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So you've got a product and you want to sell it to people via
the internet. Join the club. Everyone wants to sell stuff via
the internet and many do, but how many of the customers are
truly happy with their purchases? The internet makes it easy
for internet users to communicate with other internet users. It
also make it easy for your customers to come back to you
regardless of they are in the world.

The key to good marketing is customer satisfaction. What happens
if you buy a product and you find out that it isn't as good as
you thought it would be? You are one unhappy customer, you are
hardly likely to tell your friends that it was a good thing to
buy, you're unlikely to buy again from that supplier and you may
even return the product for a refund. But what happens if the
product actually turns out to be better than you thought it
would be? You're unlikely to go asking for a refund, you're
more likely to buy again from that supplier and you might tell
your friends that it was a good purchase. If you market your
products via the internet, word−of−mouth recommendations are
your 'bridge' to potential customers in the non−internet world.

Underselling is a tricky tightrope to walk. Of course you need
to tell your prospective customers about the benefits of your
product to arouse their interest in the product in the first
place. If you're not going to tell prospective customers about
certain features of your product you need to decide carefully
what those features will be. The mere mention of the extra
supercool whatdyacallit might be enough to grab the prospects
attention, and yes, you may lose a few potential sales by not
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mentioning it in the first place, but this is your ace card. Do
you really want to throw it in so soon? The unmentioned
feature(s) might be subtle like the overall design quality or an
extraordinarily good after−sales service, or it might be
something that adds a whole new functionality to the product, a
kind of secret bonus.

This method works best with a 'try before you buy' approach. The
customer's discovery of the free bonus means the product will be
able to sell itself. It is the element of surprise that does the
work. 'Try before you buy' will work with just about any
product. It might involve producing a cut−down, free sample of

the product or allocating a series of demonstration models for
people to 'test−drive' or it might even involve making a
provisional sale 'on approval'. Of course, the product should
stand−up to everything that has been said about it beforehand
but the surprise bonus is the clincher.

People rarely buy something for just one reason. The more
reasons they have to buy your product, the more likely they are
to buy it. At first, in respect of an 'off−the−shelf' sale, this
might sound like a contradiction. If giving more reasons to buy
is more likely to get a sale, then why keep them secret? The
answer is customer satisfaction, free word−of−mouth advertising
and repeat sales. Unfortunately, the world is not a perfect
place. Everybody has different tastes and dislikes. There is
bound to be something about your product that somebody doesn't
like, perhaps it's the exact shade of green or the way it goes
'snap' when you press it in a particular way. Here, your secret
bonus can come to the rescue, restoring the balance by
cancelling out the nasty bit, and drawing your customer to focus
on the advantages of your product rather than the disadvantages.

So next time you are telling your prospective customers how good
your product is, forget to tell them about how it is guaranteed
to enhance their love life. Let them find out for themselves. If
your product doesn't do this, then perhaps it should!
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No Claims Bonus is a term used to describe the number of years you have had Car Insurance without
making a claim. Put simply, if you have had Car Insurance for 4 years and you have not made a claim
in that time, then you have 4 years No Claims Bonus. No Claim Bonus is probably the single biggest
factor affecting the cost of your Car Insurance premium. Every year that goes by without you making a
claim is another year of No Claims Bonus. Generally speaking, the more No Claims Bonus years you
have, the cheaper your premium will be for the car you need to insure. This is because Car Insurance
companies can see that your history regarding making any claims is a good one. When changing
provider, Car Insurance companies will usually ask you to prove your No Claims Bonus in the form of a
renewal notice or a letter from your current Car Insurance company. If you have several years of No
Claims Bonus but then make a claim, the Car Insurance company will usually apply it's rules of how
much to knock back your No Claims Bonus Years. Some companies such as Accept Direct (

) offer to protect your No Claims Bonus for an extra fee during the

quotation process. Having full no claims bonus can also entitle you up to 75% discount on your car
insurance premium.

Copyright (c) 2004 Accept Direct Limited

Andrew Bowen is the CEO of Accept Direct Limited. Accept Direct offer car insurance to UK customers
through their website
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