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Business statistics January 2007 to June 2009 

The following diagram and table represents the gross revenue generated from online retail sales. Further explanation regarding the numbers will 

be given below. 

 

January February March April May June July August
Septemb

er
October

Novemb
er

Decembe
r

Gross revenue 2007 1800 1245.51 367.18 0 2124.47 2746.05 1535.94 2171.58 1687.04 5725.57 6165.85 10714.07

Gross revenue 2008 15544.26 1852.96 3222.33 8139.61 14719.97 9270.08 11662.8 14328.74 14410.68 7,665.78 2,287.95 4,090.89

Gross revenue 2009 8,380.58 17,465.78 17,933.26 13,160.62 15,159.52 15,285.10
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History: 

The beginning - 2007: 

This website was founded in March 2007, the previous revenues were generated through forum sponsorships and payments were handled 

without the website.  Back in 2007, REMUS exhaust systems were barely known in the US.  The idea was to start a REMUS automotive website 

only as there were no supplier online for such products. It turned out to be a great idea. Through forum sponsorships, REMUSshop was able to 

make substantial gross revenues until SEO efforts finally paid dues. The site was ranked number 1 on Google by October 2007 and sales picked 

up.  By December 2007, the word has gotten out about the website and sales started pouring in, for the first time achieving a milestone of $10 

000 + gross sales.  

Expansion and unexpected issues – beginning 2008:  

By December 2007, my importer ran into a problem that many businesses in the US faced. The falling USD currency and the rising gas prices 

exploded respectable shipping charges and my importer had to delay by 2 months every single order placed.  Over $7000 worth of orders were 

lost within 2 months, December 07 and January 08. 

In January 08, REMUSshop decided to move to a new importer, now the single US REMUS importer, with whom they developed a great working 

relationship. However, in February 2008, due to the falling USD and the increase in shipping charges, a 20% price increase took effect which 

completely stopped business for 2 months. REMUSshop had to explain to customers the reason why the price increased and made a new 

marketing campaign on forums to convince potential customers of the quality of the products. Other online retailers were slow to adjust their 

pricing so REMUSshop assumed they lost a lot of sales to these rogue dealers, which eventually fixed their pricing or dropped the product line. 

Smooth sailing – April 08 to September 08: 

Once REMUSshop's position on Google and forums was solidified and the price increase/distributor issues were solved, they were finally able to 

focus on attracting new sales to the store and it was a success. Sales took a jump to an average of $11,624.24 over the next 5 months between 

April and August. These months are considered to be off-season, the season usually being from November to May. In September 2008, the 

complete line-up of motorcycle REMUS exhaust systems was added. Marketing and SEO has not been made accordingly. The distributor says he 

grosses $40,000.00 per month average of motorcycle parts. 
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Thanks CNN! - October '08 to December '08: 

The last 3 months of the year barely added up to the gross sales figures from September '08. Thanks to CNN and it's call for consumer paranoia, 

sales of luxury items such as REMUS exhausts have dropped considerably! What was expected to be a great ending to a great year turned into a 

little catastrophe. Projections of a 2008 gross revenue of $150,000 quickly turned to hopefully making it over $100,000. This objective was met. 

The unexpected pick up - January '09 to current 

2009 has been a year full of surprises, with all the doom and gloom predictions we would have never expected the sales to jump to an average 

of $14,564.14 during the first 6 months of 2009. Due to this great start, REMUSshop predicts they will end the year with over $170 000 in gross 

sales strictly for REMUS exhaust systems! 

Relationship with distributor 

The distributor is a small sized company located in California with 4 employees. REMUSshop switched distributor at the end of 2007. Due to this 

change, the new distributor received a new stream of revenue and has moved to a larger location with more stocking capabilities. They are very 

thankful for the business I have brought to them and they will notify you first of any news and will reserve parts for you without pre-paying for 

them. The online store represents a good part of their income. 
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Website traffic statistics 

 

Page rank: PR2 

Backlinks: 999 backlinks from 123 domains 

Note: The blue line shows the daily visits. 
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Top 10 search engine rankings on Google 
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Expansion potential 

The current state of this business is in a phase of expansion and development. As with any business in such state, there are numerous options 

for expansion, below are a few of my ideas which REMUSshop had in mind before putting the site up for sale: 

1. Develop the motorcycle market, a potential of over $10,000.00 per month gross revenue, conservative estimate based on the 

distributor gross revenue for motorcycle exhausts. 

2. Develop the automotive market: The Audi sponsorship, to this date, has not yet begun. It is a market that has been ignored by 

REMUS representatives since their introduction in the US, very similar market to BMW. REMUS offers a wide variety of products 

for most Audi models. 

3. Target generic keywords for Google rankings: An idea of REMUSshop was to aim at generic traffic such as: car exhaust, exhaust. 

Companies like magnaflow.com successfully rank no 1 for these keywords and get enormous amount of traffic to their website. 

It would be a great way to put REMUS on most exhaust customers’ map and attract new markets such as Japanese and American 

car models. 

4. Expand to new brands: An expansion project could be to create an exhaust shop that would combine the best of the best for all 

markets; Asian, European and American. The goal would be to successfully assemble the highest quality of product lines for the 

different market and make a superstore offering comparison between the manufacturers. 


