmaster  
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Just like the physical store – if the site always looks … 
 
 
 
 
 
 
 
You can direct people … 
 
 
 
 
 
 
 
Many more can find it … 
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Engage them with your site with … 
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Just like the physical site, you need reminders 
 
 
 
 
 
 
 
loyalrewards.com 
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Select your shopping … 
 
 
 
 
1shoppingcart.com 
 
 
 
 
http://smallbusiness.yahoo.com/merchant 
 
 
 
 
kickstartcart.com 
 
 
 
 
liveperson.com 
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Go for the … 
 
 
 
Shops          times more likely online than the average 
online shopper 
 
 
 
Shops         % more frequently in the store 
 
 
 
Shops         % more frequently in the catalog 
 
 
 

Tri-channel failures 
 
 
 
 1. 
 
 2. 
 
 3. 
 
 4. 
 
 5. 
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As an existing business: 
 
 
 
Promote … 
 
 
 
Promote your … 
 
 
 
Respond to those who … 
 
 
 
Have your phone, a map, hours … 
 
 
 

Our advantages: 
 
 
 
Already have chosen … 
 
 
 
Already have your … 
 
 
 
Already have established procedures … 
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Already have established customers … 
 
 
 
Already have a known … 
 
 
 
Already have phone … 
 
 
 
We have lower customer … 
 
 
 
We have higher … 
 
 
 
         % of online retailers … 
 
 
 
We can increase our share … 
 
 
 
Our strong relationship … 
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Resources Order Form 
Today's prices reflect a 20-percent savings off regular prices! 

 

 

 
Filled with 251 strategies 
for increasing business 
with retailers. Also a 
great read for retailers. 

 
$15 

 

 

  

 

 
Create and see each of 
your next 12 financial 
statements (includes a 
disk for computer 
installation). 

 
$25 

 

 

 

 
 

Ideas Book #1 

 
Advertising and 
promotion ideas that 
have been proven to 
work at little or no cost.  

 
$8 
 

 

  

 
 

Ideas Book #3 

 
Advertising and promotion 
ideas that have been 
proven to work at little or 
no cost.  

 
$8 
 

 

 

 
 

Ideas Book #2 

 
Business-building and 
managing ideas to 
increase profits and 
reduce expenses. 

 
$8 
 

 

  

 
 

Ideas Book #4 

 
Business-building and 
managing ideas to 
increase profits and 
reduce expenses. 
  

 
$8 
 

 

 

 

 
A collection of 50 of the best 
of Tom Shay’s columns from 
65+ trade journals and 
magazines. (PDF format on 
CD) 

 
$15 

 

 

  

 

 
A second collection of 50 
of the best of Tom Shay’s 
columns from 65+ trade 
journals and magazines. 
(PDF format on CD) 

 
$15 

 

 

 

 

 

29 posters providing 
inspiration, education 
and motivation.  

 
$15 

 

 

  

 

 

This deck of cards creates 
an interactive event for 
employees to learn how to 
work better with 
customers. 

 
$15 

 

 

AMP 

 
Calculator 

 
Make your annual 
advertising, marketing 
and promotional plans – 
guaranteed to keep you 
on budget and on task! 

 
$30 

 

 

  

 

 
Screen savers for your PC 
containing photos of store 
displays and the best 
ideas from the Power 
Promoting books. 

 
$15 

 

 

VALUE PACKAGE 
 
 
 
 
 
 

 

Get the complete 12-piece set of Profits+Plus Tools which includes: 
 

EZ Cashflow™ How to become the Powers Posters Collection 

All 4 Idea Books   Preferred Vendor Power Promoting PC 

Big Deal Cards What Does Tom Say? Screen Savors 

AMP Calculator What else Tom Say?   

 
$175 

 

 
 

EACH ITEM SOLD WITH A GUARANTEE TO MAKE YOU MONEY! 

Name: Business Name: 

Address: City, State, Zip: 

Phone #: e-mail Address: 

Credit Card #: Expiration date: 

Signature: Today’s Date: 

Please send me the monthly e-retailer via 
e-mail FREE! 
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Click-and-mortar 
retailing 
 
By Tom Shay 
 

SOUND ADVICE FOR BUSINESS 

BONUS ARTICLE 

Only if you make a point to refuse to read 
the financial newspapers or the business 
section of a local or national newspaper 
would you be reading for the first time 
that many of the products in this industry 
are being sold via the Internet. There are 
companies whose sole purpose is to sell 
many of the same items that you are 
selling with the promise of having fast 
delivery, no need to drive to the store or 
endure uneducated employees. Worse 
yet, there are many customers who will 
come to your store, pretending to be a 
customer, to look at samples before 
placing an order with the online store. 
 
Every day there are new businesses in the
Internet market selling other products. 
These businesses think the online 
business is so lucrative that they are 
adding your same products to their 
product line. If they are not there already,
how soon should we expect to see your 
products on amazon.com? It is as simple 
as "click and select, click and pay."  If this
is how the situation truly is, will it be only 
a matter of time before every traditional 
storefront retailer has closed his or her 
doors permanently? 
 
Granted, there will be items you sell that 
a consumer may not be willing to order 
for delivery from an Internet firm; but the
few items that would be left would be 
easily available from a mass merchant.   
 

For most retailers reading this column, 
this scenario is not true. And for those 
retailers whose stores would fulfill this 
prophecy, the world of retailing will be 
better off when they do close as they 
give a bad name to retailing; and their 
poor customer service, combined with 
their poorly merchandised and operated 
stores, drive customers all the more 
quickly to the Internet. 
 
Does this mean the opposite is true— 
that retailers can ignore the Internet, 
expecting that the price-shopping 
customer (the one we really don't care 
about), is the only one going to shop  
the businesses of the Internet? 
 
The answer is “no.” The answer for the 
retailer who has been a "brick-and 
mortar" retailer for many years is that 
there is room to become a more 
successful retailer by becoming a "click 
and-mortar" retailer. Statistics continue 
to show that customers who shop your 
website and your physical store actually 
spend more money. You may be the 
retailer who struggles to understand the
Internet or even a computer, but this 
does not mean you need to be left out. 
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Click-and-mortar 
retailing (continued)   

By Tom Shay 

 

If your employees do not know 
customers on a first-name basis, or if 
the only way a customer sees a 
product is by way of the 
manufacturer's display, then there is 
little difference between you and the 
competition. And with little difference 
between you and the other retailers, 
price and the ability to stay at home to 
order on the Internet from an unknown 
store can come into play. 
 
Still, what can you do with the 
Internet? Your store of the "dot-com" 
world starts with creating a website 
that is informative and sells 
merchandise. In my experience, if  you 
are being quoted thousands and 
thousands of dollars to create your 
website, you need to take another look 
at the complexity of your website and 
then look for someone else to build the 
website.   
 
The cost for a beginning website can be
less than the cost of a newspaper 
display ad. It can start with a few 
pages showing photos of the various 
product lines you carry. From this start 
you can progress to having a toll-free 
order line, a "shopping cart" page for 
customers to buy products online, and 
even an electronic newsletter. There 
are several online services for which 
you need only provide the electronic 
photo and product description to put 
your store online. 
 

Let's first spend a few minutes in your 
store.  Many years ago, J.C. Penney 
was quoted, "There will always be room 
in the marketplace for a business that 
provides the personal interaction and 
product knowledge; but if you try to get 
into the game with us, we will crush 
you." 
 
Granted, when he said this, he was 
talking about his type of store and your 
ability to provide that personal service. 
The category killer—big-box stores—
had not yet been invented. Neither had 
the Internet. 
 
When the customer walks into your 
store, is there a very noticeable 
difference in the way you display 
merchandise, the way people can see 
the various combinations of the 
products you sell, knowledge about the 
products you sell, and what the other 
stores offer customers?  Undoubtedly, 
you have read many articles 
emphasizing customer service and a 
customer-friendly store. Does the 
customer see that you have a website 
and that you are inviting them to shop 
on your website? Again, research shows 
that higher-income customers spend 
more when they can see the item on 
your site first. The need for businesses 
to address all of these issues today has 
never been more crucial. 

SOUND ADVICE FOR BUSINESS 

BONUS ARTICLE 
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Click-and-mortar 
retailing (continued)   
 
By Tom Shay 
 

In addition to gathering names and 
addresses, you should expect that the 
website-hosting company is providing 
you with a service that will tell you 
about the people visiting your site. You 
will see where the site visitors live, 
what they were looking for, how long 
they visited your site, and other bits of 
personal information that allow you to 
continually fine-tune your site. 
 
The progressive retailer is creating an 
electronic newsletter and a print 
newsletter, which are both sent to 
customers each month. Why would any 
customer shop elsewhere? If customers
live near your store, they might want 
to visit your store in person after 
finding you on the Internet so they can 
see, touch, and smell the plants you 
sell. If customers do not live near your 
store, they can still buy because they 
can see detailed pictures of the 
products on your website. 
 
You may be a small-town business that 
has existed in the same brick-and 
mortar building for the past 50 years; 
now you have a branch store on the 
Internet.   
 
Your store can become one of the 
leaders in the coming generation of 
"click-and-mortar" retailers. 
 

With a website, you can draw 
customers from around the community 
and around the world; but if you have 
visions of these sales, you must have 
several things. First is to have products 
on the website that the vast majority of 
retailers do not stock. The second is the 
right "keywords" on your website, and 
the third is information about the 
customers who have been buying these 
products from you. Of course, the 
customers from around your community
are easier to drive to your website 
because they already know your name 
and reputation. 
 
A brief explanation of "keywords." 
These are the "lighthouses" of the 
Internet that show Internet surfers how 
to find you. The ability to create these 
"lighthouse" words should be a vital skill
of the person or company selected to 
maintain your website. You will know if 
you have chosen the right person when 
you go looking on the Internet for the 
products you are selling, and your store 
is among the first 10 website locations.  
Of course, if you sell a wide variety of 
products, you will want to establish 
"lighthouses" for each category of 
products. 
 
The list of potential customers is 
important because it allows you to 
assist customers to more easily shop 
your store—whether in person or 
through the Internet.   
 

SOUND ADVICE FOR BUSINESS 

BONUS ARTICLE 


