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All the product names or logos described within this manual are the trademarks and/or 
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Sen Ze  has strived to be as accurate and complete as possible in the creation of this 

manual, notwithstanding the fact that he does not warrant or represent at any time that 

the contents within are accurate and complete due to the rapidly changing nature of the 

Internet. Sen Ze  will not be responsible for any losses or damages of any kind incurred by 

the reader whether directly or indirectly arising from the use of the information contained 
within this manual.  

  

Screenshots seen in this manual are from publicly accessible files and are used as ñfair 

useò for reporting purposes and to illustrate the various points mentioned within. Texts 

and images available over the Internet may be subject to copyright and other intellectual 
rights owned by third parties.   

  



From The Desktop of Sen Ze  
  

Hi,  

  

This is the updated Editio n of my best -selling, classic Mini -Encyclopedia.   

  

I started studying and compiling some of the Internet Business models you see 

within these pages, way back in 1995. Most of them are being used by savvy 

Internet Entrepreneurs more than ever, which gives  you an idea of how timeless they 
are.   

  

So youôre about to enter the fascinating world of Internet Entrepreneurship through this 

Mini -Encyclopedia which acts as a general guide on mostly current and some past 

Internet Business Models. So fascinating ind eed are they that I gave up practicing as a 

lawyer (Iôm a qualified Barrister-at -Law from Lincolnôs Inn, England) to become an 

Internet Entrepreneur quite a few years ago.  

  

I intend for you to see whatôs on offer out there at a glance so that you can quickly go on your way 
to start or enhance your own Internet Business or to provide you with the inspiration to create a 
new one. This Mini -Encyclopedia will save you lots of time and money by providing you with both the 
general principles as well as the spec ific steps youôll need to take to make each one a success. Youôll 
also find some references to some top resources on some of the Internet Business Models contained 
here so that you can further excel in them. The past Internet Business Models are included h ere in 
the hope that they can help spark a new Model in your head either through a twist that you can put 
on it, or in combination with any of the other established Models.  

  

Youôll discover the essential set up requirements for 20 different, low-cost, hi gh -profit 

Internet Business Models, their respective General & Specific Marketing tactics, their 

respective Profit Centers, their respective Users and their respective Pros and Cons. Youôll 

also discover some of my own insights, having done quite a number of those Internet 

Business Models myself, or through my having dealt with participants of my Internet 

Business and Internet Marketing Coaching Program  or clients of my consultancy services 
who have created their own money -making Internet Businesses.  

  

This manual was originally titled ñ16 Different, Killer Money- Making Internet 

Businesses You Can Copy For Your Ownò when it was first published in 2002. 

Each Internet Business Model was numbered chronologically according to the way they 
were presented then, s tarting from No.1.   

  

Due to the change in name and format in this Edition before this, where I have grouped 

together the 10 most popular Internet Business Models followed by the remaining 10 ï 

youôll soon notice that the numbers for each Internet Business Model donôt run in 

sequence in the following pages.  However, this means nothing more than my wish to 

preserve the association of an Internet Business Model with its original allocated number.   

  



In any case, youôll find a world that is very different and yet very similar to the off - line 

world. In a sense it is surprising, yet in another it is exciting. Surprising because itôs not a 

huge can of worms that Iôll be opening for you as you may have thought, and exciting in 

that it doesnôt require you to be a rocket scientist to be able to master the Internet 
Business Models of your choice.  

  

The only requirement you must have is the desire to succeed, and your commitment to 

making things happen. The knowledge is already staring right at you within these 300 
pages.  

  

With that said, it is my sincere hope that youôll be able to create your own Empire of 

low -cost, high -profit Internet Businesses after going through this Mini -Encyclopedia. Do 
let me know when youôve done so!  

  

Warm Regards,  

  

Sen Ze  
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High - Profit Internet 
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Ranked In Terms of Popularity Based On Feedback   

  

From Participants In My 1 -Of - A- Kind   

  



Internet Business Model No.1  

The ñComprehensive Catalogò Model  

  

  

  

  

  

  

  

  

  

  

  

  

  

  
  

  

  

  

In this Internet Business Model ALL  you have on your web site is a CATALOG  of 

items on a particular theme.   

  

Forget ñcontentò in the form of free articles. Your content is mainly made up of your 
product selection and their desc ription.  

  

You can sell any item that you can ship like books, household items, videos, CDs and so 

on.   

  

Your target market is those who are already looking for the products in a niche category 
to buy. Their main concern is only what products to buy and  from whom.   

  

In most cases, you play the role of a retailer. You source for other peopleôs products to 
fill up your Internet Store. Your Internet Store is your Web Site.  

  

Your products can be digital (e -books, e -manuals) or physical (books, coffee mug s, 
sewing kits) or a combination of both.  

  

If you are a prolific inventor, creator or writer of your own products, you will of 

course set up your own Internet store to carry your own products.  

  

  

 Catalog   Checkout  

 

 

   
 

 
 

 

  



 

You Will Need:  

  

  

 

  
  

 1. To Decide On A Theme For Your Internet Store  

Donôt try to sell everything to everybody because the costs of reaching out to 
everyone in terms of time and money is high.   

  

Focus instead on a theme for your store and stock products that are  related to that 

theme.  

  

A good way to do this is to focus on a theme that youôre INTERESTED  in.   

  

If you have an interest in skateboarding, you may just want to start a web store 
stocking nothing but skateboards and skateboard accessories.   

  

Focusin g on something youôre keen on will keep you excited. You can also be relied on 

by your prospects to help them decide on the right skateboard to buy based on their 
requirements as part of your customer service.   

  

You canôt do that if youôre selling something you have no interest in, like hot sauces, for 
example ï unless youôre a chef or food lover.  

  



 

 

 

 

The theme I have chosen for my own store above is ñHealth & Beautyò. Notice youôll 

immediately see my product images in the screen shot, with links to more s imilar 
products elsewhere on my site.  

  

 2. A Web Store Front  

You need an electronic catalog to display what you have for sale.   

  

An electronic catalog software enables you to log on via a web interface to easily 
update your productsô images and description.  

  

If you donôt have an e-catalog software installed on your server, youôll need to mess 
around with HTML codes to create your web pages for your products.   

  

Even if youôre technically able to do this, the sheer number of products youôre going to 
sell on your web site makes this task an unnecessary heavy one.   

  

Thus an e -catalog software installed on your hosting server that you can access via the 

Internet through a web interface makes things a lot easier and faster for you to 
manage.  

  

  

 3. A  Search Tool  

Youôll need to install a search tool within every page on your site to enable your 
prospects to easily search what theyôre looking for.   

  

While some visitors will go through every link you have on your site, some would 

prefer to do a searc h as it is quicker ï especially when you sell a big number of 
products on your web site.  

  

If you donôt provide this tool you will lose customers who donôt have the patience to 
wade through your catalog.   

  

  

 4. A Shopping Cart  

Since youôre selling multiple products, youôll need software that remembers which 

items your customer has ñpickedò from your catalog of items.   

  

You need an electronic shopping cart, and an electronic ñcheckout counterò that totals all 

the items in the shopping cart and adds s ales tax (if any) for the customer to pay using 
his credit card.   

  

There are many electronic shopping cart software out there and youôll need to ensure that 
your shopping cart is integrated with your payment system.  

  

  

 5. A Real - Time Credit Card Proce ssing System   

Your ability to accept credit card payments on - line is crucial to your success.   

  



 

If you donôt have this ability, you will lose money because youôre not facilitating your 
potential customerôs wish to buy from you with the least possible hassle.   

  

Requiring him to write out a check every time he wants to buy from you provides him 

with a ñbarrierò to ordering. He needs to search for his checkbook, write the amount, 
find an envelope, look for a stamp and then send it off.   

  

With a credit c ard, he can order your product within a minute or two.   

  

Thus a credit card processing system is essential to not just this Internet Business 

Model, but to all other Internet business models that sell a product or service off a web 

site.  

  

Youôll also require a REAL - TIME  credit card processing system that processes your 
customersô credit card while heôs still looking at his computer screen.   

  

A real - time credit card processing system will return a positive or negative confirmation of 

a valid credit car d for the purchase within 30 seconds or so after your customer has keyed 
in his credit card details and pressed the ñSubmitò button.  

  

If you donôt process credit card payments in real-time, youôll be at a disadvantage 

because having a customer wait half a day or more for confirmation that their credit card 

is good or bad will either give you a less than professional image, or lose you sales as his 

first card may not be valid, and he has lost the impulsive purchase of your product by 

looking around for a s econd credit card to key in and waiting another few hours at least 
for another confirmation.  

  

Thus the ability to accept credit card payments together with a real - time credit card 
processing system is essential to the growth of your Internet business.  

  

However, not everybody can, or would like to get, his own credit card merchant 

account.   

  

There are certain terms and conditions that would -be merchants must meet for their own 

credit card merchant account, and those terms and conditions may either not be very 
appealing to the would -be merchant or cannot be met by him.  

  

  

Credit Card Merchant Account  

  

 1) If You Want To Have And Can Get Your Own Credit Card Merchant 
Account  

The discount fee (the amount your credit card merchant account provider ded ucts 

from your sale price as their commission) is about 3% max but there may be a high 

set up fee with other miscellaneous fees, youôll need to install the software on your 

server, and youôll need to integrate your merchant account with the shopping cart of 

your choice. The choice of credit card merchant account providers is so wide that it is 
difficult to even start comparing which provider is the best one for you.  



 

There are also other fees you should be aware of if youôre looking to get your own 
merchant  account.   

  

Set - up fee can vary between $0.00 -  $300.00  

Equipment fee can vary between $300.00 -  $1200 
(you can also lease the equipment as an option)  

Monthly equipment leasing fee can vary between 

$15.00 -  $100.00  

Monthly payment gateway fee can vary  between 
$10.00 -  $15.00   

Monthly minimum fee may be $25.00  

Monthly statement fee is usually $10.00 -  $15.00  

Discount rate is about 3% max  

Transaction fee can vary between $0.20 - $0.35  

  

Thus there are many costs involved in having your own credit card  merchant 

account, which is a problem when youôre just starting out. If youôve been doing 

business for a while with a normal merchant account, itôs a simple matter of 

checking to see whether your credit card merchant account provider allows you to 

take Int ernet orders as well.  

  

GoEMerchant.com  gives you a Merchant Credit Card Account, Internet Store Builder, 
Shopping Cart, Real -Time Credit Card Processing Gateway, Hosting, Secure Server, Product 
Search Engine and more all for less than $60.00 a month! The ir credit card discount rate is 
only 2.29% and their per transaction charge is $0.30 with a minimum of $15.00 a month.   

  

  

  

 2) If You Donôt Qualify For Or Donôt Want A Merchant Account  

There are 3
rd

 party retailers who will sell your product for you via their own credit card 

merchant account. Buyers of your product are in fact buying from the 3
rd

 party 
retailers, with you being the supplier of your own product to those retailers.   

  

You link from your web site to the 3
rd

 party retailerôs Order Form. When someone 

orders from your web site, theyôre taken to this Order Form. Thus at this exact 

moment youôre supplying the 3
rd

 party retailer with your product at a discount and it 
will in turn sell it to the customer at the price youôve quoted.  

  

The 3
rd

 party retailerôs discount fee is usually higher than you own credit card 

merchant accountôs (up to 15% in some cases, which can be considerable if your 

margins are slim) but the set up fee can be zero, depending on which provider you go 
with.   

  

However, u sing 3
rd

 party retailers is the way to go for most merchants whoôre 

starting off as they donôt have to bother with the inconvenience of putting in an 

application to their bank for their own credit card merchant account following strict 

terms and conditions , waiting for it to be approved, setting up the necessary 

software for it, and then integrating it with their shopping cart.   



 

 

Most 3
rd

 party retailers have integrated their credit card merchant account 
payment gateway with a shopping cart.  

  

However, if your margins are slim, you will likely need to get your own credit card 

merchant account in order to earn a decent profit. Giving away up to 15% to your 
provider when your margins are only 30% or less is obviously not a good idea.  

  

There are a number of online 3
rd

 party retailers that you can use if you do not wish to 

have your own credit card merchant account. However, their set -up fees, discounts 
and level of services as well as the type of goods they will accept, vary.  

  

With these 3
rd

 party retailers  youôre basically acting as their suppliers with them 

selling your product and collecting credit card payments in their name.   
  

I use Click bank  for my digital products and 2CheckOut.com  for s ervices and both 
digital and physical products.   

  

Of course, you should want your provider to accept as many different forms of 

payment as possible, including checks. Click bank  and 2CheckOut. com  accepts 
payment by checks as well.   

  

  

 6. Products To Sell  

If youôre already operating a conventional store, you would already have suppliers of 
products for you to sell.  

  

If youôre just starting off, youôll need to either create your own products or source for 
other peopleôs products to sell.   

  

Your sources could come from big manufacturers, smaller enterprises or individuals, 

depending on what youôre selling.  

  

Deciding on a theme will also allow you to focus on specific suppliers and make yo ur task 
a lot easier.  

  

See ñFulfilling The Ordersò below.  

    

 7. A List of Prospects To Sell To  

You can build your own list of customers to sell to, but this can take you months or 
years.   

  

You can however jump -start the process of finding customer s by doing a Joint Venture  

with other mailing list owners by sharing your revenue with them in return for a mailing 

to their list with your offers. You may even decide to give your joint -venture partner 

100% of the net profits so that you can quickly creat e your own mailing list that you can 

sell to again and again in the future where you keep 100% of the profits.  

  



 

Or you can start a useful newsletter that relates to the products you sell and build up a 

subscriber base yourself. If you want to quickly bui ld up your subscriber base, you can 
buy subscribers at WorldWideLists.com.  

  

  

 8. Fulfilling The Orders  

You need to hire people to fulfill orders for you, unless youôre selling digital products (in 

which case the delivery is by a download click initiat ed by the buyer himself). You will 
need to keep stock of your products and pack them before shipping them.  

  

However there are manufacturers of products who are happy to ship your goods for you, 
under your own label. Theyôre called ñDrop Shippers ò.   

  

You simply take the orders from your web site and do a back - to -back order to the 

manufacturers who will then fulfill the orders for you. Find them in the following 

directory:  

  

The Drop Shipping Directory  

  

 

  
  

Within the on - line Drop Shippers Directory, youôll be able to find thousands of products 

that you can sell with your own label on it. The above screen shot shows the huge 
variety of products under the ñSportsò category alone.  

  

  



 

  
  

If you use Drop Shippers to fulfill all your orders, you are no w in business as an 
on - line retailer without having to stock a single product!  



 

 

 

 

Building Credibility  

  

Before any prospect becomes your customer, you must be seen as a credible merchant. 

You must do all that is necessary to give the real impression that y ou are seriously in 
business for a long time to come.  

  

You can do this in many ways. For this Internet Business model, credibility is 
provided by the following:  

  

 1. Your Web Store Design & Layout  

First impressions count. The better your store looks and the more ñexpensiveò it 
appears, the more credibility you have.   

  

If you have good web designing skills, you are able to project this image at a much 

lower cost than it appears. Donôt skimp on this, however. If you need to hire a designer 
to do the j ob for you, please do it.  

  

Then integrate your e -catalog software within your web design so that you can easily 
update your catalog and have a consistent look throughout your web site.  

  

 2. Trusted Authoritiesô Logos  

Trusted authorities like Better B usiness Bureau, eTrust, HackerProof and so on will 

ñauditò your company and web site to check for conformity to their standards as 

defined for legitimate businesses. If your company and web site pass their test, theyôll 

let you put their logos on your web site. These logos instill trust in your visitors, and 
will help with your conversion rates.  

  

 3. Your Comprehensive Catalogue  

The more items you have on display, the more credibility you appear to have.   

  

Psychologically, this makes sense as the shee r number of products you have on display 

would obviously require you to have spent a lot of time putting them all up on your 
web site ï which is what a real business does in the first place.  

  

 4. Your Product Descriptions  

In addition, the BETTER  you de scribe your products, the more credibility you have 

because your prospects or customers can consciously see that you have devoted a lot 
of time and money in getting them to buy the right products at your store.  

  

Product descriptions will make or break yo u. Spend some time mastering the art of 

writing compelling descriptions for each product or youôll be making less than you 
should.  

  

Itôs like writing ads for your product within your own catalog. Get this right or you will 
lose money!  

  

Photos or images  of the product youôre selling speak a whole lot more than words alone. 
You must get good -quality images for your most popular items at least so that  



 

 

 

 

your customers can at least see what theyôre buying, which makes the buying 
process easier.   

  

However p hotos or images alone without proper descriptions of the product being sold 

will affect your sales ï thus your ability to write to influence your prospect to buy is 
crucial. Make sure you spend quality time on learning how to write to sell.  

  

 5. Regular Mail - Outs  

If you send this out regularly it will show your prospects and customers again and again 
that youôre still in business, as well as introduce new products for them to buy.  

  

The longer you have been sending it out the more credibility you have.  E-mail Newsletters 

can also be passed around from one recipient to another, thus helping to promote your 
business without additional effort on your part.  

  

You can send out e -mails on a fixed schedule (depending on what youôre selling, this can 

be every week or fortnight) or on an ad hoc basis. You will get sales every time you send 

out a mail because people donôt stop buying the stuff they want to buy. So if youôre 

looking for a quick jump in your sales right now, have a sale on selected items and send 

out an an e -mail to your list ï and watch your sales soar overnight.  

  

 6. Good After - Sales Service   

This proves that you take your business seriously. You can conduct a satisfaction 

survey, or provide support over the phone or e -mail or provide a Support  Bulletin 
Board.  

  

If you take your business seriously, youôll do all you can to have your customersô 

questions answered and attended to as soon as possible because they will continue to 
buy from you for years to come.  

  

 7. Endorsements by Joint Venture  Partners   

If you can arrange for a Joint Venture endorsement deal for your products with another 

established retailer, you will go a long way towards establishing your own credibility. This 

is because the customers of your good Joint Venture Partner will  trust whomever he 

endorses. Any successful Joint Venture Partner worth his salt will never endorse another 
without first checking out the quality of the endorsee.  

  

 8. Discussions by members of communities of your theme store  

Sometimes you get free wo rd -of -mouth advertising by people discussing you, the 

products you carry and your level of service on the many web -based Discussion 
Boards or newsgroups.   

  

Thus it is imperative that you provide the best products and service you can as a 

merchant as bad experiences with you can also be discussed. Although you canôt be 

perfect all the time, youôll find that the odd complaint that surfaces will result in happy 
customers defending you vigorously.   

  



Likewise, if youôre a bad merchant, youôll have all the complaints mounting up with such 

force that your business will be negatively affected. When youôre on the Internet, youôre 
very vulnerable ï so strive at all times to provide top -quality service.  

  




