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	6. Submit Page to Other Directories.

You've probably seen offers to submit your pages to 300 different search engines. These don't help much, except to increase the perceived "popularity" of your site by some of the major search engines. The most important 25 directories are probably enough, unless you find some specific to your industry. 

7. Request Links on Industry Sites. 

You probably belong to various trade associations that feature member sites. Ask for a link. Even if you have to pay something for a link, it may bring you the kind of targeted traffic you crave.

8. Include URL on Stationery, Cards, and Literature. 

Make sure that all reprints of cards, stationery, brochures, and literature contain your company's URL. And see that your printer gets the URL syntax correct. In print, we recommend leaving off the http:// part and including only the www.domain.co.nz portion. 


9. Promote using traditional media. 

Don't discontinue print advertising you've found effective. But be sure to include your URL in any display or classified ads you purchase in trade journals, newspapers, etc. View your website as an information adjunct to the ad. Catch readers' attention with the ad, and then refer them to a Web page where they can obtain more information or perhaps place an order. 

10. Develop a Free Service. 

It's one thing to say, "Come to our site and learn about our business." It's quite another to say "Use the free kitchen remodeling calculator available exclusively on our site." 

Make sure that your free service is closely related to what you are selling so the visitors you attract will be good prospects for your business. Give visitors multiple opportunities and links to cross over to the sales part of your site.

11. Request Reciprocal Links. 

Find complementary websites and request a reciprocal link to your site (especially to your free service, if you offer one). Develop an out-of-the way page where you put links to other sites -- so you don't send people out the back door as fast as you bring them in the front door.

12. Issue Press Releases. 

Find newsworthy events (such as launching your free service), and send news releases to print and Web periodicals in your industry. Note: opening or redesigning a website is seldom newsworthy these days.

13. Request Links from Business Link Sites. 

Especially if you offer a free service, you can request links from many of the small business linking pages on the Web. When you have something free to offer, many doors open to you. Surf the Net looking for places that might link to your site. Then e-mail the site owner or webmaster with your site name, URL, and a brief 200-word description of what you offer there.

14. Capture Visitor E-mail Addresses and Request Permission to Send Updates. 

On your website's response form, include a checkbox where the visitor can give you permission to e-mail updates about products or services. Now your e-mails to visitors are not "spam." You're responding to their request for more information. But only ask for the information you need or they won't fill it out.

15. Publish an Email Newsletter. 

While it's a big commitment in time, publishing a weekly, monthly, or quarterly newsletter is one of the very best ways to keep in touch with your prospects, generate trust, develop brand awareness, and build future business.

16. Install a "Signature" in your E-Mail Program. 

Most e-mail programs such as Eudora, Netscape, or Outlook allow you to designate a "signature" to appear at the end of each message you send. Limit it to 6 to 8 lines: Company name, address, phone number, URL, e-mail address, and a one-phrase description of your unique business offerings. 

Look for examples on e-mail messages sent to you.

17. Join a Mall. You may gain a little traffic this way, but not a lot. The biggest and freest mall, if you will, is Yahoo. Get a good listing there, and you won't need other malls very much. Paying to be in a mall is seldom a good investment.

18. Announce a Contest. 

People like getting something free. If you publicize a contest or drawing available on your site, you'll generate more traffic than normal.

19. Buy a Text Ad in an E-Mail Newsletter. 

Businesses are finding that some of the best advertising buys are for small 4 to 12 line ads in established e-mail newsletters. Ads can both inform and motivate readers to click on the URL, and tend to bring much more targeted visitors. 

20. Join an Affiliate Program. 

Essentially, a retailer's affiliate program pays a commission to other sites whose links to the retailer result in an actual sale. Use it wisely and it can add value to a visit to your site instead of simply sending visitors elsewhere e.g. having a ‘book of the month’ 

21. Ask Visitors to Bookmark Your Site. 

It seems so simple, but make sure you ask visitors to bookmark your site. “Why don’t you bookmark this site and return again soon” or some similar message.

22. Devise Viral Marketing Promotion Techniques. 

So-called viral marketing uses the communication networks (and preferably the resources) of your site visitors or customers to spread the word about your site exponentially. Word-of-mouth, PR, and network marketing are offline models. The classic example is the free e-mail service hotmail.com that includes a tagline about their service at the end of every message sent out, so friends tell friends, who tell friends.

Security, Legal and Back-up Issues in E-commerce

Just because a business operates online it does not mean there is less legal regulation of its activities. The law that applies is no different to that applying to other types of enterprise. Also, the basic security issues are no different. However, it is useful to look at the legal and security issues from the perspective of e-commerce itself; the nature of e-commerce means that the legal and security considerations are emphasised.

Why is it important to think about these problems? 

Your customers:

· Want to know who to call if they are not satisfied.

· Want to know if they will get their goods and whether they will live up to expectations.

· Want you to keep their details confidential.

· Want to know that any details they send you (such as credit card details) will be secure.

Your suppliers:

· Want to know they will be paid.

· Want to know who to contact.

· Want a fair contract.

· Want you to respect any intellectual property (patents, copyright, trademarks and design marks) they hold in the products they supply to you.

Society:

· Want you to pay your fair share in tax.

· Want you to comply with the law.

Therefore, the main areas that are going to be affected are:

· Information storage and use

· Legal obligations to consumers

· Financial transactions

· Taxation 

The e-commerce environment

What is it about the e-commerce environment that emphasises particular legal and security issues?

The risk:

· Customers perceive there is a risk. Research indicates that although a lot of consumers search for information through the Internet most end up completing a purchase through traditional means. Think about what this means to you—can you operate online in a way consumers will trust?
· You are likely to get more hits on a web site that you are going to attract to a shop where physical geography may be important. Think about your ability to supply what you are advertising on the web site.

· Others might steal your ideas and target your customers. Think about what is worth protecting and how you can do it.

· Any criticism you might publish on your site of someone else’s product could be read by the wrong person. Think about what you say and whether it could be defamatory. 

The barriers:

· Steps you take to raise your profile in the web universe might affect the legal rights of other participants. Think about what steps you would take to ensure you do not breach these. 

· Your ability to sell to customers in other countries and your legal obligations to them may be affected by their local laws. Think about what market you are targeting.

· Your delivery and service promises may be affected by your distance from your customers. Think about what promises you can reasonably deliver.

Transactions:

· When someone sends an order to you it can be processed almost instantaneously. Think about how you respond to this and the security measures you need to put into place to protect the information they send you.

· Any contract negotiations you enter may be completed rapidly. Think about whether you would need to get legal or other advice before agreeing to the terms.

· Financial transactions can be completed without supporting documentation. Think about what records you need to keep to ensure you account for the money you receive.

Communications:

· A customer may want instant answers. Think about your stated policy on feedback.

· The words you use in New Zealand to mean something may have a different meaning in other countries. Think about the way you communicate.

· Email can be too fast. Think about what you want to say—and what could be the effects of a throw-away comment—remember defamation!

Security:

· The use of email, computers and the web does make it easier for others to get into your information. Think about what security measures you need to use against hacking.

· Your information is valuable and needs to be protected. Think about what information you need to protect and why.

Competition:

· The more you expand, and the better your ideas, the more competitors you are going to have. Think about how you are going to protect your position.

· If you want to expand your activities outside New Zealand, you may invade someone’s market. Think about their wish to protect their market share, and what legal rules they may use against you.

Case study

You are the sole Director, shareholder and manager of Computametropolis, a Wellington-based company selling new and used computer componentry and software through a central city store. The second-hand hardware is obtained through auction and trade-ins. The company also sells hardware on commission. Many of your sales are made to repeat customers. 

Most sales are made for cash but the company also allows customers to buy expensive computers over time on hire purchase agreements. Existing customers can ask for advice by email. You also have a newsletter you send to all your customers who are on your email database. As parking is so difficult in central Wellington, you assign named car parks for each of your incredibly skilled and valuable employees.

What are the main legal and security issues to think about?

Fair Trading Online

As far as Consumer Guarantees, fair trading and sale of goods implications are concerned, e-commerce is treated the same as other types of marketing.

Consumer law in New Zealand provides for both pre-sale protection and for post-sale remedies.

Fair Trading Act

The Fair Trading Act prohibits misleading and deceptive conduct in trade. The person complaining does not need to show you intend to mislead or deceive.

The Act covers advertising, packaging, labeling and other marketing activities. Advertising or making claims on the web can be caught under this Act.

The Commerce Commission and similar organisations in other parts of the world carry out periodic “sweeps” to make sure that web pages do not breach the consumer laws in their countries (our Fair Trading Act is almost identical to that in Australia).

Consumer Guarantees Act

The Consumer Guarantees Act provides for post-sale remedies for goods and services supplied to a New Zealand consumer. 

These remedies can include repair, replacement or refund depending on the circumstances and the type of problem.

You should be sure that any goods or services you provide are of reasonable quality (look at the price you are charging and how you describe them). Those if a customer asks you for advice about what product to buy you recommend something suitable.

You should normally provide or arrange for reasonable after-sales service.

Sale of Goods Act 

The Sale of Goods Act provides for some limited remedies where goods are not suitable or are of poor quality.

It applies to business-business sales unless the parties agree otherwise.

It also applies to international sales of goods (as does the Sale of Goods (United Nations Convention) Act that specifies common rules in international sales unless they are excluded by the parties).

Hire Purchase Act

The Hire Purchase Act requires the seller in a hire purchase agreement to provide written information about the agreement. If you need to repossess the goods you must follow specific rules. A hire purchase agreement created over the web will be treated the same as one completed in a retail outlet.

The Statutes governing this area of e-commerce include: Fair Trading Act 1986, Consumer Guarantees Act 1993, Sale of Goods Act 1908, Sale of Goods (United Nations Convention) Act 1994, Hire Purchase Act 1971

Case Study

Let’s revisit that case study: You are the sole Director, shareholder and manager of Computametropolis, a Wellington-based company selling new and used computer componentry and software through a central city store. The second-hand hardware is obtained through auction and trade-ins. The company also sells hardware on commission. Many of your sales are made to repeat customers. 

Most sales are made for cash but the company also allows customers to buy expensive computers over time on hire purchase agreements. Existing customers can ask for advice by email. You also have a newsletter you send to all your customers who are on your email database. As parking is so difficult in central Wellington, you assign named car parks for each of your incredibly skilled and valuable employees.

What legal and security issues do you need to be aware of?

1. Advertising and marketing 

Questions to ask yourself:

· Are my advertising claims true?  For example, if you advertise computers as “Pentium 4” then they should be. Also, if they are second-hand you should say so. The information you give in your newsletter should also be true and fair.

· Am I responsible for the state of the computers I sell on commission? I cannot know whether they are ok or not. If you make statements about them, buyers are relying on you. You should make it clear you are just passing that information on. In other words, you should disclaim any responsibility in writing.

· Could my claims mislead my customers? For example, you could be misleading potential customers if you advertised a computer as “a one-off, heavily discounted special” then it should be 1) considerably cheaper than similar ones you sell and 2) not normally available at that price. Also, be careful with brand names. These should not be misleading either. If you built computers and called them “Compact” that may be so close to a registered (and well-known) brand name as to be misleading. Also, if you are selling second-hand software, make sure the license agreement lets you re-sell and that the copy you are selling is genuine. 

· Can I honour my promises? For example, you should not promise “laptops $200” if you cannot provide them.  

· Are the products suitable for the customer? For example, if you are asked for a computer able to handle Office 2000 (which takes up a lot of space) you should ensure the computer you recommend has enough capacity. You should also ensure that your products (particularly second-hand computers) are of reasonable quality (and that the price you charge is reasonable). You can be legally responsible even if you bought it from another person because you are telling your customers that you are the expert. If you are uncertain of the condition of second-hand machines tell your customers in writing.

· Am I sure spare parts and servicing is available? If they are not, (maybe in the case of a brand you do not normally sell) you must tell your customers in writing.

· How good is my advice? If you run an advice centre (such as a help-desk) you need to make sure that the advice given is accurate and reasonable. Even if you don’t charge your customers for that advice you can still be found responsible.

· Do I provide all the documentation I need to at the right time? You must provide the necessary documentation to anyone buying on Hire Purchase.

· What do I do when something goes wrong with the goods I have sold or a service I have provided? For example, if a computer was faulty you should be prepared to repair it, replace it or give the customer a refund.

· What can I say about my competitor’s products when I know mine are better? If you want to compare your product with your competitor’s be careful of what you say. If you make a false claim about it you competitor may take action against you.

· Should I register my intellectual property? If you are doing something different or innovative, or if your name or trade marks are distinctive, it is a good idea to register them.

Statutes governing this area of e-commerce include: Fair Trading Act 1986, Consumer Guarantees Act 1993, Hire Purchase Act 1971 and Defamation Act 1992, Intellectual Property legislation.

2. Security and privacy:

Questions to ask yourself: 

What information do I need and what should I do with it?

· Name? Yes

· Address? Yes

· Gender? Probably not unless you market differently to men than to women.

· Age? Probably not, unless the type of computers you would sell to the different age groups are different.

· Married? Probably not.

· How long do I need to keep this information? You should think about whether these customers are still buying from you.

· How should I manage my list of email addresses? Can I sell them to someone else? You should look after them carefully and no, you should not provide them to anyone else without the person’s consent.

· How often should I update this information?

· What security measures should I put into place to protect this information? 

· Should I download information from my computer and store in a different place? Definitely yes, you should. This information is valuable to you (particularly with your credit customers) and the information about them should be updated regularly and deposited in a secure environment such as a fireproof safe.

· What about other information: for example, about my employees, contracts and business?

· How to I keep it safe, protected and backed-up on a regular basis?

In other words, think very carefully about the information and how important it is to your business. Information is a valuable asset. Don’t allow it to narrow your thinking but it is imperative to manage it properly!  

3. Taxation 

Questions to ask yourself:

· Am I selling goods or providing services in New Zealand? Computametropolis is liable to pay tax on profits and are likely to liable to GST. You will also have to pay income tax on earnings you take from the company.
· Is Computametropolis exporting goods or providing services overseas? If yes, you may not have to pay GST. However, you can claim GST on the inputs if you are the exporter.

· Is Computametropolis importing software or other goods from overseas? If you are, you may have to pay GST. It depends on the “goods” component.

· What about the car parks? You may be liable to Fringe Benefit Tax.

Case Study Continued


Computametropolis is doing very well but there are a lot of computer stores springing up in Wellington. You decide that you will launch into the web, selling computer hardware and software and giving advice to users all over New Zealand. You also decide that your help-desk people can work from home (and will get an allowance for the extra electricity and telephone line they will need to use).

What additional legal and security issues do you need to consider?

Advertising and marketing:

Marketing on the web is not treated any differently to marketing through a newspaper or magazine. You can still be found liable for breaching consumer legislation. 

If you intend that the offers be open only to New Zealanders you should say this clearly in a “conditions of use” statement on your home page. 

Be careful of sending out “spam”- email junk mail to your customers. It may look like a cheap way of reaching your customers but some may regard it as a breach of privacy.

Check on domain-names and what you put on your web site. Make sure it does not look very similar to someone else’s. If you have someone set up your web-site make sure you get the copyright in the site.

Security and Privacy

The Privacy Act is still relevant. Your security issues may be more important as you will have people sending you emails when they order goods. You should always ensure that you have proper provisions in place to guard against hacking and wrongful use of information.

Guard against outsiders tapping into your customer databases to send out viruses or spam to your customers. You may be found liable if you did not put reasonable measures in place to prevent this.

Taxation

If the company continues to operate only in New Zealand, most of the taxation issues should not change. However, you could still be subject to Fringe Benefit Tax on the allowances- it would depend on whether you could convince the IRD the allowances were mainly for work and not for private benefit.
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