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IS THIS BOOK FOR RIGHT ME? 

 

This eBook is for business owners who have little knowledge of the internet 

but want to understand how they can use it in their marketing strategies. The 

content includes fundamentals of the internet and marketing. After reading it, 

you should be able to feel comfortable leading projects with this aspect of 

internet marketing. 

 

 

 

 

 

 

Written by 

Phillip Chichoni     

Follow me on Twitter 

@chichonip 

 

Phillip Chichoni is 

strategic business planning 

and development 

consultant who works with 

entrepreneurs and SMEs. 

He is the author of The 

Entrepreneur’s Guide to Starting a Business in Zimbabwe, and Business 

Planning Simplified. He runs Admiral Business systems (Pvt) Ltd, a consulting 

firm which provides one-stop solution centre for entrepreneurs. You may 

contact him on chichonip@smebusinesslink.com 

 

 

While every precaution has been taken in the preparation of this book, the 

publisher and author assume no responsibility for errors or omissions, or for 

damages resulting from the use of the information contained herein. 

This book presents general information about technology and services that 

are constantly changing, and therefore it may contain errors and/or 

information that, while accurate when it was written, may no longer be 

accurate by the time you read it. Please consult a professional before 

undertaking major projects. 
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1. Introduction 

 

Something strange is happening. Traditional ways of marketing don’t work 

anymore, at least not as they used to. The communication and purchasing 

behaviour of consumers and businesses has changed. 

People are getting important information via the internet and increasingly 

interactive mediums such as social networking sites (e.g. Facebook, LinkedIn, 

and Twitter) and mobile messages. 

I work with dozens of small to medium sized business owners, helping them 

plan and develop strategies for growth in this highly competitive business 

environment. What I have realized is that very few of them are taking the 

internet as a serious medium that is relevant to their particular industries. 

In our region, which is in the developing side of the global economy, many 

business owners have been slow in recognizing the internet as important in 

their marketing and to the success of their businesses. Maybe it is because the 

internet has only recently become commonplace and popular, as access to it 

becomes widespread and affordable. 

With any new technology there are those who embrace it immediately, 

those who are more cautious and those who resist it completely. Can you 

believe that there are still some businesses with no website, when a single 

company like IBM owns over a hundred sites and blogs? Some are still only 

relying on static websites, which alone are not very effective as marketing 

tools. It was the same pattern when innovations such as mobile phones and 

computers arrived. 

Research in international markets shows how small businesses, including 

restaurants, gyms, hotels, estate agents, photographers, dentists and even 

farmers have run massively successful internet and social media marketing 

campaigns. When they work they can deliver unparalleled return on 

investment. Here’s what the statistics say: 

“74% of small business owners who were early adopters, and have been using 
social media for years, say it’s helped them close business…” Inc. Magazine.  

“[SMEs] with 100 to 500 followers generated 146% more median monthly leads than 
those with 21 to 100 followers” eMarketer.  

“50% of small businesses say lead generation is the biggest benefit of social 
networking” SocialMediaExaminer.com  
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“Nearly a quarter of SME owners [in the UK] aged 18-21 see social media as an 
essential part of marketing, while less than one in ten over the age of forty shared 

this opinion” WinWeb 

If you don’t develop an effective marketing strategy that embraces the 

modern tools of the internet and social media, you will find your business 

struggling to survive and grow in this interactive world. 

This eBook will help you in developing such a strategy in three simplified 

steps. But first, we need to be clear on what strategy is. 
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2. What is strategy in business? 

 

Strategy is different from vision, mission, goals, priorities, and plans. It is the 
result of choices executives make, on where to play and how to win, to 
maximize long-term value. 

“Where to play” specifies the target market in terms of the customers and 

the needs to be served. The best way to define a target market is highly 

situational. It can be defined in any number of ways, such as by where the 

target customers are (for example, in certain parts of the world or in particular 

parts of town), how they buy (perhaps through specific channels), who they 

are (their particular demographics and other innate characteristics), when they 

buy (for example, on particular occasions), what they buy (for instance, do they 

seek low price or good value or service?), or for whom they buy (themselves, 

friends, family, their company, or their customers). 

For example, we have seen many entrepreneurs setting up airlines. Some 

wanted to fill the gaps that national airlines were failing to fill, while others 

went for the low price, no frills market.  But these models failed because they 

were not strategic. 

One of the best strategically positioned firms now is Southwest Airlines in 

America. Early in its development, Southwest defined its target market to 

include regular bus travellers — people who wanted to get from point A to 

point B in the lowest-cost, most convenient way. In contrast to the industry’s 

hub-and-spoke standard, Southwest’s point-to-point operations and hassle-

free service model comprised a compelling value proposition for people who 

would otherwise choose bus travel. This gave the company a unique growth 

path compared to the traditional airlines. 

 “How to win” spells out the value proposition that will distinguish a 

business in the eyes of its target customers, along with the capabilities that will 

give it an essential advantage in delivering that value proposition. Choices 

must be made because there is at least one way to win in every market, but 

not everyone can win in any given market. With good choices, a business gains 

the right to win in its target markets. The target market, value proposition, and 

capabilities must hang together in a coherent way. 

To “maximize long-term value” means — when there are mutually exclusive 

options — to select those that will give the greatest sustained increase to the 

company’s economic value.  

“Maximizing long-term value” does not mean forgetting about the short 

term. Economic value takes into account growth and profitability, short-term 

and long-term value, and risk as well as reward. 
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In the end, to define the fundamentals of your business strategy, you need 

only to answer three questions: 

1. Who is the target customer? 

2. What is the value proposition to that customer? 

3. What are the essential capabilities needed to deliver that value 

proposition? 

You have to know what you offer, to whom, and why they value it. Without 

clear and coherent answers to these three questions, you may have an exciting 

vision, a compelling mission, clear goals, and an ambitious strategic plan with 

many actions under way, but you won’t have a strategy. 

If you don’t have a strategy, your marketing efforts will be wasted. Your 

communication will be blunt and it will not reach your targeted customers in 

the most effective way possible. With potential customers continuously 

bombarded with myriads of messages, you cannot afford to waste time and 

resources with ineffective marketing. 

So take time to define your strategy, and make it as sharp as possible. It is 

better to satisfy a small targeted market segment than to half-satisfy a big 

market; that is unprofitable and unsustainable.  
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3. Why you need a marketing strategy 
 

Marketing is too important to leave to the marketing people alone. Instead 

the whole company needs to be marketing, with everybody involved.  

Do you have a written marketing plan with clearly defined marketing 

strategies and action plans? Is it working? When did you last revise and update 

it? Does your plan embrace the internet and social media in its arsenal? 

It’s amazing that too many small business owners don’t bother with 

developing marketing plans and strategies. No wonder so many are struggling 

to survive in this highly competitive internet age. Instead of relying solely on 

your intuition and informal processes to make business decisions, you should 

learn to work using facts that enable you to achieve marketing results. 

A marketing strategy allows an organization to concentrate resources on the 

most optimal opportunities with the goal of increasing sales and achieving a 

sustainable competitive advantage.  

As explained in the previous chapter, you have to know precisely what you 

offer, to whom, and why they value it. This is what marketing strategy is about. 

You also need to define your marketing methods. For example, will you 

advertise, use the internet, direct marketing or public relations? 

Let us now look at the steps of developing your internet marketing strategy 

that will grow your business. 
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4. How to develop an effective internet marketing strategy 
 

Strategic planning is an organization's process of defining its strategy, or 

direction, and making decisions on allocating its resources to pursue this 

strategy, including its capital and people. 

Strategy is developed in three steps. These are as follows: 

A) Know where you stand, your current position regarding using the 

internet and its tools in your marketing activities 

B) Define your goals, what you want to achieve using the internet in your 

marketing 

C) Set a plan of action to achieve the desired goals, the tactics that you will 

employ to achieve your results 

 

 

Step 1: Analyzing your current position 
 

How much do you know about the internet’s development? Well, the 

internet has been around in common use for a relatively short period of time. 

Here is a summary of its development: 

 

Development of the internet 

1950s Electronics computers developed 

1960s ARPANET, the predecessor of the internet, developed in the 

US Department of Defence 

1970s Networking of computers developed at various US universities 

1972 Email adapted for Arpanet, with the @symbol to link 

username and address 

1974  Became known as the Internet, a communication network 

1979 Usenet developed, providing a means for sharing news among 

computer networks throughout the world 

1981 Various networks developed by different groups merged, 

creating the Internet 

1982 Simple Mail Transfer Protocol (SMTP) developed 

1983 Domain Name Systems created 

1985 First .COM name registered 

1986 56Kbs backbone of the internet constructed. As the 

commands for e-mail, FTP, and telnet were standardized, it 

became a lot easier for non-technical people to learn to use 
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the nets 

1989 First effort to index internet content 

1991 World Wide Web developed, as a protocol for distributing 

information using hypertext, a system of embedding links in 

text to link to other text 

1992 First commercial internet access and email services offered to 

subscribers (by Delphi) 

1994 Full text search engines created 

1995 Internet became fully commercial, as National Science 

Foundation ended sponsorship of the backbone.  

Amazon.com, online retailer launched, as well as eBay and 

Craigslist classified advertisement 

1996 Hotmail, free web-based email launched 

First mobile phone with internet connectivity, the Nokia 9000 

Communicator  

1998 Microsoft launched Windows 98, signalling Bill Gates’ 

determination to capitalize on the growth of the internet. 

Google search launched. PayPal internet payment system 

1999 Wireless networking created (IEEE_802.11) 

2000 Dotcom bubble bursts 

2001 Wikipedia, free the free encyclopedia launched 

2003 MySpace, first social networking site, Skype Internet voice 

calls  

2004 Facebook, social networking site,  launched 

2005 YouTube, Google Earth 

2006 Twitter micro blogging site 

2007 Wiki leaks, Google streetview 

2009 Bing search engine 

2011 Google + social networking site,  

 

The Internet developed first in the United States, moved into Europe in 

1988, Australia in 1989. Japan also connected in 1989. Africa joined in 1995, 

starting in Uganda with its InfoMail. In 1996, USAID funded the Leland project 

to develop full internet connectivity in Africa. 

In 2012 development continues rapidly, with undersea and land optic fibre 

cables, as well as mobile networks enabling 3G and 4G, which means more 

rapid internet communication in Africa.  
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Research shows that 22 percent of the earth’s population were surfing the 

net regularly in 2011, with 1.1 billion people having access to the internet 

through dedicated devices

The graph below shows the usage of internet globa
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How other companies are

 

Some common questions

should I have a website?"; "What use is the Internet to my business?

"How do you grow using the Net?

business, your values and your customers.

Here are the ways that BUSINESS is using the internet:

 

1) To Advertise: Advertising on the World Wide Web is quite different to 

traditional media. It is interactive, providing an informative and educational 

experience for the visitor. When people visit your pages, they 

the site via a link that explains the nature of the content they can expect to 

find, so they won't be 

2) To Communicate: To maximize

understand its benefits, and how you can harness the

incorporate them within your Internet business strategy. You could 

establish an e-mail list to which interested people can subscribe and get 
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other companies are are using the internet? 

common questions that companies not on the Net ask include: “

should I have a website?"; "What use is the Internet to my business?

"How do you grow using the Net?” The actual answers depend on your type of 

business, your values and your customers. 
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experience for the visitor. When people visit your pages, they 

the site via a link that explains the nature of the content they can expect to 
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incorporate them within your Internet business strategy. You could 

mail list to which interested people can subscribe and get 
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The actual answers depend on your type of 
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the site via a link that explains the nature of the content they can expect to 
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regular product or service updates, newsletters or promotions. You can use 

a Web site to generate interest and create awareness of both your 

Company and Products. 

3) To Entertain: Browsing and surfing can be leisure pursuits. The playful side 

of the Internet makes it into an advertising medium, to generate sales and 

to establish and help reinforce a brand name. So there is scope for games 

and cartoons, for video clips and eye-candy, for competitions, lotteries and 

treasure hunts. 

4) To Inform: Why provide information? Academics can establish themselves, 

their departments and institutes as centres of excellence - and then sell 

consultancy services, products, technology. The same applies to individuals, 

sole traders and SMEs, for whom getting publicity and contacts can be a 

major difficulty. For large well established companies, an altruistic site that 

provides useful information can be seen as PR. 

5) To Publish: The major newspapers publish on a daily basis on the Web. Not 

only are they developing and expanding their sites, they are also attracting 

digital advertising from major industrial manufacturers and suppliers of 

goods and services. For small magazines, there are definite gains. The 

medium is different - they can operate far more cost effectively, and reduce 

waste of unsold back copies. Distribution becomes far quicker.  

6) To Recruit: Numerous recruitment agencies are beginning to employ the 

Web as a source for not only potential candidates but also for corporate 

employers to register vacancies.  

7) To Research: A prime reason for connecting to the Internet is that it offers 

rich resources for research. Research is not just for academics. It can be 

used to find financial results, technologies, solutions, suppliers and experts. 

It can suggest new product areas, new markets. It can produce new 

business alliances and partnerships. You can also use pages to conduct 

surveys and market research. The material you publish defines the readers 

you get. If you ask them some questions (but without scaring them off), you 

can record that data that might be expensive and difficult to collect by 

conventional means. 

8) To Sell: As online transactions become more accepted, companies are using 

the Internet to sell their products directly. Anything that is sold by mail 

order could equally be sold on the Internet. Electronic money transfers, 

credit and debit cards all reduce transaction costs, with physical products 

being delivered by courier. 

9) To Support:  You can place help files on your website, so people can find 

answers to frequently asked questions. Other questions can be sent to you 

through a question form and the answer emailed direct to the inquirer. 
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Discussion can be set on your pages, to air problems and share the 

solutions. 

10) To Train: The Internet provides a new medium for interactive training 

and long distance learning. For organizations that are geographically spread 

out, or have many subsidiary or associate companies, nationally or 

internationally, the Internet offers a cost effective concept for education 

without wasting resources in terms of time and money. 

11) Save on literature costs Providing the information online reduces the 

need to print and mail product literature, thereby resulting in significant 

cost reductions. 

 
You now know how the internet is being used. So the questions you will 

need to answer in your strategic analysis are:  

 

• What is the real value of the Internet to our business? 
•  Can it reduce our expenses; generate new business; help develop new 

business opportunities; and improve operations?  
• Will having a website answer my business needs? 
•  Can it provide customers awareness of my products and services; offer 

ready information and support; extend my trading hours capability; expand 

my markets; increase my income; and, ensure private and secure 

communication between me, my staff and my best customers?  
• How do our customers find product information? Do they access the 

internet? If so, how? 
• What are our competitors doing in terms of using the internet? What can 

we copy and what can we improve on? 
• How can we use the internet to beat the competition? 

 
When you have got your answers, you can go on to Step 2 of the strategic 

planning process. 

 
 Step 2: Define your goals 
 

Now that you know what the internet can do, how your customers use it 

and what your competitors are doing, it is time to set goals for your internet 

strategy. 

Set goals that are clear and SMART; that are Specific, Measurable, 

Attainable, Realistic and Time-bound. 
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Know exactly what you want to achieve through your internet marketing 

strategy in terms of the following: 

a) Getting more customers or increasing market share 

b) Improving the business’ visibility and company image 

c) Attracting new market segments 

d) Improving customer relationships, interactions and feedback 

collection 

e) Improving the customer experience 

f) Offering information and support 

g) Reducing expenses 

h) Improving your revenues and profit 

i) Getting insights on customers’ behaviours and buying habits 

j) Keeping in sight of popular trends and changes in the market 

k) Getting ahead of the competition 

 

 
Step 3: Set a plan of action 
 

Strategy and tactics are inseparable. You can’t design a strategy without 

deep, firsthand knowledge of the tactics you’ll be using, and tactics are aimless 

without a strategy to guide them. We have seen how the internet can be used 

for business and we know what we want to achieve. Now it’s time to start 

thinking of the internet and its tools as parts of your whole marketing mix. 

If you’ve been doing other kinds of marketing for your business, you’ll have 

some understanding of your “brand” and positioning in your market. This is 

your vision, and your internet strategy should fit with your established identity. 

But don’t let the dead hand of history limit the new ideas you’re willing to try 

out or the risks you’re willing to take. One of the worst mistakes a new internet 

marketer will make is to apply the same strategies from the offline broadcast 

world to the Web. 

 

Starting point: your business website 

Do you have a website for your business? I found that a large number of 

SME businesses do not have websites mainly because the owners are not 

aware of the benefits of having one. Contrary to past trends when it cost an 

arm and a leg to have a website, you can have one developed at an affordable 

fee. My team at Admiral Business Systems can set up a professional website 

for you for less than US$200. 

The most important thing to remember when instructing your web 

developer is that it must meet your overall strategy. Most designers are not 
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marketers. So you should clearly let the designer know what exactly you want 

to achieve with the website, as per the goals you have set above. Sometimes 

you will have to provide your own pictures and graphics that reflect your 

brand. 

Static, brochure-like Websites are out of fashion, because the following 

exciting tools can be included on your website: 

• Video uploads 

• Audio uploads 

• Blogs 

• Newsletters 

• Data sharing with Social media, such as Facebook, Twitter, LinkedIn, 

YouTube, etc 

• Discussion forums 

 

Website content 

You will need to create the content that goes onto your web pages. The 

common layout consists of the following pages: 

• Home (the customer landing page) 

• About Us 

• Our products 

• Our services 

• Picture gallery 

• Contact us 

Of course you can add as many pages as you want, depending on the type of 

your business and your strategy. 

The most important page is the one visitors go to after landing on your 

Home page: the About Us page. This is the page that tells potential customers 

whether or not you are the right choice for them.  

Most websites say what the business does, how great their products and 

how good / experienced / customer oriented their people are. But this 

approach says nothing to make customers choose you. 

To make an impact, start with customer needs. Forget what you do. 

Customers don't care about what you do; they care about what they receive: 

solutions and benefits. 

So what do potential customers want to know? At a basic level, first-time 

visitors want to know you own a real business with real capabilities. What 

questions do customers typically ask during sales calls? What information 

tends to seal a deal or win over a hesitant customer? 



How to develop an Internet marketing strategy to grow your business 
 

 

16           smebusinesslink.com 
     

Many About Us pages are filled with words like visionary, outstanding, 

disruptive, excellent, world-class, cutting edge... 

If your business really is outstanding, give me facts: I'll decide if you're 

outstanding. If your business really is visionary, tell me about cool products 

you've developed: I'll decide if they're visionary. 

And if you're a new business and don't have facts and figures, don't make 

them up. Describe what your business hopes to achieve and how you plan to 

achieve it. Give me the chance to decide if I want to jump on board with you. 

Never try to be something you're not. Check out a few About Us pages: 

Generally speaking, the smaller the business the "fluffier" the content. 

Fluff is boring. Honesty is compelling. Be who you really are and make that 

your advantage. 

If you're a start-up, own it. If you're bootstrapping, own it. Start-ups are 

cool, and so is bootstrapping. Describe how new clients will benefit from the 

fact you're new or small: You can put more focus on individual customers, you 

can provide shorter lead times, you'll take relatively small orders so you can 

prove yourself in a new market, etc. 

Speaking of being who you are... 

Use real photos. Always use photos of real people and places. If you can't, 

don't use any photos. And don't let your Web designer convince you to use 

stock photos in order to add visual appeal to the page. We're all experts at 

spotting stock photos. 

 

Customer interaction 

Tactics are needed to deal with customer interaction. What will a customer 

do if she is interested in your product? You normally put details of your people 

so potential customers can call or email. Some businesses put a Contact form, 

where visitors can fill in their details, including email address, phone number 

and the nature of their inquiry. The form is automatically submitted to your 

email address when a customer completes it. 

Have someone dedicated to answering these inquiries all the time. If replies 

take long, customers lose interest and may go elsewhere. 

You might also include a form for subscribing to your newsletter or joining 

your mailing list so as to receive product updates and promotions. 

 

Social media 

One important aspect of the internet you cannot afford to ignore is social 

media. This consists of social networking sites, such as Facebook, Twitter, 

LinkedIn and YouTube. Because of its reach and the way millions of people 
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access it regularly, many businesses are now engaging customers on social 

media. 

You need to set action plans of how you will engage customers on social 

media and who will be responsible.  

 

Measurement 

A useful utility that the internet has, which traditional media does not, is the 

ability to measure the impact of your marketing tactics. Your website can 

record the number of visitors to your site, which pages they visited and so on. 

So you can measure how effective marketing campaigns are working. You can 

also measure conversions rates of visitors to actual buyers. 

To keep track of your marketing results, you should regularly analyze these 

vital statistics and adjust your tactics where necessary. The trick to growing 

your business is to do more of what works and change or ditch what doesn’t 

work. 

Keep your website updated 

Your website should be updated regularly. Inform visitors about changes at 

your business, staff and products offering. 

To make it even more exciting, add news of interesting activities happening 

at your firm and in your industry.  

Whenever you land major customers, add expertise and capabilities, enter 

new markets, open new locations, etc., update your website right away. 

It is important to assign the updating task to a responsible person to avoid 

this important activity being overlooked.  

 

Review your strategy 

The internet world is dynamic. Changes are happening all the time such that 

you need to ensure that your strategy reflects the latest trends, or you will be 

left behind.  

A quarterly review of your strategy and tactics should suffice, unless there 

are major sudden changes that affect it. 

The team at BusinessLink is continuously scanning the internet and social 

media world for new trends, behaviors and effectiveness of strategies. 

Combined with our wealth of experience in dealing with entrepreneurs and 

SME owners since 2007, we are able to assist you fine tune and perfect not 

only your internet marketing strategy, but your overall marketing and business 

strategies to enable you to accelerate your growth. 
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Visit our website http://smebusinesslink.com for more insights, resources 

and opportunities to accelerate your growth. 

You can also subscribe to our weekly newsletter at the same site. Please feel 

free to forward this eBook o your friends and associates who may benefit from 

this information.  

 

 

Best wishes in your business 

 

Phillip Chichoni 
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