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Business Statistics 2002 through 2008 

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

 

Total

2002 $188,309.75 

2003 $836,862.34 

2004 $926,769.80 

2005 $1,010,103.52 

2006 $740,910.99 

2007 $481,467.61 

2008 $359,182.58 
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January February March April May June July August
Septemb

er
October

Novemb
er

Decembe
r

2002 0 0 0 0 $14,612. $9,927 $17,150. $16,052. $23,133. $30,509. $37,643. $39,279.

2003 $42,550. $45,077. $54,164. $63,874. $64,522. $74,600. $80,285. $83,898. $74,537. $92,085. $71,857. $89,406.

2004 $71,483. $101,151 $112,278 $107,815 $78,204. $81,206. $80,259. $62,237. $65,646. $52,440. $63,750. $50,295.

2005 $62,416. $81,677. $100,070 $98,029. $104,831 $79,551. $83,502. $89,615. $72,086. $75,563. $77,780. $84,977.

2006 $73,201. $64,991. $85,732. $93,410. $87,411. $77,189. $71,515. $45,025. $36,298. $32,992. $34,002. $39,139.

2007 $37,552. $40,640. $47,675. $47,466. $42,828. $47,110. $50,210. $42,821. $34,664. $26,047. $35,905. $28,543.

2008 $24,360. $32,998. $36,940. $35,893. $36,733. $24,696. $38,760. $29,274. $25,787. $26,711. $19,692. $27,331.
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History: 

The beginning: 2002 -4/2004: 

This website was founded in February 2002, we were building the website and it had no traffic or products at the time. We slowly started adding 
generic automotive products for all car makes and models such as Dash Kits, Key Chains, Taillights, etc. The products started to sell in May 2002. 
We did not know much SEO, so majority of traffic was for Google and Yahoo pay per click. As we were adding more products to the website, the 
more sales resulted from it. In 2003 we invested in magazine advertising which last from 4/03 – 4/04 thus the spike in sales. The magazine 
advertising had a very good response but it was very expensive and due to the fact that our profit margins were not as high because we did not 
do a buy-in, the profits did and increased business did not pay off the magazine advertising and it was shut down on 5/04.  

New Strategy: 5/2004 –7/2006:  

Our company went into debt due to the magazine advertising and we had to stop it and rethink our strategy. The magazine advertising still 
brought us revenue in the after math of the advertising from 5/2004-12/2004 because people still read the old magazines and saw our ads. On 
5/04 we started aggressively pursuing Search Engine Optimization which would allow us to be listed in the Google Search Results organically (for 
free).  

On 11/2004 we started implementing the Search Engine Optimization techniques we learned onto the website. We started seeing the results on 
1/2005 when the sales boosted by 20% month after month. The best season for our sales is from November – December during the holiday 
season and January – May which is the car show and tax season. We completely recovered from the debt we incurred from the advertising and 
shut off 80% of our pay per click advertising during this period. We also enjoyed stable revenue during this period of time. 

Economy goes Under– 8/2006 – 12/2007: 

It was very surprising for us as we were new to this business when all of a sudden in August of 2006 our sales just dropped by 40%. We did not 
know what was happening at the time, but today (5/1/2009) we know this is when the recession officially happened in United States according 
to the National Bureau of Economic Research (CNN Reference Link). Even though the Bureau announced that it occurred in December of 2007, 
our industry felt it in August of 2006 along with every other business that we personally spoke with. 

 

http://money.cnn.com/2008/12/01/news/economy/recession/index.htm�
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The Great Recession – 1/08 – 12/08: 

Our sales predictions did not go as we thought they would as 2008 was the worst year for our business compared with 2003-2007. The last 3 
months of the year barely came close to the gross sales figures from September '07. Thanks to CNN and its call for consumer paranoia, sales of 
commodities such as aftermarket performance parts dropped significantly! Unemployment rate grew considerably between October 08 – 
January 09 increasing from 6.8% to 8.1%, this affected every industry and every website. 

Outlook: - 1/09 – on:  

Sales seem to be stable at the 2008 figures and slowly growing month after month. We predict that the sales will stay at 2008 growing into the 
2007 levels by the end of the year. 2009 will look like 2007. Our industry and website should be fully recovered into 2005 levels by late 2010.   
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Website traffic statistics 

 

Tracking Status started in 5/2006 with Google Analytics 
Page rank: PR4 
Backlinks: 9,485 backlinks  
Average Daily Traffic: 2500 unique visitors 
Note: The blue line shows the daily visits. 
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Top 10 search engine rankings on Google 

 
Ranked Organic Keywords: 3,238 
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Year

2002 $102.85 

2003 $134.98 

2004 $126.13 

2005 $146.54 

2006 $143.78 

2007 $130.20 

2008 $116.32 

$-

$20.00 

$40.00 

$60.00 

$80.00 

$100.00 

$120.00 

$140.00 

$160.00 

A
xi

s 
Ti

tl
e

Average order price per year



Setuno Inc. 
Case study: AutoAccessoryStore.com 

9 

 

9 
 

 

 

January February March April May June July August
Septemb

er
October

Novembe
r

Decembe
r

2002 0 0 0 0 143 110 167 174 239 308 380 310

2003 308 331 392 488 506 535 560 604 586 663 516 711

2004 522 754 809 753 616 766 769 565 484 401 456 453

2005 504 606 684 683 658 550 531 592 528 468 515 574

2006 508 484 567 588 486 471 473 392 297 263 281 343

2007 271 281 325 355 335 356 380 347 282 240 237 289

2008 233 271 291 274 290 230 278 278 242 254 196 251
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Total

2002 1831

2003 6200

2004 7348

2005 6893

2007 5153

2006 3698

2008 3088
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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 I had in mind before putting the site up for sale: 

1. More Products, we stopped adding new products into the website since 2006 due to other project developments. As soon prices 
and applications are updated in current products sales will boost. If more products are added the sale will result as the traffic is 
already there. 

2. More Traffic, the website is treated as an authority in all the search engines. That means if you simply add a product, it will show 
up in the top 5 results overnight on Google. 

3. More Optimization, none of the product pages or articles is Search Engine Optimized.  By using the new Shopping Cart Elite SEO 
tools they website can be re-optimized and all the products will rank higher than they are now.  

4. Target generic keywords for Google rankings: Aim at untargeted traffic such as: car exhaust, performance accessories, etc. One 
of the keywords we ranked for was “car accessories” and it drives $60,000 in annual gross revenue just from that keyword alone.  
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