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About the Author 

John F. Hunt teaches business people how to create 
their own winning marketing plan.   

He is the President of Bright Marketing, Inc. a Marketing 
Strategy and Education company.  He has taught and 
worked with a variety of clients in a wide range of 
industries.  Mr. Hunt and his projects have been written 
about in the New York Times, Wall Street Journal, and 
several other publications. 

     Previously he served as the Chairman of Faculty at the 
Business Classroom, a private business school located in 

Minneapolis Minnesota.  In addition to his teaching, Mr. Hunt is a professional 
speaker, author, workshop leader, and has served on the Board of Advisors of 
the National Mail Order Association. He has also actively participated in the 
Advertising Federation, Direct Marketing Association, and the Independent 
Publishers Association. 

     To bring John Hunt to your organization meeting, conference, convention, or 
trade association gathering, contact: 

   John Hunt  

   C/O Bright Marketing, Inc 

   15733 Diamond Way 

   St. Paul, MN  55124 

   Web: www.BrightMarketing.com 
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The Internet - “The Game Changer”. 

     I wish I had a dollar for every time someone said that the internet was a 
“game changer.”  Too often we get caught up in the hysteria of the shiny, flashy 
object and don’t take the time to really analyze what the internet is and how it can 
be integrated into your marketing plan. 

     Let’s start with our discussion of internet marketing at a 50,000 foot level and 
look at what the internet really is and how it can be incorporated into our mix of 
strategic marketing tools. 

 

History 

     First a little background to put things into perspective.  Using the power of the 
internet and the open source of “Wikipedia” the following is a historical summary 
of how the internet came into being: 

    Before the wide spread of internetworking that led to the Internet, most 
communication networks were limited by their nature to only allow 
communications between the stations on the local network. Several research 
programs began to explore and articulate principles of networking between 
physically separate networks, leading to the development of the packet switching 
model of digital networking.  

    The concept internetworking began to form into the idea of a global network 
that would be called the Internet, based on standardized protocols officially 
implemented in 1982.  

     Following commercialization and introduction of privately run Internet service 
providers in the 1980s, and the Internet's expansion for popular use in the 1990s, 
the Internet has had a drastic impact on culture and commerce. This includes the 
rise of near instant communication by electronic mail (e-mail), text based 
discussion forums, and the World Wide Web.  

     The term "internet" was adopted in December 1974 as an abbreviation of the 
term internetworking and the two terms were used interchangeably.  The interest 
in commercial use of the Internet became a hotly debated topic. Although 
commercial use was forbidden, the exact definition of commercial use could be 
unclear and subjective. 
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Commercial Uses of the Internet 

     During the late 1980s, the first Internet service provider (ISP) companies were 
formed. Companies like PSINet, UUNET, Netcom, and Portal Software were 
formed to provide service to the regional research networks. The first commercial 
dialup ISP in the United States was The World, opened in 1989. 

     In 1992, Congress allowed commercial activity on NSFNet with the Scientific 
and Advanced-Technology Act, 42 U.S.C. § 1862(g), permitting NSFNet to 
interconnect with commercial networks.  This caused controversy amongst 
university users, who were outraged at the idea of non-educational use of their 
networks. Eventually, it was the commercial Internet service providers who 
brought prices low enough that junior colleges and other schools could afford to 
participate in the new arenas of education and research. 

     Since at this point in history most of the growth on the Internet was coming 
from non-military sources, it was decided that the Department of Defense would 
no longer fund registration services outside of the .mil Domain. In 1993 the U.S. 
National Science Foundation, after a competitive bidding process in 1992, 
created the InterNIC to manage the allocations of addresses and management of 
the address databases, and awarded the contract to three organizations. 
Registration Services would be provided by Network Solutions; Directory and 
Database Services would be provided by AT&T; and Information Services would 
be provided by General Atomics. In 1998 both IANA and InterNIC were 
reorganized under the control of ICANN, a California non-profit corporation 
contracted by the US Department of Commerce to manage a number of Internet-
related tasks.  

     E-mail is often called the killer application of the Internet. However, it actually 
predates the Internet and was a crucial tool in creating it. E-mail started in 1965 
as a way for multiple users of a time-sharing mainframe computer to 
communicate.  

     As the Internet grew through the 1980s and early 1990s, many people 
realized the increasing need to be able to find and organize files and information. 
Projects such as Gopher, WAIS, and the FTP Archive list attempted to create 
ways to organize distributed data. Unfortunately, these projects fell short in being 
able to accommodate all the existing data types and in being able to grow without 
bottlenecks. 
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The World Wide Web (www) 

     A potential turning point for the World Wide Web began with the introduction 
of the Mosaic web browser in 1993, a graphical browser developed by a team at 
the National Center for Supercomputing Applications at the University of Illinois 
at Urbana-Champaign. Funding for Mosaic came from the High-Performance 
Computing and Communications Initiative, a funding program initiated by the 
High Performance Computing and Communication Act of 1991 also known as the 
Gore Bill (Al Gore's reference to his role in "creating the Internet "however, was 
ridiculed in his presidential e lection campaign.)  Mosaic was eventually 
superseded in 1994 by Netscape Navigator. 

     As the Web grew, search engines and Web directories were created to track 
pages on the Web and allow people to find things. The first full-text Web search 
engine was WebCrawler in 1994. Before WebCrawler, only Web page titles were 
searched. Another early search engine, Lycos, was created in 1993 as a 
university project, and was the first to achieve commercial success. During the 
late 1990s, both Web directories and Web search engines were popular—Yahoo! 
(founded 1995) and Altavista (founded 1995) were the respective industry 
leaders. 

     By August 2001, the directory model had begun to give way to search 
engines, tracking the rise of Google (founded 1998), which had developed new 
approaches to relevancy ranking. Directory features, while still commonly 
available, became after-thoughts to search engines. 

 

The Dot Com Era 

     Suddenly the low price of reaching millions worldwide, and the possibility of 
selling to or hearing from those people at the same moment when they were 
reached, promised to overturn established business dogma in advertising, mail-
order sales, customer relationship management, and many more areas. The web 
was a new killer app—it could bring together unrelated buyers and sellers in 
seamless and low-cost ways. Visionaries around the world developed new 
business models, and ran to their nearest venture capitalist. While some of the 
new entrepreneurs had experience in business in economics, the majority was 
simply people with ideas, and didn't manage the capital influx prudently.  
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Additionally, many dot-com business plans were predicated on the assumption 
that by using the Internet, they would bypass the distribution channels of existing 
businesses and therefore not have to compete with them; when the established 
businesses with strong existing brands developed their own Internet presence, 
these hopes were shattered, and the newcomers were left attempting to break 
into markets dominated by larger, more established businesses. Many did not 
have the ability to do so. 

     The dot-com bubble burst on March 10, 2000, when the technology heavy 
NASDAQ Composite index peaked at 5048.62 (intra-day peak 5132.52), more 
than double its value just a year before. By 2001, the bubble's deflation was 
running full speed. A majority of the dot-coms had ceased trading, after having 
burnt through their venture capital and IPO capital, often without ever making a 
profit.  

 

Internet Usage 

     A study conducted Jupiter Research anticipates that a 38 percent increase in 
the number of people with online access will mean that, by 2011, 22 percent of 
the Earth's population will surf the Internet regularly. The report says 1.1 billion 
people currently enjoy regular access to the Web. For the study, Jupiter 
Research defined online users as people who regularly access the Internet by 
dedicated Internet access devices. Those devices do not include cell phones.   

Source: http://en.wikipedia.org/wiki/History_of_the_Internet 
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The Marketing Implications of the Internet 

    Internet Marketing (shortened in this writing to IM) has a variety of definitions 
much like the definition of marketing.  For our purposes IM will be defined as the 
following: 

     IM utilizes the distribution capabilities of the internet World Wide Web to 
perform strategic activities that seek to achieve a company’s goals by 
anticipating its customer needs and directing a flow of need-satisfying products 
and services from producer to consumer. 

     If that definition sounds familiar, it is the same as the normal definition of 
marketing as found in the Defining Marketing section of the, “Do-It-Yourself 
Marketing Handbook.”  The only difference is that this definition includes the use 
of the internet.  That is the key to understanding how to market on the internet.  
Take into account the strategic attributes of the internet and consider it a media 
tool like any other media tool in your marketing mix. 

    The internet has some definite strengths to capitalize on when it comes to your 
marketing efforts.  Because the internet is computer-based one of the strongest 
attributes of using it for marketing is the ability to automate.  Computers, in 
general, have allowed us to become more productive in the business world and 
the internet has heightened the productivity of certain marketing functions. 

     Another strength is the ability of the internet to serve information 24-7 without 
tiring.  This not only expands your business hours but it also allows you to 
facilitate “normal” business hours in other time zones that may not match up with 
yours.  

     Some of the core ways to use the internet for your marketing efforts are in the 
areas of sales, customer service, communication, and identity building or 
branding.  We will take a closer look at specific ways to implement IM in each of 
these areas in the next section. 
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Tactical Uses of the Internet 

 

     As mentioned in the last section there are several applications of leveraging 
the internet in all areas of your business. 

     Sales 

     The internet has allowed organizations to greatly improve their sales process 
by the introduction of many web-based applications and protocol.  As we analyze 
the sales process from start to finish we can see how the internet can affect each 
part of the sales cycle. 

     In prospecting, or the act of identifying new leads, you can use the internet to 
generate well-qualified leads through pay-per-click marketing (PPC) using 
programs such as Google Adwords or Yahoo PPC.  You can have your sales 
force do pre-call research on the web by visiting web sites of potential customers.  
Participation in on-line discussion groups or forums can connect your sales team 
with prospective clients, and rolling out a social-media initiative using tools such 
as Twitter, Linked-in, Facebook, etc. can get your team connected on a more 
personal level with prospects.  

     Once contact has been established with a prospect then a good CRM system 
(Customer Relationship Management) can be utilized to help lead the prospect 
through the sales cycle.  There are many web-based applications which facilitate 
this process of monitoring and managing a prospect and customer list, such as 
salesforce.com. 

     Autoresponder technology is probably one of the biggest elements of IM and 
the technology has greatly improved over the past several years.  This 
application allows prospects to opt-in to your “mailing list” and then automatically 
follows up with them in a sequential fashion that you design.  When created 
properly you can have a dynamic client-contact program that is pre-programmed 
for weeks, months, even years in advance.  The great thing about this is that 
even when you are busy your customers and potential prospects are getting 
follow-up touches from you.  This is one IM application that I believe is a MUST 
for every business.  You can find out more about autoresponder technology at: 

www.MarketingPlanGuide.com/autoresponder 
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Multi-Media 

     In addition to the obvious 24-7 reason of having a web site, your web 
presence can be an enhanced sales tool that allows you deliver all kinds of 
information to your customers and prospects.  With the advent of easy and 
inexpensive deliverability of audio and video on the web, multi-media 
presentations are now much more cost-effective to include in your marketing mix. 

You can find out about several marketing tools that utilize internet technology at: 

http://www.MarketingPlanGuide.com/tools/marketing-tools.html 

     Once you have made the sale then it is time to service the customer. 

 

 

Customer Service 

     One of the best applications I’ve seen for customer service utilizing web 
technology is customer service chat.  This not only helps in the area of servicing 
your existing customers, but also study after study have shown that sales 
increase when you have a live customer service chat available on your web site 
during normal business hours.  The pricing on this technology has come way 
down and you can get started with a very easy to install application on your 
website for as little as $15 per month.  Check out the customer service chat 
section at: 

http://www.marketingplanguide.com/tools/marketing-tools.html 

 

 

 

 

 

 

 



Copyright © 1997-2009 John F. Hunt All Rights Reserved. Page 11 www.MarketingPlanGuide.com 

 

 

Customized Publishing/Communication 

     Recent developments have brought the price down and the technology much 
more widely available for custom printing and publishing via web-based 
applications. There are several publishing companies that will allow you to print 
full books one-at-a-time and the same for producing DVD’s.  What’s even better 
is the whole process can be automated so you never need to touch anything 
from order through shipping. 

     Another great service is the ability to custom print in full color; postcards, 
brochures, and other items one-at-a-time with customization of the name and 
other data that belongs to the recipient of the piece.  We have created a special 
demo account to experiment with some of these types of custom printing for you 
to access.  Just go to: 

http://www.marketingplanguide.com/tools/marketing-tools.html 

     Scroll to the bottom of the page and click the link for customized full-color 
direct mail. 

 

Identity/Branding 

    Whatever efforts you undertake on the internet make sure that your company 
brand and identity come through in all touch points.  Just using internet marketing 
techniques like the ones described in this report will help enhance your identity 
as a company that is cutting-edge. 

    For a review on how to incorporate your brand in your marketing materials 
refer to the section on the Marketing Communications Platform in the “Do-It-
Yourself Marketing Handbook.” 

     The internet has also opened up a whole new arena of freelance help 
available on-line to help you with your graphic needs.  You can use sites like 
elance.com to help locate and hire, on a project basis, everything from writers, 
photographers to graphic designers, and more.  You will be surprised too at the 
cost of using a telecommuting freelance professional.  
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Developing an Action Plan 

     Now you have an overview of how the internet was created and some ideas 
on how you can incorporate it into your business.  What’s next?   

     Take time now and consider as part of your overall marketing planning if 
some of these tactics will fit well within your plan. Is internet marketing something 
that you can leverage to grow your business?  Whether you have a local service-
only oriented company or a completely virtual operation serving products to an 
international audience, make sure you follow the exercises in the “Do-It-Yourself 
Marketing Handbook” and thoroughly analyze each element of IM as it relates to 
the appropriate sections of the overall marketing plan. 

     Be careful not to get caught up in the “shiny object syndrome” and be 
distracted by the latest and greatest technology that is introduced.  Instead, take 
the time to understand your target market and how you might craft your Unique 
Selling Proposition (USP) into a strategy utilizing internet-based applications.  If 
doing so will help you reach your goals then go for it! 
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