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Kinds	  of	  E-‐Commerce	  TransacAons	  

•  Business	  to	  Consumer	  (“B2C”)	  which	  involves	  
online	  stores	  selling	  goods	  and	  services	  to	  
final	  consumers	  

•  Consumer	  to	  Consumer	  (“C2C”)	  	  
•  Business	  to	  Business	  (“B2B”)	  which	  
encompasses	  job	  recruitment,	  online	  
adverAsing,	  credit,	  sales,	  market	  research,	  
technical	  support,	  procurement	  and	  different	  
types	  of	  training	  



E-‐Commerce	  Revenue	  Model	  

•  Guru	  /	  expert	  model	  
•  Product	  /	  services	  trading	  
•  Membership	  



Guru	  /	  Expert	  Model	  



WriAng	  since	  1995:	  
• PC	  World	  Philippines	  
• The	  Web	  
• Link	  
• Philippine	  Daily	  Inquirer	  
• Manila	  BulleAn	  
• Philippine	  Star	  
• Philippine	  IT	  Update	  
• World	  ExecuAve	  Digest	  
• E-‐Business	  Asia	  
• Internet.com	  
• Manila	  Times	  
• Sunstar	  Cebu	  
• Interaksyon	  

My	  first	  arAcle	  –	  September	  1995	  

Earning	  potenAal?	  

Twi4er:	  @digitalfilipino	  



ArAcle	  wriAng	  earning	  potenAal	  

•  More	  wriAng	  gigs	  
•  InternaAonal	  travel	  

– Malaysia,	  US	  

•  ConsulAng	  
•  Speaking	  engagement	  

Twi4er:	  @digitalfilipino	  



Earning	  poten7al?	  Twi4er:	  @digitalfilipino	  



Blogger	  earning	  potenAal	  

•  Paid	  post	  
•  AdverAsing	  
•  Event	  invites	  
•  Special	  freebie	  deals	  

– Gadgets,	  venues,	  accommodaAon,	  events	  

Twi4er:	  @digitalfilipino	  



Website	  earning	  potenAal	  

•  Community	  building	  
•  Re-‐publishing	  
•  AdverAsing	  

–  Google	  Adwords	  
•  InternaAonal	  travel	  

–  US,	  Spain	  

•  Ex-‐Deal	  
– Web	  host	  
– Web	  development	  
–  Event	  exposure	  

•  ConsulAng	  

Twi4er:	  @digitalfilipino	  



Retail	  Model	  



Published	  4	  (PRINTED	  EdiAon)	  books:	  
• DigitalFilipino:	  An	  E-‐Commerce	  Guide	  for	  the	  eFilipino	  (2000)	  
• DigitalFilipino	  E-‐Commerce	  Workshop	  E-‐Book	  (2004)	  
• Philippine	  Internet	  Review:	  10	  years	  of	  Internet	  History	  (2004)	  
• Blogging	  from	  Home	  (2008)	  

(To	  be	  released	  -‐	  2013):	  
• 2	  to	  4	  books	  

Earning	  poten7al?	  

Twi4er:	  @digitalfilipino	  



Book	  earning	  potenAal	  

•  Book	  sales	  
•  Speaking	  engagements	  
•  ConsulAng	  
•  Authority	  asserAon	  

Twi4er:	  @digitalfilipino	  



Earning	  poten7al?	  

Twi4er:	  @digitalfilipino	  



Research	  earning	  potenAal	  

•  Research	  sales	  
•  Research	  sponsorship	  
•  Research	  projects	  
•  InternaAonal	  travel	  

– APEC,	  WTO,	  UNCTAD,	  UNESCAP	  
–  Switzerland,	  Malaysia,	  Korea,	  Taiwan,	  China,	  Nepal,	  
Mexico,	  Thailand,	  Singapore	  

•  ConsulAng	  
•  Speaking	  engagement	  

Twi4er:	  @digitalfilipino	  



CerAfied	  Blog	  &	  Social	  Media	  Entrepreneur	  Program	  
h4p://digitalfilipino.com/bsm	  



SubscripAon	  /	  Membership	  
Model	  



Earning	  poten7al?	  
Twi4er:	  @digitalfilipino	  



Membership	  earning	  potenAal	  

•  Club	  membership	  fees	  
– One	  Ame	  
– Repeat	  /	  renewal	  
– Upsell	  (upgrade	  to	  SME	  /	  Corporate)	  
– Cross	  sell	  (sponsorship,	  consulAng)	  

•  Referrals	  
•  Friendship	  
•  Alliances	  

Twi4er:	  @digitalfilipino	  



Twi4er:	  @digitalfilipino	  

Earning	  poten7al?	  



Professional	  blogger,	  blog	  markeAng	  
and	  adverAsing	  earning	  potenAal	  

•  Long	  tail	  -‐	  paid	  post	  
•  AdverAsing	  in	  bulk	  
•  Event	  coordinaAon	  
•  Manage	  social	  media	  campaigns	  
•  Manage	  search	  engine	  markeAng	  campaigns	  
•  Special	  freebie	  deals	  

– Gadgets,	  venues,	  accommodaAon,	  events,	  fitness	  
programs	  





Making	  your	  E-‐Commerce	  Start-‐Up	  
Work	  

Source:	  Richard	  Eldridge,	  Lenddo.com.ph	  



h4p://wearesocial.net/blog/2012/02/social-‐business-‐social-‐media-‐integraAon/	  



Porter	  Gale	  FUNNEL	  TEST	  

Passion	   Passion	  

Sweet	  Spot	  

Purpose	  

TONE	  

Passion	  





Crak	  your	  vision.	  
	  
Make	  it	  a	  reality.	  



DigitalFilipino	  Club	  –	  Network	  and	  Advisors	  



Source:	  Business	  Model	  GeneraAon	  book	  –	  h4p://businessmodelgeneraAon.com	  



Embracing	  change	  



Started	  	  
October	  3,	  2013	  

P2,	  500	  for	  one	  year.	  



“Samurais”	  
	  
DigitalFilipino	  
Club	  Members	  
	  
Schools	  
	  
Government	  
	  
Event	  planners	  
	  
CommuniAes	  
	  
PRC	  -‐	  later	  

Teaching	  online	  
and	  offline.	  
Site	  update	  
ConsultaAon	  
AdverAsing	  
Research	  

E-‐Learning	  
plamorm	  
	  
Veteran	  player	  

Learn	  online	  for	  
one	  year	  
	  
Can	  be	  taken	  
anywhere,	  
anyAme	  online.	  
	  
Research-‐based	  
ConsultaAon	  
and	  learning	  
	  
Start-‐Up	  100	  
Project	  

Digital	  MarkeAng	  for	  Real	  Estate	   Business	  Model	  Canvas	  

One-‐on-‐one.	  
	  
Self-‐service.	  
	  
Group.	  

Social	  network.	  
E-‐mail.	  
Online	  Boot	  
Camp	  
Mobile.	  
F2F	  Training	  

Real	  Estate	  
Service	  	  
Professionals	  
who	  would	  like	  
to	  learn	  digital	  
markeAng	  to	  
boost	  business.	  

TelecommunicaAon	  cost.	  
Site	  upgrades.	  
AdverAsing	  budget	  
Webinar	  plamorm	  
Content	  development	  

Protégé	  membership	  
Face	  to	  Face	  Training	  fees	  
Start-‐Up	  100	  investment	  
ECOM	  /	  DIM	  Summit	  



Real	  Estate	  Service	  Professional	  

Digital	  Marke7ng	  for	  
Real	  Estate	  Industry	  
Program	  

Environment:	  Many	  RESP	  
markeAng	  online.	  

Friends:	  Uses	  social	  media	  to	  
market	  online.	  

Market	  offers:	  Various	  digital	  
markeAng	  and	  e-‐commerce	  
training	  (generic	  in	  format)	  

AQtude	  in	  public:	  
CompeAAve.	  Upbeat.	  	  
EnthusiasAc.	  

Appearance:	  
Eager	  &	  open	  for	  
partnerships	  
online.	  

Behavior	  towards	  
others:	  
Observant.	  May	  follow	  
lead	  of	  others.	  

Friends	  say:	  “You	  
should	  market	  
online.”	  

Boss	  say:	  “Go	  where	  the	  market	  
is.	  Hit	  your	  quota.”	  

Influencers	  say:	  “Don’t	  
hard	  sell	  or	  spam	  online.”	  

Jane4e	  Toral	  

What	  really	  counts:	  Get	  conAnuing	  
leads-‐sales-‐referrers	  online.	  

Major	  preoccupa7on:	  Sustaining	  
revenue	  /	  income.	  Growing	  family.	  

Worries:	  Not	  making	  a	  sale.	  Making	  ends	  meet.	  
Aspira7on:	  Quality	  lifestyle.	  Industry	  recogniAon.	  

Fears:	  Not	  
compeAAve	  
with	  peers.	  

Frustra7on:	  
Not	  gesng	  
results.	  

Obstacle:	  Managing	  
Ame	  and	  resource.	  

Wants	  /	  Needs:	  
Quality	  leads.	  
Top	  of	  mind.	  

Measure	  success:	  
Sales	  conversion.	  
Authority	  status.	  

Obstacle:	  PrioriAzing	  
and	  managing	  tasks.	  





People	  fall	  in	  love	  with	  the	  
story.	  



Honest	  conversaAon	  creates	  
advocates.	  

Advocates	  are	  be4er	  marketers.	  

"Don't	  focus	  on	  trying	  to	  fix	  your	  flaws.	  Embrace	  your	  flaws.	  
Understand	  them.	  Respect	  their	  liabiliAes,	  yet	  realize	  that	  they're	  
entwined	  with	  your	  most	  vivid	  qualiAes.	  Your	  flaws	  make	  your	  
most	  fascinaAng	  strengths	  possible."	  -‐	  Sally	  Hogshead	  



Well-‐thought	  of	  
topics	  /	  conversaAons	  
rank	  in	  search	  engine	  

results.	  



It	  can	  help	  generate	  
more	  clients.	  













h4p://pinterest.com/pin/93871973455399191/	  



Make	  it	  interesAng!	  



h4p://www.slideshare.net/demandmetric/gamificaAon-‐
infographic-‐from-‐demand-‐metric	  





h4p://www.slideshare.net/demandmetric/gamificaAon-‐infographic-‐from-‐demand-‐metric	  



Will	  it	  scale?	  

•  Demonstrate	  how	  growth	  will	  be	  achieve.	  
•  Document	  and	  show	  proof.	  



h4p://www.freshnetworks.com/files/freshnetworks/FreshNetworks%20-‐%20Social
%20Media%20Influencers%20Report.pdf	  



h4p://www.freshnetworks.com/files/freshnetworks/FreshNetworks%20-‐%20Social
%20Media%20Influencers%20Report.pdf	  



Make	  advocates	  feel	  like	  rockstars.	  
(even	  if	  you	  are	  the	  rockstar.)	  



Financial	  model	  

•  Cost	  acquisiAon	  per	  customer	  
– Organic	  
–  Invites	  
– Affiliate	  
– AdverAsing	  



Financial	  model	  

•  LifeAme	  value	  of	  customer	  
–  Face-‐to-‐face	  training	  
–  Protégé	  membership	  
–  Influencer	  Referrals	  /	  Affiliate	  
–  Club	  Membership	  
–  CerAfied	  Programs	  
–  Sponsorship	  
–  ConsulAng	  
–  Project	  CollaboraAon	  
–  Start-‐Up	  100	  



Focus	  /	  PrioriAze	  

•  Phase	  1	  
–  Site	  build-‐up	  
–  Free	  Content	  build-‐up	  
–  Free	  Boot	  Camp	  Invite	  
–  Face-‐to-‐Face	  Boot	  Camp	  
–  Start-‐Up	  100	  ProspecAng	  

•  Phase	  2	  
–  Site	  improvement	  
–  Free	  Boot	  Camp	  Invite	  
–  Paid	  content	  build-‐up	  
–  Online	  subscripAon	  
–  Face-‐to-‐Face	  Boot	  Camp	  
–  Start-‐Up	  100	  ProspecAng	  
–  Start-‐Up	  100	  Investment	  



h4p://digitalfilipino.com/ecom	  



h4p://digitalfilipino.com/ecom	  





Empower	  people	  with	  knowledge.	  

h4p://digitalfilipino.com/influence	  



Face-‐to-‐face	  Boot	  Camps	  



Membership	  

•  Students	  can	  access	  
Digital	  Influencer	  Boot	  
Camp	  for	  free.	  

•  Protégé	  members	  can	  
join	  exclusive	  webinars.	  

#ecombootcamp	  



Protégé	  Webinars	  



Focus	  /	  PrioriAze	  
•  Phase	  3	  

–  Site	  improvement	  
–  Free	  Boot	  Camp	  Invite	  
–  Paid	  content	  build-‐up	  
–  PRO	  subscripAon	  campaign	  
–  CerAfied	  Program	  Build-‐Up	  
–  Club	  membership	  
campaign	  

–  Face-‐to-‐Face	  Boot	  Camp	  
–  Start-‐Up	  100	  ProspecAng	  
–  Start-‐Up	  100	  Investment	  
–  Start-‐Up	  100	  Monitoring	  

•  Phase	  4	  
–  Start-‐Up	  100	  ProspecAng	  
–  Start-‐Up	  100	  Investment	  
–  Start-‐Up	  100	  Monitoring	  





I-METRICS ASIA-PACIFIC CORPORATION 

Incorporated	  May	  16,	  2013	  

28/F	  Tower	  2,	  The	  Enterprise	  Centre,	  6755	  Ayala	  corner	  Paseo	  de	  Roxas,	  Makati,	  Philippines	  1226; 
P.O.	  Box	  EA	  472,	  Ermita,	  Manila	  Telephones	  +632	  8493476;	  +632	  8346334;	  +63917	  8921918;	  Fax	  +632	  8865008;	   

Email:	  info@imetricsasia.com;	  URL:	  www.imetricsasia.com 



Monitoring,	  Tracking,	  Measuring	  
E-‐Commerce	  &	  the	  Economy	  

E-‐Commerce	  Influencers/
Users	  

E-‐Commerce	  Maturity	  
Model	  

E-‐Commerce	  
Learning	  InsAtute	  

E-‐COMMERCE	  

I-‐Metrics	  Asia-‐Pacific	  CorporaAon	  
Business	  Model	  



ImplementaAon	  

•  Demographic	  targeAng	  
– NaAonwide	  (internal)	  
– NaAonwide	  (partners)	  

•  1	  million	  free	  boot	  camp	  parAcipants	  
•  100,000	  Face-‐to-‐Face	  briefings	  and	  boot	  camps.	  
•  10,000	  PRO	  SubscripAon	  
•  1,000	  Club	  membership	  
•  100	  Start-‐ups	  



We	  need	  new	  business	  models.	  

A4uned	  to	  economic	  situaAon	  and	  
needs	  of	  rising	  generaAon.	  



Share	  your	  
learning	  

journey	  with	  us.	  

hKp://digitalfilipino.com/ecom	  


