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Plan Your Internet Success! 

To succeed on the Net you must have: 

- A Plan of Action 

- Common Sense 

- Persistence 

- Discipline 

 

This document is free for individual use only 

Manuscript available for free at www.planyourinternetsuccess.com 

 

Preface 

Being passionate about the Internet for a good 15 years now, and the revolution that 
it brought along, Iôve come across a great number of books, reports, e-books, 
lessons, lectures, seminars, etc. that have all claimed to be the last thing youôll need 
to learn about successfully making money online. No matter how good it sounds, 
when I read the caption on the back of the book or review the Table of Contents or 
list of seminar topics, inevitably, these books end up in a place where they will be 
forgotten. And the reasons are simple: theyôre too long, too vague, outdated, or 
simply stupid; and often, all of the above.  

Iôve also seen these web sites created by pseudo Internet gurus who claim to 
deliver instant glories once you purchase their e-book for $9.99. Often, the home 
page displays this authorôs Ferrari or Porsche and an amazing house in the 
background.  And, more recently, they incorporate a YouTube video with this 
enthusiastic guy explaining how heôs going to tell you all his secrets foré you 
guessed ité $9.99. Of all the garbage that Iôve seen on the Net (and thereôs a lot of 
it), this is the thing that makes me mad, because this collection of easily attainable 
information from a simple search on the Net is nothing more than abusing people's 
naïveté and hopes, which result in bitter disappointment. By the way it does not stop 
at $9.99, since the gurus will probably try to up-sell you with all kinds of junk in the 
form of software that is often available for free).  

As a result, I've had the desire to write a free ñHow Toò e-book designed to help 
folks who want to make a few dollars on the Net put together a plan of action for 
success (or at the very minimum have a chance to succeed). Iôve put this idea on 
the backburner for quite some time and grinding my teeth each time I come across 
one of those silly e-books mentioned above. However, these days, with the 
economy slowing down and people struggling even more to make ends meet, I 
decided that the time was right.  
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I looked around at what is available to find the right format and came across 
something called, ñThe Marketing Helper.ò  It's a huge collection of articles that offer 
advice on pretty much anything and everything (the ultimate collection of Internet 
marketing information). Incidentally, the publishers also try to up-sell you on 
additional services by sending you offers and getting some payout when someone 
clicks on the ads or take some kind of action. However, this collection of articles is 
unbelievably long (all combined it probably would fill a 500+ page e-book), and this 
is exactly what I was trying to avoid.  Reviewing it, I also realized that it would be 
good to offer something that is organized in stages, starting from the idea of an 
online business to and development, all the way to profitability. As such, a 
sequential version of how to become successful on the Net, starting with a simple 
introduction and getting to more complex development stages with milestones, 
would be ideal.  

With that in mind, I set out to write two volumes of what I call ñPlan Your Internet 
Success!ò that contain the basic information to set up a business online in Volume 1, 
along with another manuscript (Volume 2) in the form of a work-book to solve their 
own their own, and often unique, situation, and make their business profitable.  

The result of this undertaking is what I offer in the following pages, and that 
represents the first installment of the two-volume series.   

This e-book is FREE to use (feels good writing that) for anyone who downloads it, 
but under absolutely no circumstances is it for sale by anyone.  And to eliminate any 
possibility that this document could be used for profit, I decided to make it available 
in PDF form and restrict its use to one person per copy. If you want to share this 
document with someone else, there is not much I can do about it but I will not 
provide any support. Instead, I would rather you send it to those whom you think 
may be interested to the registration link and let them download it themselves.  

The Web page to do this is ñhttp://www.planyourinternetsuccess.comò and the 
registration is very basic. 

 

And now for the plané 

Note: For those who are curious about the decision to create two volumes, here the reasons.  
Volume 1 includes all the basic elements (learning, resources and action) that anyone must do to 
be successful.  Volume 2 includes techniques for achieving certain goals using my experience and 
my choices for accomplishing this.  And, while I am confident that my methods work, it is based on 
my personal preferences and choices for the products and services that I offer.  As a result, while 
Volume 2 explains what could work for anyone, it is based on a very specific set of circumstances 
that may not apply perfectly to someone elseôs needs since this person may be facing a very 
different sets of circumstances as far as product, service, goals, limitations, etc. As a result, Volume 
2 also is offered along with online Live sessions that include discussions on every individual need, 
but based in a group discussion where information and experience can be shared.  
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Overview of the Manuscript and Organization 

 

1. Find a Niche or Area of Business Where an Opportunity  

  Exists 

2. Search for Keywords 

3. Research your Competition and Learn 

4. Pass your First Test  

 

 

5. Choose your Domain Name 

6. Design and Create a Web Site 

7. Content for Web Sites 

8. Select an ISP  

 

 

9. Optimize your Web Site 

10. Press Releases 

11. How to Use Social Media 

12. How to Use eZines and Blogs 

13. Paid and Free Listings  
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14. Advertising and AdWords 

14A. Complement for AdWords - Critical Notes 

15. Classified Ads 

16. Banner Ads 

17. Links Exchange 

18. FFAs 

 

 

 

19. How to Put it All Together 

20. Create Affiliate Accounts 

21. The Beauty and Pitfalls of Arbitrage 

22. The Search for Advertisers and Higher Payout 

22. Lead Generation 

 

 

 

 

Additional Resources 

 

 

  

 

 

 



 

Manuscript available for free at: Copyright Jean Maurice Touboul 
www.planyourinternetsuccess.com  July 2009 

6 

 

Congratulations ï Youôve Finished! 

Whatôs Next? 

 

 

 

 

 

For additional information on this Volume or Volume 2, e-mail me at 
jeanmaurice@planyourinternetsuccess.com or call me at 561-306-8300. I am 
always happy to provide free advice, as long as it is within reason. 
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Plan Your Internet Success! Volume 1 establishes the basic steps that any 
Internet entrepreneur must take to ensure that his or her vision will succeed. The 
idea behind this plan also is to make this manuscript a ñliving documentò, and as 
new steps, ideas, and resources are added, to send them in the form of updates to 
all registered users (that is also why it is critical for you to download this manuscript 
individually and not pass it on or share it).   

Furthermore, this manuscript is divided in parts and sections, with each section 
serving as a continuation of the previous one and each part constituting a new topic. 
Furthermore, each section explains specific steps that are needed and explores the 
area of business discussed, along with resources that will help the user search for 
applications and solutions that are of direct use to them. 

Finally, this volume is designed to help most anyone start an online business. It 
covers basic information, like finding a vertical where you want to be, to creating a 
Web site/business to launching your business. It will explore various opportunities 
for promoting and advertising your business, and explain how to put it all together to 
create the right conditions for your business to generate revenues. 
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Part 1 includes the following sections: 

1. Find an Area of Business Where an Opportunity Exists and 
Define your Niche 

2. Search for Keywords 

3. Research your Competition and Learn 

4. Pass your First Test  

1. Find an Area of Business where an Opportunity Exists and Define your 
Niche 

The first thing that we will be looking at is the type of business you should be doing.   

This is an area where many gurus claim to have the secret to make a lot of money 
very fast (even when you are asleep or when youôre on vacation in Bermuda).  
However, if they know something you or I do not, I would be very surprised.  
Furthermore, why would anyone who knows the secret to getting rich fast sell it to 
you or me for $9.99 or even $999? In pure business terms, selling something worth 
millions for a mere $9.99 makes absolutely no sense whatsoever. 

Bottom line: to succeed you must do some work and come up with an idea for a 
business in which you are interested.  Hopefully, it will be original but, more 
importantly, something that you want to do because you care about it, not simply 
because someone told you that you can make money doing it. Iôve been around for 
many years and Iôve been an entrepreneur most of my life, but I have never come 
across something that was easy and allowed me to make money doing nothing.   
Business is not being on vacation in the Bermudaéitôs hard work and you need to 
be prepared for that reality. 

Whatever you do, do not spend your money buying some ñget rich quickò scheme. 
Doing this is like going to Vegas with lots of bells and whistles with only one 
outcome: you will lose your money (and Iôm not sure youôll even get bells and 
whistles with gurus)! 
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The reality is that there are hundreds of opportunities in this world at any given time.  
A good example of this is real estate, where agents get lots of leads when the 
economy is booming and people are on a buying spree for houses; meaning theyôll 
need a realtor, financing, insurance, trade workers for remodeling, etc.  In a down 
economy, these same people will be looking to re-finance, and will be in need of 
cheaper insurance, as well as assistance with foreclosures, while others will look to 
buy foreclosures because they are better off.  In short, it's all a matter of timing and 
intuition, as well as what you will see me mention many times in this publication: 
ñcommon sense.ò 

These areas of business are called verticals and to help you explore and find a 
vertical you may like, professionally speaking. I listed some resources below. 

Resources:  

http://www.ryze.com/ 

http://www.cre8asiteforums.com/ 

http://www.lib.washington.edu/subject/Communications/business/gen.htm 

http://www.hoovers.com/free/ 

http://www.ryze.com/postaddprocess.php 

http://www.alibaba.com/ 

http://www.angeldeals.com/ 

http://www.atomz.com/ 

http://www.caycon.com/resources.php 

http://buyusa.com/page/my_gtn/splash.asp 

http://www.corptech.com/ 

http://www.harte-hanks.com/cgi-bin/inetcgi/hh/index.jsp 

http://www.jayde.com/ 

 

I suggest that you look at what kind of businesses are being launched or simply 
discussed. Trends come and go, and some are very quick to go, so you want to be 
careful about not getting sucked into something that will fizzle tomorrow. But more 
importantly, find something that you feel comfortable with. Donôt get involved in 
areas that are of no interest to you or that you would not want to be involved in 
simply because someone tells you that there is a lot of money to be made. Believe 
me, no matter how good it sounds, it is never easy, especially if you do not know the 
business. 

  

http://www.cre8asiteforums.com/
http://www.harte-hanks.com/cgi-bin/inetcgi/hh/index.jsp
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Once youôve done your research and found something that youôd like to pursue, drill 
down to the very specifics of this business. Go online and into chat rooms specific to 
your industry. Listen to what people are saying in the chat rooms and talk to those 
who have been working in your particular industry.  Learn from the failure of these 
people and, as much as you can, learn from the success stories that you will read. 

When you are satisfied that youôve found something youôd like to get involved in, try 
to find a unique angle, a very personal way to target the audience that you are 
going after.  In other words, try to find a core (niche) audience within this vertical 
and find a product or service that matches their expectations.  

For example, letôs say that you want to generate leads for car dealers. Thatôs a 
business idea that has its merits, but defining what kind of cars would be even 
better. For example, would you want to have leads of people who are looking for 
SUVs, minivans, full-size cars or sports cars?  Those are all very different 
demographic targets and trying to catch them all under one lead generating 
document would be very difficult.  As a result, I suggest that you look for a core 
audience (or niche), where there is more potential.   

These niches are much more specialized and targeted and, as such, limited; 
something that will result in fewer leads (for example, if, at any moment, 1000 
people are shopping for a car, probably fewer than 10 percent, or under 100 people, 
would be looking to buy a sports car ï if you were targeting sports cars shoppers, 
your potential for prospects would be only that number of buyers).  However, 
targeting a niche market has tremendous advantages, especially on the Internet. It 
allows you to be very specific when you are creating advertisement or landing page 
for your Web site.   

In other words, marketing a service or product to a niche audience can be a lot 
more cost efficient than targeting a broad audience.  

Furthermore, the Internet allows you to create a multitude of pages and campaigns, 
each targeted at a specific niche, and, as a result, you could simultaneously or over 
time develop multiple niches within the same vertical.   

What is important when developing different niches is to test them to get a ñfeelò for 
what works and what doesnôt. Based on the results of these tests, you would then 
increase marketing efforts or not, and move on to another niche market. 

Keep in mind that the Internet is like a gigantic mall, where you can open 
specialized shops in record time and with minimum investment. So my question is 
ñWhy not do exactly that?ò  One note of caution, educate yourself on the niche you 
go after and never spend too much money developing your Web site or marketing it. 
However, and again, above all, don't try to sell something you donôt know anything 
about or you donôt care for. Donôt try to sell vitamins if you don't care about vitamins 
or know nothing about them. I guarantee that your chances of success would be 
extremely limited. 
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2. Search for Keywords 

Assuming that you have located an area of business that youôd like to pursue, the 
next step (before doing anything ï forget domain name or Web site style and 
background color) is to make sure that there is a market on the Internet for this 
business.  

There are three very distinct reasons for looking at keywords to decide if your 
choice is a good one and how to explore related opportunities and potential 
difficulty. 

1) Use keyword searches to gauge the number of searches that were conducted 
daily, weekly, monthly, etc.  

This is done for obvious reasons, since it will allow you to estimate how many 
people are interested in the keywords or key terms associated with your business.  
You obviously do not want to build a business around keywords (and by that I mean 
product and/or services) that nobody is looking for on the Net.   

Alternatively, never let a keyword popularity dictate the kind of business you should 
be in. For example, would you want to create an X-rated or sex Web site simply 
because this is one of the most commonly searched keywords on the Internet. 

Your objective is to look for keywords that fit your business and make sure that the 
number of searches is solid. 

2) Look for keywords that are very popular and that can relate in some fashion to 
your own business. 

Here is a ñliveò example of why you should not let a keyword or key term dictate the 
type of business you want: As I am writing this manuscript, I looked at AOL for its 
most searched terms (they call it ñHot Termsò at http://hot.aol.com/) and I came up 
with the following: 

John Hughes 

Steven Tyler 

Rielle Hunter 

'So You Think You Can Dance' 

Sharon Stone 

Hugh Hefner 

Anna Paquin 

Rihanna 

'G.I. Joe' 

Unemployment 
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Most of those are related to episodes in some well known personôs life and are 
going to last for a very short time.  For example, John Hughes had just died when I 
was writing this, hence his name is at the top of the list (note that less than a week 
later his name was gone from the top and disappeared all together from AOL 
searches). 

I can probably conclude the same of the other names and as I reviewed the AOL 
ñHot Searchesò three months later, I noted that none of the searches listed here are 
on AOL top searches.  

However, there is also something to be learned from these keywords.  For example, 
and to illustrate the concept of niche, can you make something out of the keyword 
ñunemployment?ò  Absolutely, and especially in this economy. However, there are 
already hundreds of Web sites that are offering resources and solutions for people 
looking for jobs, and some of them are quite dominant. Think of Monster and Hot 
Jobs to name only two. 

However, is there a unique angle on unemployment that you could explore? What 
does an unemployed person do? Search for a job of course, but this person also 
may be looking for ways to generate revenues using his or her skills. Unemployed 
people may be looking to save on their grocery bills, reduce their car payment, find 
a cheaper place to live, get individual insurance, get a degree, ---fill the blank---   

What is important is to recognize a possible opportunity when you look at keywords 
that fit into your realm of interest or within the business you are trying to build. 
Again, taking the example of cars, people who are buying cars not only will be 
interested in insurance, but also in gas coupons, child seats, video players and 
other electronic gadgets to keep the kids happy, seat covers and more. The same 
applies to unemployed people who will be looking to buy their own computer after 
losing their job; they may also be interested in becoming members of a job board, in 
need of coupons to save additional money and any other resource that may help 
them through a rough time, financially-speaking.  

The bottom line is that you must open your mind to all possibilities no matter how 
much of a stretch they may seem to be at first.  And if you explore enough and look 
carefully at all options, you may find an area of interest in many unrelated 
businesses that you may be able to explore for your own. Moreover, you can find all 
of this by simply looking at keywords. 

3) Use these same keyword searches to evaluate the competition (and price) that 
you will have to deal with if you were to bid on Google or one of the major search 
engines. 

One of the critical issues with keywords is to find the best possible keywords or key 
terms for your business with the least possible competition. This is done in order to 
ensure that you will be prepared to know how much a campaign on search engines 
will cost you. Furthermore, it is very important to identify keywords, as well as key 
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phrases, by popularity, by competing offers and by searches in order to have an 
overview of what you are getting into. 

Note:  That being said, the type of keyword you will use for your meta tags (code 
that will allow search engine to identify and classify your Web site - see SEO) and 
for an SEM campaign (buying keywords on AdWords, for example) will be very 
different.  

Resources: 

http://freekeywords.wordtracker.com/ 

https://adwords.google.com/select/KeywordToolExternal 

http://www.google.com/sktool/# 

http://searchenginewatch.com/2156041 

http://www.digitalpoint.com/tools/suggestion/?keywords=seo 

http://www.keyworddiscovery.com/login.html 

 

While the first resource (wordtracker.com) will give you an idea of the volume of 
search and similar terms, adwords.google.com can give you a good idea of what to 
expect to pay for these keywords and key terms. 

Finally, once you have a Web site, I would recommend that you open a Google 
AdWords account (adwords.google.com) and set aside a small budget for testing 
your idea and your creatives as well as landing pages on your Web site. However, 
for now, there is no need for that as you are still in the process of building your 
business on the Net.  

 

3. Research your Competition and Learn 

The best and easiest way to do this is search through Google, Bing, and Yahoo! or 
via directories for competitors using the keywords that you found. Take a look at the 
companies listed on the first two pages, including those found in the sponsor boxes. 
Review what they do well and not so well, including the ñlook and feel,ò 
presentation, style, content, navigation, etc.  Make a checklist of what to do to 
improve or what not to do when you come across competitors that are not doing it 
right. Print out the pages of the ones that you find interesting and make notes that 
will help you remember why you liked the pages or what you did not like. 

See how they rank by using services like Quantcast (http://www.quantcast.com/) to 
measure their success on the Net. If you are checking ranking with Alexa, be very 
careful since Alexa can be skewed very easily and may not reflect reality. 

  

http://freekeywords.wordtracker.com/
https://adwords.google.com/select/KeywordToolExternal
http://searchenginewatch.com/2156041
http://www.digitalpoint.com/tools/suggestion/?keywords=seo
http://www.keyworddiscovery.com/login.html
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Another simple way to do this is to input the companyôs URL on Google or Yahoo! 
and check the number of links they show; remember, the more, the better. Keep 
these links in mind for later and make a note of the sites that have the most. These 
Web sites may be businesses with which you may want to have your own links as 
you get established. 

Resources: Search: 

http://www.Google.com  

http://www.Bing.com  

http://www.Yahoo.com 

Resources ï Business: 

http://www.hoovers.com/free/ 

http://www.ryze.com/postaddprocess.php 

http://www.corptech.com/ 

http://www.digitallook.com/ 

http://online.wsj.com/public/page/news-small-business-marketing.html 

 
Finally, never underestimate your competition, especially on the Internet. You have 
no idea what their resources may be and how well they can reach their target 
audience, no matter how trivial their copy, or how poor their Web site may look to 
you. 

4. Pass your First Test 

By now, you have a business idea and youôve done your research on keywords.  
You have a sense of who your competition is and you may even feel good about 
what you know. This means you are ready to move to the next step.  

 

 

 

However, before you continue, you MUST ask yourself a few questions: 

  

 

http://www.google.com/
http://www.bing.com/
http://www.yahoo.com/
http://www.hoovers.com/free/
http://www.ryze.com/postaddprocess.php
http://www.corptech.com/
http://www.digitallook.com/
http://online.wsj.com/public/page/news-small-business-marketing.html
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a) Is this a really solid idea? Put your plan down for a full day (or even two) and then 
pick it up and re-read your notes, research, etc. Does it still make sense?  Does it 
feel like it is missing something? Be thorough. 

b) Are the keywords that you found well-searched and is the cost reasonable 
considering your potential margins?  If you are going to build a Web site that offers 
electronics to your visitors, and you intend to get your money from commissions that 
you will get as a publisher, you may be up for a big disappointment. With a 
commission of one to three percent and an average purchase of $75, do the math. 
Youôll need a bundle of customers and keywords will cost you a fortune. There is no 
way youôll make it.  

This is a huge topic - one that is specific to your business - which weôll cover in 
greater detail in Volume 2. However, you must have a sound plan, something that 
has enough margins built in to make it profitable. 

c) Is your competition the type of company or entity that you can take on? If you are 
trying to go after a market that is cornered by Apple, for example, you better have a 
unique product and lots of resources. 

If all checks out positively, then I suggest that you go over all the details once more 
and make sure that you eliminate any elements of wishful thinking.  

Finally, I would suggest that you take the time to write a short pitch (a couple of 
paragraphs) about your plan for your business and present it to someone who has 
never heard it before. If you need to explain what it is you just presented to them 
then, in all probability, your idea is not clear and you need to go back to the drawing 
board.   

Alternatively, if your idea is understood, then listen to any questions that are asked 
and do not dismiss any criticism, no matter how trivial or ñuneducatedò they may 
seem. Iôve seen too many people, including myself, make this mistake and pay 
dearly for it. 

In conclusion, do as much research and get as much feedback as you can. 
Remember that this is by far the least expensive (and often free aspect of putting 
together a business), so take advantage of it as much as you can.  

 

 

Ready to continue? Go to the next part... 
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Sections in Part 2 include:  

5. Select a Domain Name 

6. Design and Create a Web site 

7. Content for Web sites 

8. Select an ISP  

 

5. Select a Domain Name 

The first thing you should understand with the selection of a domain name is that 
the most obvious ones have usually been taken.  As a result, try to be original and 
come up with something unique.  While domain names will have an impact on your 
business, it is more as a result of its identity and recognition than its description of 
what you do.  Take, for example, Amazon.com: would you associate this name with 
books and products being sold online?  

With this in mind, donôt try to do too many things with your domain name, such as 
using keywords. Iôve come to the conclusion that so much is at play when it comes 
to SEO that the domain name plays a small role. However, a catchy name that is 
attractive, easy to spell and remember can be a great asset. 

Here is an example of what not to do: I created a Web site titled ñsearch-engine-
optimization-professionals.comò that included all the keywords that I needed.  
However, I quickly realized that this name was way too long and too complicated 
(Not to mention the ñsò at the end and to cover myself; I selected two domain names 
one with the ñsò at the end and one without the ñsò). But no matter what I did, it was 
all pointless since many people did exactly the same thing (including keywords and 
ñ-ñ in their domain names) and Google started penalizing Web sites with domain 
names including a ñ-ñ in the body of the name.  

Bottom line, find something that is easy to remember and spell.   

Another thing that you may consider is the extension (.com, .net, .TV, .org, etc.).  I 
personally like to stay conservative in this area and usually go with the traditional 
ñ.comò and in some instances will also get ñ.net.ò  
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Finally, as a personal preference, I do not recommend that people buy their domain 
name through their hosting company.  

I personally use GoDaddy because I have many domains and GoDaddy offers a 
platform that enables me to manage my domains relatively easily.   

The most important aspect of this platform is that it enables me to re-direct the DNS 
(also called Nameserver) very easily and, as a result, should I need to switch my 
ISP to do this very quickly and easily. There are no specific rules to follow when it 
comes to domain management and I do not endorse GoDaddy. 

Resources: 

http://www.godaddy.com 

http://www.buydomains.com/ 

http://www.sedo.com/main.php3?language=us 

http://www.register.com/ 

 

Regardless of what you decide for your domain name, keep in mind that a domain 
name costs less than $8 annually and if you hesitate between two domain names, 
buy both of them! Who knows, you may have some variations and testing them may 
indicate that one is doing better than the other because of the way it reads or 
sound, its spelling, etc.  

A couple of years ago, someone suggested that I create a wine site and I went 
ahead and purchased a few domain names. I came up with what I thought would be 
an original idea and that was to target California wines and ñpersonalizeò these 
domain names.  

I first got obvious names that were available, including www.mycaliforniawinery.com 
and www.buy-california-wine.com (yes, at the time the ñ-ñ was still working).  
However, I was not satisfied and created these personalized domain names that 
included the concept of ñmy cornerò (domains names became 
mycaliforniawinecorner.com, myredwinecorner.com, mychardonnaycorner.com, 
etc.). I must have spent $80 as I tried to corner all wine types (cabernetcorner.com, 
sauvigoncorner.com, etc.), but by the end of the first year, nothing came of it and I 
had to abandon most of them. Sure it was a loss of $80, but it could have worked 
and it did for another concept that involved travel destinations. What I learned with 
the wine Web sites allowed me to do something that is generating revenues today.   

  

http://www.register.com/
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In conclusion, I encourage people to play with domain names and experiment.  You 
may have five or even 10 misses, but it only takes one to more than pay for all the 
other ones.   

Finally, keep in mind that if you want to brand a name, what I describe above, with 
many domain names exploiting one area of business, will not work. This approach is 
ideally suited for what is known as ñmini sitesò or what I call ñWeb site clustersò to try 
to catch as much traffic as possible using very targeted areas of a vertical. 

Similar results may be achieved using sub-domains. For example, if you are using a 
domain name called ñmydomain.comò with the URL ñwww.mydomain.com,ò a sub-
domain would read something like ñproduct1.mydomain.comò or 
ñservice1.mydomain.com,ò etc. This approach is not very SEO friendly but it is not 
terribly important, in my opinion, since natural searches have become so 
competitive today. 

A good example for using a sub-domain is when you are trying to target geographic 
areas. For example, assuming that I would want to offer my services to potential 
clients in Chicago, I could create a sub-domain called chicago.jtouboul.com and 
create a completely customized page for that market. The difference between this 
and creating a Chicago folder within your Web site (for example 
www.jtouboul.com/chicago/file.php) is that the sub domain becomes a domain within 
your main domain and is a top level page, as opposed to including files one level 
down, and it has its advantages. 

However, donôt worry about these details for now, since there are many options, and 
I suggest that you keep it simple. At a minimum, secure a few domains that you 
think will work for you. 

6. Create a Web site 

Some people spend a fortune on this, which is not very smart unless there is an 
absolute need to have a very specific look and feel to create an image or ambiance. 
Most people on the Internet do not seem to care much about Web design, if you 
believe what you see. Amazon, Yahoo!, and Google are not exactly the most 
attractive sites on the Net, yet they seem to work just fine for the people who use 
them and that is the key. They work because they accomplish exactly what they set 
out to do: deliver on their audienceôs expectations! If anything, look at Google.com 
(www.google.com) below. 

 

 

 

 

http://www.jtouboul.com/chicago/file.php
http://www.google.com/
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Can you imagine less than that?  Yet, Google commands close to 70 percent of the 
all Web searches. And, in my opinion, it works because this page is all about 
searching and nothing more. Are the results that Google delivers better than Yahoo! 
or Bing (MSN)? Frankly, I am not sure that most people can tell, but Google does 
not try to get you involved with everything and anything as Yahoo! does 
(www.yahoo.com) (illustrated below). 

 

 

  

 

 

 

 

 

 

 

 

 

http://www.yahoo.com/

